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HEN you send out VOGEL prepared 
W folders and blotter promotion, you 


can expect almost immediate re- 
sponse. New prospects along with 
your regular customers will just naturally 
want to know more about VOGEL Frost 
Proof Hydrants and Closets—to see them 
‘first hand, and learn how completely depend- 
able these outstanding products really are 
... to see how perfectly they apply to coun- 
try and city homes, to garages, and service 


stations in general utility and as ever-ready 
fire protection the year ’round. 


COMMUNITY - WIDE 
OPPORTUNITIES 


Write VOGEL for your supply of folders and blotters 
now—imprinted with your name and address. In 
sending or passing them out you will find, in the 
following sources an almost endless chain of COM- 
MUNITY-WIDE OPPORTUNITY. 














City & Country Dwellings Boys’ Camps City Parks 
4 @ Unheated Buildings Girls’ Camps Roadside Restaurants 
* VOGEL PATENTED | 3 : Summer Cottages Garages Florists’ Greenhouses 
VACUUM BREAKER \ ’ Resort Buildings Oil Stations Railroad Stations 
y County Fair Buildings Country Stores Aviation Fields 
Stadiums Farm Buildings Refineries 
Stables Military Camps, etc. 
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Change the Face of America? Yes, but—............ 
Remodeling can be your business. This issue is designed especially 
to show how and why. 
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This is the story of a survey—a survey of the plumbing, heating and 
appliance needs in a typical American community. From it you can 
learn who your customers are, where they are and how many there 
are ...and when they plan to remodel. 


Chapter 1—Why Bay City Was Selected........ 
After a careful study, Bay City, Michigan appeared to be the 
town that was most like yours. 
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Kelty 


@ Weisways are perfect for any remodeling job 
— to modernize old bathrooms and to provide 
added bath facilities. @ No special treatment of 
building walls or floor is required to install these 
leakproof, fully self-contained cabinet shower 
baths. @ No metal underpans are needed for the 
vitreous porcelain receptor — no messy mastic or 
caulking. Simply place receptor over the drain — 
one man does it easily. @ Weisways go together 
quickly — because they’re precision-built to fit. 
Joints are pressure-tight. @ There is a range of 
Weisway models for every class of construction, 
to meet every need in remodeling as well as new 
building. Models for free-standing or built-in 
installations. Weisway quality insures long years 
of trouble-free service — real customer satis- 
faction. Install Weisways — protect your 
reputation and your profits. 

HENRY WEIS MFG. CO., INC. 
1104 Weisway Blidg., Elkhart, Ind. 





Vitreous Porcelain Receptor 
formed in one piece of enameling iron 
with glass-hard vitreous porcelain surface 
—and Foot-Grip, No-Slip floor. 





A typical modernizing job. Here’s a Weisway installation that provides an 


e 
CISWAY) ... the Mark of Quality in Cabinet Showers 









































added bath in an existing home. 
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It Takes 700,000 Pounds Pressure 
To Produce The Solid OLSONITE Seat 
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Special, high capacity, hydraulic presses mold Olsonite material 
under 700,000 Ibs. pressure into the solid, one-piece seat 


with natural luster and almost indestructible strength. More than 


4000 are now being produced per day, thanks 


to their enthusiastic reception by master plumbers. 
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Always sfarfing a building boom! 
— these millions of readers with 


BUY ON THEIR MINDS! 


ID YOU know that 7 out of 10 families who are 
building new homes read Better Homes & 

Gardens? But that’s not all. The 3!-million families 
who read BH&G undertake nearly 1%-million home- 
improvement jobs a year. 
So BH&G families are always in the market for 
everything in building supplies! 
It’s all because BH&G fills every issue with practical 
ideas for improving the home, making home life 
more enjoyable. 
No wonder BH&G readers are building-minded and 
BUY-minded! 


“BiG BOVOLNGICAL BRIEFS 


¢ AMAJOR WOOD-SPECIALTY manufacturer s representative, 
within weeks of the BH&G ad, followed up 17 inquiries in 
Milwaukee alone and closed 17 sales! 

¢ OPERATIVE BUILDERS say that their customers mention 
BH&G more than any other magazine. 

e BUILDING SUPPLY DEALERS (7-to-1) rate BH&G as great- 
est selling aid of all major magazines! 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
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Amrrican-$tandard offers everything you’l) need | 
to sell more modernization jobs! 





ODAY’S best business opportunity is in the 
] modernization field. It’s big! And it’s steady! 


Countless homes in your area are prospects for 
something you sell. A new winter air conditioner, 


furnace or boiler . . . modern radiators or base- 
board panels . . . gleaming new bathroom fixtures 
... anew kitchen . . . or complete year ‘round air 


conditioning. Whatever the need, alert retailers 
who feature American-Standard have just what it 
takes to land the job—with a complete line of 


quality nationally-advertised products. For up-to- 


1 Ire. Cap | SMe» B 





date information, contact your wholesale distribu- a 
tor. American Radiator & Standard Sanitary Corp., 
P. O. Box 1226, Pittsburgh 30, Pa. 
POPULAR BASEBOARD PANELS EASY TO INSTALL. Specifically de- es 
signed for forced circulation hot water heat, Heatrim panels 
by American-Standard provide draft-free, gently circulating 
warmth. Available in individually packaged 6-ft. lengths which 
can be cut right on the job and connected in a jiffy. Ideal for a 
heating modernization jobs. re 
i 





FOR THE COMPLETE KITCHEN INSTALLATION. American-Standard 
offers you not only top quality kitchen sinks, but also a com- 
plete line of modern steel kitchen cabinets. Exclusive converti- 
bility feature makes stocking easy for you and offers greater 
sales appeal for your customers. 


FOR YEAR ‘ROUND AIR CONDITIONING. The Mayfair summer air 
conditioner shown at the right below uses the same duct work 

as a winter air conditioner. Above the Mayfair is the Magne- 
filter, a dry type electronic air filter that can be installed with 
winter or summer air conditioner. Every home owner with  , 
forced warm air heating is a prospect. 





NEW RECEPTOR BATH FITS MINIMUM SPACE. The Restal puts an ex- 
tra bathroom within reach of a lot of people—and sales of more 
bathroom fixtures within your reach. Measuring only 38” x 
39” and just 12” high, this modern receptor bath requires about 
the same space as a shower stall. Corner seat offers added bath- 
ing convenience. 









The American-Standard ; ‘ ~ ‘ 
Better Retailing Plan covers MERICAN-@ tavd ra vd 
every phase of successful re- 
tailing as it applies to your 
business. Shows you how to 
develop amodern store. How 
to advertise effectively. How rr n~n~n~~ Seming home and induaty ~~ ~~~» 
to get more modernization jobs. Ask your wholesaler to tell AMERICAN-STANDARD * AMERICAN BLOWER © CHURCH SEATS 

you about this important selling program. DETROIT LUBRICATOR * KEWANEE BOILERS + ROSS WEATER + TONAWANDA IRON 
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Skip the ductwork, Joe... 
WE'RE INSTALLING 
“SAFETY*SEALED GAS HEATING ! 








SW 


if 


No Ductwork... No Electricity ... No Chimneys Required! 





Permanently Sealed Outside Venting 
Provides All These Exclusive Advantages 


© Easier, Faster Installation Between Wall Studs—On 
Outside Wall Where Good Heating Belongs 

@ Ne Chimneys, Electricity, Ductwork Needed 

® Savings on Fuel Costs—Up to 20% 

® Eliminatien of Utility Reom —Valuable Savings in Base- 
ment, Fleor and Closet Space 

® Zone-Centrolled Comfort. Individual Thermostat Per- 
mits Reom-to-Reom Adjustment ef Heating Flew 

ae ee ee 


@ Ne Meving Parts to Maintain or Replace 


Saf-Alre Model 991-14, 14,000 BTU/HR, 18°’ x 24°° x 4°" 
Other forced air models 20,000-35,000 BTU 


convector and 
Approved by American Ges Association @) 


Room-size “Safety-Sealed” units burn gas in a pat- 
ented sealed chamber . .. vent all combustion products 
outside after use...eliminate the need for chimneys, 


electricity, ductwork of any sort! 


You save money on (1) Job-Time, through faster, 
easier installation in any exterior wall; (2) Materials, 
for only one utility connection is needed—the gas line; 

(3) Repairs, which are practically non-existent since 
there are no moving parts to maintain or replace. 


Ideal for remodeling, home building, auxiliary 
heating installations, “Safety-Sealed” units provide 
clean, safe, trouble-free heating comfort. Answer the 
needs of hundreds of prospects right in your com- 
munity. Use them. Recommend them! 





STEWART WARNER 


STEWART-WARNER CORPORATION ¢ South Wind Division 
1514 Drover $t., Indianapolis 7, Indiana 


WRITE NOW for complete, free information and specifications on the 
complete line of Stewart-Warner “Safety-Sealed” Gas Heating Sys- 
tems. Select dealerships are available in some territories. Address 
inquiries to Dept.H-112,1514 Drover Street, Indianapolis 7, Indiana. 








“An $1800 sale, believe-it-or-not!” 


SALE I NEVER FORGOT 


By FRED COX 
West Plumbing & Heating 
Los Angeles 


ANYBODY WHO JUDGES a customer 
by the clothes he wears is a plain 
darn fool. Take the sale I'll never 
forget—back a few months ago. 

A guy walked into our place 
wearing grease-stained overalls. He 
wanted a couple of 5-cent washers 
for a faucet. Now, in some stores, 
they’d shuffle the guy around, let 
him find his own washers. But I 
took time out, got the right wash- 
ers, even though I knew it meant 
only a dime’s worth of business. 


We Got to Talking 

Pretty soon we got to talking. The 
guy said he was a sheet metal me- 
chanic at an auto repair place down 
the block. He’d never been in be- 
fore, but he volunteered the infor- 
mation that he owned some prop- 
erty, an 8-unit court over in the 
east end of town. 

“I could use a gas range,” he said, 
off-handedly. 

Well, sizing up the guy, you 
wouldn’t have thought he had a 
dime—well, maybe a dime, just 
enough for those washers, but not 
much more. 


Clothes Don’t Count With Us 

But clothes don’t count with us 
at Jimmie West Plumbing Co. Our 
volume has increased 100 percent 
in the last few years, and a lot of 
that increase came from guys in 
open-necked shirts, overalls and 
working clothes. 

So I showed him our ranges. But 
he seemed to want something better 
—the best we had. Right then our 

(Please turn to top of page 14) 








He Married a Dishwasher 

FROM THE MODERNIZATION SURVEY 
made last month by Domestic En- 
GINEERING in Bay City, Michigan 
(reported elsewhere in this issue), 
you'll learn a lot about the people 
in your community, about how 
they think of their homes, and 
about their plans for making them 
better homes. The interviewers got 
a glimpse of more than 600 Ameri- 
can families going about their day- 
to-day job of living. Ask any of 
the interviewers what they think of 
Bay Cityans and they'll tell you 
they’re a gracious folk, deeply in- 
terested in their town and proud of 
its colorful background; proud of 
their schools, their churches, their 
kids; and dreaming some_ very 
practical dreams about théir 
homes. 

Of course there 
was the inevita- 
ble comedian, as 
turned up by this * 
question from an 
interviewer: “Do 
you have a dish- 
washer?’’ An- 
swer: “I married 
the best one in the world 30 years 
ago and am planning no replace- 
ment. A little remodeling might 
help, however.” 

Other interesting sidelights of 
the Bay City survey can be found 
in the special modernization section 
beginning on page 91. 





Plumber Stops $55 Tap 

“You NEVER KNOW what you’re 
going to encounter on the job,” 
says Bernard Jacobson, a journey- 
man plumber of Northwestern 
University of Evanston, Ill. Enter- 
ing the Delta Zeta sorority house 
to repair a pipe, he ended up by 
catching a thief. 

As he opened the door Re called 
out the traditional warning, “Man 
in the house!” A woman thrust 
her head out of a room and echoed 
his call. Jacobson did not recognize 


12 


WEEN OURSELVES 


her as one of the girls living there, 
and he tried to question her. She 
fled down the stairs. 

Jacobson caught her and held 
her for Evanston 
police. To Lt. 
Hubert G. Kelsh, 
chief of Evanston 
detectives, she 
admitted taking 
$20 from rooms 
of the Delta Zeta 
house and $35 
from the Uni- 
versity’s Pi Beta Phi sorority house. 





Hand of Prometheus 

DIPPING INTO GREEK MYTHOLOGY, 
Cleaver-Brooks Co., Milwaukee 
manufacturer of equipment for the 
generation of heat, came up with 
a new trade-mark ...a hand hold- 
ing the Promethean flame. 

The god Prometheus, you will 
recall, felt sorry for the sad plight 
of mortal man, and, to assist him 
in his struggle, stole from heaven 
the flame of knowledge. From the 
gift of this flame to man, Greek 
mythology dates the beginnings of 
the useful arts and civilization. Ac- 
cording to F. A. Hopp, advertising 
manager of the company, this ap- 
propriate trademark will soon be 
used on all the firm’s literature. 


4000 Degrees Cooler Inside 
How wowu.p you air condition a 
space ship? That’s what refrigera- 
tion engineers want to know, and 
they are giving 
the matter seri- 
ous thought. 
With space * 
travel just 
around the cor- 
ner, the problem 552) 
of what happens € 
to the tempera- € XS 
ture inside rock- Moa 
et ships after they have pulled 
away from earth is rapidly becom- 
ing the $64 question. For, contrary 
(Please turn to top of page 14) 
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Modern Motels Require R/CHMOND 


These 7 very latest Miami Beach 

motels (comprising 208 units) installed 

Richmond quality vitreous china 

water closets, enameled cast-iron and 

vitreous china lavatories, in smart 
pastel shades. 

Why do so many 

Florida motels 

entrust their 

plumbing 


requirements to Richmond fixtures? 
Because Richmond’s complete line of 
plumbing fixtures meet every require- 
ment of smart design, economical cost 
and efficient operation. 

For motels, custom homes or mul- 
tiple dwellings when you want the 
finest in plumbing fixtures, always re- 
member you can rely upon Richmond 
to fit your exact requirements. 


Homes, Inc., builder: Jules Block, 
architect: August Swarz 
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RIVIERA, owner: Al Lewis, builder: 

Al Lewis, architect: L. H. Glasser, 
oo REC RE RRS = eg 


OXFORD APTS., owner: Jordan 
Davidson, builder: Jules Block, 
architect: Don Reiff. 


ANE APTS., owner: Diane 
Homes, Inc., builder: Jules Block, 
architect: August Swarz. 


ood ‘ a "| 
: 


ew sy Z a aes 
CHAMPION APTS., owner: Ciampi, 
builder: Clarciam Realty Corp., 
architect: Pamorrow Turner. 


FOUNTAINHEAD MOTEL, owner: J. 
Davidson, builder: Shinn Const. 
Co., architect: Norman Giller. 


Richmond Radiator Company 
19 East 47th Street, New York 17, New York 


Please send me more information and literature on the 
Richmond Plumbing Fixtures. No obligation, of course. 


NAME. .ccccccccccccccccccccscccccsscccees ae 
COMPANY... scccccccsecccccersseeseceeees see 
ADDRESS... ccceccccccesvessesevess ee 
CITY. ceccccecseevess ZONE... «STATE. .se0es eee 


We are 0 plumbing wholesalers (1) plumbing con- 
tractors 0) building contractors, 








Sale | Never Forgot 
(Continued from page 12) 
best range was a big $300 job, and 

it was still crated. 

“Shall I uncrate the thing?” I 
asked. 

‘Don’t bother—just show me 
some pictures and tell me a little 
more about it.” 

So I did. And he bought the range 
—sight unseen, and still crated. 

A couple of days later he was in 
again, this time to buy a $319 auto- 
matic washer, a $400, 9 cu. ft. re- 
frigerator. 

Before he left—still in overalls— 
he wondered out loud about new 
water heaters for those 8 court 
units of his over in the east end. 


How Much? 


He looked over our water heater 
line, picked out a replaceable tank 
model and asked, 

“How much installed?” 

We quoted him a price just a 
little under $100. 

“T’ll take 8,” he said. And by golly 
he had both the cash and credit 
available to prove it. 

Within 14 days we sold the guy 
$1800 worth of fixtures and instal- 
lation, and he’s been a steady repair 
customer ever since. 

Incidentally, we tossed in those 
two faucet washers for free. 


WHAT WAS YOUR MOST 
INTERESTING SALE? 


A brief account of your 
most interesting sale will 
bring $15.00 if published in 
Domestic Engineering. Writ- 
ing style is not important— 
just put it down on paper 
as though you were relating 
it to someone else. It needn’t 
be long, 250-300 words will 
do. Send your account today 
to the Editor, 1801 Prairie 
Avenue, Chicago 16. 


Two Out of Three 
Need It! 
Do You Have It? 


© See page 177 ¢ 








Between Ourselves ___ 


(Continued from page 12) 
to popular opinion, it doesn’t really 
get colder consistently as you go 
farther away from the earth’s sur- 
face. 

Walter Pharo, refrigeration sales 
manager for York, points out that, 
according to the National Advisory 
Committee for Aeronautics, the 
temperature jumps all over the 
scale. 


Temperature Up . . . Then Down 


From an average 59 deg. on 
earth, the mercury drops to -67 at 
about 35,000 ft, then climbs to 170F 





midway in the stratosphere, where 
it stays put for almost 40 miles. 

At that point it gradually drops 
again to -27 at about 50 miles, stay- 
ing constant for five brief miles, 
when it begins to climb and con- 
tinues to climb through the iono- 
sphere until, at 185 miles—the be- 
ginning of the exosphere—the tem- 
perature soars to 1,520 deg. 

What happens from this point on 
through outer space is anybody’s 
guess, and there is a lot of guessing 
going on today. Some say it goes 
up to about 4,000 deg. and remains 
constant. Others believe that it 
goes up, and up, and up. 


Buck Rogers Is Old-Fashioned 
By Comparison 


All of which gives a rough idea 
of the problems faced by the re- 
frigeration engineers, who are even 
now helping to design the rocket 
ships which tomorrow will make 
the antics of Buck Rogers seem 
rather old fashioned. 

The closest the United States has 
come to space travel was the recent 
flight of the WAC Corporal rocket, 
which reached a height of 250 
miles, where the temperature was 
reported at 1,898 deg. It was 
through the instruments in this 
rocket (and others of this sort) 
that the government has been able 
to plot temperatures at various 
space levels. 

A type of cooling system exists 
that might keep people from fry- 
ing, but there’s a big “if” attached, 
says Pharo. This is an air-expan- 
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sion gadget that was installed in a 
skyrocket research plane which 
flew more than 1,300 miles per 
hour at more than 79,000 ft in July. 
But is there any air in space? . 
this is the “if.” 

The refrigeration system in that 
one small plane was _ powerful 
enough to cool a 3,000-seat theater. 
And its only function was to keep 
the pilot from being roasted alive. 

This system was designed to 
take care of conditions only about 
16 miles up, where the tempera- 
ture is about 67 deg. below zero. 
“What,” asks Pharo, “would it take 
to overcome the tremendously high 
temperatures in the exosphere, 
which starts 185 miles up where it 
is extremely hot. Sure, we could 
install enough equipment to do the 
job, probably, but it would never 
get off the ground.” 


Effort to Conquer Space Will Lead 
to More Compact Cooling 


Prediction: Refrigeration equip- 
ment will grow smaller and more 
powerful as the engineering intel- 
ligence of our industry attacks this 
problem, one of the many keys to 
future space travel. 


Rare Opportunity 


PLUMBING CONTRACTORS who at- 
tended the Gas Appliance Manu- 
facturers Assn. exhibition of ap- 
pliances at Atlantic City, Oct. 27- 
31, were given a rare opportunity. 
They were privileged to select Miss 
Gas Flame of 1953 from a bevy of 


4 


buxom beauties. The girls made 
two appearances before the audi- 
ence in convention hall, first in 
evening gowns and next in bathing 
suits. Audience approval served as 
the basis for the selection of the 
Gas Flame queen. 

One wag suggested that a 
pyrometer should have been used 
to measure audience reaction, and 
not the customary applause meter. 


Another Opportunity 


Not to be overlooked was the op- 
portunity for plumbing contractors 
to view the profit-winning beau- 

(Please turn to top of page 16) 
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STEEL BOILERS 


The design of modern factory buildings is undergoing 

a radical change... spreading out rather than going up... 
with greatly enlarged roof areas, many skylights and 

the walls largely windows. 


While this modern construction provides better light and a smoother 


flow of materials through production lines it steps up steam requirements. 


With 4 large Kewanees . . . total capacity of 25,000 square feet 

e steam (5 million Btu) ... the new plant of Nu-Tone Chimes can be sure 

of plenty of heat all over the building. And the ability of Kewanee 

s Boilers to carry overloads of 50% and more, with high efficiency, provides 
e an ample reserve to handle later 

plant expansion without additional 


boiler equipment. 





KEWANEE-ROSS CORPORATION 


Division of American Radiator & Standard Sanitary Corporation 


KEWANEE, ILLINOIS 








R © KEWANEE BOILERS © ROSS HEATER © TONAWANDA |RON 


RD © AMERICAN BLOWER e¢ CHURCH SEATS ¢ DETROIT 





Between Ourselves 


(Continued from page 14) 


ties from what the association 
termed “the most gorgeous group 
of home appliances ever assembled 
under one roof.” Further details on 
this phase of the meeting will be 
presented next month. 


Heating School Announced 
The Institute of Boiler and Radi- 
ator Manufacturers has announced 
the following schedule for its 
School of Modern Heating during 
the first six months of 1953: 
Jan. 6-8, Buffalo, N. Y.; Jan. 13- 


15, D , i ; . bon 1, - | 
oF hy ae a Aiea Ee 4 little pieces scattered on a half 


dianapolis; Jan. 28-30, St. Louis. 

Feb. 3-5, Louisville, Ky.; Feb. 9- 
11, Cleveland; Feb. 17-19, Newark, 
N. J.; Feb. 25-27, Philadelphia. 

Mar. 3-5, Harrisburg, Pa.; Mar. 
10-12, Portland, Me.; Mar. 17-19, 
Stewart Manor, L. I, N. Y.; Mar. 
24-26, Chicago. 

Apr. 8-10, Ames, Ia.; Apr. 14-16, 


Minneapolis; Apr. 21-23, Milwau- | 


kee; Apr. 27-29, Kalamazoo, Mich. 


May 12-14, Raleigh, N. C.; May | 


19-21, Ga.; May 25-27, 
Miami. 

June 2-4, Pittsburgh; June 9-11, 
Binghamton, N.Y.; June 16-18, Bur- 
lington, Vt.; June 23-25, Boston; 
June 29-July 1, New Haven, Conn. 

Tuition for the School is $23.00. 
Further information may be ob- 
tained from The Institute of Boiler 
and Radiator Manufacturers, 60 


East 42nd St., New York City 17. 


Atlanta, 


Water Systems Meeting 
It was Herbert C. Angster Day 


at the 20th annual meeting of the | 
Netional Assn. of Domestic and | 
Farm Pump Manufacturers Oct. 3 | 


in Chicago. 


For Angster the recognition | 
ceremony came as a complete sur- | 


prise. Immediately preceding ad- 
journment for lunch, H. R. Laffer- 
ty, executive vice president of Red 
Jacket Manufacturing Co., Daven- 
port, Iowa, president of the asso- 


with an admonition to the execu- 
tive secretary and director to “just 
sit and listen for awhile. That’s all 
you have to do,” he added, “then 


maybe we'll allow you a couple of | 


words.” 
What Angster heard in the course 


of the next half hour was a succes- 


sion of tributes paid to his 20-year | 


leadership by industry leaders. 
(Please turn to top of page 370) 


THANKS FOR THE TIP 
Edwards, Calif—Why, oh why do 
you spoil the best magazine in the 
field by splitting your articles into 


dozen pages in a half dozen dif- 
ferent parts of the magazine? 
JAMES EvANS 

e The trend is to self-contained arti- 
cles, as you will note in most of this 
issue. In a few cases, however, it was 
necessary to jump copy, but we've 
tried to do it in the least confusing 
way. Thanks for the tip.—Ed. 


SELECT GROUP SELLING 
Warren, Ohio—It’s apparent from 


| a survey of our distributors and 


dealers that people accustomed to 
using automatic home equipment 
more quickly see the advantages of 
automatic dishwashing. Therefore, 
it would appear that dealers’ out- 
side selling activity could well con- 
centrate on those who already own 
these other appliances. 

The survey revealed that of the 
198 persons who bought dish- 
washers, 178 already owned auto- 
matic washing machines, 90 owned 


| food waste disposers, 88 owned 


home freezers and 83 owned dryers. 
MARSHALL ADAMS 
ad manager 
Youngstown Kitchens 


WE'LL PUT IT BACK 
Detroit—In reversing the nega- 
tive when you printed the group 
picture of Alert Pipe and Supply 


| Company in your August issue, 


ciation, rose unexpectedly to take | ycu have made in seconds greater 


over the meeting from Angster | 
United States 


| politicians have been able to do in 


and more drastic changes in the 
than all of our 


the past 20 years. 

You have changed each man’s 
right arm to left, cut the thumb 
off of “the left hand of God”, put 
half of Lake Michigan, all of Wis- 
consin and most of the Upper Pen- 
insula of Michigan in Canada, re- 


| versed the locations of Lakes Huron 


and Michigan and placed Chicago 
16 


between New York and Detroit, to 
mention only a few things. 

You can’t do that to us! I was 
figuring on voting Republican in 
November, but if you’re Republican 
and if this is a sample of what the 
Republicans are going to do to this 
country, I’m heading for a little 
uninhabited island that I know of in 
Lake Michigan—er—Huron—er— 
Michigan—Oh, nuts! I’m mixed up 
enough now to be eligible for an 
appointment by President Truman! 

H. R. DusENDORF 


e We hasten to put Michigan back 
where we found it.—Ed. 


As it should have been... 


. and as we had it. 


(Letters continued on page 18) 
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Two basic SUNDSTRAND 
models solve all your 
fuel unit problems! 





Single Stage 


roit, to 
Designed by Sundstrand for 
I was better, quieter performanceand 
: simplified field service, the 
can in Model "J" Single Stage Unit 
iblican features these coe ad- 
vances: (1) small and compact, 
nat the (2) precision-made hydrauli- 
to this cally equalized pumping mem- 
1 little bers, (3) positive-seating strain- 
; er, easily removed for cleaning, 
w of in (4) leakproof seal, (5) long 
page shaft bearing, (6) balanced, 
positive-acting valve, (7) in- 
xed up terchangeable parts and 
for an mounting. In addition each 
: unit is individually tested and 
uman. certified before leaving the 
DORF plant. Model ‘J’ is available 
in 5 nozzle capacities . . . 3, 6, 

10, 14 and 20 gph. 
n back 





Two Stage 


Model “H”’, newest member 
of the Sundsuand ‘family’ — 
is a self-purging, compact, 
easily serviced Two-Stage fuel 
unit with the same simplified 
porting as the Model ‘ 

designed for use on two-pipe 
systems having vacuum te- 
quirements up to 20". The 
Model ‘H” has already proved 
itself an outstanding, quiet 
operating, dependable unit for 
long line, high lift oil burner 
installations. It incorporates 
the same fine engineering fea- 
tures as the Model ‘J’. The 
“H” is available for 3, 6, 10, 
14, and 20 gph firing rates— 
6, 10, 15, 20 gph strainer ca- 
pacities. Model ‘‘H”’ is inter- 
changeable with “Sundstand 
Models S-1, R, J, or K 





MODEL "H” WITH OR WITHOUT SOLENOID VALVE 








af 
* 


te Oe 





INDIVIDUALLY TESTED AND 5) 


SUNDSTRAND 
FUEL UNITS 


SUNDSTRAND MACHINE TOOL CO. 








HYDRAULIC DIVISION, ROCKFORD, ILL. 

















GOOD READING 


“The Story of Area Heat” is a 
dramatic presentation of a new de- 
velopment in space heating sys- 
tems. It discusses a theory of heat- 
ing by zones and its particular ap- 
plication to ranch type homes with- 
out basements. Many diagrams il- 
lustrate how the area heater is 
adaptable to the heating needs of 
individual homes. Recommended 
locations for the units are given. 
Tables and charts supply applica- 
tion data for typical installations. 

Issued by: The Dearborn Stove 
Company, 5830 N. Pulaski Rd., Chi- 
cago 30. 


Water systems application is the 
subject of an attractive brochure 
prepared by Aturia Import Com- 
pany. It is not only good reading 
from the standpoint of interesting 
presentation, but has a practical 
value for the contractor as well. 
The development of water pump- 
ing principles to modern electric 
water system technology is traced 
in terms that are easy to under- 
stand. Illustrations are included. 

Issued by: Aturia Import Co., 
13809 Broadway, Knoxville, Tenn. 


Dry venting of plumbing systems 
is covered in a new four-page fold- 
er published by Johns-Manville. 
Photographs show the application 
of Transite to residential, commer- 
cial and industrial jobs and how the 
pipe is installed to best advantage 
in specific situations, Rough-in 
diagrams and specification data for 
pipe and fittings are also given. 

Issued by: Johns-Manville, 22 E. 
40th St., New York 16. 


A complete line of heating equip- 


ment is illustrated and described in 
a four color brochure published by 
Dowagiac Steel Furnace Company. 
Bound in a durable, hard cover, the 
brochure has cutaway as well as 
full color illustrations of the line, 
ranging from furnaces to water 
heaters. Specification and rough-in 
data is included. 

Issued by: Dowagiac Steel Fur- 


nace Co., Dowagiac, Mich. 


















Letters 


(Continued from page 16) 


TEN MINUTE SERVICE 

Chicago—Your readers may be 
interested in the new air supply 
service I have inaugurated for 
emergency delivery of badly need- 
ed plumbing and heating repair 
parts. 

If Chicago area hospitals, defense 
plants, orphanages, homes for the 
aged or other vital institutions 
need repair parts in a hurry, I can 
now get them to where they’re 
needed speedily by use of heli- 
copter air delivery, cutting the de- 
livery time down to almost nothing. 
On a trial run, I was able to deliver 
needed parts to four suburbs within 
a 30-mile radius of Chicago in less 


than an hour. 
I hope to aim the service prima- 





rily at small towns where dealers 
usually do not carry large stocks, 
covering communities in a radius 
of 150 miles from Chicago. The 
service will be operated by the 
owner of a charter company. 


Epwarp M. Moran 
Moran Supply Company 


© Our editorial hats are off to reader 


Moran for instituting what could pos- 
sibily be a life-saving service in some 
instance.—Ed. 











A Stack of Mail . . . and an Unparalleled Opportunity 
Editor’s Note: The biggest stack of mail this month came from 
civic and business leaders who have seen a preview of the Bay 
City Story. The Bay City Story (reported in full beginning on 
page 89) is the story of a comprehensive survey of the plumbing, 


heating, air conditioning and related appliance needs in a typical 
American community—Bay City, Michigan. More than 30 Do- 





MESTIC ENGINEERING researchers, under the direction of a noted 


marketing authority from Northwestern University, devoted 


nearly 3000 man-hours to making personal interviews in over 


700 Bay City homes, factories, institutions and farms. The fol- 
lowing letters are especially significant, because they interpret the 


full meaning of the survey to our industry. The letters follow: 


INVITATION TO MILWAUKEE 

Milwaukee—Your extraordinary 
modernization survey at Bay City, 
Mich., is not only an outstanding 
magazine promotion, but a national 
and local civic contribution as well. 

One of the most important effects 
of such an event has been given in- 
sufficient attention by your own 
people as well as trade paper re- 
ports. I refer to the battle against 
blight. Such a survey and its re- 
sulting effects are bound to deter 
the spread of blight as well as to 


focus attention on its existence. By 


18 


helping to reduce and to eliminate 
blight you will not only benefit 
manufacturers, wholesalers, retail- 
ers and home owners, but also the 
cities themselves by helping to pro- 
mote higher property values with 
subsequent greater tax revenues. 

You are to be congratulated upon 
this ambitious undertaking. I hope 
that you will see fit to conduct a 
similar survey in the city of Mil- 
waukee. I am sending carbon 
copies of this letter to Mr. John J. 
Roache, the executive director of 

(Please turn to top of page 23) 
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Brings More 


Remodeling Jobs 
Your Way 


The completeness of the GENERAL line of qual- 
ity Tankless Water Heaters is a real competitive 
advantage for you in today’s big remodeling mar- 
ket, It provides you with the widest possible choice 
... all the standard sizes and “‘in-between’”’ sizes as 
well... models for every sized home, apartment, 
office building, hospital, washroom, etc, Your cus- 
tomer is assured of continuous hot water without 
excessive investment, Moreover, GENERAL qual- 


ity construction keeps customers sold. 


You'll find this same high quality and complete 
selection in GENERAL Unions, Testite Solder 
Fittings and other Heating Specialties. Get this 
extra quality without paying higher prices, Order 
from GENERAL —and make customer-friends 


wherever you go. Write for Catalog 20. General 
Fittings Co., 118 Georgia Ave., Providence 5, R. 1. 





DOMESTIC ENGINEERING 









GENERAL ALL-COPPER 
TANKLESS HEATERS 


4 sizes, capacities from 4 to 


10 g.p.m. 











GENERAL TANKLESS 

WATER HEATERS 

9 sizes, capacities from 3% to 
35 g.p.m. 








GENERAL INSTANTANEOUS 
WATER HEATERS 


23 sizes, capacities from 2 to 
300 g.p.m. 








GENERAL CONVERTERS 
Economical means to transfer heat 
from steam or boiler water to 


separate hot water radiation sys- 
tem. 26 sizes, flow capacities 


from 1.5 to 1190 g.p.m. 










GENERAL CAST BRONZE 
SOLDER FITTINGS 

Wide variety of types. Each fitting 
individually tested with air under 
water .. . they’re “TESTITE”. 












GENERAL UNIONS 
100% inspected, all parts inter- 
changeable with similar parts of 


other unions of same size and 


type. Avoiloble in Block or Gal- 


vanized \ron, in sizes ¥e” to 3”. 









GENERAL -SPECIAL-TEES 


Three-way reducing fittings in cast 
iron or bronze . . . simplify fin- 
tube radiator installations. Avail- 
able with or without air vent 


opening, in a variety of sizes, 















GENERAL WATER HAMMER 
SILENCERS 

Cushion shock of excess pressure 
in either hot or cold water lines. 









GENERAL THERMOSTATIC 
MIXING VALVES 
Assure positive, accurate control 


regardless of flow or pressure 
variations. 











The Most Complete Line 
of Water Systems in 
the Industry 


The New Barnes 712-9 
Ledge-Type Sink Faucet 


Offering unparalleled values in low 
price and top quality features 4 


Barnes also Has a Stellar 
Array of Hard-Hitting Dealer Sales 
Aids that Really Moves Inventory ! 


BU OY 1a 4 ee.5 7 


i ——— 


Write Today for Detatts ! 


MANUFACTURING CO. 
MANSFIELD, OHIO 


BARWNWES 


























& 
Temperature and pressure relief valves should be | 
installed on every hot water supply tank or heat- | 
er without exception. If only pressure relief js’ ~ 
provided, replace it with a combination temp- 
erature and pressure relief valve. This adds 95 Y% 
more protection for as little as 15% added il OR he “aa 


PLUMBING and HEATING... 


must be // 


The safety equipment of plumbing and heating systems 
vice increase. Equipment and fixtures deteriorate with 
and adverse operating conditions. 


PROTECT 






and CONTROL 





foo 


mes more vital as years of ser- 
and lose their resistance to abuse 
Excessive temperatures and pressures, vacuum and low 


water conditions are initial causes which accelerate deterioration as service continues. If 
an existing system lacks proper protection and control - - provide it. If it has this equip- 


ment - - check it, recondition it or replace it if necessary. Years of service life can be added 
to the system - - but more important, DON'T COMPROMISE WITH SAFETY AND CONTROL. 


AE 


ia | 


( 


ti 
| 


. A new T&P relief valve is like a renew- 
We * ed insurance policy. If the installation 
is more than five years old furnish the - 
newest type of relief protection. The 
old relief valve has long since paid for L 
itself with valuable protection at low NRO 


If the T&P relief valve is a fusible plug 
type, replace it with a fully automatic, 


self-closing type. This modern protec- 
tion is safer and eliminates costly service 


yee calls to replace fusible plugs. 


A vacuum relief valve should be install- 
ed in the cold water line to guard 
against negative pressure conditions 


which 


could cause a tank to collapse iF 


or water to be siphoned. 


Boiler safety relief valves are a “must” 
for safe hot water space heating boiler 


operation. Be sure that they bear 
the official A.S.M.E. - N.B. symbol 
and are rated according to steam 
relieving capacity. Ordinary water 
relief valves not so rated for emer- 
gency steam pressure should be re- 
placed. 


No 7 


ALWAYS 


A tempering valve automatically de- 
livers safely tempered water to the 
service outlets. Scalding is prevented, 


hot water is conserved and the load _! | 


on the heating equipment is reduced. 4 


Every system should be protected, 


SPECFY WATTS 


especially where children are in- 


volved. 


No. 7! 


Pressure reducing valves preserve fixtures and equip- 


ment. Splashing from basins, noisy closet tanks and 
water hammer are symptoms of destructive high presy 


5a 


sure. Recondition reducing valves if not too old, 
or install a modern, more efficient reducing valve | 


to conserve water and protect the system. 


Automatic pressure feedwater regulators 
assure an adequate water supply and 
maintain minimum pressures for hot 
water boilers without attention. Install 
them on all manually fra boilers for 
more efficient ope- /\ 

ration. Recondition J \ 
or replace regulators \ 
that have had long a 
Service. 


My 135H 


{ 


L (Ne 1235 


Low water cut-offs have saved 
many automatically fired steam 
boilers from burning out due 
to the loss of water. Install 
this inexpensive _ protection 
where it does not exist. Care- 
fully check the operation of 
cut-offs that have been in ser- 
vice. Low watef—> 
cut-offs equipped  }} 

with mercury } 
switches are most /~ 
positive. ~~ 


/ 


WATTS REGULATOR COMPANY ~~~ 
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MANE FA Cy UR ERS OF 


Plumbing and Heating...Safety Valves and Controls 

























That's why it's easy to sel 

Church Regal Seats their quality 
‘ 

is'as obvious as their beauty. 

And your customers know quality 

know that, regardless of price, 

quality means lower cost per year 


of satisfactory service. 


They know Church means quality, 
Tole MN dalohy mi ialoh mm ial- Mare lunt- 
“Church” on any product stamps 


it beyond question as the best. 


No. 800 
Church Regal Seat 


Church Seats 





AMERICAN-STANDARD - AMERICAN BLOWER . CHURCH SEATS - DETROIT LUBRICATOR - KEWANEE BOILERS - ROSS HEATER - TONAWANDA IRON 
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(Continued from page 18) 


the Milwaukee Home Show, asking 
him to extend a formal invitation 
to you to do so in connection with 
the 1953 Home Show to be held 
next March. 

I will also send a copy of this 
letter to Mayor Frank Zeidler, of 
our city, who is also intensely in- 
terested in the fight against blight. 
I hope that he will lend his assis- 
tance to you and also encourage 
you to conduct a similar event in 
Milwaukee. 

H. Evtis SAXTON 
The Saxton Agency 


TO STIMULATE SALESMEN 
Pittsburgh—Please reserve 300 
copies of your November issue for 
us. D. D. Couch, our vice president, 
wants to incorporate the mail- 
ing of this issue with a monthly 
letter that he sends to all Ameri- 
can-Standard salesmen. 
Rosert W. LEAR 
ad manager 
American-Standard 


HE’S IMPRESSED 

New York—Despite the large 
volume of mail we receive pro- 
moting special studies and spe- 
cial issues in many different fields, 
I am very much impressed with 
the job you are lining up for your 
November issue. 

K. L. WALTERS 

General Electric Co. 


YOU'LL FIND ’EM—PAGE 89 
Morton Grove, Ill.—Ever so many 
thanks for the opportunity to look 
in on your Bay City project. It’s 
a fine thing you are generating for 
our industry and we are all look- 
ing forward to the survey results. 
W. S. CLoucH 
ad manager 
Bell & Gossett Co. 


WHAT ARE YOU DOING? 

New York—The development of 
the Bay City Story will make a 
vital and challenging contribution 
to the growth of the plumbing and 
heating industry; vital because of 
the growing importance of the mod- 
ernization market, challenging be- 
cause it asks all of us—manufac- 
turers, distributors and retailers— 
“what are you doing to get this 
business?” 

The fact that I was encouraged to 
travel 1500 miles to participate in 
the kick-off of the campaign is an 


indication of the importance at- 
tached to this type of study by our 
client, American Radiator and 
Standard Sanitary Corporation, 
and Batten, Barton, Durstine & Os- 
born. American-Standard, as a 
matter of fact, has long recognized 
the value of the remodeling and 
replacement field and has made 
major contributions to its growth. 

Through a large national adver- 
tising campaign, it has stimulated 
consumer dissatisfaction with old- 
fashioned, out-moded fixtures and 
equipment. Through its revolu- 
tionary “Better Retailing Plan” it 
has helped thousands of plumbing 
and heating contractors to become 
full-fledged merchandising retail- 
ers—men who have the means to 
sell building and home owners on 
the value of modernization. 

The Bay City Story and the 
studies that will arise from it are 
long overdue. Domestic ENGINEER- 
ING is to be congratulated on the 
far-reaching contribution that it is 
making. 

J. H. Dowp 
Batten, Barton, Durstine 
& Osborn, Inc. 


IT WORKS ON BIG JOBS TOO 


Tulsa—Contrary to the often- 
expressed belief, we have learned 
that big-job remodeling can be 
merchandised, and that it is not 
necessary for contractors to sit and 
wait for an invitation to bid. 

We have found that in many cases 
the idea to remodel and modernize 
can be put into management’s mind 
by promotion, including adver- 
tising and direct sales calls de- 
signed to show the saving possible 
by the use of modern equipment, 
as well as the intangible appeal of 
morale aid by beautification. 

I trust this approach may be of 
use to other plumbing and heating 
companies. 

DaLeE WATT 
plumbing contractor 


KNOCK ON ANY DOOR 


Kankakee, Ill—In all of these 
years, I have had a very healthy 
respect for Domestic ENGINEERING 
as one of the finest publications in 
the industrial field. Your current 
emphasis on plumbing and heating 
modernization bears out this opin- 
ion. 

Knock on any door and you'll 
find a market for a water heater or 

(Please turn to top of page 24) 
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| A flick of the switch is all it takes to 


load a 1000 lb. fixture in the well- 
equipped shop of Gilbert Plumbing 
and Heating, Westchester, Pa. The 
hoist paid for itself, Gilbert says, in 
less than a year of operation. 


SHOP SHORT-CUTS 


WASTED MAN-HOURS are no longer 
a problem at the Gilbert Plumbing 
and Heating Co. Almost as fast as 
you can say Westchester, Pennsyl- 
vania (Gilbert's home town), one 
man can lift a 1000 pound boiler 
section or 500 pound bathtub from 
the shop floor to a truck .. . and 
back again. 

It’s all done with strings—wire 
strings that trip the motor of an 
electric overhead hoist that has 
meant a real saving in time and 
money to Gilbert. 

Previous to the installation of 
the hoist, all equipment, heavy or 
light, had to be moved by hand. 
Sometimes, as in the case of the 
boiler section, this would involve 
calling in four or five men from the 
job site. And, after the laborious 
chore of straining to load it onto 
the truck, the men had to be re- 
turned to the field, all of which 

(Please turn to top of page 24) 














Shop Short-Cuts 


(Continued from page 23) 


amounted to a considerable waste. 
Let’s take a specific example. 


Suppose a thousand pound piece | 
of heavy equipment must be loaded. | 
Five men, at a minimum (without | 
a hoist of some sort), are required. | 
Let us assume that it takes two | 


hours to bring the men in from the 
field, load the equipment, and re- 
turn them to the job. This alone 
represents 10 man-hours. 


At a rate of $2.85 per hour, the | 


lifting of one piece of equipment 
would then cost $28.50. 
A very expensive loading job! 


And this doesn’t take into consider- 





YOU CAN WIN $10.00 

Share your ideas for saving 
time and money in the shop 
with other contractors. If 
accepted for publication, 
they'll bring you $10.00 apiece. 
Send as many as you like— 
with or without photos—to 
the Editor, 1801 Prairie Ave., 
Chicago 16. 











ation the time lost from the job by 
the absence of the five men. 
Compare this cost with the few 


minutes it takes one man using an 


electrically powered hoist. For 50¢ 
worth of his time at a maximum, 
and very little effort, the same job 
is accomplished .. . a saving of $28! 


How Much Can You Save? 


The amount savings made pos- 
sible during a year’s time will de- 
pend, of course, upon the size and 
nature of the contractor’s operation. 
But a conservative estimate would 
place the savings at $200 a year 
for a firm handling little heavy 
equipment. At this rate, a hoist 
which costs $350 would be amor- 
tized in less than two years! 


Mr. Gilbert and others who have 
made use of this labor-saving de- 
vice insist that the hoist pays for 
itself in one year. From that point 
on, the contractor makes money 
each time he uses it. 


Two Out of Three 
Need It! 
Do You Have It? 


e See page 177 e 








Letters 





(Continued from page 23) 


other gas appliance. I mean that 
literally. More than 24,000,000 
homes are 30 years old or older. Be- 
tween 2,500,000 and 3,000,000 water 
heaters are becoming obsolete each 
year. Every day 7,000 babies are 
born and 5,000 new families start 
housekeeping. 

Even an industry which provides 
an acknowledged necessity such as 
hot water must gear its activities 
to the nation’s vital statistics. Any 
other course is an admission that 


| the seller’s market of postwar days 
has resulted in a sort of industrial 


creeping paralysis. 
J. F. DONNELLY 
asst. gen. manager 


| A. O. Smith Corp. 


MILLIONS HAVE READ IT 

Chicago—Household Magazine, 
with a circulation of 2,100,000, and 
Small Homes Guide, with a circu- 
lation of more than 450,000, are two 
important publicity media for the 
plumbing industry. 

Attached is a reprint of the Bu- 
reau’s article “Need a New Bath- 
room?” published in Household. 
This article, illustrated with before 
and after pictures showing the con- 
version of a pantry into a bathroom 


and another set of pictures showing 
the replacement of outmoded fix- 
tures, is typical of the Bureau’s 
current emphasis on moderniza- 
tion. 

Now that goods are looking for 
customers, the plumbing industry 
will find in consumer publicity (on 
the benefits of remodeling) an 


Need a new bathroom? 


wa 





economical and efficient means for 

supplying prospects with the basic 

information which leads to sales. 
NorMaN J. RADDER 

Plumbing and Heating 

Industries Bureau 


e Hats off to Norm and his able staff 
for a consistently fine job. We'll bet 
it’s responsible for at least some of the 
remodeling jobs you’re getting.—Ed. 


More Bay City Letters—Page 130. 








Chicago—The report issued last 
year by the coordinating committee 
for a National Plumbing Code has 
been misconstrued in some quar- 
ters. To help clarify the situation, 
the following resolution will be 
submitted at the November meet- 
ing of the American Society of 
Sanitary Engineering in Miami: 

Whereas the report of the Co- 
ordinating Committee for a Na- 
tional Plumbing Code (issued 
jointly by the U. S. Department of 
Commerce, National Production 
Authority and the Housing and 
Heme Financing Agency) was 
issued in June 1951: 

Whereas this report, submitted 
to the above agencies by the com- 
mittee appointed and known as the 
Coordinating Committee for a Na- 
tional Plumbing Code, was intend- 
ed: 

1. To furnish a guide of minimum 
standards for the use of those con- 
cerned with the preparation of 
plumbing codes as set forth in their 
report for the development of 
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| A.S.S.E. Group Slaps Use of Plumbing Code Report 


necessary plumbing codes; 

2. And further to act as a sug- 
gested minimum standard or code 
for incorporated or unincorporated 
areas where no standards or code 
now exist; 

3. It was not intended to super- 
sede an existing code in any muni- 
cipality or area: 

Whereas there now exists a book- 
let “National Plumbing Code 
Iliustrated,” which states that this 
publication is “Based on 1951 re- 
port of the Coordinating Commit- 
tee for a National Plumbing Code,” 
which also shows it was copy- 
righted in 1952 by the Manas Pub- 
lications of Washington, D. C., and 
is not an official publication of the 
Coordinating Committee: 

Whereas said illustrated booklet 
should not imply as set forth that 
the report of the Coordinating 
Committee is a national plumbing 
code: 

Therefore be it resolved that the 
illustrated booklet should designate 

(Please turn to top of page 130) 
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Revere Copper Water Tube is made to order for remodeling. 
For you don’t have to “tear down the house” to install it. 
When you use Revere Copper Water Tube it’s a plumbing 
job for you and not a major alteration job. Often, it is pos- 
sible to simply run it through the floors and partitions to 
the basement without even taking out the old piping, such 
as workman in picture is doing. 

Why Revere Copper Water Tube is easier and faster for 
you to install is shown in panel at right. For these reasons 
Revere Copper Water Tube is more profitable for you to 
use. There are no worries about rusting and once installed 
you can forget it. Customers are satisfied and your reputa- 
tion is protected. 

Now with restrictions eased, and permissible quantities 
without allotments greatly increased, there isn’t any reason 
why on your next job you can’t take advantage of the many 
benefits of Revere Copper Water Tube for radiant panel 
heating, hot and cold water lines, underground service lines, 
oil burner service lines, and waste stack and vent lines. 
See the Revere Distributor nearest you today. And, if you 
have technical problems, he will put you in touch with 
Revere’s Technical Advisory Service. 


RE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, 1/1; Detroit, Mich.; 
Los Angeles and Riverside. Calif.: New Bedford, Mass.; Rome, N. Y.— 
ales Offices in Principal Cities, Distributors Everywhere 


SEE REVERE’S “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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HANDY LENGTHS 
Save Fittings... Labor 


Revere Copper Water Tube 
comes in straight lengths of 


20’ in hard and soft tempers. . 


60’ coils of soft temper re- 
duce the number of fittings 
needed. 


COM 





EASY TO BEND 
Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 
installation conditions. Hard 
temper by hand bending tools. 





SOLDER OR 
PRESSION FITTINGS 


Need Less Work Room 


... Save Metal 





No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 











NON-RUSTING 


Rustable pipe eventually clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
as shown at bottom right. 
No allowance in pipe size 
need be made for rust ac- 
cumulation with Revere Cop- 
per Woter Tube. 


threaded pipe. 
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They cost no more...So why settle for less! f 





Air Eliminators 









+ THE FASTEST 
VENTING 


HEATING SYSTEMS 





Get that ac OUT... 
aud heck in OUT! 


cares 





Vrite for Form No. AV7 Write for Form No. 67 Write for Form No. 72 


The Envelope Stuffers illustrated above are designed for your use. When ordering copies, please give the Form No. as listed under each folder. 


, T ADADTERD tIiTre or , . 
MAID-O'-MIST ADAPTER UNITS CONVERT STANDARD 

scsi: TEES IANIT®A RAIA pe 

NCING VALVE B Be Be as E Ns i Vy SA LANCING VA LVE 
pTER UNITS Maid-O’-Mist offers you a low cost unit for making up your own balancing 
valves. They are designed for the job of balancing hot water heating systems... 
easy to install ... and priced much lower than square head cocks or other types 
of shut-off valves. These Adapter Units are quickly soldered or sweat fitted 
into regular copper or bronze tees, or threaded into cast iron tees. Can be in- 
serted in side outlet or run of tee of the same pipe size to complete either a 
straightway or angle balancing valve. Simple balancing adjustment requires 
only a screwdriver. Precision made of brass and monel metals with packed stem 
construction. me 


FULL FREE FLOW OF WATER THROUGH THE TEE. Since there is no inside reduc- 
tion of pipe diameter, there is no water restriction except for the balancing re- 
quired. This advantage plus low cost permits the use of additional balancing in 
a hot water system without preliminary planning. Fo 





BALA 
ADA 





AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 





3217 NORTH PULASKI ROAD . CHICAGO Gi, ILL. 
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MAID-O’-MIST 
ADAPTER UNITS 


for converting standard tees 
into BALANCING VALVES 






Maid-O’- Mist offers you a low cost unit for 
making up your own balancing valves. They are 
designed for the job of balancing hot water 
heating systems...easy to install...and priced 
much lower than square head cocks or other 
types of shut-off valves. These Adapter Units 
are quickly soldered or sweat fitted into regular 
copper or bronze tees, or threaded into cast iron 
tees. Can be inserted in side outlet or run of tee 
of the same pipe size to complete either a 
straightway or angle balancing valve. Simple 
balancing adjustment requires only a screw- 








Phantom view above shows a No. 14 


one-inch Adapter Unit inserted in a copper driver. Precision made of brass and monel 
tee ready for balancing. Brass butterfly : _ 
is adjustable to compensate for any differ- metals with packed stem construction. 





ence in the height of the tee sleeve. 








FULL FREE FLOW OF WATER THROUGH THE TEE 


Since there is no inside reduction of pipe diameter, there 





No. 14 




























Paige is no water restriction except for the balancing required. 
, ‘elder rernaetaee| This advantage plus low cost permits the use of additional 
mM toider Pq a ae ‘ oe 
balancing in a hot water system without preliminary plan- 
DAR ning. The line drawings shown below illustrate positions 
VE fer No. 15 on various heating systems where, additional balancing 
= | oe tees. Sizes 1/2”, id-Q’- i i 
habbasing m". 1" M4 can be used to advantage. Maid-O’-Mist Adapter Units 
ystems... are available in the sizes shown at left. 
‘ther types 
weat fitted 7-NO €7 AUTO 
Can be in- ies 
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: : 
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For return header For radiant header For baseboard radiators For convector radiators 


Prices and details from your jobber, or write direct to 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 





MAID-O-MISTinc MAID -O’: MIST,Inc. 


HEATING SPECIALTIES 


3217 NORTH PULASKI ROAD . CHICAGO 4li, ILL. 
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View of boiler in 
action shows how the 


vertical jee are 
to the sa aa 
return headers af top 


and bottom of 
boiler. Remeve the 


nipples, plug the 
holes, and the boiler 
is ready to fire again. 





you don’t need a stand-by for emergencies 


whiny Yoruse a Smith Mills Boil 


Schools, theatres and public buildings require un- 
interrupted heating and hot water service. In an 
ordinary boiler, a crack or a leak makes complete 
shutdown necessary. A stand-by boiler must be 
available to serve during the long wait for “‘tear- 
down” and while new parts are ordered, shipped 
and installed. 

Not so with header type Smith-Mills Boilers. 
Should some accident, such as low water, cause a 
section to break, it may be disconnected from the 


‘ ‘ 9 . 
supply and return headers in a few minutes’ time, 
without interruption of service. A new section for 


‘replacement or expansion can be installed quickly 
without long and expensive alterations. 

Thus no costly stand-by is needed — an impor- 
tant investment saving. You'll find Smith-Mills 
Cast Iron Boilers are also economical with fuel, 


inexpensive to maintain. Their unique vertical tube 
construction turns fuel into heat faster because they 


have a greater heating surface and longer fuel 


travel than any other boiler of similar capacity. 


Why buy two when one Smith-Mills Boiler will 


carry your heating load? 


i, , a 
mith CAST IRON BOILERS 


A CENTURY IN 53 — OUR YEAR OF GREATEST PROGRESS 


The H. B. Smith Company, Inc., Westfield, Massachusetts 


November, 1952 
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TIME AND ELEMENTS MAY CHANGE over the years, but not methods 
for figuring overhead. Or at least it appears so in some shops. 

Here’s a typical example: For 30 years a midwest plumbing and 
heating contractor, whose volume last year was in the neighborhood 
of $300,000, has been adding 20 percent to all sales contracts to take 


eare of overhead. 
This simple method, according to the contractor, has succeeded in 


covering those expenses which cannot be charged direct to any one 
job. The well-known law of averages evens it out, making up for one 
job which may entail twice as much supervisory expense as another, 
he feels. The dealer decided on this rough “rule-of-thumb” method 
back in 1922 and has seen no reason to change it. 

Through the boom of the twenties, the depression of the early thir- 
ties, the so-called “normal” years of the late thirties and the present 
uncertain economic atmosphere, the system appears to work. At least 
the contractor is still doing business at the same old stand—and ap- 


parently at a profit. 


Consider Deviation in Sales Volume When Figuring Overhead 
On the other hand we find contractors who feel that the deviation 


in sales volume from period to period is such an important variable 
in the calculation of overhead expense that it is necessary to keep a 
close watch at all times. Some of them draw up comparative state- 
ments each month to see just where they stand. In other words, they 
may figure 35 percent overhead on each job and then find when they 
look over their income statements that it was 38 percent and they 
are three percent short on net profit. 

For example: If sales during a prior period were $5,000 and over- 
head $1,750, or 35 percent, the contractor uses this percentage on all 
jobs figured in a subsequent period. But let’s suppose sales drop to 
$4,375 in a subsequent period and his overhead expense remains the 
same; then the ratio is 40 percent of sales and he is short five percent 
on his net profit. However, he knows about it right away and can 
take immediate steps to up his dollar volume so that his overhead 
ratio to sales is back at the 35 percent he wants. 

Using the flat figure over a period of years may do just as good 
a job. It does seem, however, that the contractor who constantly 
makes an effort to keep overhead expense on the same ratio to sales 
basis is going to come out ahead profit-wise. 


Do the Good Years Balance Out the Bad Ones? 

Perhaps the difference lies in a dealer’s conception of profit. The 
dealer who uses a flat figure year in and out and takes what comes, 
good or bad, is satisfied as long as it’s on the black side of the ledger, 
figuring that good years balance cut the bad ones. On the other hand, 
the contractor who controls sales volume to maintain the same over- 
head ratio to sales is working toward a pre-determined profit, or 
even a pre-determined rate of profit: increase. 








More trouble on the way for Otto 


JOB | NEVER FORGOT 


By OTTO VOGT 


Chicago Contractor 


“Tue Biro and |” might well 
serve as the title for the story of 


one of the most interesting jobs I 
ever had. Ordinarily, a heating 


contractor doesn’t have to be an 
ornithologist, but this was one job 


on which the knowledge of birds 


and their habits came in plenty 


handy. 
I had installed a radiant heating 


job in a large ranch-type home, 
and the customer was delighted for 


the first few months. Then the fun 


started. 

He commenced to complain that 
every cold evening when he and 
his wife sat down to dinner the 
burner would soon cut out and the 
house would grow cold. No heat 
just when he needed it, so he was 
very unhappy. 


All in Good Order, He Says 


A good man was sert out on the 
job, and he went over the entire 
system, checking the oil burner, 
cleaning the nozzle, testing the 
pumps for proper head, etc. He 
paid particular attention to the 


thermostat in the kitchen, and he 
made certain that the water was 


flowing freely in all zones. He 
came back to the shop and reported 


that everything was in order. 
I’m Beginning to Wonder 


Although the people had given 
no previous indication of being 


At any rate, we'd like to hear what some of our other readers think | “cranks,” I began to think that 


about this business of overhead. Perhaps you have a pet method of 
controlling overhead expense in your store and on the job. Domestic 


EncINeERING will pay $15 for each article published in this column. 
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maybe their imagination was 
working overtime. Especially when 


(Please turn to top of page 34) 
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PAIGE 


*RTP” SERIES 
SELF-CLOSING (AUTOMATIC) 
TEMPERATURE AND PRESSURE RELIEF VALVES 


A. G. A. LISTED 


November, 1952 
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A -rtp_a" “RT PAL" 


A TYPE OF VALVE FOR EACH SERVICE. 


SPECIFICATIONS 


% Size—3j"” Male Inlet..................................%" Female Drain 
i: Tempera Met Ging... ... 6 ia eee 200° F. 
ID poe RT es 190° F. to 210° F. 
Fk is ya cle ee oes s leew ssabe¥ Sb seeeoS 140 lbs. 
ss oe, uid ak CMat eG <b ew th oaaeer 50 to 200 lbs. 
* A.G.A. Listed........ Rc ooh bs wa See Rating, 350,000 B.t.u. per hour. 


The “RTP” Series valve relieves water in the event of high temperatures or pressures then 
automatically closes (reseats) when conditions are restored to normal. A thermally sensitive 
liquid within a bellows provides temperature relief action when required and also enables the 
valve to close, after conditions are normal or after a 10 degree drop in water temperature. An 
emergency fuse-plug set at 240° F. can be provided without additional cost. The emergency 
fuse-plug acts as a secondary stand-by temperature relief and is required by many plumbing 
codes. The fuse-plug can be replaced without removing the valve from the tank. 


THE PATROL VALVE COMPANY 


2310 SUPERIOR AVENUE CLEVELAND 14, OHIO 
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Strict production quality control, plus modern 
engineering methods, and the concentration on 
just one class of valves have made Hammond 
“the standard of value with the trade for more 
than 40 years.” 


Standardize on Hammond and be sure of 
quality valves for your plumbing and heating 
jobs. 


| §Hawumono BRAss Works 


HAMMOND, INDIANA 


ORIGINATORS ° INDIVIDUAL 
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VALVE PACKAGING 
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Make it a FITZGIBBONS STEEL BOILER 


or every remodeling jo. 


You're set for all installations, large or small, resi- 
dential, institutional or commercial, with the full 
Fitzgibbons line of steel heating boilers. From every 
standpoint — performance, design, construction and 
reputation, a Fitzgibbons boiler is your best bet for 
customer acceptance and long range satisfaction. Be 
sure you have full up-to-date information on every 
Fitzgibbons boiler. Catalogs are available on every 
model, on request. Write for yours today. 



















General Offices: 101 PARK AVENUE, NEW YORK 17, N.Y. 
Monvufactured ot OSWEGO, N. Y. . Branches in Principal Cities 
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Reg. U.S. Pat. Off. 


**80"’ SERIES 





““SCOTCH”’ 







up” TYPE 








i 
4 
e 
t 
2 
4 
z 
¥ 





ovember, 1952 


ILER 
Joo 


MEMBER 


Reg. U.S. Pat. Off. 





TYPE 








November, 1952 DOMESTIC ENGINEERING 33 


Remodeling 
PROFITS 





HIGHEST QUALITY BRASS FIXTURES AT COMPETITIVE PRICES 
[gi FORTHE BATHROOM 


t $2 
F ai . 4 ‘ 


Here in one of the country’s most modern plants, con- 
trols and inspections make Quality the watchword in 
every department...on every item. From design to 
plating, it’s Price-Pfister every step of the way. And 
here’s what it means to you: Simple installations and 
no call-backs from unhappy customers; beauty of 
design and finish to make the housewife happy; long- 
wearing satisfaction for the repair-conscious home- 
owner. 








Diverter 





(12-SH) 


© £ 2 
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Lavatory Fitting 


Pe. 


: 
' 
i 
¥ Trip Waste 
(622) 


Lavatory Stop 
(225) 


me FOR THE KITCHEN 


“abay 


Deck Type Swing Spout Faucet 


Best of all, Price-Pfister’s efficient, under-one-roof 
plant brings competitive prices to quality fixtures. 
Whether it’s new construction or remodeling jobs, 
you can get your share of business and be assured of 
profit, when you install Price-Pfister plumbing trim. 






Write for illustrated price list. 
Wall Type Swing Spout Faucet 
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Sold through plumbing wholesalers. 
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Job | Never Forgot 


(Continued from page 29) 
they called the next day with the 
same complaint. 

Hoping to convince them that the 
system was working perfectly, I 
went out the next evening myself, 
timing my arrival to coincide with 
the time at which they had re- 
ported the burner cutting out. 

Sure enough, while I was ex- 
plaining how well the system was 
functioning, the burner stopped. 
I hurried to the burner, checked 
everything I could. All in order! 
Then an inspiration . . . what 
about the outside anticipating 
thermostat? 

I put on my overshoes and 
waded through snow around the 
corner of the house. There it was, 
just where I had placed it. But 
something new had been added. 


This Job Gets the Bird! 


Located directly under an over- 
hanging eave supported by slats 
of wood jutting out from the wall, 
the exposed bulb was directly be- 
neath the favored roosting spot of 
a dozing pigeon. The bird, just 
before retiring for the evening, had 
relieved himself upon the bulb. 
And the latent heat in the excre- 
ment had signaled “warm weather” 
to the burner, thus causing it to 
cut out just when it was really 
beginning to get cold outside. 
Judging by the condition of the 
bulb, this had been going on for 
quite some time. 

When I explained the situation 
to the owner and his wife, we all 
had a good laugh. Then I cut away 
the pigeon’s “home.” To date the 
system is functioning perfectly, and 
the pigeon has apparently moved 
out of the neighborhood. 


YOU MAY 
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NEW PRODUCTS © NEW PRODUCTS © NEW PRODUCTS 


This Ventilating Fan Will Help 
Close Remodeling Sales 


A new ventilating fan has been an- 
nounced by American-Standard. De- 
signed to eliminate the annoyance of 
poor ventilation in kitchens, laundry, 
bathroom or recreation room, this fan 
can be a big help in selling a complete 
remodeling job. Called the Aeropel, 
it can be installed in either a horizontal 

or vertical position. The fan fits into any decorating plan because it 
has a white plastic grille, which is not only easy to keep clean, but 
offers minimum resistance to air flow. It is manually operated by a 
pendant on the switch chain and is operated by an enclosed motor on 
alternating current. 

Manufacturer: American-Radiator & Standard Sanitary Corp., Pitts- 
burgh 30. (See page 36 for American-Standard’s new food waste disposer). 


Modernizing Sink Made Easy 
with Deck-Type Fixture . 


Modernizing the trim on any deck- 
type sink is done easily in minimum 
installation time with the deck-type 
fixture introduced by Speakman 
Company. Installation is made by 

, locking the nut to the sink and mak- 
ing the supply connection. The center set fixture has lever handles, 
and an 8 in. swinging nozzle equipped with an anti-splash aerator. 
It’s available with or without self-closing thumb controlled hose and 
spray attachment. It fits all types of sinks with thickness up to 15% in. 
and valve openings up to 1%4 in. All working parts are renewable. 

Manufacturer; Speakman Company, Wilmington 99, Del. 


Modine Unit Compensates for Heat 
Loss or Gain at Source 


A heating-cooling-ventilating unit 
has been developed by Modine Manu- 
facturing Company which compen- 
sates for heat loss or gain at its source. 
This cabinet-type unit will be of par- 
ticular interest to remodeling prospects 
with problems of maintaining constant 
temperatures in drafty hallways and 
vestibules. It can be used in various 

positions such as floor, wall, ceiling or recessed in a wall. One of the 
five enclosure-type models is especially (Please turn to top of page 36) 
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designed for blanketing doorways 
of stores with a curtain of heated 
air. Other models are designed for 
heating with steam or hot water 
or cooling with chilled water. The 
unit has year-round application 
because of its triple heating-cool- 
ing-ventilating function. Capacities 
range from 120 to 640 edr. 

Manufacturer: Modine Manufac- 
turing Co., Racine, Wis. 


Pipe Fittings 

Gas-tight for refrigeration and 
light-weight for fast heating are 
two of the features of the new 
“close-ruff” elbows, shown here, 
and introduced by Northern In- 
diana Brass Co. The close-ruff el- 
bows have approximately the same 





rough-in dimensions as the cast 
solder elbows, but have short ra- 
dius turns. The elbows provide 
easy access to tight corners and 
are easily installed. They are 





available in all popular sizes from 
3% in. to 1 in. 

Manufacturer: Northern Indiana 
Brass Co., Elkhart, Ind. 


Deluxe lroner 

Whirlpool’s deluxe ironer is a 
cabinet type model, with selective 
roll speed from 414 rpm for heavier 
pieces to 64% rpm for lighter gar- 
ments and pressing. Speed is con- 





trolled by an instant-set dial-type 
switch at right hand position. The 
dual heat controls have two ther- 
mostats, which permit heat to be 
regulated independently at either 
end of the shoe from 250 to 450 deg. 
F. Entire length and both ends of 
the roll are usable. A manual re- 
lease permits the shoe to be re- 
leased if the current goes off. 

Manufacturer: Whirlpool Corp., 
St. Joseph, Mich. 


Food Waste Disposer Has 
Reverse Grinding Action 

A food waste disposer with a 
switch which reverses grinding ac- 
tion has been introduced by Amer- 
ican-Standard. This gives added 





Plastic Panel Adds Sparkle to Remodeling Jobs 


A fiat plastic laminate for re- 
modeling applications has been in- 
troduced by the Alsynite Co. of 
America. It may be used for show- 
er stalls, bath enclosures, cabinet 
fronts, trimming and paneling in 
kitchens and bathrooms. The ma- 
terial is reported to reduce glare by 
diffusing light rays, helping to pro- 
vide more light in dark areas. 

Light in weight (8 oz. per sq. ft), 
it has high impact and load 
strength. The paneling is highly 
fire-resistant and may be cut with 
a power or hand saw or shears. 

Manufacturer: Alsynite Co., 4670 
DeSoto St., San Diego. 








protection against jamming due to 
overloading. The disposer fits any 
standard sink with a 3% to 4 in. 
opening and has a special adapter 
fitting which permits installation in 
sink openings up to 5% in. A spe- 
cial accessory is available to pre- 
vent operation of the unit without 
the proper amount of cold water. 
The three-way handle of the 
safety top control acts as a drain, 
seal and protective device. Two 
neoprene gaskets form a positive 
seal. The disposer does not operate 
unless the top control is tight and 
set. It can be rotated to any posi- 
tion for slip-joint connection to 144 
in. “p” or “s” type traps. 
Manufacturer: American Radi- 





ator and Standard Sanitary Corp., 
Pittsburgh 30. 


Insulating Unions 

A new insulating union, designed 
to prevent galvanic action in the 
hot water tank and to prevent elec- 
trolysis between steel and copper 
has been added to the line of The 
Capitol Manufacturing & Supply 
Co. The union, having two insula- 
tions, is being manufactured in two 
sizes, % in. steel by % in. copper 
water tubing, Y% in. outside di- 
ameter, and % in. steel by % in. 
copper water tubing, % in. outside 
diameter. 

Manufacturer: The Capitol 
Manufacturing & Supply Co., 153 
W. Fulton St., Columbus 16, Ohio. 


Pressure Relief Valve . 

A new combination temperature 
and pressure relief valve for hot 
water tanks and heaters has been 
developed by McDonnell and 
Miller. For temperature relief it 
features a Vernatherm element 
which starts to open the valve at 
188 deg., reaching full capacity at 
208 deg., and reseats drip-tight 
(Please turn to top of page 38) 
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The Field Control is Quick, 
Easy and Simple to Install 


Installed in a matter of minutes, the Field Draft 

Control provides complete accuracy, dependable 
performance for years on end. Its higher efficiency means 
finer performance for any heating plant. That's 

why Field is recommended by most manufacturers 

for use on their heating plant. It saves its difference 


in cost many times over every heating season. 





DRAFT CONTROLS 


1— Made of heavy materials — 
Field Controls Last Longer. 
2 — Balanced at factory — 
Eliminating weight variations which could affect control's 
accuracy. 
3 — Rocker type hinge pin — 
Quickly responsive, no friction. No sticking. 
4 — Long collar — 
No warping or clogging due to heat or soot, no service calls. 
5 — Free smoke passage — 
A Field Control never blocks the flue. 
6 — Side wings and fitted gate — 
More accurate because opening in control increases more 
uniformly. 
7 — Factory adjusted — 
Set to maintain .06” draft until instrument setting is made. 
























FIELD CONTROL DIVISION of H. D. Conkey & Co. +* Mendota, Illinois 


AFFILIATES: Conco Building Products, Inc. — Brick, Tile, Stone © Conco Materials Handling Division — Cranes, Hoists 
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again at 183 F. The test lever has 
independent action so that tying or 
holding it down will not interfere 
with automatic operation of the 
valve. 

An important innovation in the 
series is the fixture connection— 
a % in. tapped opening which per- 
mits taking the service water flow 
directly through the body of the 
valve. Besides simplifying piping 
hook-up considerably, this ar- 
rangement also minimizes any ac- 


cumulation of air in valve chamber 
and keeps the thermostatic element 
subjected to the temperature of 
the service water to prevent any 
so-called temperature lag. 

Manufacturer: McDonnell & 
Miller Inc., 3500 N. Spaulding Ave., 
Chicago 18. 


New Laundry Tray Can Be 
Built Into Cabinet 


A new enameled iron laundry 


tray for building into cabinets and 
counters on remodeling jobs where 
laundry facilities are located in 


utility rooms has been developed 
by Kohler. 
Coated with a smooth enamel, 


the corners of the tray are rounded 
to protect fabrics. The basin is 13 
by 21% by 15% im. and has a shelf 
3% in. wide. The basin is equipped 
with a chromium plated water 


faucet. 
Manufacturer: Kohler Co., Kohl- 


er,, Wisc. 


Plastic Tile Cutter 


This new plastic tile cutter is 


portable, and is capable of cutting 
all sizes of tile including 8% in. 
by 8% in. The cutter can be used 


Shower Bath Enclosure Fits All Recessed Tubs 


Fiat Metal Mfg. Co. has brought 


out a new model of its colorful 
Plexiglas bath enclosure to fit 54% 
ft recessed tubs. This new model 
is offered in pink, clear crystal and 
gold colors to blend with contrast- 
ing decorating color schemes in the 
bathroom. The enclosure has been 
made easier to include in the com- 
plete bathroom modernization 
package sale by reducing retail 
prices 20 percent. A strong sales 
point is its ability to keep the bath- 
room from steaming up. 

Manufacturer: Fiat Metal Manu- 
facturing Co., 9301 Belmont Ave., 
Franklin Park, Il. 


i 


ib | 


| I 
ft 


for any brand—butt or interlocking 
type—plus aluminum, rubber or 
linoleum. It is equipped with oilite 
bearings, for smooth action and 
long life. The hardened tool steel 
cutting blade and block are re- 
placeable. 

Manufacturer: Walter E. Selck 
and Co., 225 W. Hubbard St., 
Chicago 10. 


Winter Air Conditioner 

A new oil-fired winter air condi- 
tioner has been developed with 
tubular construction to present 
maximum heating surface to flue 
gases. The unit contains a high 


temperature combustion chamber, 
motor driven blower unit and air 
filters. Four models are: standard 


floor model in flush and extended 


jackets, a suspended model, a high- 
boy, and a counterflow. Capacities 
range from 70,000 to 150,000 
Btu/hr. 

Each unit can be furnished with 
the Radiant oil burner, either 
flange mounted or with a pedestal. 
It is shipped complete from the 
factory wtih combustion chamber 
installed and jacket completely 
assembled. 

Manufacturer: Radiant Utilities 
Corp., 8809 18th Ave., Brooklyn 14. 


Water Purifier Attaches 
To Faucet Spout 


Ogden Filter has introduced a 
water purifier to remove chlorine, 
soluble iron, objectionable color 
and other foreign bodies from 
drinking water at the tap. It may 
be connected to a water supply un- 
der a minimum of 15 Ibs. pressure. 
It is 6 in. in diameter. Pack should 
be replaced every 100 to 500 gal- 
lens, depending on the quality of 
the water being purified. 

It may be installed in kitchen or 
bath in a position between wall 
studs. Template must be affixed 

(Please turn to top of page 42) 
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CAPITOL 
INSULATING 


in 2 sizes for 7/8" OD 





and 5/8” OD copper tubing 








Required by most water 
heater manufacturers 
when installing with 

copper tubing 


This CAPITOL INSULATING UNION pre- 
vents electrolytic or galvanic action when 
copper tubing is connected to a galvanized 
tank. Many manufacturers of water heaters 
require the use of an insulating union when 
copper tubing is used. Without it the war- 
ranty is invalidated. 


Damage is caused by electrolytic—or galvanic 
—action whenever dissimilar metals come in 
contact with each other in the presence of 
heat and water. Connecting a galvanized 
tank to copper tubing without an insulating 
union will cause galvanic action. This can 
quickly eat through the tank, causing a leak. 
The CAPITOL INSULATING UNION pre- 
vents this. 


BRASS — 

Machined for perfect sol- 
dering joint with %” OD 
or %” OD copper tubing. 


FIBER INSULATION — 
Extra hard fiber insulating collar 


separates brass from galvanized 
nut. 


RUBBER INSULATION — 
Special treated rubber washer 
forms a water-tight seal and pre- 


vents brass from contact with the 
galvanized female. 


CAPITOL FITTINGS ARE 
PACKAGED AT NO EXFRA COST 


TAPER TAPPED — 
Assures tight fit. 


ZINC PLATED— 
Zinc plated inside and 


outside. 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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a Magic Dil 






The exclusive Perfex adjustable heater, built right 
into the Perfex “Magic Dial” thermostat, offers you a 


complete range of heater adjustments to mate any EXCLUSIVE 

primary control ... coal, gas or oil. Adjustable Heater 

One simple adjustment and this Perfex thermostat 

is set for the job! . . . It’s as simple as that. , EXCLUSIVE ‘‘Magic Dial’’ 
Only one model to stock! No assortment of heaters or 


thermostats to carry. EXCLUSIVE two-wire 
Perfex is always first with service features for you... Twin Contacts 


and with comfort features 


for your customers. EXCLUSIVE 
CONTROLS YOU CAN TRUST 


enclosed contacts. 





PERFEX CORPORATION, MILWAUKEE, WISCONSIN 
In Canada, Perfex Controls, Ltd., Guelph, Toronto 1 


Automatic Heating Controls @ Industrial Instruments ® Industrial Engine Radiators © Color Process Printing 


} 

& PERFEX CORPORATION ' 

Send for this FREE Controls Division 
500 W. Oklahoma Ave., Milwaukee 7, Wisconsin | 

| 

| 

} 

| 

| 


(] I'd like a copy of the new Adjustable Heater card. 
(J Also include a copy of the new Perfex Cond d catal 
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our new salesmen! 


On the left... that’s Mr. Four B. I., a 
rotecting-type guy who guards A. O. 
mith Permaglas Water Heaters against 

rust and corrosion with his exclusive 

and effective four basic improvements. 


On the right ... that’s Ruthless Rust, 
enemy of ordinary water heaters, who at- 
tacks them and chews holes in them. Only 
a Permaglas with Four B. I. stops him. 


Both of these characters are salesmen 
for you, if you feature Permaglas. Because 
they’re selling Permaglas dramatically 
and definitely in advertising that reaches 
40,000,000 home-owners. 


Take advantage of these different and 
dynamic salesmen. Contact your nearest 
A. O. Smith distributor or mail the 
coupon... now! 


COST NO MORE than ordinary water heaters, 








PERMAGLAS-HEATING PRODUCTS 


SALES: Atlanta ¢ Chicago 4 ¢ Dallas 2 © Denver 2 
Detroit 21 ¢ Houston 2 « Los Angeles 22 « Midlend 5, 
Texas « Mil kee 8 © Minneapolis « New York 17 





- Philadelphia 3 © Pittsburgh 19 © San Francisco 4 


SERVICE: Chicage 17 * Dallas 1 © Los Angeles 12 
Union, N. J. ¢ International Division: Milwavkee 3 
Licensee in Canada: John Inglis Co. Lid. 


A. ©. Smith Corporation 

Permagias-Heating Division, Dept. DE-1152 
Kenkekee, Illinois 

Please send me your free Booklet “Murder in 


the Tank” and complete information on the sales 
ggroatages of Permaglas Automatic Gas Water 
eaters 


Name. 





Firm itree 





Address. Zone State 
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with adhesive side at proper height 
above sink to permit glasses or 





other vessels under the supply 
cock of the unit. 

Manufacturer: Ogden Filter Co., 
4214 Santa Monica Blvd., Los 
Angeles 29. 


Oil Burner Equipped 
with Electric Ignition 

Where heating enters the home 
remodeling picture, Kleer-Kleen’s 
revolutionary new electric ignition 





burner for oil burning furnaces 
solves a number of problems. The 
new unit fits any standard Kleer- 
Kleen furnace currently in use. 
The new burner, which functions 
only when needed, is now standard 
equipment on all their furnace 
models and uses about as much 
electricty as a 100-watt bulb dur- 
ing its brief operating periods. It 
may be converted to pilot-type 
operation easily. 

Manufacturer: Kleer-Kleen 
Manufacturing Co., 901 72d Ave., 
Oakland, Calif. 


Large Home Freezer 
A new 700 lb. capacity home 
freezer, 20 cu ft size, has been 





added to the Lectro-Host line. 
With a separate quick-freeze com- 
partment of 2.1 cu ft for quick 
freezing of fresh foods, the unit has 
twin re-enforced covers and auto- 
matic interior lights. The frozen 
storage compartment is 17.9 cu ft. 





Installation Made Easy with New Dishwasher 


This new 27-in undercounter 
automatic dishwasher in the Hot- 
point line utilizes a quick connec- 
tion method. It is a simplified, pre- 
plumbed drain unit which can be 
plumbed out either side of the ap- 
pliance base. This makes it possi- 
ble to hook the dishwasher to 
water and drain lines above the 
kitchen floor level with no major 
disarrangement of existing plumb- 
ing. It is particularly suited to 
older homes where the owner 
wants to modernize the present 
kitchen, but keep installation costs 
low. It opens greater profit oppor- 
tunities for plumber-dealers, Hot- 
point states. Models feature elec- 
tric drying, single dial control and 
double wash-rinse cycles. 

Manufacturer: Hotpoint Inc., 
5600 W. Taylor St., Chicago 44. 











Optional equipment includes six 
ice cube trays, 84 cube capacity. 
An automatic alarm system warns 
of power interruption. : 

Manufacturer: A. J. Lindemann 
& Hoverson Co., Milwaukee 15. 


Domestic Water Heater 

The small model water heater 
recently introduced by Republic 
Heater Corp. is well suited for re- 








modeling old homes that lack 
space. Only 44 in. high, it fits 
easily into cramped attics, tiny 
laundry rooms or on top of small 
cabinets. The heater has a 20 gal 
capacity with a high heat recovery 
rate of 30.8 gal. It has a finger-tip 
temperature control and a one- 
piece banjo burner. 

Manufacturer: Republic Heater 
Corp., 2231 Randolph St., Hunting- 
ton Park, Calif. 


Fuel Oil Filter 

This new fuel oil filter contains 
a specially developed ceramic fil- 
tering element and a non-break- 
able transparent plastic bowl. It 
combines shutoff valve, filter, tank 
fitting and outlet tube fitting in one 





unit-built assembly. The ceramic 
filtering element lasts indefinitely 
and is easily cleaned, while the 
manufacturer reports the special 
non-breakable transparent bow! is 
not affected by normal heat, cold 
or petroleum products. 

Integral with the filter body is a 
%, in. fitting which permits the unit 

(Please turn to top of page 44) 
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REMODELING MARKET BOOMS* 
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*42%, of families checked in a national survey 
have plans for home improvements within a year 





Long Island City 1, 
New York 





FIAT METAL MANUFACTURING COMPANY 


THREE COMPLETE PLANTS—ECONOMY + CONVENIENCE + SERVICE 





FIAT FITS RIGHT IN! 





Break the Bathroom Bottleneck... Bi) 
FIAT Shower Cabinets you have the easy, economical 
answer millions of homemakers are looking for. 

As families grow—both in members and age—they 
often find their bathing facilities inadequate. Show them 
how you can furnish FIAT for increasing present 
bathroom capacity; for adding another bathroom; for 
remodeling an old-fashioned unattractive bath. 


PoiTtOKe MW atcyolictsteseMoeM@atcsutere(-yetetems There's 
big money in remodeling—and bathroom modernization 
ranks high on the list! So feature FIAT and establish 
yourself locally as the source for bathroom ideas, 
plans and service. Build this reputaton and you'll not 
only sell more showers, but more fixtures and 
accessories than you ever thought possible. 


Here’s Help on Plans and Sales Xai 
for special FIAT remodeling file—contains helpful sheet 
with 12 practical bathroom arrangements, detailed 
catalog of available showers, and sample of envelopes 
stuffer available in quantity for your own promotion. 





Fiat First in Showers Bu0G 
than an idle claim—it is an important fact you need to 








Cascade Shower Doors Skipper 


know. Surveys prove more builders and architects 
by far, know and prefer FIAT Shower Cabinets to 
any other make! It means you make the easy sale 
when you feature Fiat. 





Franklin Park, lll. 
(Chicage suburb) 


Les Angeles 63, 
Califernia 
in Canada: Fiat Products are made by Porcelain and Metal Products, Ltd., Orillia, Ontario 
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to be installed directly in the fuel 
tank or drum. A shutoff cock is 
built into the intake passage, mini- 
mizing the need for separate valve 
installation. 

Manufacturer: Marquart Manu- 
facturing Co., 1241 High St., Oak- 
land 1, Calif. 


Oil Burner-Boiler Unit 

Quiet Automatic has announced 
a new tubeless boiler unit with 
flush jacket or extended jacket as- 
sembled without screws. With a 
capacity of 480 sq ft of water, the 
tubeless unit is equipped with a 
flanged oil burner. This combina- 





tion has the smart appearance re- 
quired for the modern look. 

Manufacturer: Quiet Automatic 
Burner Corp., 33-35 Bloomfield 
Ave., Newark, N. J. 


Low Cost Water System 

An economically priced deep- 
well “package” electric water sys- 
tem, has been added to the Rapi- 
dayton line of Dayton Pump and 
Manufacturing Co. Called the 
“Torrent”, it is designed for do- 
mestic installations at depths up to 








70 ft. The system incorporates a 
deep-lift jet assembly. It is also 
available in a shallow-well jet sys- 
tem, both powered by standard 14 
hp motor and utilizing a 12-gallon 
horizontal galvanized tank, auto- 
matically welded. The pump 
measures 31 by 30 by 14 in. 

Manufacturer: Dayton Pump and 
Manufacturing Co., 500 N. Webster 
St., Dayton, Ohio. 





Expansion Evaporator 

A direct expansion evaporator 
(above) for use in refrigeration and 
air conditioning systems has been 
announced by Taco Heaters. It is 
certified for 150 lbs psi. Refriger- 
ant velocity is controlled to pro- 
vide minimum pressure drop with 
efficient transfer and without oil 
logging. The refrigerant is confined 
to the removable copper tube 
bundle. The liquid is moved for- 
ward and continuously agitated to 
prevent flooding and oil saturation. 

Manufacturer: Taco Heaters Inc., 
137 South St., Providence 3, R. I. 





New Refrigeration Package 

An octagonal carton which is a 
reshipable package for refrigera- 
tion tubes has been developed by 
Lewin-Mathes and designed to 
provide greater protection to the 
tube. It makes handling easy be- 
cause it is hollow in the center, so 
it may be gripped. Called the 
“Handigrip Carton”, it is the same 
carton which the company has used 
to pack its copper water tubes in 
the past two years. 

Manufacturer: Lewin-Mathes 
Co., 12th and Chouteau, St. Louis 2. 


Electric Range 
A new electric range, in standard 
and deluxe models, has been added 





to the line of American & South- 
ern. The 36 in. electric range 
(Please turn to top of page 46) 





Glauber Introduces New 


Laundry Fixture Quartet 








A new quartette of laundry fixtures which provides a type for 
practically any installation is now being manufactured by Glauber 
Brass. These new additions to the company’s line include a top supply 
and adjustable center bottom supply as well as rough brass and deluxe 
chrome ledge-type models. All fixtures are of heavy brass construc- 
tion, precision built for long service. Each has a 5 in. swing spout 
with threaded end for attaching hose. 
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Manufacturer: Glauber Brass, Kinsman, Ohio. 
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Why Burn Down Your House for Roast Pig? 


while Ho-ti the swineherd gathered mast for his hogs, 

his stupid son Bo-bo, playing with fire, burned down 
their straw hut. Bo-bo sniffed the odor of burnt pig. 
He touched one to see if it was still alive, scorched his 
fingers, put them in his mouth and was amazed at the 
delicious taste. Father came home and caught his son 
devouring a pig. Ho-ti tried one, too, found it intoxicat- 
ingly sweet and satisfying. 


L: ancient China, men ate meat raw. But one day, 


Thereafter, neighbors observed feverish building of 
new straw huts at Ho-ti’s, followed always by conflagra- 
tions. The secret leaked and fires became widespread. 
In a few weeks even his Lordship’s town house was on 
fire. Finally, straw for hut building disappeared from 
the market and young pigs could not be had for love or 
money. At last, after many generations, a wise man arose 








who said that a pig could be roasted without burning 
down an entire house. 


Thousands of years later,-we Americans feast delir- 
iously on “roast pig.”” Accompanying our delights are 
fires of inflation, which can destroy our values just as 
certainly as the roasting of Ho-ti’s pigs: consumed his 
earthly possessions. But surely we need not await the 
coming of a sage to tell us not to burn down our houses 
to enjoy the delights of roast pig! 


Let us unite to stop the ruinous flames of inflation. 
Curb wasteful and unnecessary government spending. 
Balance our Federal budget. Control our national debt 
and reduce taxes. Only in this sane way can we produce 
more straw and enjoy our houses, raise more pigs and 
eat them, too. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 





RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES, 
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to be installed directly in the fuel 
tank or drum. A shutoff cock is 
built into the intake passage, mini- 
mizing the need for separate valve 
installation. 

Manufacturer: Marquart Manu- 
facturing Co., 1241 High St., Oak- 
land 1, Calif. 


Oil Burner-Boiler Unit 

Quiet Automatic has announced 
a new tubeless boiler unit with 
flush jacket or extended jacket as- 
sembled without screws. With a 
capacity of 480 sq ft of water, the 
tubeless unit is equipped with a 
flanged oil burner. This combina- 





tion has the smart appearance re- 
quired for the modern look. 

Manufacturer: Quiet Automatic 
Burner Corp., 33-35 Bloomfield 
Ave., Newark, N. J. 


Low Cost Water System 

An economically priced deep- 
well “package” electric water sys- 
tem, has been added to the Rapi- 
dayton line of Dayton Pump and 
Manufacturing Co. Called the 
“Torrent”, it is designed for do- 
mestic installations at depths up to 








70 ft. The system incorporates a 
deep-lift jet assembly. It is also 
available in a shallow-well jet sys- 
tem, both powered by standard 1% 
hp motor and utilizing a 12-gallon 
horizontal galvanized tank, auto- 
matically welded. The pump 
measures 31 by 30 by 14 in. 

Manufacturer: Dayton Pump and 
Manufacturing Co., 500 N. Webster 
St., Dayton, Ohio. 





Expansion Evaporator 

A direct expansion evaporator 
(above) for use in refrigeration and 
air conditioning systems has been 
announced by Taco Heaters. It is 
certified for 150 lbs psi. Refriger- 
ant velocity is controlled to pro- 
vide minimum pressure drop with 
efficient transfer and without oil 
logging. The refrigerant is confined 
to the removable copper tube 
bundle. The liquid is moved for- 
ward and continuously agitated to 
prevent flooding and oil saturation. 

Manufacturer: Taco Heaters Inc., 
137 South St., Providence 3, R. I. 





New Refrigeration Package 

An octagonal carton which is a 
reshipable package for refrigera- 
tion tubes has been developed by 
Lewin-Mathes and designed to 
provide greater protection to the 
tube. It makes handling easy be- 
cause it is hollow in the center, so 
it may be gripped. Called the 
“Handigrip Carton”, it is the same 
carton which the company has used 
to pack its copper water tubes in 
the past two years. 

Manufacturer: Lewin-Mathes 
Co., 12th and Chouteau, St. Louis 2. 


Electric Range 
A new electric range, in standard 
and deluxe models, has been added 





to the line of American & South- 
ern. The 36 in. electric range 
(Please turn to top of page 46) 





Glauber Introduces New 


Laundry Fixture Quartet 





A new quartette of laundry fixtures which provides a type for 
practically any installation is now being manufactured by Glauber 
Brass. These new additions to the company’s line include a top supply 


and adjustable center bottom supply as well as rough brass and deluxe 
chrome ledge-type models. All fixtures are of heavy brass construc- 


tion, precision built for long service. Each has a 5 in. swing spout 
with threaded end for attaching hose. 
Manufacturer: Glauber Brass, Kinsman, Ohio. 


44 





















QW A 















age 

ich is a 
frigera- 
yped by 
ned to 
to the 
asy be- 
nter, so 
ed the 
ie same 
as used 
ubes in 


Mathes 
Louis 2. 


andard 
1 added 





south- 
range 
46) 





tet 


> for 
uber 
ipply 
luxe 
Lrruc— 
jpout 





November, 1952 





DOMESTIC ENGINEERING 


. LY 





Why Burn Down Your House for Roast Pig? 


while Ho-ti the swineherd gathered mast for his hogs, 

his stupid son Bo-bo, playing with fire, burned down 
their straw hut. Bo-bo sniffed the odor of burnt pig. 
He touched one to see if it was still alive, scorched his 
fingers, put them in his mouth and was amazed at the 
delicious taste. Father came home and caught his son 
devouring a pig. Ho-ti tried one, too, found it intoxicat- 
ingly sweet and satisfying. 


L: ancient China, men ate meat raw. But one day, 


Thereafter, neighbors observed feverish building of 
new straw huts at Ho-ti’s, followed always by conflagra- 
tions. The secret leaked and fires became widespread. 
In a few weeks even his Lordship’s town house was on 
fire. Finally, straw for hut building disappeared from 
the market and young pigs could not be had for love or 
money. At last, after many generations, a wise man arose 





who said that a pig could be roasted without burning 
down an entire house. 


Thousands of years later,:we Americans feast delir- 
iously on “roast pig.” Accompanying our delights are 
fires of inflation, which can destroy our values just as 
certainly as the roasting of Ho-ti’s pigs: consumed his 
earthly possessions. But surely we need not await the 
coming of a sage to tell us not to burn down our houses 
to enjoy the delights of roast pig! 


Let us unite to stop the ruinous flames of inflation. 
Curb wasteful and unnecessary government spending. 
Balance our Federal budget. Control our national debt 
and reduce taxes. Only in this sane way can we produce 
more straw and enjoy our houses, raise more pigs and 
eat them, too. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 
MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES. 
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comes equipped with seven heat 
switches for controlled cooking and 
utilizes single-tube cooking units. 
The deluxe model features an 
oven window door with exterior 
switch, light and timer and deluxe 
light and clock on backsplash. 
Manufacturer: American & 
Southern Corp., Nashville, Tenn. 


Leak-Resistant Pump Seal 

A leak-resistant mechanical seal 
for use in centrifugal pumps has 
been announced by Bell & Gossett. 
The new seal, known as the Remite 
floating seat, helps eliminate leak- 
age which sometimes occurs. It is 
made of a composition of materials, 


reported to be diamond-hard, and 
is self-lubricating. 

Manufacturer: Bell & Gossett 
Co., Morton Grove, IIl. 


Portable Pipe Cutter 

A new portable pipe, tube and 
conduit cutter for on-the-job cut- 
ting has been announced by 
Gaines-Collins. Weighing 100 lbs, 
the cutter utilizes a foot control 
switch which leaves the operator’s 


hands free to handle work and thus 
speeds cutting. It is capable of 
handling pipe from % to 2 in. and 
tubing from % to 3 in. 

Cutting is continuous because 
power driven’ wheels_ revolve 


around the pipe. The high speed 
tool steel cutter wheel wears even- 
ly. Adjustable roller type pipe 
supports allow any length and size 
of pipe to be cut without changing 
the supports. 

Manufacturer: Quijada Tool Di- 
vison, Gaines-Collins, 5474 Alham- 
bra Ave., Los Angeles 32, Calif. 


Submersible Cellar Drainer 
A submersible sump pump for 


domestic use, with motor and op- 
erating switch completely enclosed, 





Flexibility Is Feature of New Unit Heater 


An aid in remodeling basement 
space into “living space” is this 
Reznor automatic gas control unit 
heater, which is shown here being 
placed into position over cleats that 
will tuck it up at the ceiling out of 
the way. It is a completely en- 


closed unit, designed to serve con- 
ventional, perimeter, microduct 


and special forced air heating re- 
quirements. With an 80,000 Btu/hr 
output, it fits a 2 by 4 ft area. 
Optical equipment includes louver 
panels, resilient mounts, and two- 
speed motor and controller. 
Manufacturer: Reznor Manufac- 


turing Co., Mercer, Pa. 
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has been placed on the market by 
Fairbanks-Morse. The main fea- 
ture of the pump is that it has no 
protruding floats or rods. The unit 
may be installed in the sump pit 
with no extended pump shaft 
above the floor level. 

Installation is made by connect- 
ing the discharge piping and plug- 
ging in the cord. If the electric 
power fails, the stainless steel 
housing allows the pump to be 
completely submerged without 
motor damage. The motor housing 
also functions as a float. 

Manufacturer: Fairbanks Morse 
& Co., 600 S. Michigan Ave., Chi- 
cago 9. 


Home Freezer 
A 9 cu ft model home freezer has 


been added to the Marquette line. 


Called model AQA, it has a locking 
lid latch which automatically 
latches when closed. In addition to 
the food storage compartment, 
there is a fast freeze section where 
extra cooling coils accelerate the 
freezing process. A basket and di- 
vider set is included. A mercury 
switch automatically turns on a 
light when the lid is lifted and 
floodlights the entire interior. 

Manufacturer: Marquette Appli- 
ances Inc., 307 E. Hennepin Ave., 
Minneapolis 14. 


Baseboard Register 

A new baseboard register and 
return air grille for wall installa- 
tion has been added to the Lima 
Register line. It features a double 


(Please turn to top of page 48) 
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OBSOLETE 


TEMS 


NATIONAL 
PRODUCTS 


NATIONAL ART NATIONAL ART NATIONAL 
BASEBOARD RADIATORS ART AND AERO 
CONVECTORS 


Investigate the profit possibilities available with 
the complete line of National Heating Products, 
which include cast iron and steel boilers, ferrous 
and non-ferrous convectors, unit heaters, base- 


board, radiators and accessories. 
Write today for your copy of Catalogue 586. 


| Tue NaTioNAL Raoiator Company 


JOHNSTOWN PENNS TEVA N TE 
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gasket for streak-free walls and 
has a welded stackhead to fit any 
standard 3% in. snap lock fitting 
or “stack.” Both the stackhead and 
frame are finished in metallic, as 
used in the Series 10 wall register. 
Combination of the new stack- 
head and projection frame, along 
with the Lima series wall register 
is reported to provide draft-free 
air diffusion, easily adjustable with 
a special tool provided. 
Manufacturer: Lima _ Register 
Co., 651 N. Baxter St., Lima, Ohio. 


Pre-formed Pipe Insulation 
Birma Products Co. has added a 
new pre-formed pipe fitting insu- 





lation to its line of pipe coverings 
that has wide use in the remodel- 
ing of existing piping systems as 
well as with new systems. The in- 
sulation is constructed principally 
of glass fibers, preformed to fit all 
tees, ells and 45 degree fittings. 

Distributed by: Sall Mountain 
Co., Dept. N, Box 777, Hamilton, 
Ohio. 


Horizontal Air Conditioner 

A horizontal air conditioning 
furnace, introduced by Fraser & 
Johnston Co., is especially designed 
for space-saving installation in 
homes without basements. The 
unit may be placed in attics, under 











floors or suspended on service 
porches. It is finished in blue green 
crinkled baked enamel. The series 
contains four models from 80,000 
‘to 140,000 Btu/hr input. 

Manufacturer: Fraser & John- 
ston Co., 1900 17th St., San Fran- 
cisco 3. 


Kitchen Cabinet Base 
Two utility drawers on the left 
and a deep bread drawer on the 











right, with plenty of across-the- 
cabinet shelf space, are among the 
features of this kitchen cabinet 
base. Dimensions are 27 by 36 by 
22 in. Other models in base and 
wall cabinet styles offer a wide 
range of drawer and shelf arrange- 
ment with a comparable variety in 
shelf and drawer space. 

Manufacturer: Walters Manufac- 
turing Co., Oakmont, Allegheny 
County, Pa. 


Junior-Size Boiler 

Has Low Water Line 
Relocation of the water line to 

make it as low as possible, com- 

mensurate with rated boiler ca- 


New Shower Cabinet 
Features Interchangeable 
Receptors 


The new shower cabinet of Tile- 
tone Inc. has four interchangeable 
receptors, which give it added ap- 
peal when selling bathroom re- 
modeling. These receptors are 
available in ticon stone, porcelain 
enamel steel, rose stone and ter- 
razzo. The interchangeable re- 
ceptors reduce inventory invest- 
ment, save warehouse space and 
provide a merchandising advan- 
tage because the customer is of- 
fered a choice. 

Manufacturer: Tiletone Co. Inc., 
2323 Wayne Ave., Chicago 14. 
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pacity, is one of the features of this 
new Fitzgibbons R-Z-U junior 
steel boiler. 

Compact, the junior boiler re- 
quires little free space on either 
side and can be placed close 
against a rear wall as the clean- 
out door for the smoke box is lo- 
cated on the side. 

Servicing is equally easy. Con- 
trols are located for “in-line” in- 
stallation near the boiler front. The 
front flue door makes it a quick 
job to brush out every tube. 

The large combustion space, the 
3 in. tubes with flue gas retarding 
spinners, and the low draft loss 
combine to make this boiler equal- 
ly adaptable to the burning of oil 
or gas or anthracite or bituminous 





coal either by hand firing or stoker 
operation. 

Manufacturer: Fitzgibbons Boil- 
er Co. Inc., 101 Park Ave., New 
York City 17. 


Agitator-Spinner Washer 
A deluxe automatic clothes 
(Please turn to top of page 50) 
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Fig. 4902 Deming Jet Water 
System for deep and shallow 
wells. Capacities from 200 to 
4500 gallons per hour 












The Right Type—The Right Capacity— 


to Meck All Home Neads 
Ritts Ot —" 


rs 


A big slice of the home remodeling market is beyond 
the city water mains. This is YOUR big market for 
DEMING WATER SYSTEMS! 


When you SELL DEMING—you can SELL ALL!... 
because the COMPLETE LINE includes the right type 
and the right capacity to meet all needs for home 
water systems. You can SELL DEMING with confidence 
in the long-lasting service built into every Deming 


Pump and Water System. For complete details, write to: 


THE DEMING COMPANY 


513 BROADWAY ° SALEM, OHIO 
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washer has been added to the Uni- 
versal electric appliance line. It 
combines the main features of the 
conventional agitator and spinner- 
type washers, with a basket made 
of Fibreglas. 

The basket spins at 600 rpm dur- 
ing drying action, which follows a 


washing period which may be con- 
trolled by the user from 2 to 12 
minutes or longer if desired. Com- 
plete wash-rinse-dry cycle is 27% 
minutes, which can be interrupted 
at the housewife’s will. 
Manufacturer: Universal Major 
Elec. Appliance Co., Lima, Ohio. 


Boiler Water Cleaner 

Dominion Products Co. has in- 
troduced a boiler water cleaner 
and conditioner developed to pre- 
vent priming, foaming, pitting, 
scale and corrosion in residential 
and small boilers. Called the 
“Handy-Kap”, it looks similar to 
a vitamin capsule, and it is applied 
by dropping a capsule through a 


boiler’s safety valve opening. It is 
a colloid which coats microscopic 
water impurities with a gelatin. 


Li eed 


This physical action is reported to 
eliminate the need for water anal- 
ysis because it works in any water. 
Because of its handy concentrated 
form, a service man can carry a 
full day’s supply easily. 

Manufacturer: Dominion Prod- 
ucts Co., 11 W. 42nd St., New York 
City 18. 


Air Vent Valve 

A new automatic air vent valve 
for hot water heating systems has 
been placed on the market by T. 
A. Thrush & Co. Designated as 


No. 5 Thrush air vent, it is for 
installation on all types of radia- 





Tt 


Packaged Chimney Can Be Installed in Three Hours 


One man can assemble the new packaged 
masonry chimney, developed by Van- 
Packer Corp., in three hours. Fireclay 
tile lining and a three-in. vermiculite con- 
crete wall makes the chimney acid-resist- 
ant and capable of withstanding 2000F. 

The advantage of this package-type 
chimney is that by central location of the 
heating plant, shorter heat runs are ob- 
tained and more efficient heating is ob- 
tained. The new masonry chimney plays 
an important part in remodeling work, for 
in modernization programs the location of 
the heating plant can be changed inex- 


pensively without needless changes. 


Manufacturer: Van-Packer Corp., Buda, 


Ill. 


tors, baseboards, convectors, unit 
heaters and high points of mains. 
Each valve has a chrome finish and 
measures 1 in. overall length by 
5g in. diameter. It has conven- 
tional 4% in. IPS thread and can be 
installed horizontally or vertically. 

Faster acting expansion washers 
are reported to result in frequent 
venting cycles. Factory fixed set- 
ting of expansion washers assures 
quick venting. 

Manufacturer: H. A. Thrush & 
Co., Peru, Ind. 


Streamlined Ballcock 
In this new float valve intro- 
duced by Mueller Brass, a special 





stem seat cavity acts as a cushion, 
causing water to spray out between 
the neoprene seat disc and stem 
seat. This action, combined with a 
three step regulator and the sub- 
merged tank refill tube, reduces 
the noise in much the same manner 
as putting the end of a garden hose 
in a bucket of water reduces the 
sound of streaming water. 
Backflow and siphoning are pre- 
vented by a _ regulator-vacuum- 
breaker assembly. Only 3 single 
adjustments are required to adapt 
the float valve to most shapes and 
sizes of tanks to achieve any de- 
sired water level and rate of flow. 
All connections are standard, mak- 
ing installation easy. 
Manufacturer: Mueller 
Co., Port Huron, Mich. 


Brass 


Gas Range 
Magic Chef has introduced a 
deluxe model gas range with con- 
cealed fluorescent lights on the 
backguards. Features include a 
cne-piece burner that lifts out for 
(Please turn to top of page 54) 
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flow. Reading Copper Tubing is earmarked for essential defense orders. 
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But, you can count on our continued cooperation to keep you supplied 


Brass with as much tubing for civilian use as government restrictions permit. 





Producers of Reading Lektroneal Copper Tubin OFFICES AND EASTERN DISTRIBUTION DEPOT: 
. Mai is te 36-12 47th AVE., LONG ISLAND CITY, N. Y. 
and Reading 85% Grade A Red Brass Pipe WObkS: READING. PA. STillwell 6-9200 


Stocks Available at ALL Reading Distribution Depots: ay 


@ READING, PA. © HOUSTON, TEXAS: 1121 Rothwell St. 
e LONG ISLAND CITY, N. Y. @ CHICAGO, ILL.: 724 W. 50th St. 
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lf you're interested in making money... . 


FAL YOURSELF 


a share of the 


REMODELING 
MARKET 


Of course you’re in business to make money. _ service jobs for a small yearly charge. That 
So are we. That’s why we must both look to _— put him right in the spot to suggest remod- 
every segment of our market to increase’ eling changes when old fixtures needed re- 
sales. Remodeling kitchens and bathrooms is ' pairs. A word of caution: Don’t underestimate 
one of the best ways to earn maximum pro- _ the importance of complete customer satis- 
fits on fixtures and fittings. The main job is faction. One remodeling job can lead to 
to make people want what they need. Plumb- another. You can keep this chain going by 
ers in one town, together with other inter- guaranteeing complete satisfaction on your 
ested businesses, successfully sponsored a installation . . . and one way to do this is 
“Remodeling Week” to build extra sales. by using only dependable American Sanitary 
Another plumber offered a group of specified brass goods! 
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BRASS GOODS ARE IMPORTANT 
PROFIT ITEMS! Remember, brass goods 
are the frosting on your cake in a remodel- 
ing job. There’s almost as much profit on 
these items as there is on the fixtures them- 
selves! By using American Sanitary products, 
you can increase your profit margin 
even more. That’s because their fast, 
easy installation saves time... their 
always dependable operation cuts 
service calls. You can count on a com- 
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plete American Sanitary line of quality 
plumber’s brass goods, as well as wrot and 
cast solder fittings up to 2”. One or more of 
these American Sanitary products can be uti- 
lized in 99 out of 100 remodeling jobs. Order 
American Sanitary for all types of fittings 


this bow and brass goods .. . for every plumb- 


ing installation. And don’t forget to 
deal yourself a share of the remodel- 
ing market — it can come close to 
matching new construction profits! 


means business 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY = ©2NTRAL Location 


AMERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
OVER 40 YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 








TO SERVE YOU BETTER 
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at-the-sink cleaning, a “Swing- 
Out” broiler for no-stoop broiling, 
and a red wheel regulator to as- 
sure perfect oven results through 








the use of a heat control liquid. 

Manufacturer: Magic Chef Inc., 
1641 S. Kingshighway Blvd., St. 
Louis 10. 


Versatile Tube Bender 

Bending is made easily by the 
new universal tube bender devel- 
oped by Imperial Brass. The tool 
can be held by hand, clamped or 
bolted to a bench. The bender is 
constructed so that it can be posi- 





tioned on the tube at any point 
where a bend is desired. It can be 
used to make right or left hand 
bends, return bends, offset bends 
and right angle bends. 

A separate bender is used for 
each size of tubing and benders are 
available for tubing from % to 1% 
in. outside diameter. 

Manufacturer: The Imperial 
Brass Mfg. Co., 1200 W. Harrison 
St., Chicago. 


Gas Burner Features "Tube- 
Within-a-Tuabe" 

A “tube within a tube” principle 
is employed throughout the line of 


eight new gas burner models in- 
troduced by Siemon Mfg. Co. This 
principle produces a soft but ex- 
tremely active flame with high 
radiant qualities. The capacities of 
the models range from 85,000 to 
3 million Btu/hr. 

A flame retention method is re- 
ported to minimize pulsation. One 
of the safety features of the larger 
capacity units is a device permit- 
ting both pre-purge and post- 
purge periods to clear the heating 
plant of fuel both at the time the 
burner starts and at the close of 
the operation. All controls are 





burner mounted and factory wired 
to facilitate installation in all types 
of heating plants. 

Manufacturer: Siemon Manu- 
facturing Co., Kansas City, Mo. 


Hot Water Air Vent 

Anderson Products has intro- 
duced a streamlined hot water sys- 
tem air vent with a straight-line 
vent passage, a special metering 


screw for easy access, and a new 
vent tube which speeds venting 


action. It may be installed on 


radiators, convectors or radiant 
hot water systems. Only 1 in. 


shows beyond the surface of the 
radiation unit. When a radiation 
unit is being filled, “finger-tip 





control” provides a means for extra 
fast venting. 

Manufacturer: Anderson Prod- 
ucts Inc., 17 Tudor St., Cambridge 
39, Mass. 


Lavatory Faucet with Meter 

A new lavatory faucet which 
meters water accurately has been 
introduced for application in 
schools, public buildings, hotels, 





hospitals and other installations 
where water saving is a factor. It 


is a push-button type faucet and is 
non-hammering, non-dripping and 


non-clogging. A monel screen is 


used to prevent dirt, chips, scale, 
(Please turn to top of page 288) 





Union Bar Joins Appliances 
With Cabinet Tops 

Joining roll rim sinks, stoves and 
other major kitchen appliances 
with cabinet tops can be accom- 
plished by this new device devel- 
oped by W. E. Selck and Co. Called 
the “Pres-Sure-Fit” Union Bar, the 
unit consists of two parts, a “T” 
bar with a 1 in. wide top flange 
and a front-end cap assembly. It 
may be installed in three steps: 
with a hammer, tap the back end 
spike into the wall; next slip lock- 
ing cap assembly over front end of 
bar; and third, squeeze with fingers 
and tighten bolt with screw driver. 
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It is suitable for installations up to 
25 in. deep. 


Manufacturer: Walter E. Selck & 
Co., 225 W. Hubbard St., Chicago. 
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Brass Castings Retard the Destructive Forces of Nature 





SHIPBUILDERS require strong . . . ductile . . . corrosion 
resistant metal for propellers. 
IN INDUSTRY brass is selected to convey corrosive 
liquids. 
AT HOME or wherever liquids are used . . . Brass plays 
a necessary role. 





FREE . . . Write for your copy of the 8-page Lavingot Technical Journal — Vol. 8, No. 3 — 
containing an article discussing ‘Gates and Risers.’ 








Specify-LAVIN NONFERROUS INGOT—Quality 


R. LAVIN & SONS, INC. 


e Refiners of Brass, Bronze and Aluminum 
e Producers of Zinc Base Die Casting Alloy 


e CHICAGO 23, ILLINOIS 


3426 S. KEDZIE AVENUE 
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Rapid heat 
exchange 


Can be suspended 
at any level 





Full line of 
accessories 








Light weight 
simple to install’ 





0) 


For low-cost, along-the-wall radiation that looks good anywhere 
—be sure to look at Dunham’s new Fin-Vector Radiation. 


Three attractive cover designs, plus a complete line of acces- 
sories, give the new Fin-Vector a tight, trim, “finished” appear- 
ance... suitable for any surroundings. 


Fin-Vector transfers heat rapidly, operates efficiently at any 
height above 4” from the floor. Installation costs are low since 
Fin-Vector goes in so fast, requires few supports, or little on-the- 
job cutting. Write for full details. Send For Free Bulletin 
Data sheets 1256-61 fully describe 


and illustrate design and construction 
features. For your free copies write 


FIN-VECTOR RADIATION — scow'itedscn'Street:Chicago6 I 


ANOTHER QUALITY PRODUCT OF C. A. DUNHAM COMPANY—CHICAGO * TORONTO ¢ LONDON 





Sind for hit book about 


nolesaler’s salesman? 





Who 1s the W 


ca 


You can always find a wholesaler 


UR 
OM yO 
WHY JHOLESALER? 


WOLVERINE TUBE DIVISION 


Calumet & Hecla Consolidated Copper Company 


INCORPORATED 


Manufacturers of tubing exclusively 


1435 Central Avenue «¢ Detroit 9, Michigan 
BUY FROM YOUR WHOLESALER 





npany 


ichigan 


FOR MANAGEMENT 
TORRE SM 





Collect the Money — But Keep the Customer Too! 


A New JERSEY CONTRACTOR was showing us a collection letter 
the other day which, he says, “gets the money and keeps the 
customer.” His letter is brief, suggesting prompt action. It’s 
personalized, which keeps it from being a dud as so many form 
letters are. And it asks the reasons for non-payment, thus pro- 
viding an opportunity for arranging a settlement. 

Here is the letter: 


Dear Mr. Smith: 
Busy people sometimes overlook past-due bills and very likely 
that’s true in the case of your account with us. 
However, we would like a check of some kind—if not a bank 
check, at least a pencil check in one of the spaces below. 

( ) I mailed you a check yesterday. 

(_ ) I will surely mail you a check on 

( ) Here is part of it to show my good intentions. 

( ) I enclose the amount in full. 

( ) I am writing reasons for non-payment on the reverse 

side. 
Your cooperation in this matter is very much appreciated. 
Cordially yours, 


Despite the fact that consumers have their hands on a con- 
siderable amount of folding money these days, the collection 
problem is still with us. People are plagued with high taxes, the 
depreciated dollar, the high cost of living and other factors which 
make it difficult to nail them down to a settlement in many cases. 
Then, too, some contractors tend to back-slide on collections dur- 
ing periods when business is brisk and money seems plentiful. 

The danger lies not so much in the loss of accounts never paid 
but in having too much money tied up where it can’t be col- 
lected when it’s needed most. 

The solution to the problem, we feel, lies in prevention rather 
than cure. Checking the books a half-hour each day will catch 
all past-due accounts right away. A quick follow-up, using a 
letter similar to the one above, will go a long way toward “get- 
ting the money and keeping the customer.” 


Send Us Your Idea . . . Receive $15.00 

Readers who put the above collection letter to work in their 
own business operation are invited to report the results to us. 
Or better still, send us your own ideas. Domestic ENGINEERING 
will pay $15 for each management idea published in this column. 
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Hapless Harry... 











oR 
4 an 7 ‘ ~ 
SU 


“I don’t know what’s gotten into me 
today—I usually hit the mark 10 times 
» running!” 











“Oh Mrs. Henry—OK shut it off—Mrs. 
Henry—OK—OK, shut it off!!” 


*Follow the adventures of Hapless Harry 
every month in this column. 
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For the acid test... count on a BRIGGS bathtub— 





Siicenranenencacen sn mesenenene me 
carn ae 














it’s stain-proof! 








Stain-proof (acid-resistant) porcelain enamel is only one of the safety, 
comfort and luxury extras which have placed Briggs Beautyware ’way 
out in front of the field. Only Briggs makes the tub with the famous 
Safety Bottom. Other features include the wide-rim seat . . . greater 
area of level bottom . . . straight panel ends eliminating cutting and 
fitting of adjoining wall tile .. . and leak-proof edges, tub to walls. 
Only Briggs gives you all this revolutionary designing in the four 
famous Briggs decorator colors and sparkling white. Write now for 
new catalog featuring Briggs plumbing fixtures and Briggs brass. 
Briggs Manufacturing Co., 3001 Miller Ave., Detroit 11, Mich. ©1952 


BRIGGS Deaidjuae 








\ 


ALL Briggs bathtubs are furnished in stain-proof 
(acid-resistant) porcelain enamel. Both exposed 
and unexposed surfaces have the protection of a 
porcelain enamel coat. It pays to specify genuine 
Briggs Beautyware! 








NEW! 
Cabi 
shelv 
capa 
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counter Cabinets: 20 styles 
and sizes. Plenty of work- 
saving accessories. 


NEW! “Spinner Type” Corner 


Cabinet. Two revolving 


shelves, lots of storage © 


capacity. Puts idle corncr 
space to work. 


DOMESTIC ENGINEERING 


NEW! 
Counter End 
“What Not” Unit; 
perfect as a snack bar; 
adds the finishing 
touch to a counter 
cabinet installation. 
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Undersink Cabinets: 27 styles and sizes to fit 
all standard-make sinks. Sink Fronts, too. 


BERGER 


Steel Cabinets for Kitchens 


... the original “standardized cabinets at moderate 
prices” offer everything plumbers need to sell 
complete kitchens. 


Because you control the sink—and sink installation 
—the very heart of the kitchen is in your hands. Every 
sink sale can lead directly to the sale of a Berger 
Steel Undersink Cabinet. And, Berger offers you 
more types and sizes than any other manufacturer 
for both pressed steel or cast iron enameled sinks. 


Then, you simply add matching Berger Steel Counter 
and Wall Cabinets to build up the complete steel 
kitchen that is every housewife’s dream. Berger Steel 
Cabinets are easy to sell, easy to install, easy to finance 
... and they pay you a good profit. 


Make 1952 a banner year. Take these three easy steps 
to profit: (1) Stock, (2) Display, and (3) Sell Berger 
Steel Cabinets for Kitchens. Your plumbing supply 
wholesaler can give you more details, or write: 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
1038 BELDEN AVENUE : CANTON 5, OHIO 

















Wall Cabinets: 18 styles of single- 
and double-door models; 18- and 
30-inches high; adjustable shelves, 


STEEL CABINETS FOR KITCHENS 

















J. HOWARD SMART JERRY NEWMAN 


New President 
Tuttle & Bailey 


New Sales Manager 
Walter E. Selick 


NAMES IN THE NEWS 


Tuttle & Bailey, Inc., New Britain, 
Conn.—J. Howard Smart appointed as 
president. 


Walter E. Selck and Co., Chicago— 
Jerry Newman as general sales man- 
ager. 


Mt. Hawley Mfg. Co., Peoria, Ill.— 
Robert E. Sullivan as sales manager 
of the heating division. 


Servel, Inc., Evansville, Ind—Robert 
P. Marshall as superintendent of the 
air conditioning division. 


General Electric Company, Bloom- 
field, N. J—R. C. Robertson as man- 
ager of marketing of the home heating 
and cooling department. 


Motor Wheel Corporation, Lansing, 
Mich.—Ralph Redmond, Jr., as Duo- 
Therm district manager for Texas, 
Oklahoma, and New Mexico; A & R 
Distributing Company, Phoenix, Ariz., 
as Duo-Therm distributor for Ari- 
zona. 


Murray Corporation of America, 
Scranton, Pa—Daniel G. Fanelli as 
sales trainer and F. S. Lodge as dis- 
tributor coordinator and market an- 
alyst for the home appliance division. 


Trane Company, La Crosse, Wis.— 
Milton R. Paulsen as manager of the 
training department; Stan Mangham 
to the Atlanta, Ga., sales office; Walter 
Lambert and Richard A. Matheis to 
the Pittsburgh sales office. 


Crane Co., Chicago—Charles A. 
Warden as manager and George H. 
McMurdo as sales manager and as- 
sistant manager of the San Francisco 
branch. 


Capewell Manufacturing Company, 
Hartford, Conn.—William E. McCul- 
lough as sales engineer for western 
Pennsylvania, eastern Ohio, and 
northern West Virginia. 


Rheem Manufacturing Company, 
New York City—Maurice A. Straub 
as assistant national sales manager of 
heating equipment; Louis C. Ball as 
acting region manager of Houston, 


(Please turn to top of page 70) 


e 


Westinghouse Output Rises 
Production of houseware appli- 
ances by Westinghouse Electric 
Corporation will increase by 25 
percent or better within three 
months, limited only by the avail- 
ability of steel. J. H. Ashbaugh, 
president of the electric appliance 
division, said sales are up more 
than 100 percent over 1951 and al- 
most as much over 1950, in contrast 
to the usual mid-year slack period. 


New Name for Control Firm 
Detroit Controls Corporation is 
the new designation of the Detroit 
Lubricator Company, the controls- 
producing subsidiary of American 
Radiator & Standard Sanitary 
Corporation. American-Standard’s 
president, Theodore E. Mueller, 
said the new name is more in line 
with its major business, which has 
changed from concentration on 
lubricators for stationary steam 
engines and railroad locomotives 
in 75 years of continuous operation 
in the automatic equipment field. 


Sales Meeting Pays Off 

Better understanding gained 
from animated discussion was the 
main result of a recent two-day 
meeting of White Products Corpo- 





Néws 


OF THE MONTH 


ration field managers in Grand 
Rapids, Mich. A. D. Vining, vice 
president and general manager, 
urged the supervisors to speak 
their minds, and was rewarded by 
much constructive criticism of 
competition, design, and _ sales 
quotas, among many others. An- 
other product of the meeting was 
an occasional revision in plans or 
operations, again prompted by the 
discussion sessions. 


New Maytag Research Building 
Facilities of The Maytag Com- 
pany’s research and development 
will be doubled with the construc- 
tion of a building at Newton, Ia., 
now begun and scheduled for oc- 
cupancy within six months. The 
building will stand north of the 
present research laboratory. 


Home Cooling Gains 

Cloud Wampler, president of the 
Carrier Corporation, has  an- 
nounced that his firm is moving 
into a new plant which will turn 
out residential equipment primar- 
ily. The expansion is being made 
to meet the increasing public in- 
terest in home air conditioning. 

The plant space of 400,000 sq ft 

(Please turn to center of page 66) 


Ranking members of White Products Corporation are shown below at a recent 
sales meeting. First row: G. VanderWeele; B. Wadd; G. White; A. D. Vining, 
vice president and general manager; V. Hooper; W. Wellman; and V. Ander- 
son. Second row: E. Lines, R. Davis, J. Popson, J. Berry, H. A. Prendergraph, 
C. Vining, L. Lown, M. Wilson, E. C. Morefield, C. 


H. Hunter, and J. Crates. 
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No. 502 
“PIPE MASTER” 


No. 502R 
“PIPE MASTER” 


How can YOU use power threading to YOUR best advantage? Your 
Oster Distributor has the answer. 


He has the answer because he offers you a wider selection of pipe 
threading machines and optional equipment in the OSTER line than 
any other line. 


Doesn't it make sense that the wider the selection the closer you can 
come to getting the right machine for YOUR needs at the right price 
to fit YOUR budget? 


Take Oster “Portables” for example. Oster offers you not one... not 
two... but FIVE 2” machines and a variety of optional equipment for 
selection. Four of these Oster “Portables” are illustrated. The fifth is the 
No. 582R “Tom Thumb” equipped with revolving die-head. 


How can you miss with a choice like this? All the facts about Oster 
“Portables” are available in three bulletins pictured in miniature below. 
Write for your copies NOW. 


J OPP 





No. 582 
*TOM THUMB” 






THE OSTER MFG. CO., 2045 East 61st Street, Cleveland 3, Ohio, U.S.A. 
OK, Oster. Send me the bulletins | have checked below. 


[_] No. 422 Oster Power Vise Stand. 
(] No. 502 & No. 502R Oster “Pipe Master”. 
[_] No. 582 & 582R “Tom Thumb”. 








My Name 








Company 





Address 








































DOMESTIC ENGINEERING November, 1952 








November, 1952 








FOR HEATING, REFRIGERATION, 











om PENN... 


a revolutionary 
NEW GAS VALVE 


Here at last is a compact, dependable gas valve 
that operates so quietly you can hardly hear it. No 
more noise .. . no more slam-bang operation. 
Look at the cross-sectional view and you'll see 
how simple, how efficient this new gas valve de- 
sign idea really is! It permits “straight-through” 
flow of gas. And the stainless steel seat is in a 
vertical position which makes it self-cleaning. The 
self-aligning, full-floating valve disc has a flannel- 
backed Buna-N face to give a soft seat and assure 


DOMESTIC 


’ ENGINEERING 


eette idea 
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A.G.A. Approved 


positive shut-off of gas. There’s uo leakage. 

If you want a gas valve that is really quiet, effi- 
cient and dependable . . . then ¢ry the new PENN 
Series 925. You'll agree it’s the best gas valve on 
the market today. The Series 925 is available in 
V4", 4”, V2" and 34” sizes for low or high voltage 
applications. Get the full story ... 
Controls, Inc., Goshen, Indiana. Export Division: 
13 E. 40th Street, New York 16, N. Y. U.S.A. In 
Canada: Penn Controls Limited, Toronto, Ontario. 


write Penn 




























AUTOMATIC 


AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 





CONTROLS 











Coming Events 


Nov. 10-1 3—NEMA~— Meeting of the Na- 
tional Electrical Manufacturer’s Assn.; to 
be held in Haddon Hall, Atlantic City, N. J. 


Nov. 15-20—ASSE—Annual meeting of 
the American Society of Sanitary Engi- 
samt: to be held at the McAllister Hotel, 

ami. 


Dec. 3-4—NWAHACA—39th Annual 
convention of the National Warm Air Heat- 
ing and Air Conditioning Assn.; to be held 
at the Sherator Gibson Hotel, Cincinnati. 


Jan. 19-22, 1953—Illinois—Annual con- 
vention of the Illinois Assn. of Master 
Plumbers; to be held at the Sherman Hotel, 
Chicago. 


Jan. 26-28—Wisconsin—Annual conven- 
tion of the Wisconsin Master Plumbers 
Assn.; ti be held at the Schroeder Hotel, 
Milwaukee. 


Jan. 26-30—IHVE—Annual International 
Heating & Ventilating Exposition: to be 
held at the International Amphitheatre, 
Chicago. 


Feb. 5-6—Indiana—35th annual conven- 
tion of the Sheet Metal and Warm Air 
Heating Contractors Assn. of Indiana; to 
be held at the Hotel Severin, Indianapolis. 


Feb. 9-11—Ohio—Annual convention of 
the Ohio State Assn. of Master Plumbers, 
Inc.; to be held at the Commodore Perry 
Hotel, Toledo. 


Feb. 19-21—Arkansas—Annual conven- 
tion of the Associated Mechanical Con- 
tractors of Arkansas; to be held at the 
Hotel Goldman, Ft. Smith. 


Feb. 26-28—Minnesota—Annual conven- 
tion of the Minnesota Master Plumbers 
—i to be held at the St. Paul Hotel, St. 

aul. 


Feb. 27-28—Mississippi—Annual conven- 
tion of the Mississippi State Master Plumb- 
ers Assn.; to be held at the Heidelberg 
Hotel, Jackson. 


Mar. 12-14—Oklahoma—Annual con- 
vention and exhibit of the Associated 
Plumbing & Heating Contractors of Okla- 
— Inc.; to be held at the Hotel Tulsa, 

ulsa. 


Mar. 9-11—Nebraska—Annual conven- 
tion of the Nebraska Retail Plumbers 
ponent to be held at the Hotel Cornhusker, 

incoln. 


April 9-11—Iowa—64th annual conven- 
tion of the Iowa Master Plumbers Assn.; 
to be held at the Savery Hotel, Des Moines. 


April 16-18—Texas—Annual convention 
of the Associated Plumbing Contractors of 
Texas, Inc.; to be held at the Hotel 
Adolphus, Dallas. 


April 17-18—Tennessee—Annual con- 
vention of the Assn. of Master Plumbers of 
Tennessee; to be held at the John Sevier 
Hotel, Johnson City. 


April 21-23—California—Annual con- 
vention of the Associated Plumbing Con- 
tractors of California: to be held at the 
Fairmont Hotel, San Francisco. 


April 23-25—Colorado—Annual conven- 
tion of the Colorado Master Plumbers 
Assn.; to be held at the Shirley Savoy 
Hotel, Denver. 


April 23-25—New Jersey—Annual con- 
vention of the New Jersey State Assn. of 
Master Plumbers; to be held at the Chal- 
fonte Hotel, Atlantic City. 


April 23-25—Pennsylvania—A nnual 
convention of the Pennsylvania Assn. of 
Master Plumbers; to be held at the Bedford 
Springs Hotel, Bedford. 


April 24-25—Oregon—Anual convention 
of the Portland Master Plumbers Assn.: to 
be held at the Pendleton Hotel, Pendle- 
ton. 


April 24-25—Montana—Annual conven- 
tion of the Associated Plumbing & Heating 
Contractors of Montana; to be held at the 
Florence Hotel, Missoula. 


April 24-26—Louisiana—Annual con- 
vention of the Associated Plumbing Con- 
tractors of Louisiana; to be held at the 
Hotel Heidelberg, Baton Rouge. 


May 6-9—NAMP—7lst annual exposi- 
tion and convention; to be held at Munici- 
pal Auditorium, Kansas City, Mo. 











General Controls Expands 
Opening of a plant in Skokie, II1., 
near Chicago, by General Controls 
Co. of Glendale, Calif., is aimed at 
reducing production costs by being 
nearer to supply sources and will 
improve delivery schedules for the 





News 


(Continued from page 62) 

will be augmented before long by 
a like amount of space for manu- 
facturing, research, warehousing 
and office use. Mr. Wampler said 
the sale of home units this year al- 
ready is more than double that of 
last year, and he believes the de- 
mand will continue through the 
colder months. 

Home construction savings now 
make possible complete air condi- 
tioning at the same price as with- 
out it, if architects and builders 
center their plans around tempera- 
ture control from the outset, he 
pointed out. 





Surface Combustion Moves 


Surface Combustion has moved 
its Midwest district offices to 10333 


Midwestern and Eastern markets. 
Sales have doubled in four years, 
and are expected to reach $14,000,- 
000 this year, sales manager Fred 
E. Weldon said. Mr. Weldon has 
been placed in charge of the new 
manufacturing facilities. 





West McNichols Road, Detroit. Ab- 
ner Baker is manager of the Jani- 
trol division district office and Wal- 
ter F. Herdrich is manager of the 
industrial sales district office. 


Tube Firm Moves Offices 

Sales offices of the Wolverine 
Tube Division of Calumet and 
Hecla Consolidated Copper Com- 
pany have been moved to Des 
Moines, Ia., from Rockford, Ill. The 
new address is Room 1221, Savings 
and Loan Building, 206 Sixth Ave- 
nue, Des Moines 9. 


Trane Sales on Upgrade 
A one-third increase in the sales 
potential of The Trane Company 
in three to four years is envisioned 
by D. C. Minard, president, as the 
(Please turn to top of page 70) 





Whirlpool Corp. Conducts Sales Training Seminar 


A quiz program, a written examination, and other participation 
classes gave a lift to a recent sales training seminar for regional sales 
managers of the Whirlpool Corporation at St. Joseph, Mich. The home 
laundry equipment company demonstrated a dealer merchandising 
program in which Frank T. Grimes, sales training director, took part, 
and presented ideas in advertising and public relations. In the photo- 
graph above, Mr. Grimes demonstrates the program to regional man- 
agers Paul LaRoche, Peter N. Prussing, and James V. Baxter. Prussing 
was high man in a written examination covering knowledge of Whirl- 
pool products with a score of 194 out of a possible 200 points. 
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IDEAL 

Continuous Waste End IDEAL: 

outlet, 2 parts; also Duo-Sink Basket Strainer fits all sinks. Heavy brass 
quick hookup construction with polished chrome finish. 


nn he modern way to help your customers modernize their 
| household plumbing is to deal with a manufacturer 
| | who helps you sell your tubular brass goods the modern 
| J way ... ie, merchandise, neatly packaged for sales 
appeal—precision made for perfect installation—quality branded 
for long-lasting dependability. This is the exact policy laid down 
by IDEAL, applying consistently all along the way—from the 
time it leaves our factory on through to its final sale and 
installation. 


IDEAL Manufactures All Products It Sells 
“American Made & Guaranteed” 






































No 
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famed for buying only the best 







Pa od | Ad Of a 03 0 


® 


CW STEEL PIPE 








From all over the world S. S. Pierce Company imports the very 
finest of foods to please America’s most discriminating buyers. 
So, naturally, S. S. Pierce has a quality-minded management—a 
management well aware that the best product is always cheaper 
in the long run. 





In their new, big warehouse at Newton, Mass., for instance, 
S. S. Pierce selected materials with extra care ... used Spang CW 
Steel Pipe extensively. 

There’s a good reason why Spang pipe has such acceptance 
with careful owners, contractors, builders—/from steel skelp to 
finished pipe it’s a quality-controlled pipe. Each piece starts with 
steels selected for very special characteristics . . . continues with 
the strictest metallurgical control during forming . . . concludes 
with final inspection and reinspection. 

Which explains why Spang Steel Pipe has just the right temper 
for easy cutting, easy forming, easy threading . . . features that 
speed installation and reduce installation costs. 

Don’t just order pipe ... order the better pipe from your Spang 
distributor. 


J). 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Pittsburgh 30, Pa. District 
Sales Offices: Atlanta, Boston, Detroit, Houston, 
ioe Angeles, New York, Philadelphia, Pittsburgh, 


Owner: S. S. Pierce Company, Boston, Mass. 
General Contractor: W. H. Porter Company, Inc., Watertown, Mass 
Sprinkler Contractor: Viking Automatic Sprinkler Company, Inc., Boston, Mass 






Pipe Fabricator: Atlantic Pipe & Supply Company, Boston, Mass. 
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Cast-Iron 


BOILER 


Cast-Iron 


(PB SERIES) 


Cast-Iron 





> 
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BOILER DIVISION 





BURNHAM 


BASE-RAY 
RADIANT BASEBOARD 


URNHAM PRODUCTS WEAR LIKE IRON 


BURNHAM 


PACEMAKER 


BURNHAM 


GAS BOILER 


FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 


DOMESTIC ENGINEERING 


BURNHAM BOILER KNOW-HOW — 


This oil-fired boiler is a Burnham designed 
fuel miser, immensely popular everywhere 
because of its economy and efficiency. 
Factory assembled for quick installation. 
Attractively styled in handsome two-tone 
extended or flush jackets. Built-in tankless or 
storage type all-copper hot water heater 

— optional. Also available with tailor-made 
flange mounted Burnham Oil Bumer. 

Mail the coupon! 


The New Burnham PB Series 
Gas Boiler that gives year ‘round 

domestic hot water, makes gas heating , 
even better! Really quiet power type \ 
burner accurately meters gas and 

air for perfect “fire ball” combustion 

in specially engineered short refractory 

tunnel, The result is exceptional fuel 

economy and trouble-free performance. 

You'll sell more gas installations with H 

this outstanding boiler. AGA approved HTT 
unit. It’s Burnham quality through 

and through! Mail the coupon! 





BASE-RAY® Radiant Baseboards 

are one-piece iron castings. Fully water- 
backed, they give steady radiant 
heat, and hold it longer. es 
BASE-RAY gives evenest floor- © 
to-ceiling heat known. Your 
customers will appreciate its 
lifetime, trouble free service, its 
low sweeping lines and space saving 
advantages. Installation costs are low, 
too! Mail the coupon! 


ASTRAY 


RADIANT BASEBOARD 


Burnham cast-iron construction means LONG RANGE ECONOMY 
because cast iron lasts longer, wears better than any other material. 
Excellent heat conductivity, resistance to corrosion, durability for 
lifetime service have proven cast iron to be superior. Many Burnham 
cast-iron heating units are still giving dependable service after more 
than a half-century of use. 






y AVA BURNHAM CAST-IRON CONSTRUCTION 








*Reg. U.S. Pat. Off. 
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Names 
(Continued from page 62) 





Tex., operations; Pat Krumb as 
works manager of the Houston plant. 


Minneapolis-Honeywell Regulator 
Company, Minneapolis—W. T. Gove 
as sales manager for the multiple- 
dwelling market; Richard M. Locke as 
account executive in sales; Tod S. 
Carley and Frederick C. Brandt as 
managers of midwestern and south- 
western sales regions, respectively. 


R. M. LOCKE W. T. GOVE 
American Air Filter Co. Ince., 
Louisville, K—John Hellstrom, Vice 
President, as director of sales of all 
AAF and Herman Nelson products. 


Mueller Co., Decatur, Ill.—Robert 
H. Morris as general sales vice presi- 
dent; Robert K. Levey as general sales 
assistant vice president; Robert P. 
Jett as director of sales planning. 





R. H. MORRIS 


R. K. LEVEY 


American Sanitary Mfg. Co., Abing- 
don, Ill—Howard C. Johnson as sales 
representative in Texas, Louisiana, 
New Mexico, and part of Arkansas; 
Oliphant Commercial Corporation, 
Oakland, Calif., as sales representative 
in northern California; Halperin-But- 
terfield Co., Los Angeles, Calif., as 
sales representative in southern Cali- 
fornia, Arizona, and the Las Vegas 
area. 


Radiator Specialty Company, Char- 
lotte, N. C-—Ralph Malley as district 
representative and Wray L. Shaffer 
as sales representative in the Pitts- 
burgh area. 


Century Engineering Corp., Cedar 
Rapids, Ia.—M. F. Keiderling and J. G. 


Hastie as district sales manager. 


(Please turn to top of page 75) 





News 
(Continued from page 66) 
result of stepped-up market pene- 
tration by the company and the 
development of new products in air 
conditioning, heating, heat ex- 
change and refrigeration equip- 
ment. The Wisconsin firm will 
have the opportunity to maintain 
its present volume of business even 
in the event of a large decline in 

new construction, he said. 


Ruud Distributor Moves 

Omar McDowell, Inc., distribu- 
tor of Ruud gas water heaters 
and boilers, is now located at 2628 
Detroit Avenue, Cleveland, in a 
remodeled building which houses 
offices, showroom, and water heat- 
er service department. 

The office and showroom are air 
conditioned and heating is by 
Ruudiator boiler. One-half of the 
building is given over to the serv- 
ice department. The new location 
is at the end of the High Level 
bridge, principal connecting link 
between East and West Cleveland. 





Heating Control Meetings 

A new series of control meetings, 
designed as a service to heating 
and refrigeration engineers and 
servicemen, began in Cleveland 
in October and is traveling several 
northeastern states. The show was 
created to give visual demonstra- 
tion in the use, construction, in- 
stallation and servicing of auto- 
matic controls, R. H. Luscombe, 


general sales manager of Penn 
Controls, Inc., explained. 

Show equipment includes giant 
controls which operate, colored 
slides, charts and operating sys- 
tems demonstrators. 

The Heating Control show is 
scheduled in the following cities: 
Newark, Nov. 5; Trenton, Nov. 7; 
Philadelphia, Nov. 10; Baltimore, 
Nov. 13; and Pittsburgh, Nov. 17. 

The Refrigeration Control show 
will appear in Manhattan, Nov. 3; 
Newark, Nov. 6; Philadelphia, Nov. 
11; Baltimore, Nov. 14; and Pitts- 
burgh, Nov. 18. 


Atlas Supply Opens Branch 
The Atlas Supply Company, 
Winston-Salem, N. C., recently 
opened a branch in Atlanta, Ga. 
with adjacent parking and storage 
space. Showrooms, Offices, city 
sales room areas and street win- 
dow displays are included in the 
location at 505 Whitehall St., S.W. 


Lavin Modernizes 

Reclamation of zinc oxide and 
the elimination of harmful smoke 
fumes from its industrial area has 
been gained by R. Lavin & Sons, 
Inc., by installing a smoke control 
system. The primary function is 
to conserve zinc fumes as an oxide 
for industrial use. 


Cory Opens New: Plant 


Mass production of room air 
conditioners and dehumidifiers by 
the Cory Corporation, Chicago, will 

(Please turn to top of page 304) 


Pittsburgh Wholesaler Expands Sales and Warehouse Facilities 
More than 3,000 guests visited the Du-Kane Supply Company’s new 
warehousing and sales area of 30,000 square feet during the 3- day open 
house. Door prizes estimated at $8, 000 were presented. 
Lawrence Marks, vice president and secretary, and Norman Schles- 
singer, treasurer, planned the organization of the departments and dis- 
plays in the former army arsenal. The result is receiving, processing, 


and delivery in minimum time. 


A complete kitchen, color-coordinated bathrooms, and a working 
pump are some of the special showings in the display room. 

Merchandising arrangements and shipping processes were “designed 
from experience” to fill orders promptly and efficiently. 








Nov 








of Penn 


jes giant 
colored 
‘ing sys- 


show is 
ig cities: 
, Nov. 7; 
altimore, 
Nov. 17. 
rol show 
, Nov. 3; 
hia, Nov. 
nd Pitts- 


anch 

‘company, 
recently 
nta, Ga. 
| storage 
es, city 
2et win- 
1 in the 
St., S.W. 


ide and 
1 smoke 
area has 
& Sons, 
» control 
iction is 
an oxide 


om air 


fiers by 


ago, will 
e 304) 


ilities 
y's new 
1y open 


Schles- 
nd dis- 
cessing, 
vorking 


esigned 








November, 1952 


Descriptive literature, 
roughing-in details, dealer 
helps and name of 
nearest distributor are 
available on request. 
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SHOWER CABINETS ARE A watwal 
FOR BATHROOM MODERNIZATION! 


1. Norman Bathking cabinets are priced so that you have a real 
chance to bid low and still make a profit. 2. Norman Bathking cabinets 
are presold to homeowners and institutional buyers, by a continuing, 
vigorous advertising campaign that has shown most satisfactory 
returns for many years. 3. Norman Bathking all-steel shower 
cabinets combine many unique features that make them easy to sell. 
4. A single model meets every installation need; hence you 

can hold your inventory down. 5. Norman cabinets are easily and 
quickly installed in existing or new structures. 

All parts jig-made; interchangeable side panels; 2-piece drain 
designed for caulked or threaded installation . . . a one-man job. 


W. F. NORMAN SHEET METAL MPG. CO. ® Dept. DE s NEVADA, MISSOURI 
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NOW / 
the greatest automatic control 
for water heaters ever offered 
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Provides close, even water 
temperature regulation. 

Large pilot filter capacity (3 
cu. ft.) — ample for any re- 
quirement. 


Automatic recycling, high tem- 
perature, high pressure shut- 


off, 


No spud to cause leakage. 


No possibility of water getting 
into gas line, or vice versa, 
since the two aren't in contact. 





ONLY THE NEW GASAPACK COMBINES 
70 BIG FEATURES= ALL IN ONE CONTROL! 


H™ it is! A-P’s new automatic control 

that regulates gas water heaters to close, 
even temperatures with complete safety. It 
can be used on all gases; natural, manufac- 
tured or L.P. 

The big news is in the design of this new 
Model 50 Gasapack. It’s loaded with advanced 
features that prove why A-P has a reputation 
for making time-saving, inventory-reducing 

and money-making improvements. 

For instance, you don’t have to 
insert a spud into your heat- 
er tanks when you use Model 
50. Contact type thermo- 
bulb secures firmly in posi- 

tion against the tank. Think of the advantages 
this gives you. No spud leakage! No chance 
for water to get into gas line — or vice versa. 
Better opportunity for product design, too. It 
even helps nail down your product guarantee 
. - » makes it worth more to you and your 
customers. 

And that’s not all, there are many more 
sales-building features. In fact, look at the 


list at left. You'll see why the Model 50 Gasa- 


¢ © pack gives you better product performance, 
10 big reasons why new more customer satisfaction and more profits. 

e Get all the facts about this trouble-proof 

Model 50 Gasapack is better: A-P control. Find out how you can use it on 


© Ail dts iin he your line of gas hot water heaters. Write today 
front for easy service. for bulletin G16. 


Control unit and burner can be 

mounted integrally— installed, 

removed and serviced as a . 
it. 

mite DEPENDABLE 


100% safe, automatic oper- 
ation. Controls 


All parts and valve seats im- 


Pervious to gases; immune 
; A-P CONTROLS CORPORATION 


from corrosion, 


; 2404 N. 32nd Street ¢ Milwaukee 45, Wisconsin 
Easy to clean and service. ng 





» dn Canada: A-P Controls Corporation Ltd., 
Cooksville, Ont. 
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THE FLOWER POT TEST 
Two healthy geraniums of the same size were planted in two 
different pots. One (left) is the usvol clay pot; the other 


(right) is a standard L-M Fibre Pipe plug. The plant in the 
flower pot continued to grow. So did the one in the fibre 


pipe plug—until the roots reached the coal-tar-impregnated 
fibre. Then the roots began to die—with the result you see 


here. This shows that L-M Fibre Pipe is Root-Proof! 





























Y WEED TOCNIKN 
gust want” 





the Tap-Tite Coupling. 
it's driven tight. 


See eh aaa 


Have you seen ta Schemes,’’ L-M’s interesting, informative color movie? Write for free showing! 


L-M Pipe comes with tapered ends, 
Short lengths are easily tapered 
on the job, with Tapering Tool and 
L-M Pipe Vise. No waste. 





je Souler Pine [ever Saw that actually... 


8 ROOT-PROOF 


Double-defiance to roots—it’s L-M 
Fibre Pipe. First, the accurately ma- 
chined inner surface of the Tap-Tite 
Coupling perfectly matches the 2° 
taper of the pipe end. Pound it home 
against the coal-tar-pitch-impregnated 
surface of the pipe, and it makes a 
permanent friction welded, water- 
proof and root-proof joint. Even with 
abnormal deflection the joints stay 
tight and the roots can’t get in! Second, 
when roots touch the surfaces of pitch- 
impregnated L-M Pipe sections, 
they’re repelled by the toxic effect of 
the coal tar pitch. 


Investigate and test modern L-M Fibre Pipe. It saves 
on installed cost. It’s lighter, easier to handle and 
saves on delivery and breakage costs, And it’s perma- 


nent! The indestructible cellulose fibres and everlast- 


ing coal tar pitch resist soil and sewage salts, alkalis, 


corrosion and hot water. 


Ask your plumbing supply distributor how adaptable 
it is for house-to-street sewers, septic tanks, farm irri- 
gation and drainage. Write for free Bulletin 49080. 
Line Material Company, Milwaukee 1, Wis. (a 


McGraw Electric Company Division). 
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L-M's plant laboratories test each 
lot of raw material and finished 


pipe to moke sure they meet 
L-M's exacting standards. 
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your friend and ours 


Our Sales Policy .. . MANUFACTURER TO WHOLESALER 


The wholesaler is your friend and ours. 


Our experience of nearly half a century 
producing dependable valves and fittings 
proves that the most economical and satis- 
factory method of distribution is through 
your wholesaler. This, for years, has been 
the constant sales policy of this company. 
We reaffirm it here because we feel it is to 
the contractor's advantage as well as ours. 


The contractor will find DBM valves and 
fittings in leading wholesalers’ stocks every- 
where. He will find, too, that the wholesaler 
in his community is dependable, alert and 
familiar with local problems. It will be good 
business to do business with him—and it 
will mean more satisfied customers for the 
contractor if he will remember to specify 
DBM products—those distinguished by the 
dependable trademark. 
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HOW THE WHOLESALER 
AIDS THE CONTRACTOR 


@ His local interest is identical. 

@ He provides warehouse facilities. 

@ He offers day or night service. 

@ He maintains stock variety. 

@ He offers hand-to-mouth buying 
privileges. 

@ He provides special maintenance 
service. 

@ He offers repair part service. 

@ He gives improved material 

@ He offers credit advantages. 

@ He provides adjustment service. 





LOOK FOR THIS TRADEMARK! 


Ask your Wholesaler for Detroit Brass & 
Malleable products identified by this distin- 
guished trademark. 









Standord stop or stop-and-waste, 
with or without cap, with ground- 
in plug. Loose handle. 


Square head 125-pound brass 
steam cock with ground-in 
plug. Also furnished flat head 
and three-way. 








150-pound malleable elbow. 

Also a complete line of } 
malleable, cast iron and | 
drainage fittings. i 

















DETROIT BRASS & MALLEABLE Co. 


Manufacturers of Malleable Fittings—Cast Iron Fittings —Drainage Fittings—Brass Service Cocks—Air Cocks—Sill Cocks 
Stop and Waste—100- and 125-Pound Gate and Globe Valves. DISTRIBUTED THROUGH WHOLESALERS. 


WORKS GENERAL OFFICES 
DETROIT, MICHIGAN 100 SOUTH CAMPBELL AVENUE 
DETROIT 9, MICHIGAN 


WYANDOTTE, MICHIGAN 











WAREHOUSES 


DETROIT, WYANDOTTE, NEW YORK, 
CHICAGO, LOS ANGELES 
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Answers 


Wet Heat Modernization 
To the Editor: 

I am faced with the problem of 
ccnverting a two-pipe hot water 
gravity system to a two-pipe, re- 
verse return, forced hot water sys- 
tem. Please send me a sketch show- 
ing the proper hook-up for this 
conversion, along with details of 
the additional equipment required 
around the radiators and boiler. 

New York _ J.J.M. 


‘To the Reader: 

A modernization of this type re- 
quires three important changes in 
addition to installing a circulating 
pump. These are as follows: 

(1) Change system from an open 
‘to a closed type by removing the 
‘old open expansion tank now in the 
attic and installing a closed tank in 
the basement. 

(2) Convert system from direct 


Questions 


d 


return to reverse return. 

(3) Provide means of balancing 
individual radiators. 

Fig. 1 (top drawing), below, 
shows a typical layout of a gravity 
job with the boiler located in the 
middle of the house and with three 
radiators located in the front and 
three in the rear. (Since a layout 
of your specific job was not sub- 
mitted, we shall assume that yours 
is a typical job.) 

The return piping between the 
boiler and the first radiator is re- 
moved and the tee is plugged. (See 
Fig 1, lower drawing.) 

A new return is run from the last 
radiator back to the boiler. This 
pipe can be much smaller than the 


original main piping when a cir- | 


culating pump is installed. 
To provide a means of balancing 
the individual radiators, a square 
(Please turn to top of page 76) 


Fig. 1: Drawings below show a typical layout of a gravity job with the boiler 
located in the middle of the house, with three radiators in the front and three 
in the rear. Modernization suggestions are embodied in the lower drawing. 
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GRAVITY SYSTEM 


REMOVE OLD RETURN TO HERE AND PLUG TEE 


Sas 


WITH DIRECT RETURN 











NEW RETURN 
PIPES WITH 





BALANCE COCKS 





SQUARE HEAD oe 


REVERSE RETURN FORCED HOT WATER SYSTEM 
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Names 
(Continued from page 70) 








C. G. Newton M. A. Lucchese 

Kritzer Radiant Coils, Inc., Chicago 
—C. G. Newton, chief engineer, and 
M. A. Lucchese, purchasing agent, as 
vice presidents; Henry Kritzer as sec- 
retary; Clay Schedler as general sales 
manager; Harry Mather as sales rep- 
resentative in the Pennsylvania ter- 
ritory; Charles M. Martin as sales rep- 
resentative in San Francisco and sur- 
rounding territory. 





Clay Schedler Henry Kritzer 


Bendix Home Appliances, Inc., 
South Bend, Ind.—M. E. Silver Cor- 
poration, Buffalo, N. Y., as distributor 
in the Buffalo territory. 


Sands Manufacturing Company, 
Cleveland, O—John R. Ginnaty as 
representative in Minnesota, South 
Dakota, and North Dakota; Martin 
White as representative in West Vir- 
ginia, Kentucky, Indiana, and Ohio; 
Roger Laubach and Associates as rep- 
resentative in Oklahoma, Kansas, less 


| Kansas City, and Arkansas. 


Whirlpool Corporation, St. Joseph, 


| Mich.—Ray Muldoon as ad production 
| manager. 


Scaife Company, Pittsburgh, Pa— 
Sheller L. Steinwender as vice presi- 
dent in charge of sales. 


init veo 





Paul O. Penn 


S. L. Steinwender 


Penn Controls, Inc., Goshen, Ind.— 
Paul O. Penn as executive engineer. 


(Please turn to center of page 304) 




























Q&A 


(Continued from page 75) 
head cock should be installed in 
each radiator return, or the supply 
valves can be taken apart and the 
weep holes filled in. 

If the boiler is to be maintained 
at high temperature, and the ther- 
mostat is to be wired to the pump, 
a flow control valve should be 
used to prevent gravity circulation. 


Fig. 2: Drawing below shows the 
changes required around the boiler. 
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CHANGES AROUND BOILER 











The Case of the Steaming Vent 


To the Editor: 

We were called in on a job which 
has three buildings across the road 
from the boiler room. Two of the 
buildings are heated with a vapor 
system with traps on the radiator; 
the third is heated by a one-pipe 
steam system using 10 lb. pressure. 

All three systems use a common 
return which empties into a re- 
ceiving tank and vacuum pump. 
There is a float and a thermostatic 
trap on the one-pipe job which is 
working fine. All the radiator traps 
have been tested and are not leak- 
ing steam. 

The pump is in the same room 
with the float and thermostatic trap, 
and pumps the water across the 
road to the boiler room. Here is 
the trouble: The vent on the re- 
ceiving tank sometimes passes 
steam that will fill the room. 

What causes this steam, and how 
can we remedy this situation? 

There is about 3,200 sq ft radia- 
tion edr on the one-pipe job, and 
about the same on the vapor jobs. 

New York W.A.Q 


To the Reader: 

A large float and thermostatic 
trap located near the vacuum pump 
(Please turn to top of page 316) 








Problem-of-the-Month ... No. 10 


eae month a prize of $15 is offered for the most interesting and 
significant problem published in this department. These problems 
can be of any sort as long as they deal with some phase of plumbing, 
heating, air conditioning and appliances, and there is no limitation 
upon the number of problems which a reader can submit. Below is 


the current Problem-of-the-Month. 


To the Editor: 

Last month we were called in on 
a job that certainly needed a little 
remodeling. A boiler had suffered 
a serious fire-box explosion and 
the building had been partially 
wrecked. 

We had not made the original in- 
stallation, but, having done some 
work for the owner, we got the job 
of fixing up the heating system, and 
of finding out what had caused the 
explosion. 

Our drawing (Fig. 3, below) 
shows a low-pressure, sectional cast 
iron heating boiler, rated at a nor- 
mal output of 2,100,000 Btu per hr. 
It is fired by an oil burner of 25 
gal. per hr maximum capacity. The 
ignition system is gas-electric, fully 
automatic, with all necessary safety 
controls such as the electric eye, 
reduced capacity at lighting off, 
and a period of delayed ignition if 


the oil fails to ignite. Overall effi- 
ciency has been determined to be 
70 percent. 

After the explosion we tested all 
the automatic safety controls and 
found them in perfect operating 
condition. The engineer on duty at 
the time of the explosion testified 
that the controls had been working 
without incident or symptom of 
failure just prior to the explosion. 
Thus, we eventually concluded that 
the cause appeared to lie outside 
the controls. 

We restored the boiler and light- 
ed off the burner without incident, 
nothing being changed, either in 
equipment or operation. We began 
testing, and calculation showed that 
the 53 ft stack was developing a 
draft of 0.45 in. water gage with 
a 51 F ambient and 700 F flue gas 
temperature, with a total friction 

(Please turn to center of page 316) 
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Fig. 3: At right 
is a sketch show- 
ing position of 
stack and damp- 
er of a_ boiler 
which exploded. 
The controls 
were working 
perfectly just 
prior to the ex- 
plosion. The 
problem is what 
caused the 
explosion, and 
what should be 
done to this 
boiler to make it 
safe for opera- 
tion. 


BRICK WALL 
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2,100,000 BTU 


BRICK WALL 
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Our own refinery producing pure 
electrolytic copper for your tube. 


© Only (he FROM REFINERY 


Lewin Mathes | =e Sf) 
CopperTubeis |, | TO 


pched inthe 74°] 31%) PACKAGED PRODUCT.. 


Easy-to-carry 


uanDicRiP <7” UL iw the Same Plant 


CARTON * 


MH PATENT APPLIED FOR 


LEWIN (@ MATHES 


LEWIN-MATHES COMPANY «© © SAINT LOUIS, MISSeeCR! 


MANUFACTURERS OF COPPER AND BRASS TUBE, PIPE AND FITTINGS 








Hundreds of closets in your community need replacing 
today and you can geta lion's share of the business 
by installing GERBER closets. Only Gerber offers you 
close-coupled and wall-hung closets in reverse trap, 
wash-down and space savers in all three rough ins (10, 
12, and 14). For every job, Gerber has the right fixture 
at the right price 





GERBER'S streamlined shower cabinets go up in a 
jiffy, and so do your profits. No other cabinet offers so 
many exceptional features, including "'Rostone”’ Ce- 
ramic Base and Interlocking Panels. Where space or 
price is a factor, install a space-saving, money-saving 
Gerber shower cabinet. Enjoy the shower of sales! 








To clinch the sale on bathtubs, your best sales talk is 
the beauty and economy of GERBER’s steel bathtubs 
They're luxury-styled economy elalacre| fohale mm alen’,d 
you can get them in beautiful decorator colors (see 
back of next page). Specify GERBER bathtubs—the 
standard of superiority everywhere 
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Gerber provides ultra-modern Vitreous China Lava- 
tories ina complete range of styles and sizes, including 
the famous space savers (15 x 14 and 14 x 11). 
Suggest the remodeling of clothes closets, pantry, or 
attic into powder room or extra bathroom. You'll get 
extra jobs... extra profits! 
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You can get more than meals out of the kitchen. There's 
BIG MONEY for you on remodeling with GERBER top- 
quality porcelain steel sinks and cabinets. Gerber’s 
faucets and basket strainers are overwhelming favorites 
from coast to coast. 


You ll never have to worry about replacement parts 
with Gerber'’s Quality Brass Fixtures, featuring heavy 
one piece cast brass, chromed stems, removable seat 
and triple-chromed finish. Each part is numbered and 
replaceable 










see next page for 


more exciting 
Turn the remodeling boom into a bonanza 
for your business by giving your customers the 
greatest service and values with GERBER— 
the world’s largest independent manufacturer 
of plumbing fixtures. 
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QUALITY PLUMBING FIXTURES 


MAIL COUPON TODAY =- 


FOR BIG 5 PAE |Site rae 
VALUE-PACKED CATALOG! © 
! 





ES 
RBER ENTERPRIS 
por N. Clark Street, Chicago 1, Wi 


mo i Y OM. Rush me 
; t to make the remodeling boom MY BO oT aie 
var wie 75-page catalog, and add my ame to yo 


Name————__ 
or see your plumbing jobber! 
Address_——_ 
City a 


9992059 0 ENTERPRISES 





. 


232 N. Clark Street, Chicago 1, Illinois 


New York Office: Empire State Bldg., Suite 7322, 350 Fifth Ave. 
KOKOMO, INDIANA * WOODBRIDGE, NEW JERSEY * DELPHI, INDIANA * PLYMOUTH, INDIANA * WEST DELPHI, INDIANA « GADSDEN, ALABAMA 
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new! timed to break all 7, 
remodeling sales records! 


Wy GERBER & 


COLORED BATHROOM FIXTURES 


Here is America’s most distinctive line of COLORED BATHROOM FIXTURES. Amazing values 
—priced as low as the average white fixture. Stunning decorator colors too! Waterfall Blue 
...Lagoon Green. Perfect for your remodeling promotions! 
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4 THE CONTEMPORARY BATHTUB 
Styled for big sales, and 
more beautiful than ever 
in Gerber’s gorgeous 
new colors. Make this 
a feature talking point 
on every remodeling job 
Colors: Waterfall Blue or 
: —— Lagoon Green 
} 


THE PLYMOUTH LAVATORY > 


Irresistible sales appeal 
in stunning Waterfall 


Blue and Lagoon Green cs oe  D ARLINGTON UNIT CLOSET @& 


Ultra modern, ledge - \ ’ 
— i ¥ All of Gerber’s quality features 

Ada opbiage! ted 4 center im / plus the striking new Waterfall 
© a t3 rf 
bes Mitting. Verber s W) Blue and Lagoon Green colors 
matchless quality makes ay / No wonder it’s selling like 

> , ! ; i ao z 
ita smash hit for remodeling | wildfire on the crest of the 

remodeling wave that's 


M | [ f f a sweeping the country. Display 
; ass | — it for big profits! 
Send for free four-color brochure picturing Gerber’s 


outstanding new Colored Bathroom Fixtures -, 
want the very finest that money 


DeLuxe Line can buy, GERBER offers the 


ci eS DeLuxe Line of COLORED 


BATHROOM FIXTURES. The 
entire set of bathtub, lavatory 
and closet is of supreme 
quality, in Waterfall Blue or 


Lagoon Green, priced 


unbelievably low for such 


eam SE exquisite craftsmanship. 


990530. ENTERPRISES | 
World’s Largest Independent Manvfacturer of Quality Plumbing Fixtures 


232 N. Clark Street, Chicago 1, linois 
New York Office: Empire State Bidg., Svite 7322, 350 Fifth Ave. 
KOKOMO, INDIANA ° WOODBRIDGE, NEW JERSEY . DELPHI, INDIANA 
PLYMOUTH, (INDIANA ¢ WEST DELPHI, INDIANA * GADSDEN, ALABAMA 











For the homemakers who 






GERBER ENTERPRIses 
232 N. Clark St., Chicago 1, i, 































Don't miss the story of the 8(G REMODELING BOOM on preceding page. 
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MODERNIZATION 
OUTLOOK 


GOOD 


A "MUST" 
FOR PLUMBING 
REMODELING 


FINANCES 
FAVOR 


REMODELING 


P & H MFRS. 
MODERNIZE 
EQUIPMENT 


The year 1955 looks good for both modernization and some 
types of new construction, from a materials standpoint. It 
is predicted that all construction regulations will be re- 
laxed, with controlled materials available for self-author- 
ization. 

The new directive issued by NPA provides contractors with 
sufficient time to make future plans for construction and 
get advanced orders placed with suppliers. 

After May 1, contractors will be permitted to self-au- 
thorize increased amounts of steel and copper pipe for 
water distribution systems. Extra copper allowances for 
forced hot water heating and radiant heating continue un- 


changed. 








e¢se 


The National Bureau of Standards has been making experi- 
mental investigations which have brought out important facts 
in the problem of plumbing stack design. In cooperation with 
a broad program of research sponsored by the Housing and 
Home Finance Agency, two hydraulic engineers from H&HFA 
have developed an equation making it possible to determine 
minimum stack sizes required for coping with any given 
condition. 

Because of a dearth of information available — data on 
which to base design of stack — the various plumbing codes 
throughout the country have reflected wide discrepancies 
in loads permitted on stacks. 

The technical report belongs in the modernization kits of 
every plumbing contractor. Its name: "Capacities of Plumb- 
ing Stacks in Buildings". Its sources Government Printing 
Office, Washington 25, D. C. Its cost: 20 cents. 





Seed 


Inadequate supply of mortgage funds may be a deterrent to 
new construction within the coming year and thereby~ enlarge 


the remodeling market. Samuel E. Neel, counsel for the Mort- 
gage Bankers Assn. of America charged recently that the low 
level of FHA and VA interest rates are accounting in part 
for a lessening of private credit. 

For further information on the financing of modernization 
work see the Financing Section on page 177 of this issue. 





sees 


The Census Bureau took off its hat recently to the na- 
tion's plumbing and heating manufacturers for inventiveness 


and business agression, Such production has increased six- 
fold since the turn of the century, in face of a doubled 
population. 

Attention was called to the industry's efforts to contin- 
ually modernize present equipment, in search for new 


markets. Officials mentioned afr conditioning as one of the 
greatest advances since gas and electric cooking. 


8) 























STEEL SHORTAGE 
SPURS 
REMODELING 


NEW OFFICE 
HELPS 


CONTRACTORS 


CONTRACTORS 
NEED NOT 


STATE CEILINGS 


BOILER MFRS. 
QUERY OPS 


FIXTURE MFRS. 
WANT STUDY ALSO 





Speaking of steel, the shortage of that metal during the 
first half of the coming year will allow relatively few 


new construction starts early in the year, it was pointed 
out by Kalph S. Trigg, DPA deputy administrator for Program 


and Requirements. This means the big market will be in 
remodeling of present construction during this period, at 


least. | 


New starts will be confined to industrial expansion, and 
commercial and municipal construction directly essential to 


the defense program. Claimant agencies appealing for addi- 
tional allotments for first quarter 1953 must be denied 
at present. First quarter allotments for the Housing and & 


Home Finance Agency amount to only 5,250 tons of struc- 
tural steel. 








cee 


NPA has recently established a new Office of Distribution 


that replaces the old Office of Civilian Requirements. The 
new division is to be responsible for defense production 


activities that relate to civilian requirements for con- 
sumer products and civilian production programs. 

They'll give assistance to state, county and local gov- 
ernments, to wholesale, retail and service trades and to 


private and religious institutions on materials problems re- 
sulting from the defense program. 


In charge of the Office of Distribution will be Walter J. 


Currie and Horace B. McCoy, acting director. 
ees8 





Plumbing and heating contractors or subcontractors need 
not state ceiling prices any longer when selling to the Gov- 


ernment. All that's needed now is a simple certification by 


a subcontractor stating that his price does not exceed the 
ceiling price. In removing this requirement OPS pointed out 


that the simple certification requirement is more in line 

with the customary practice on sales by defense contractors. 
Effective last October 16, the certification requirement 

applies to services which are applied in process of produc- 


tion, such as processing, distribution or packaging of 
commodity for delivery as well as to the product itself. 





+*K% 
Cast iron boiler and radiator manufacturers have asked 
OPS to initiate an Industry Earning Standard study for their 
group to get their price-profit ratio in line. They've had 


many substantial increases in costs and urged fast action 
on the study. 


The I.E.S. study provides an industry can apply for 
higher ceiling prices when it shows that current earnings 
have dropped below 85 percent of its average earnings in 
the best three or four years of 1946-49, adjusted to re- 
flect changes in net worth. 


badd 


Manufacturers of enameled cast iron and cast brass plumb- 


ing fixtures also told OPS increased production costs make 
it essential they be given some price relief. 


Both groups requested application of the I.E.S. formula 
to give them easement as soon as possible. Plants have 
closed down in some instances because of the price squeeze. 
Shortages of nickel for plating purposes have substantially 
reduced their overall production volume. Though the question 


of exemption from price control was raised, OPS officials 
expressed the opinion that such action was highly im- 


probable at this time. 
&2 
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Hale . MM Citta Kock — A FUTURE OF FAULTLESS SERVICE 


; One of many is this striking 500 
bed Veterans Administration Hospital— 














part of a tremendous hospital program — and a 
proud COYNE & DELANY installation. 
Distinguished by its curving facade and admirable 
site plan, an equally distinguished choice was made 
in the selection of the finest and most advanced in 
flush valves. “One of many”—here is a phase which 
appropriately describes any COYNE & DELANY 
project today. DELANY—the fastest growing name in 
flush valves—all diaphragm type, none more progressive. 





VETERANS ADMINISTRATION HOSPITAL 
Little Rock, Arkansas 

BRUEGGEMAN, SWAIM & ALLEN 
architects 


ERHART, EICHENBAUM & RAUCH 
associate architects 

LANDAUER, GUERRERO & SHAFER 
J. J. NOLAN CO. 3 

plumbing contractor 


CRANE CO. 
wholesale distributor 





The one, single outstanding feature upon which the expanding reputation of 
DELANY VALVES is built, is the leather diapbragm shown at left, complete 
with monel bypass. Unsurpassed in life span, the carefully selected leather Dd) © L A N Y 


is chrome tanned for fibre strength, and vegetable tanned for water resistance. 
Because leather is unique in being resilient, yet non-elastic, danger of 


squealing, hammering close off is eliminated in favor of a smooth slow 
closing action that is the hallmark of all DELANY VALVES, f 


COYNE & DELANY CO. * 834 KENT AVE. * BROOKLYN, NEW YORK V A L V Eb S 


IN CANADA: THE JAMES ROBERTSON CO., LTD. 

























































Sure, they areelectrical appliances, but more important 
the G-E Disposall and Dishwasher are also plumbed-in 
appliances. The big profits from them are yours—if 
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THERES STILL ROOM ON 


... Of the newest money-making 
branch of your business! 


LoT of smart plumbers, right in your area, are al- 
ready in on the ground floor with tomorrow’s best- 


sellers in plumbed-in appliances—the field where your 
greatest future business will be found. 
The General Electric Disposall® and Dishwasher are 


the high-volume appliances of tomorrow—just as the 
refrigerator and range are the appliances of today. 


you’re in on the ground floor. 


And, like every growing business, the fellows who get 
in now are going to make the big profits tomorrow. 


Let’s be partners in the coming boom! 


WHY 


GENERAL ELECTRIC? 


1 


2. 


3. 


oe 







Because those who are already in 
on the ground floor have found out: 


Surveys show that 53 out of 100 
people prefer G-E appliances over 
all other brands. This means that 
1 out of 2 of your potential custom- 
ers are already pre-sold on G.E. 


And one of the reasons for this 
great preference is that these ap- 
pliances are backed by the biggest 
newspaper, magazine, and T'V ad- 
vertising ever put behind an elec- 
tric-sink line. 


G.E. is the leader in the plumbed- 
in home-appliance field, having pio- 
neered for 20 years in Dishwashers, 
and 17 years in Disposalls. 


Both the G-E Disposall and Dish- 
washer are easy and profitable to 
install—and you benefit from the 
broad G-E service policy. 


2. 


3. 


4, 





WHY 


G- 


E DISPOSALL? 


Because the Disposal! was designed 
with the plumber in mind. 


Safety Twistop control is both sink- 
stopper and strainer. Disposal! runs 
only when Twistop is locked in drain 
opening. Twistop keeps food-wastes 
in and hands out. It’s an important 
G-E safety feature. 


Permanently oil-lubricated Timken 
bearings give rugged dependability 
to this long-life appliance. Mean 
fewer service problems for you. 


With your problems in mind, G.E. 
has designed a new, simple-to-oper- 
ate drain-enlarging tool which in 
about ten minutes will adapt any 
kitchen sink to take the Disposall. 


To insure ease and flexibility of 
installation, General Electric makes 
available adapter flanges to fit all 
types of kitchen sinks. 





G- 


2. 


BE SURE TO TELL YOUR CUSTOMERS... 


THAT the G-E Disposall is specially de- 
signed for use with septic tanks, too. 


THAT the General Electric Disposall ac- 
tually helps keep drain lines clean. 







WHY 


E DISHWASHER? | 


Because it has the extra features 
which make it easier to sell. 


Women prefer the General Electric 
Undercounter Dishwasher, which 
glides out at a touch, loads easily, 
offers extra counter space for 
kitchen work, and pre-rinses the 
dishes. 

Special Calrod® heating unit keeps 
hot water hotter than hands can 
stand—while the powerful spray- 
rub-wash-rinse action washes dirty 
dishes . . . even pots and pans... 
really clean. 


Dries dishes with fan-driven, elec- 
trically heated air. 


Large capacity that homemakers 
want .. . holds average service for 
eight—including ten glasses. 


Designed to satisfy strictest plumb- 
ing codes. 
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Drop in to see your local General Electric distributor. 
Find out about the G-E Electric Sink line. See how you'll 
profit by getting in on the ground floor now. 

If you’d like details by mail, write General Electric 
Company, Major Appliance Division, Louisville 2, Ky. 





G-E SINKS — DISHWASHERS — DISPOSALLS 





G-E Electric Sink with Automatic G-E Automatic Dishwasher (Model G-E Disposall (Model FA4). 
Dishwasher (Model SE-113). New, UC-110) —fits under existing counter The finest food-waste dis- 
pre-plumbed feature provides easy surface—or may be installed asa free- poser for your customers 
installation of Disposall. standing model. (Top not supplied.) ...- quiet, efficient, safe. 


GENERAL @@ ELECTRIC 
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These Plain, Hard Facts Prove It... 





You save from start to finish with 


CHEVROLE 


THEY LIST FOR LESS 


Chevrolet trucks list for less than any truck with compa- 
rable specifications that can handle an equal payload. 
Yet your money buys a combination of great truck 
features that you'll find only with Chevrolet. And that 
means value unmatched by any other truck in its field. 


OPERATING COSTS SAVE YOU MONEY 


Chevrolet's time-proved Thriftmaster and Loadmaster 
Valve-in-Head engines are famed for fuel, oil and 
upkeep economies. Extra-rugged frame, hypoid rear 
axle, Flexi-Mounted cab, and other features keep the 
truck rolling for many thousands of low-cost miles. 





TWO GREAT VALVE-IN-HEAD ENGINES— 
Loadmaster or the Thriftmaster—to give 
you greater power per 
cost per load e 


response e DIAPHRAGM SPRING CLUTCH— 
fer easy-action engagement 
MESH TRANSMISSION —for fast, smooth 





gallon, lower 
POWER-JET CARBU- 
smooth, quick acceleration 


e SYNCHRO- duty models e 


ADVANCE- 


DESIGN 


Fact 
No.4 


CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


shifting e HYPOID REAR AXLE—for 
dependability and long life e 
ACTION BRAKES—on light-duty models 
PROVED DEPENDABLE 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 
CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 


TORQUE- 
7 PANES—for improved cab ventilation e WIDE- 


DOUBLE-ARTICU- 


TRUCKS 


A MODEL THAT’S RIGHT FOR YOUR JOB 


With Chevrolet's wide range of models, there’s never 
the problem of “too little” or “too much” truck for the 
job. Each truck is factory-matched to its job. Standard 
body on standard chassis, or standard chassis for a 
special body, there's a Chevrolet truck to cut your costs. 


YOUR INVESTMENT EARNS A HIGHER RETURN 


Big demand for Chevrolet trucks means a traditionally 
higher price when you trade your Chevrolet for a new 
one. You save money all the way with a Chevrolet— 
from the day you buy it until the day you trade it. 
See your Chevrolet dealer now—and savel 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 


BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 




















THOS. WEILHAMMER® SON. 
PLUMBING & HEATING 
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MR. BURHOE demonstrates ease of making solder-type connection on a 3 in. all-copper soil line. Compare this with the old method. 


This system cost $19.01 less in copper 


At the owner’s request, James A. Burhoe, 
plumbing contractor, used copper soil, waste 
and vent lines for the system shown above. 
He selected ANACONDA Type M Tubes, 
with solder-type fittings. 

When this all-copper system was com- 
pleted, Mr. Burhoe, much to his surprise, 
figured he had saved $19.01 over a com- 
parable installation of ferrous pipe. As a 
result, he’s selling jobs like this in copper 
Wherever possible . . . offering his customers 
a “quality” job at no price premium. 


Mr. Burhoe explains copper’s economy 
this way: “First of all, ease of handling and 
assembling copper tubes and fittings saves 
installation time. I’ve found you can run 
copper vent stacks in standard 4 in. stud 
partitions. Also, copper tubes reduce the 
possibility of stoppages. In basements or 
utility rooms, exposed lines of copper look 
neater and require less space. 

Try copper on your next soil, waste and 
vent job. Prove its installation advantages. 
Then base your bids on copper’s economy 


and quality. You will get more business and 
your customers will be better satisfied. The 
American Brass Company, Waterbury 20, 
Connecticut. In Canada: Anaconda 


American Brass Ltd., New Toronto, Ontario. 
5216 


modern plumbing calls for 


R) 


. 


copper tubes 
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TODAY'S EXPANDED MODERNIZATION AND 
INDUSTRIAL BUILDING PROGRAM... 


. .. demands the most modern heating and ventilating systems .. . de- 


mands the modern engineering incorporated in J-C PoweRated* units 


The PoweRated line of forced warm air systems leads the field with the most 
modern application engineering for the greatest possible ease of installation 
and maintenance. Models are designed and engineered in a range of sizes up 
to 3,800,000 BTU output per hour to meet heavy duty heating and ventilating 


requirements. 


Our Engineering Department is available for assistance to industry and J-C 
dealers faced with difficult installations in which money, space, time and criti- 


cal materials are important factors. 


*PoweRated furnaces are designed 
to meet specific BTU requirements. 


... America’s Largest and Most Complete Warm Air Heating Line... 





JACKSON & CHURCH COMPANY, SAGINAW, MICHIGAN 


WORK WELEL~ DONE SINCE "81 








Change the Face of America? Yes, But... 


DEAR MR. READER: 

This is the Remodeling issue which we told 
you about a few weeks ago. 

We think it is the best job we have ever 
done for you. It is certainly the largest—394 
pages—bettering the previous record by 
more than 100 pages. Our regular staff has 
worked on it for several months. In addi- 
tion, we have engaged many specialists and 
experts to help with the survey (following 
pages) and the other special features. 

This issue opens a long-term program to 
stimulate the prosperity of our industry; to 
start thousands of modernization jobs from 
Maine to California—urban, suburban, rural 
—in residential; commercial, industrial, in- 
stitutional and agricultural buildings. Even- 
tually, this program will change the face of 
America. 

But, first and foremost, this issue is for 
you to use in your business. Let it do these 
things for you: 


1. Let it start you on a thorough reap- 
praisal of your business. 

No matter how busy you are with day to 
day chores, you must occasionally take time 
to analyze your business and plan its future. 
Use this issue as the basis for a reappraisal 
now. Consider remodeling in comparison 
with new construction. 

Do you find that your work is more and 
more competetive, and less and less profit- 
able? If you do, then your experience is 
typical of the great mass of plumbing and 
heating contractors. A wholesaler told us 
last week that new construction has not been 
profitable for the contractors in his area dur- 
ing the past 18 months. 

Do you recognize that, in remodeling, you 
can receive adequate compensation for your 
sales efforts and your technical ingenuity? 
Literally thousands of contractor-dealers tell 


89 


us that they “get their mark-up” on such 
work. We have checked this point with the 
sales records of hundreds of readers, and all 
show that the remodeling-merchandising 
type of operation brings more gross and more 
net profit per manhour. 

If your own judgment agrees with these 
viewpoints, then you, yourself, will want to 
place a greater degree of emphasis on the 
modernization side of your business. This 
issue contains a vast amount of data to help 
you decide what proportion of your activities 
will be directed to remodeling. 


2. Let it show you the potential in re- 
modeling. 


For a long time the experts have known 
that remodeling represents a tremendous, 
uncultivated market which is growing year- 
by-year. But, up to now, no one has known 
just how big it really is. Now we do know, as 
a result of Domestic ENGINEERING’S city- 
wide survey. The survey (following pages) 
shows that, as houses get older, remodeling 
potentialities get bigger. It shows that re- 
modeling has increased in a steady curve in 
the past decades. It shows that the need, de- 
sire and demand for remodeling is greater 
today than it ever was in the past. 

The results of the survey are presented in 
this issue under the general title, “The Bay 
City Story.” It presents these amazing facts: 

That, for every job in new construc- 
tion, there are five to be gained in re- 
modeling—if you will go out after them. 

That, as you go down the street, you will 

find one family in every five is a prospect 

for heating modernization; one in every 
five plans a modernized (or additional) 
bathroom. 

Consider just five such houses and add up 
the price of the three major remodeling in- 

(Please turn to top of next page) 























Change the Face of America? Yes, But... continued 





stallations their owners want. They would 
total probably $3000.00, but make it $2000.00 
to be conservative. Divide the $2000.00 by 
five and you have an average of $400.00 per 
house. Think of that every time you pass a 
door and do not knock . . . think of it every 
time your mechanic enters a house and 
doesn’t note remodeling that can be sold. 

Or take the $400.00 and multiply it by the 
number of houses in the area you serve. If 
1000 houses, then the total potential for two 
years is at least $400,000.00. 

The need for remodeling in factories, 
schools, hospitals, hotels and other structures 
is, relatively, at least as great. Domestic 
ENGINEERING editors proved it in their study 
of the bigger buildings in Bay City. Study 
these facts in detail, in this issue, to estimate 
your own potential in remodeling. 














3. Let it help you understand your cus- 
tomers and prospects better. 


Of course you know your customers; you 
wouldn’t be a success if you didn’t. But the 
Bay City Story will show you a new way of 
looking at them, and it will start a new type 
of thinking on your part, involving such all- 
important factors as income levels, number 
of wage earners, number of children, financ- 
ing desires and prejudices. 

Know your prospects according to these 
factors, and you have taken a long step to- 
ward what is called “select group selling”— 
which means the selection of those prospects 
who actually can be sold. 


4. Let it help you locate remodeling 


customers. 
The Bay City Story reveals the kinds of 


houses (and other buildings) that require or 
need given types of remodeling jobs. Investi- 
gate the neighborhood of large, older houses 
in your own town, and you will find them 
being split into apartments requiring new 
bathrooms and kitchens. Check the neigh- 
borhood of cheaply eguipped, or under- 


equipped new houses and you will find many 


customers for new appliances. 
Or, on the Bay City pattern, make your 


own investigations in your own town. 


5. Let it serve as a starting point for 
your own remodeling drive. 

This is the most complete remodeling issue 
ever written. But it is only a beginning in 
the remodeling information which Domestic 


ENGINEERING will give you, in a continuing 


stream, during the next thirteen months. 


These issues will show how leading contrac- 
tor-dealers in every area are using all ap- 
plicable merchandising methods to build up 
remodeling profits. 

These issues will present the Remodeling 
Calendar, a comprehensive listing of activi- 
ties for each month of the year. These issues 
will continue to describe the products most 
usable in remodeling; the tools which are 
saving manhours; the collection methods and 
financing which prevent profits leaks. 

Study each issue carefully and keep all of 
them for future reference. Tell us of your 
success in utilizing new sales aids. Send us 
the questions and problems which bother 
you most. This issue starts a remodeling 
laboratory out of which will come solutions 
of tremendous monetary value. 

You will be interested in learning that the 
Bay City Story already has gone far beyond 
the bounds of our industry itself and is ac- 
tually making customers for you. Every 
daily and weekly newspaper in the United 
States is being informed of the Bay City 
Story as a means of getting them to feature 
plumbing and heating remodeling in their 
editorial columns. Features which have al- 
ready appeared and are scheduled to appear 
in advertising publications tell the story of 
plumbing, heating, air conditioning and ap- 
pliance modernization to readers who in- 
fluence every channel of communication. The 
idea of a Modernization Week (which served 
as backdrop and setting for the Bay City 
Story) has already been communicated to 
all plumbing and heating wholesalers with 
the thought that they will cooperate with 
you in local promotions. 

Mayors, city managers and other officials 
are being informed and will be informed of 
Bay City’s successful modernization week 
program, with the expectation that they will 
want to support similar special events to 
combat blight, protect property valuation 
and to promote civic pride. 

Through all these means, and many more 
contemplated or started, the Bay City Story 
will change the face of America. 

You, the Domestic ENGINEERING dealer. 
will be beneficiary of all of these activities. 

But, in the final analysis, the extent of the 
benefit you receive will be measured by your 
own aggressive promotion of your own re- 
modeling business. 

So, again, this issue is for you. Please 
study it thoroughly and keep it for reference 
during 1953—the year for remodeling. 


Sincerely yours, 


The Editors 
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om OUHE BAY CITY STORY 


This is the story of a survey —a survey of the 


plumbing, heating and appliance needs in a typ- 


ical American community. From it you can learn 


who your customers are, where they are and how 


many there are...and when they plan to remodel | 
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BAY CITY WAS SELECTED for 


the Modernization Survey after 
Domestic Engineering field re- 
porters furnished detailed infor- 
mation on many communities 
throughout the country. These re- 
ports were carefully weighed by 
the editors (shown here) to find 
the greatest concentration of char- 
acteristics most likely to reflect 
conditions in all communities: 
homes and home types in all age 
brackets ; employment and in- 
come; business and industry; agri- 
cuiture; and institutional facili- 
ties. The editors made on-the-spot 
checks, finally agreed upon Bay 
City. The choice was OK’d by 


several research experts. 
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SELECTED FOR MODERNIZATION SURVEY... 


Cross SECTION OF AMERICA. 
That’s what Bay City residents 
call their 11 sq. miles of North- 
eastern Michigan, and in many 
respects it is. 

However, there are at least a 
thousand towns that might have 
been selected for the moderniza- 
tion survey. The one you live in 
might have been it because, in all 
probability, your town is like 
Bay City, Michigan, where the 
survey was actually made. If 
your town is a big one or a small 
one, or one that is in between— 
if it has new homes and old ones, 
if it has industry, business, insti- 
tutions, and some farms nearby, 
it’s like Bay City. 

For years the experts have 
been analyzing cities and towns 
trying to find a “typical” Ameri- 
can community. They’ve mea- 
sured scores of them by every 
known means and the net result 
of their study seems to be that 
when it comes to working and 
living, America is America, no 
matter what part you pick. That’s 
why the Bay City Story is the 
story of your town, and the story 
of your opportunities. 

Bay City has a population of 
55,000; its 101 industries turn out 
everything from sailing ships to 
sealing wax; its hotels, hospitals, 
restaurants and public buildings 
are like those on Main Street, 
coast to coast. Its commercial es- 
(Please turn to center of next page) 













POPULATION .. . 53,400 (city) . . . 180,317 
(trading area) ... 91,600 (county) . . . national 
backgrounds representing every European 
country and Canada .. . wide variety of em- 


ployment... all income levels. 


HOMES ... 16,150 (city) . . . 27,410 (county) 
++. age range from new to 50 and more years 
old... all types of construction and archi- 


tecture . . . single and multiple family . . . 
subjected to all climatic conditions. 





INDUSTRY ... 101 plants . . . year round 
employment .. . wages, $26,034,000. . . 9,520 
employes; producing automotive equipment, 
cement, chemicals, clothing, machinery, ships, 
etc. ... plants are small to very large. 



















FARMS . . . 2,940 homes . . . totaJ income, 


$12,246,000 . . . average income per household, 
$4,165 . .. producing large variety of crops... 
representing all types of farm structures in 


every age bracket . . . electricity available. 













INSTITUTIONS. .. Total of 145, including 
67 restaurants; 11 clubs; 9 hotels; 4 motels; 
45 schools; 5 hospitals; 3 convalescent homes 

. . size, age and service range typical of 
cities of 3000 and up population. 








PLUMBING, HEATING, air conditioning 
and appliances ... 18 contractors .. . a half 
dozen with stores, specializing in moderniza- 
tion .. . selling all types of products . . . do- 
ing solid year round business. 














BAY CITY, MICHIGAN — Cross-Section of America ... Continued 





(Continued from preceding page) 
tablishments sell the same mer- 
chandise you'll find on State 
Street or Fifth Avenue, and the 
same kind of people buy it. 

If you want to get a picture of 
the homes, the churches, the 
schools, and the work-a-day life 
of Bay City, take a walk down 
the street you live on, take a turn 
down through the industrial and 
railroad area, saunter out to your 
farms, and come back by way of 
your business district and “gold 
coast.” You’ve seen Bay City. 
You’ve seen America. You've 
seen, if you looked closely, at 
least a thousand opportunities to 
serve your neighbors, your mer- 
chants, your industry, your insti- 
tutions, your farms. 


Its Your Town With a New Name 
So, if you want to know why 
the editors picked Bay City for 
the modernization survey, it was 
because it’s your town except it 
has a different name. 
They picked it, too, because a 





THE NEW Bay County Building, housing the various 
agencies of county government, is seven stories high. 





particularly progressive plumb- 
ing and heating wholesaler had 
come up with a particularly ef- 
fective method of working with 
manufacturers and contractor- 
dealers to see to it that Bay City 
homes, commercial buildings, in- 
dustrial plants, institutions, and 
farms were given the full benefit 
of the products and services of 
our industry. 

The wholesaler called his 
method Select Group Selling 
(see Domestic ENGINEERING, 
Aug. 52, p. 86) which means, 
in the first place, that he con- 
centrates his merchandising as- 
sistance on the relatively small 
number of contractor-dealers in 
his community who are capable 
of, and willing to do, an aggres- 
sive merchandising job. Second, 
Select Group Selling means that 
contractor-dealers concentrate 
their effort on locating and sell- 
ing their most logical prospects 
for kitchen, bathroom, heating 
and laundry modernization. 
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THE OLD Bay City Hall, dating back more than half a 
century, was new when the lumber boom was still on. 
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Select Group Selling is the 
perfect formula for selling mod- 
ernization anywhere. It’s the 
perfect way to team up manu- 
facturers, wholesalers and con- 
tractor-dealers for a straight-line, 
unified approach to those build- 
ing owners whose buildings need 
modernization and who are qual- 
ified to buy. It means an end to 
scattershot effort for all, and the 
beginning of sales concentration 
where it will produce the best 
results for all. 

Certainly, the city where this 
formula was in the process of 
successful application was the 
city to study to secure a market 
picture which could be super- 
imposed upon any American 
community, large or small, to get 
the modernization market in fo- 
cus for Select Group Selling. The 
Bay City findings will enable you 
to analyze your community, to 
work with your suppliers to give 
your prospects the best service 
possible at all times. 
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THE OLD AND THE NEW in both homes and other structures will be found throughout Bay City, just as in every 
other town throughout the country ...as in your town. Background: Saginaw River. Right foreground: County Building. 


THE NEW Nurses’ Home at Mercy Hospital, where a new 
addition has also been added for modern care of the sick. 


THE OLD MADE NEV, and the old awaiting moderniza- 
tion, stand side by side on a typical Bay City street. 


THE OLD AND THE NEW ON MAIN STREET, where 
Bay Cityans can shop in all the comfort of Park Avenue. 


THE OLD shipbuilding industry, which has grown to 
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huge proportions, is now one of Bay City’s top industries. 





Elford A. Cederberg, Mayor of Bay City, pens his name to the document which 
will be the forerunner of similar proclamations all over the country. Ambrose 





Maxwell, manager of the Bay City Chamber of Commerce (center), and a 


Domestic ENGINEERING editor look on. 


THE STAGE IS SET 





Mayor Proclaims Modernization Week- 


The proclamation is shown at right. 


Urges Bay Cityans to Remodel... 


MODERNIZATION WEEK, inspired by DomesTICc 
ENGINEERING as a backdrop for the remodeling 
survey, was proclaimed by Mayor Elford A 
Cederberg, Sept. 7 to 13. Bay City civic leaders, 
the Bay City Times, and Radio Station WBCN, 
with stories and programs provided by 
Domestic ENGINEERING, put intensive 


no community has ever staged a Modernization 
Week, yet such an event in your town would 
serve to spotlight attention upon the countless 
advantages that modern plumbing, heating, air 
conditioning and appliances can bring to any 
structure, regardless of its age or use. 

You can spark a Modernization 


































effort back of the idea, and Bay Cityans BAY CITY Week in your town by talking it over 
responded with a remarkable show of STORY with civic leaders, with your news- 
interest that came from thousands of Chapter 2 paper and radio station. You can fol- 
homes, industrial plants, commercial low the pattern so successfully estab- 











buildings, institutions and farms. 

It’s true, of course, that Americans 
are beset with “weeks” and “months” 
and “days” that sell everything from flowers 
and candy to dog biscuits and kennels, but the 
concentration of attention that such an event 
makes possible is part and parcel of the Amer- 
ican way of doing things. 

Up to Bay City, as far as could be determined, 
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lished at Bay City and thus perform a 

real public service for your neighbors. 

If you want the full picture of that pat- 
tern, if you want to have a time-table of activi- 
ties, plus suggestions for securing broad-scale 
cooperation to stage a Modernization Week in 
your own community, you'll find them in Do- 
MESTIC ENGINEERING’S Modernization Kit, fully 
described on page 259. 








Veek- 


zation 
would 
intless 
1g, air 
O any 


zation 
t over 
news- 
in. fol- 
estab- 
orm a 
hbors. 
it pat- 
activi- 
-scale 
ek in 
n Do- 
fully 








OFFICE OF THE MAYOR 
Bay City, Michigan 


MAYOR’S PROCLAMATION 


WHEREAS, Modernization protects and preserves 
the investment of Bay City citizens in homes and institutions, 
and in commercial and industrial structures, and 

WHEREAS, Modernization maintains the health, 
productivity and morale of Bay City residents and workers, 
and . 

WHEREAS, Modernization of all structures develops 
and promotes civic pride, and 

WHEREAS, Modernization activity increases busi- 
ness and stimulates prosperity. 

NOW, therefore, be it proclaimed that the week of 
September 7th to 13th, 1952, shall be known as ‘*Modern- 
ization Week’’, in Bay City, and 

BE IT THEREFORE PROCLAIMED that during 
**Modernization Week” all citizens of Bay City are urged to 
examine and reappraise the condition, equipment, and 
facilities of buildings owned and operated by them, with 
the view to instituting Modernization programs when and 
as appropriate. 


Elford A. Cederberg, Mayor 
City of Bay City 







































125 Questions! 


Basis of the Bay City Survey was the 125-question, 
5-page questionnaire. From it, a simplified version 





has been developed to assist in your prospect hunts 














WHEN YOU SET 

BAY CITY | our to DEVELOP a 
cae questionnaire, you 
begin with ques- 








tions about ques- 

tions: What kind 

of information do 
you want to get? What kind of 
questions will get that informa- 
tion? How do you relate one 
question to another for possible 
eventual multiple interpretation? 
How do you phrase them so that 
you don’t “lead” to an answer? 
How do you keep them simple, 
easily asked, easily understood? 
How do you cross-check certain 
questions? .. . all of these and 
perhaps two dozen more were 
considered. 


Two Days to Get Ready 


Domestic ENGINEERING knew 
what kind of information it 
wanted. It took the shape of an- 
other question: What’s the mod- 
ernization market for plumbing, 
heating, air conditioning and ap- 
pliances? From there the editors 
went into a two-day question 
session and came up with more 
than 200 queries which they be- 
lieved would develop the infor- 
mation the industry needed. Then 


they called in Dr. Charles L. 
Allen, noted market analyst of 
Northwestern University, who 
was retained to direct the mod- 
ernization survey. 

Dr. Allen looked at the ques- 
tions, and asked the editors more 
questions about the questions. 
Knowing research techniques 
from many years of market sur- 
vey work, Dr. Allen’s questions 
cleared up many points, showed 
him what was wanted. Then Dr. 
Allen took the editors’ questions 
and reduced them to a series of 
simple, smooth-flowing points 
which would be easy to ask, easy 
to answer, yet certain to produce 
accurate total data. 


How Questionnaire Was Tested 


From more than 200, they 
were reduced to about 125, but 
by carefully setting them up and 
co-relating them, it was apparent 
that final results would add up 
to what was sought. Moreover, 
final results would lend them- 
selves to numerous factual inter- 
pretations and, very largely, be 
applicable to any city or town in 
the country. Dr. Allen tested the 
questions on typical home own- 
ers, made a few final refine- 
ments, and the questionnaire 
was ready for the interviewers. 

The preliminary questions got 
name, address, and phone num- 


OR 


ber of the property owner and 
the year the building was built. 
Number of persons in the family, 
number of male and female 
adults, children under 18, num- 
ber of wage earners, and chief 
wage earner’s occupation, were 
next. Type of dwelling, number 
of rooms, bathrooms, and kitch- 
ens, and whether the house had 
a basement or utility room, fol- 
lowed. 

Then the questionnaire estab- 
lished all the facts about the 
heating system: brand, year in- 
stalled, year modernized, type, 
controls, filters, fuel used. These 
questions had from three to 12 
subdivisions. A dozen additional 
heating questions covered such 
points as fuel cost, pipe, boiler 
or furnace insulation, general 
heating efficiency, and plans for 
all types of remodeling. 

Details of the questionnaire are 
continued on page 137. 


HOW TO GET A COPY 


From this question- 
naire, a simplified ver- 
sion has been developed 
for the contractor who 
wants to make heating or 
plumbing surveys in his 
town. Details, page 259. 
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Noted Research Authority Selected 
to Conduct Bay City Study... 





aie Dr. CHARLES AL- 
STORY LEN of Northwestern 
Chapter4 | University is one of 











the nation’s top au- 
AL. thorities on market 

research. His con- 
sumer surveys for newspapers 
on a variety of products and pur- 
chases are in wide use as sales 
and advertising guides by many 
organizations. 

He has personally developed 
many of the standard research 
techniques of the day and 
trained many leaders in the field 
of marketing and advertising. 
Because of his broad back- 
ground and the known thorough- 
ness of his methods, Dr. Allen 
was retained by Domestic EN- 
GINEERING to direct the Bay City 
Survey. 

Following first conferences 
with Domestic ENGINEERING’S 


editors on the _ information 
sought, Dr. Allen went to Bay 
City. He personally visited every 
section of the community, studied 
existing buildings, and secured 
from Mayor Elford A. Ceder- 
berg, Chamber of Commerce 
Manager Ambrose J. Maxwell, 
and the staff of the Bay City 
Times, the facts against which 
he projected 
the survey. 
Block sta- 
tistics, based 
upon the 1950 
census, are 
not available 
for Bay City. 
“They are,”’ 
Dr. Allen ex- 
plains, “available for only a few 
cities and towns. However, even 
where they are available, we 
prefer to work with the news- 
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‘ paper’s route sheets and circula- 
tion records, whenever possible, 
since these are kept constantly 


(Please turn to center of page 137) 








They Rolled Out the 
Red Carpet... 










That, in brief, describes the reception given 
Domestic Engineering's 12-car modernization 






motorcade which arrived in Bay City, Sept. 8 











BAY CITY 
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Chapter 5 ti 

ti 

ROLLED OUT THE RED CAR- Ir 

PEX- in brief, describes the h 
reception given to Domestic En- th 
GINEERING’S 12-car motorcade p 
which traveled 330 miles from te 
Chicago to Bay City, Michigan, Ss 


Monday, Sept. 8, for the Mod- 


ernization Week Survey. 
OFFICIAL WELCOME: The keys to the city were turned over to Domestic 


wit ‘ ; Welcomed by Mayor ni 

{ Engineering's survey crew bright and early Monday morning, Sept. 8, by 
Mayor E. A. Cederberg (center). Others in the photo, from left, are: C. C. Composed of researchers, tech- dl 
Keegan, president of the Bay City Electric Steel Castings Co.; Ambrose Max- nical authorities, stenographers, el 
| well, manager of the Chamber of Commerce; Dr, C. L. Allen, director of re- editors and reporters, the group E 
search for Northwestern University, who conducted the survey; the mayor; 
J. F. Jablonski, city manager; C. L. Staples, editorial director of Domestic was welcomed by Mayor Elford vi 
Engineering Publications and J. E. Purnell, managing editor of D.E. A. Cederberg, who said, “The id 
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E RED CAR- 
cribes the 


iles from 
Michigan, 
the Mod- 


Vv. 


ers, tech- 
graphers, 
the group 


Domestic ENGINEERING Modern- 
ization Survey is an effective at- 
tack upon property disintegra- 
tion. Bay Cityans hope to learn 
much about the condition of their 
homes and buildings, and hope 
that what is learned here will 
prove of value to every city and 
town in the country.” 


Survey Is Publicized 
Modernization W eek posters 
on public buildings, intensive 
newspaper and radio coverage, 
and the cooperation of civic lead- 
ers set the stage for the Survey. 
Each car which carried the inter- 


viewers to their assignments was 
identified as an “Official Car— 











Bay City Modernization Survey.” 

Immediately after the official 
welcome, the cars fanned out 
through the city so that the staff 
could get a quick picture of the 
entire community. They saw the 
people shopping in the downtown 
stores, quiet residential streets, 
schools a-buzz with youngsters 
trying to shake off the spell of 
vacation, and factories whirring 
with early morning activity. 
They saw Bay City’s institutions 
—hotels, restaurants, hospitals— 
preparing for another busy week. 
Near the river they saw lively 
water traffic, and on the outskirts 
of the city they caught a glimpse 
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of Bay County’s fertile farms. 


But during the ensuing week 
the interviewers would get a 


much closer look at Bay City. 
They would soon talk to its home 
and building owners, examine 
their structures, finding out 
what remodeling had been done 
recently, and what needed to be 
done in the near future. 
A Blueprint for Your Town 

This very solid chunk of 
America would soon become the 
Modernization Capital of the 
country, establishing a pattern 
for making American communi- 
ties everywhere, including your 


town, modernization conscious. 
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re Problem: 
How to tell this 
from that... 


BeroreE YOU CAN conduct a sur- 
vey, you must first get into the 
home.’ That was one of things 
learned by the interviewers in an 
intensive schooling session on 
Monday Sept. 8. Conducted by Dr. 
Charles L. Allen, the school con- 
tinued most of the day. 

He carefully explained each 
question on the survey form, 
demonstrating how to ask it, how 
to avoid “leading” the homeowner, 
how to secure permission to ex- 
amine plumbing and heating sys- 
tems and appliances to obtain ac- 
curate information. And he 
demonstrated the best approach to 
use to get into the home, showing 





They Were Well Fed for the Rigorous Week Ahead 


Civic leaders welcome survey crew at kick-off dinner 


Tue “Guests” of Bay City played 
host to some of its civic leaders at 
a kick-off dinner Monday night. 
Others in attendance were repre- 
sentatives of the Bay City Times. 
Radio Station WBCN, Better 
Homes & Gardens, the advertising 
press, manufacturers and plumb- 
ing industry groups. 

After the editors of Domestic 
ENGINEERING outlined the objec- 
tives of the survey, several of the 






























The researchers were trained in survey methods 


how to dress, what to say, and how 
to say it. 

In order to further train the staff 
in technical matters, the course also 
clearly showed how various tech- 
nical facts could be obtained from 
the equipment itself in case the 
homeowner could not readily give 
the desired information. This por- 
tion of the school was conducted by 
E. M. Stephenson, former plumbing 
and heating contractor, now assist- 


guests commented on what the 
survey would mean to Bay City 
and the nation as a whole. 

City Manager J. F. Jablonski 
called the project a welcome con- 
tribution to the city’s long-range 
plans for better living and work- 
ing conditions. 

Superintendent of Schools, C. B. 
Park, said that Modernization Week 
served to focus the attention of 
teachers and students upon the 
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ant manager of the Domestic En- 
GINEERING Catalog Directory. 

The staff was shown several maps 
of Bay City, and they were told of 
some of the types of people and 
problems they would encounter, in- 
cluding, for example, what to do 
about cross dogs. 

The training paid off. More than 
90 percent of the surveys at- 
tempted ended with the interview- 
er getting a completed form. 


BAY CITY 


STORY 
l Chapter 7 


AL. 





need for modernized homes for 
better health for all. 

Fully reported in the press, these 
messages were carried to all of Bay 
City. The stage had been set. 

Ambrose Maxwell, manager of 
the Bay City Chamber of Com- 
merce, called the program the 
most carefully prepared and best 
integrated project he had seen in 
nearly 20 years as newspaperman 
and commerce official. 
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SOUTHERN HOSPITALITY, northern 
style—that’s what the interviewers 
found in Bay City where doors 
were opened wide for them by 
home and building owners anxious 
to help in making the survey the 
revealing document it is. Bay City- 
ans thus demonstrated their good 
neighborliness to the rest of the 
country because the facts learned 
in their homes will be widely used 


Meet the people of Typical Town, U.S.A. ...they are just like your prospects: 


ONE-BY-ONE the 40 researchers were directed by Dr. 
Allen to pre-selected neighborhoods. The sampling was 
charted to cover every kind of residential structure. Big 
buildings of all types were-also covered (page 145). 


yr ise SS . 





















PERATION SURVEY! 


The picture story on these pages will take you into 
homes which are just like those in your own town... 


to make living better everywhere. 
And they demonstrated another 
very important thing: a keen and 
intelligent interest in their homes 
and in the things that make for 
more comfort, more efficiency, 
greater beauty, better health. 

The interviewers saw basements 
and bathrooms and kitchens, heard 
facts about the age and efficiency of 
plumbing, heating and appliances, 
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FIRST CALL: Interviewers called on first specified resi- 
dence in their areas. If they failed to get in, they moved to 
house next door to insure coverage of all neighborhoods. 


learned that there is growing inter- 
est in air conditioning, listened to 
plans for improvements that range 
all the way from repairs and re- 
placement of minor items to com- 
plete rehabilitation of the health 
and comfort services of the home. 
The picture story on this and the 
following pages will take you into 
homes and other buildings which 
are just like those in your town. 





SQUAD CAR: A fleet of 12 cars took interviewers each 
morning to their sections and brought them back at night. 
All cars carried modernization streamers oh driver’s side. 




















READY ANSWERS: Bay Cityans, conditioned by news- 
paper and radio publicity, gave interviewers a cordial 
welcome and answered questions readily, intelligently. 


MOM KNOWS HEATING: Interviewers found that the 
lady of the house in many instances knew as much as 
the man about furnaces and boilers, costs and efficiency. 


THE LIGHT SIDE: This homeowner, when asked if he 
had a dishwasher, replied: “Sure, I married the best one 
in the world twenty years ago and am planning no re- 
placement. She could stand a little remodeling though.” 


HOW A MODERNIZATION PROSPECT HUNT 
CAN BE MADE IN YOUR TOWN ... p. 258 


Continued ... 


How the Modernization 


ACTION, CAMERA: A call to the headquarters room 
quickly brought a cameraman to the scene of especially 
good remodeling jobs—either completed or in progress. 


OWN MEDICINE: Interviewers themselves were inter- 
viewed at the end of each day. Editorial staff member 
(at left) checked them for story leads and found scores. 
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Survey Was Made in Bay City . . . Typical Town, U.S. A. 


TOTS IN THE ACT: Bay City youngsters are a healthy, DOWN ON THE FARM: Farmers were quick to tell the 
happy bunch, especially in the homes where plumbing, interviewers all about their plans for new bathrooms, 
heating and appliances have already been modernized. kitchens, heating and larger capacity water systems. 





DOUBLE CHECK: Each night, Dr. Allen and his head- 
quarters staff checked the completed questionnaires. 
George Milne, D.E. research director, is the observer. 





BIG STUFF TOO: Penetration interviews were conducted 
in scores of institutions and industrial plants by an ex- 
plumbing contractor (now on D.E.’s staff) and his aides. 


SMALL HOUR STUFF: Until midnight and after, inter- 
viewers exchanged ideas and charted the next day’s activi- 
ties. Nearly 3000 man-hours were required for the survey. 
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THE PATH WAS 


BAY CITY 
ELL PAVED. News- 











STORY 
Chapter 9 paper and radio 
publicity preceding 
he week of the 
odernization Sur- 
vey had done its 
job well . . . an joverwhelming 92 


percent of Bay City residents con- 
tacted welcomed Domestic ENGI- 
NEERING researchers into their 
homes to check their plumbing, 
heating, and appliance facilities. 
Bay Cityans had the first news 
of the selection of their town as 
the locale of the survey on Aug. 


PUBLICITY for the survey was contained in a special 
modernization section in the Bay City Times. The lead 





24, immediately after the editor’s 
first visit to lay the groundwork 
for the huge project. The Bay City 
Times carried a three-column story 
outlining objectives of the survey. 

“Behind the preparations for the 
Survey,” said the story, “is the 
conviction by Domestic ENGINEER- 
ING’s editors that not enough at- 
tention has been paid to the im- 
provement of homes 20, 40, and 
even 50 years old. Tremendous 
emphasis has been placed in the 
postwar era on the construction of 
new homes, the editors point out, 
but actually more than half of the 


1C6 


92 Percent Said Yes! 


Newspaper and radio programs pave the way for interviewers. 
Result: (1) Ninety-two percent entree to homes. (2) Public 
is reminded of importance of modern plumbing and heating... 


dwellings in the United States are 
more than 15 years old. The time 
has come to help the owners of 
such homes to modernize.” 

On Aug. 28, the Times published 
another story headed, “Moderniza- 
tion Week Is Proclaimed.” An edi- 
tor of Domestic ENGINEERING, fol- 
lowing a series of conferences with 
Mayor Elford A. Cederberg, Cham- 
ber of Commerce Manager Am- 
brose J. Maxwell, and other civic 
leaders, set up the special week as 
a backdrop for the survey and for 
arousing property-owner interest 
in the modernization idea (page 96). 


story from the section, which was filled with publicity 
on the benefits of modern plumbing and heating, and ad- 








iewers. 
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The proclamation cited modern- 
ization as the means for protecting 
and preserving buildings of all 
kinds; maintaining the health, pro- 
ductivity and morale of residents 
and workers; promoting civic 
pride; and increasing business. 

On Sept. 4, another story in the 
Times told readers some of the de- 
tails about modernizing heating 
systems in old buildings, adding 
air conditioning, creating new 
kitchens, laundries and bathrooms. 
and the features of new appliances. 

“The domestic engineering con- 
tractor-dealer not only can plan 
and install these services for any 
building anywhere,” the story con- 
cluded, “he can also provide long- 
term, low-cost financing for them.” 

On Sept. 6, the third of the stories 
preceding Modernization Week em- 
phasized the dollar-value added to 
modernized buildings. 

The full details of these and oth- 
er modernization week stories and 
broadcasts are given on page 286. 


vertisements from wholesalers and contractors, is shown 
below. Shown above are the headlines from more than 





RADIO played a big role in bringing the modernization 
survey to the attention of Bay City residents. Participating 
in one of the seven, half-hour radio broadcasts (above) 
were Herb Schulte of Better Homes and Gardens Maga- 
zine; J, E, Purnell, managing editor of Domestic Engineer- 





ing; Dr. C. L. Allen, director of research for Northwestern 
University; C. L. Staples, editorial director of Domestic 
Engineering; Ambrose Maxwell, manager of the Bay City 
Chamber of Commerce, and Charles B. Park, superin- 
tendent of schools. WBCM has an audience of 160,000. 


GET HEADLINES LIKE THIS IN YOUR TOWN—THEY'LL PAVE 
THE WAY TO MODERNIZATION BUSINESS ... see page 259. 
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RESEARCHERS START BAY CITY STUDY— 
Modernization Survey Pleases Housewife 
INTERVIE FOUND BAY CITY PEOPLE COOPERATIVE— 


Domestic Engineering’s Survey Here Concluded 











25 news stories about the survey which appeared in Bay 
City newspapers during the official modernization week. 
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Here's What 
Domestic 
Engineering 
Researchers 
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First Report 


See, also, forthcoming 
issues of D.E. 


SURVEY RESULTS: 


Bay City Report... HOMES 
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WHAT ARE THE CITIZENS in Typical 

"eee Town, U.S.A., planning to do to 

Chapter 10 | make their homes better homes? It 

took 40 interviewers 3,000 hours to 

get the answers to 125 questions, 

A. which reveal not only what Bay 

Cityans are planning, but what the home owners 

in your city are planning too. The Bay City find- 

ings comprise a set of need statistics which can 

point the way to a tremendous year for you in 

1953. They are a picture of “Typical Town’— 

your town—your business potential in your big- 
gest market: modernization. 

There are two ways of looking at the Bay City 
findings: first, as statistics which measure a mar- 
ket for the things you have to sell; second, as the 
picture of an opportunity to serve your commu- 
nity. If you view these findings from both stand- 
points, you will get the most good out of them. 
For example, if you consider that 21 percent of 
the homes in your town are planning heating re- 
modeling within the next two years, and that 21.5 
percent plan to remodel their kitchens within the 
same period of time, you have an imposing sales 
fact with which to start. 

If you interpret these figures (and the hundreds 
of others you'll find in the following pages) from 
the standpoint of people seeking better living 
conditions and aim your advertising at that de- 
sire, you'll move closer to the sales. 

If you take the fact that 15 percent of the 
homes in your community probably suffer from 
flooded basements at one time or another first as 
a health and convenience problem which your 
neighbors have, and second as an opportunity to 
sell protection against this menace, you’ll be 
thinking with your home and building owners, 
and the sale will be automatic. 

Read the figures first from your customers’ and 
prospects’ viewpoint. They’re thinking about 
health, comfort, convenience, beauty, efficiency, 
economy—not about buying a piece of equipment. 
If you mesh your thinking with their’s, if your 
approach is from the service viewpoint, you can 
soon show them that your equipment installa- 
tions meet their needs. 

Here, then, are the Bay City findings. You can 
apply them to your community as both service and 
sales indicators, whether you are located in New 
York City or Los Angeles, Penobscot or Pomona 
—and with allowances for climate and other local 
factors peculiar to your situation, you can apply 
them throughout the country. 









































































Continued... 
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——) SURVEY REPORT: 
Your Prospects Are Families... 


Knowing who they are and understanding their 


needs will make your selling job more effective 


“MARKETS ARE PEOPLE” is an 
ancient definition and for all gen- 
eral purposes, it still applies. 
Markets for the modernization of 
plumbing, heating, air condition- 
ing and appliances, however, are 
families—families that live in 
homes. 

Until the Bay City survey 
was made, market researchers 
counted people, showed size of 
families, and the number of per- 
sons per household. The Bay City 
survey counted the number of 
persons, the number of male and 


female adults, and the number of 
children in families living in 
homes. It also counted the wage 
earners per family, the number 
of persons in various occupation- 
al pursuits, and the income dis- 
tribution of families. The Bay 
City survey defines the family 
living in a home as a unit pros- 
pect for the home comfort and 
convenience products and serv- 
ices of our industry 

For the first time, therefore, 
those who sell these products and 
services have basic data with 


Here Are the Facts...and Your Opportunities 


FACT: Greatest concentration 
of families is in 2, 3, and 4 per- 
sons classification. 

Opportunity: Even in the 3 
person families an extra bath- 
room or powder room is at least 
a convenience, often a necessity. 
In the 4 or more persons home, 
the extra bathroom is practically 
a must for modern living. 


FACT: 18 percent of the fam- 
ilies have two or more wage 
earners. 

Opportunity: Employment of 
both man and wife in many 
families points up the need for 
extra facilities in plumbing, heat- 
ing and appliances. An additional 


bathroom, for example. Certainly 
automatic heat that is fully pro- 
tected and entirely dependable 
while both are away from home. 
Also, ample food storage facili- 
ties to reduce necessity for fre- 
quent shopping, and efficient 
kitchen for quick preparation of 
meals. Modern laundry for quick, 
economical care of clothes. Em- 
ployment of both man and wife 
and additional wage earners 
means higher income, therefore, 
better prospects. 


FACT: Average number of 
children for all homes is 1.45, but 
21.5 percent of the homes have 2 


children; 14.6 percent have 3 
110 





























...Families Who Live In Homes 


which they can relate people to 
families and families to homes. 
Thus the need for additional 
bathrooms, better laundry facil- 
ities, more hot water, larger food 
storage space, more efficiently or- 
ganized kitchens, more depend- 
able and safer heating equip- 
ment, and many, many more 
things can be measured with 
greater accuracy. 

Occupational and income data 
point up grade of prospects and 
help indicate need for financing 
of modernization work. All of 
these data can be projected upon 
the screen of thousands of com- 
munities the country over. The 
Fact and Opportunity interpre- 
tations, following, show how. 


children; 4.8 percent have 4 chil- 
dren; and 2.3 percent of Ameri- 
can families have 5 children. 

Opportunity: The “men” and 
“women” of the house, no matter 
what their ages, should have 
extra bathroom facilities. A 
shower stall in a properly heated 
basement might serve small fry 
of the masculine gender, but 
complete bathroom is better all 
around. Presence of youngsters 
demands better heating. Physi- 
cians say poorly heated homes 
are major contributors to child 
illnesses. 

Homes with children generally 
require more hot water, more 
efficient laundry, better food 


storage and kitchen facilities. 


FACT: 33.9 percent of the 
homes are 50 or more years old. 
21.5 percent were built between 
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1902 and 1920. 21.7 percent were 
built between 1920 and 1940. 

Opportunity: Except for the 
very few that have recently 
been completely remodeled, 
homes built prior to 1940 are 
lacking many of the products and 
services that would make them 
more liveable, more efficient, 
more valuable. The homes in 
your community built prior to 
1940 are your best modernization 
prospects, and they are by far 
the most numerous. 


FACT: Seven percent of the 
families have incomes of $7000 
and over. 

Opportunity: These prime 
able-to-buy prospects frequently 
live in inadequately equipped 
homes. Many will tell you (as 
they did in Bay City) they have 
been thinking about improve- 
ments “but no one ever calls on 
us to tell us what we need or 


should do.” 


FACT: The Bay City study 
showed that 6674 percent of the 
families will require financing 
for modernization. 

Opportunity: Study the de- 
tails of financing plans in this 
issue. Have the answers to pros- 
pects’ financing questions so that 
sales can be closed without de- 
lay. In Washington, D. C., John 
G. Webster Co. reports that 80 
percent of its modernization 
jobs require financing. This 
would, of course, indicate that 
Webster goes after the “fringe” 
business—business with pros- 
pects who do not understand that 
financing is available at reason- 
able cost. A thorough knowledge 
of financing is a must for the con- 
tractor-dealer who is going after 
the big remodeling jobs. It helps 
a lot to advertise availability of 
financing, too. (see page 177.) 





How to find, and sell, moderniza- 
tion prospects in your town, is fully 
explained in the remodeling sales 
kit described on page 259, this issue. 





Bay City Family Characteristics: 


Average number of persons per family................ 3.76 
Families of 1 and 2 persons................+ 25.2% 
Families of 3 to 5 persons.............0.005. 62.4% 
Families of 6 and more persons............. 12.4% 

ee IE OE GING asic ee os co sevccsccccvaunes 1.18 
Families with 1 wage earner................. 76% 
Families with 2 or more wage earners......... 18% 


Income distribution of families: 


Income Percentage of families 
$7000 and over ........... sibs ning haan 7.0 
5000 to GO9D ... cece eee 231 
bY re 54.7 
oe 15.2 


Bay City Home Characteristics: 


Homes by number of rooms: 


BEM ET a ia 6 iated bch CFSE EK bd SiN SS erare & <65o, oe 0 10.6 
GU IEM 55.3. csia Sv 'W 8G 9 84 ko tp mes aie nie ps 26.5 
SENN oo sciicte Wie wloisin bo S83 nai net cdenece se 242 
AE TNE 555 cs crs wns ceacenssadant 28.6 
9 and More TOOMS..........0cscccseccues 10.3 


Age of homes: 





Years built Percentage of homes 
50 or more years ago .............2...... 33.9 
IS 565 cacek 8000.08 esp onneaens 9.5 
ee nis Boos ed sae beavanedsawnee 12.0 
Re PR Sic sd wg Su Sc wien aid wiSietace ani 10.1: 
ee 5) bak kiaednecestecks 11.6 - 
| ieee: |: a re 22.9 
LEO TUES CTS E TE TOL COLE TT 88.6% 
Number of bathr in homes: 
cae Se (a a 83.1 
NS ee 2 ae ne 12.1 
NUNIT 7c ce ccs vawcie eee aca hae cabo ae 
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SURVEY REPORT: 





NEARLY 22 PERCENT of the fam- 
ilies in Typical Town, U. S. A. 
plan to remodel their bathrooms 
within. the next two years. A 
bathroom remodeling job is, of 
course, a pretty good piece of 
business. Likewise, the addition 
of an extra bathroom or powder 
room is worth going after. The 
Bay City survey showed that 
39.6 percent of the homes have 
space available for an extra bath- 


BATHROOMS 


e First Report. See, also, December issue 


room or powder room. Sixty- 
seven percent of the homes do 
not have shower facilities. 

The installation of a shower 
stall under the stairway of one 
Bay City home, where there was 
room only for this convenience, 
led later to rather extensive re- 
modeling including the upstairs 
bathroom, the kitchen, the laun- 
dry and the heating system. 

Modernization is a thing that 


These are your opportunities for 
bathroom remodeling in 1953 


PLAN TO REMODEL... 
Fact: 21.8 percent of the 


homes plan to remodel bath- 
rooms within the next two years. 

Opportunity: What does 21.8 
percent of the homes in your 
community come to? That’s busi- 
ness worth going after. And re- 
member that’s only those who 
are actually planning to remodel 
and doesn’t include those that 
should. That percentage will, 
of course, run considerably high- 
er. You can locate those that are 
planning modernization as well 
as those who should by continu- 
ous personal calls and advertis- 
ing. There’s help for doing this 
in the Merchandising Kit de- 
scribed on page 259. 


BATHROOMS... 
Fact: 83.1 percent of the homes 


have only one bathroom. 





Opportunity: Two-story 
homes with only one bathroom 
are probably your best prospects 
for an additional bathroom or 
powder room, even in the new- 
est homes. In fact, several Bay 
City interviewers reported that 
families with homes less than two 
years old are already adding ex- 
tra bathrooms. 

The need for an extra bath- 
room in homes where there are 
two or more wage earners or 
where there are school children 
is a virtual must. 


TOILET SEATS... 
Fact: 51.5 percent of the homes 


need new toilet seats. 
Opportunity: The new plas- 
tic and wood seats are colorful, 
easy to keep clean. The sale of a 
toilet seat has often been the 
opening transaction in a series of 
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grows on people. As simple a 
thing as the installation of a 
shower stall, or the sale of a re- 
frigerator, washing machine, or 
thermostat, can often arouse the 
home owner’s interest, causing 
him to go in for pretty extensive 
remodeling. A new pair of shoes 
under a shabby suit has often 
meant the sale of an entire new 
wardrobe. So it is with a new 
toilet seat, which can make the 
owner of a beat-up bathroom 
realize the need for further im- 
provement. 

The figures on this page, and 
the Fact and Opportunity com- 
ment following, will suggest what 
the bathroom possibilities in your 
town are, and some things you 
can do to get bathroom modern- 
ization work under way. 


remodeling jobs. It might not be 
a bad idea to call on homes show- 
ing them pictures of toilet seats 
and installing them at the mo- 
ment. This would mean getting 
into the home, into the bathroom, 
and opening conversation on 
plumbing remodeling. 


LEAKY FAUCETS... 
Fact: 17.3 percent of the homes 


have leaky faucets or running 
toilets. 

Opportunity: A commanding 
window poster in the Moderniza- 
tion Kit (see page 259) says “Lit- 
tle drops of water are dollars 
down the drain.” The poster 
proves that a steady faucet drip 
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Leaky 
faucets 


can cost $2.48 per year and a & 
inch steady stream costs $251.70 
per year. The figures are based 
on a water rate of $2.50 for first 
1100 cu. ft. and $2.30 over 1100 
cu. ft. If this is a “minor” matter, 
it’s only because the home owner 
thinks so. The poster on display 
in your window and showroom 
might prove a mighty helpful 
service to your customers. 


SHOWER BATHS... 
Fact: 67 percent of the homes 


do not have shower bathing fa- 
cilities. 

Opportunity: The demand for 
shower facilities is on the in- 
crease. Men who have been in 
service have learned the advan- 
tages of shower bathing. People 
traveling, stopping at hotels and 
motels, become accustomed to 
the convenience and want show- 
ers in the home. The sale of a 
shower ‘bath means the sale of 
shower heads, non-scald shower 
valves, fittings and trim, shower 
doors, wall tile, shower en- 
closures, and again can prepare 
the way for other plumbing and 
heating remodeling business. 


Plan to 
remodel 


Space for 
extra bath 


EXTRA BATHS... 


Fact: 26.5 percent of the homes 
have room for an extra bathroom, 
and 13.1 percent have room for a 
powder room. 

Opportunity: That is, of 
course, only the owners’ opin- 
ions. An old pantry, a closet 
under the stairs, a hallway, or 
even a spot in the basement can 
provide the extra bath facilities. 
The conversion of a pantry to a 
first floor bathroom automatically 
opens up kitchen remodeling pos- 
sibilities with the sale of new 
kitchen plumbing, appliances, 
wall tile, etc. 


WALL TILE... 
Fact: 60 percent of the homes 
do not have wall tile. 
Opportunity: Tile offers the 
entree for selling kitchen and 
bathroom beauty—the opening 
wedge to a complete job. 


WATER HEATERS... 

Fact: 75.4 percent of the auto- 
matic water heaters are 30 gal. 
capacity or less. 

Opportunity: No matter how 
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Need new 
toilet seat 





' 0 Bathroom Modernization in the 


No shower 
facilities 


Have no 
wall tile 


efficient, a heater of this size will 
be hard pressed to supply the 
needs of an average family with, 
say, an automatic laundry and 
a dishwasher. Result . . . Pop 
has no hot water for shaving 
while Mom is doing the washing. 
And if new water-consuming ap- 
pliances are added, the water 
heater inadequacy will become 
ever more apparent. 


RELIEF VALVES... 

Fact: 14 percent of the homes 
have no protective devices on 
their water heaters. 

Opportunity: Bombs, unfor- 
tunately, seem an essential part 
of the world as it now is. But no 
one really wants one in the home 

. . and a water heater without 
protective devices is precisely 
that—a time bomb, just waiting 
for the right conditions for an 
explosion to develop. 

Many homeowners do _ not 
fully appreciate the dangers of an 
unprotected water heater. Tell 
them ... and sell them. But do 
more than this. 

While in the home look around 
for other remodeling needs. 
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SURVEY REPORT: 





TWENTY-ONE PERCENT of the 
families in Bay City not only 
want to remodel their heating 
systems, but they definitely in- 
tend to do so within the next 
two years. 

How, you might ask, can we 
be certain that these figures do 
not represent dreams or half- 
hearted hopes? We know be- 
cause these people were asked 
how much they thought remod- 
eling would cost, and how they 
thought they could pay for it. 
Not only that, but they were 
asked what they intended to buy 
in the way of equipment and ap- 
pliances. And unless all these 
questions were answered in the 
affirmative, there was considered 





Cold 
rooms 


Plan to 
remodel 


HEATING 


No auto- 
matic heat 


to be no bonafide intent to buy. 

But this figure—21 percent of 
all homeowners—does not in- 
clude that vast number of fami- 
lies that should remodel their 


|Here Are the Facts 








heating systems but, for one rea- | 
son or another, feel they cannot. 
Perhaps they intend to buy a 
new car instead, or perhaps they 
do not know how such an ex- 
penditure could be financed. Or 
perhaps no one has ever con- 
vinced them they need to re- 
model. But whatever the reason, 
remodeling sales effort can make 
vast inroads into this huge po- 
tential market. 

What is the first step? To sell 


a new heating system ask the | 





(Please turn to top of page 116) 





No 
controls 


Gravity 
warm air 


Opportunity: These people 
want to buy ... but they also 
need help, the kind of help that 
means “selling up” to better 
equipment, more automatic 
controls. Also, this group is only 
a part of the heating moderniza- 
tion market. There are still some 
60 percent of families that 
should modernize. Example: 
26.2 percent have one or more 
rooms which are difficult to 
heat; 30.9 percent fire their boil- 


| ers or furnaces by hand, etc. 





Opportunity: This is a very 
serious lack; for each boiler un- 
protected in this fashion is po- 


tentially dangerous. The con- 
tractor who gets into these 
homes and corrects this condi- 
tion is doing the homeowner, his 
family and the community a 
service. And it is very probable 
that such systems need other re- 
modeling. The installation of 
low water protection could very 
well be the first step toward a 
larger modernization sale. 

Tip: Mailing pieces demon- 
strating the dangers of this con- 
dition should prove effective. 
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and Opportunities in Your Heating Modernization Market 





Opportunity: In many cases 
this presents the contractor with 
an opportunity to make a few 
repairs and win a friend. Per- 
haps the room that is cold is on 
the end of a long run of piping, 
and a larger pump is required in 
this zone. Or perhaps the cold 
room demonstrates the need for 
a blower, and a conversion from 
gravity to forced flow warm air. 
In any event, the discomfort of 
the family can sometimes be 
exploited into a remodeling sale. 





Opportunity: Over one-half 
of the warm air jobs are ripe for 
remodeling . . . at least the addi- 
tion of a blower. This suggests 
that the contractor would profit 
by getting out his warm air file 
and checking the names of old 
customers, setting aside those he 
was unable to sell on forced flow 
at the time of installation. Per- 
haps they are now in the market 
for modern heating. 

It’s always a good idea to re- 
activate old customer contacts. 
A homeowner, once sold, is half 
sold on the next sale, especially 
if he is a satisfied customer. 


Opportunity: Not only does 
this mean that the control mar- 
ket is a huge one, but it also 
indicates that these heating sys- 
tems have been wasteful of fuel 
while doing a poor heating job. 

Another way of looking at this 
significant fact is that, because 
these homes lack automatic heat, 
they are better than average 
prospects for a completely re- 
modeled system. Tip: Show 
people how controls can lower 
fuel costs and increase comfort. 





Opportunity: Even if these 
systems are satisfactory (in the 
present thinking of the home- 
owner), there would still exist a 
large remodeling potential here. 
But all these systems are not 
satisfactory. For example, the 
addition of circulating pumps, 
flow control valves and other fit- 
tings can mean all the difference 
between a poorly functioning 
system and the convenience and 
comfort of a good one. 

All of this means that existing 
hot water jobs should be care- 
fully evaluated as potential 
forced-flow conversion jobs. 
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WHO KNOWS You? 


Fact: 58.4 percent of 
“the: fenilles. do. ne? 
know the name of a 
heating contractor. 


Opportunity: “How many 
people know your name in your 
town?” This is a question that 
every sales-conscious domestic 
engineering dealer should ask 
himself, especially when he is 
considering the yearly advertis- 
ing budget. It is not enough to 
be good . . . someone has to 
know about it before the sales 
start. Many a homeowner will 
call a contractor in on a job 
simply because his name is the 
one he recalls at the moment. 


“HAND-FIRED SYSTEMS 


Fact: 30.9 percent of 

the homes are heat- 

“ed by hand-fired sys- 
tems. | 


Opportunity: This means that 
almost one out of every three 
homes is a prospect for auto- 
matic heating. This can easily be 
checked by walking along the 
streets and watching the smoke 
coming out of the chimneys on 
a cold day. These prospects are 
not too difficult to find .. . al- 
most anyone will welcome a 
free heating survey to help them 
achieve more comfort and con- 
venience at lower cost. 

Or, an effective way to get 
them into the store might be to 
offer a prize for the coal shovel 
in the worst condition. 


continued =F 


























Survey Report... HEATING 


PIPE INSULATION 
Fact: 54.2 percent of 


“the heating lines oF 


Opportunity: The fuel waste 
represented by this figure is im- 
portant. Not only that, but in 
many cases the exposed piping 
represents a potential hazard to 
the family, especially if there are 
children of the adventurous age. 
Uninsulated pipe can give a seri- 
ous burn. 

These are only a few of the 
selling points a contractor can 
use in advertising to gain entree 
to the home and make the sys- 
tem really safe and efficient. 


Heating... 

(Continued from center of page 114) 
man who wants one. Ask him 
first, and then ask the man who 
needs one but doesn’t know it, 
or doesn’t know how he can pay 
for it. Ask him, then show him 
why he needs it and how he can 
pay for it. 

Where are all these families 
who want a remodeled heating 
system? Right in your own 
home town, on almost any street, 
in almost any block. (The 
chances are a large number of 
them can be found in your own 
files.) Or, you can do as the Bay 
City interviewers did . . . knock 
on any door, and you will find 
that one out of every five fam- 
ilies intend to modernize their 
heating system. 

The tools to help you do this 
job are to be found in the Mod- 
ernization Sales Kit, described 
on page 259 of this issue. 


RADIATION 


rcent of 
radia- 


Fact: 19.6 
the standing 
tion knocks. 


Opportunity: A banging radi- 
ator in the house is one of the 
contractor-dealer’s remodeling 
salesmen. Nothing can drive a 
homeowner into the comfort and 
convenience of a new heating 
system any quicker than the 
nightly clatter that disturbs the 
sleep and keeps the nerves in a 
jangle. 

However, some homeowners 
are stoics at heart, seemingly 
convinced that nothing can be 
done. Tip: Stopping the racket 
can sometimes be the first step to 
a big remodeling sale. 


The Best Is 
Yet to Come! 


(continued ) 


HEATING SERVICE 


"Fact: 55.2 percent of 
the heating s s 
have not been 
checked for winter. 


Opportunity: This means, 
probably, that many opportuni- 
ties to give a solid pitch for heat- 
ing remodeling were missed. For, 
when the heating contractor 
comes into the home to put the 
heating system into operation 
for winter, he is presented with 
one of his best chances to exam- 
ine the equipment and come up 
with suggestions. 

Not only does a service con- 
tract arrangement enable the 
contractor to level out the slump 
in his summer business, but it 
also offers entree to the home. 








ON THESE PAGES you've seen a great many facts and figures 
which spell opportunity—the opportunity to build a greater re- 


modeling volume for your business. 


Actually, they represent 


only a small portion of the wealth of information contained in 
The Bay City Story. The sum total (see Volume One, above) 
adds up to far more than can be accommodated in any single 
issue. Next month you’ll learn even more about the remodeling 
prospects in your town—where they are, who they are and how 
you can sell them bathroom, kitchen and heating modernization 
under your own Select Group Selling program. 
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See What Else 
We Found »- 


HUMIDIFICATION 


Fact: 75 percent of the 
e no means 
for humidification. 


Opportunity: (Note: a hu- 
midifier was defined as any 
means—no matter how primitive 
—of supplying moisture to the 
room atmosphere.) 

The discomfort resulting from 
dry heated air is a common com- 
plaint. And aside from the effect 
this condition has on the human 
occupants of such a home, there 
is the deterioration of furniture 
and wall paneling that is the in- 
evitable result of lack of mois- 
ture in the air. 

Here is a large potential mar- 
ket for automatic humidifiers. 


FINANCING THE JOB 


Fact: 64.5 percent of 
those wishing to re- 
model their heating 
systems need some 
sort of financing. 


Opportunity: These sales will 
be lost to the contractor who 
cannot come up with a solution 
to the financing problem. 

It is not only a necessity in 
many cases, but it is an oppor- 
tunity . . . an opportunity to 
increase the size of the remodel- 
ing job. Inasmuch as many 
homeowners are fearful of fi- 
nancing, if the contractor can 
handle this part of the sale 
adroitly he can sell-up remodel- 
ing jobs and make friends at the 
same time. (See special section 
on financing methods, page 177.) 





















EVERYTHING FROM WOODEN BATHTUBS to 1900 plumbing advertise- 
ments were uncovered by reporter Jim Malone (right) in his 
search for Bay Cityana during the recent week-long modernization 
survey in Bay City, Michigan. 

The wooden tub shown here had just been removed from an 
80-year old Bay City residence by contractor Noel Goddeyne (at 
left) and replaced by a 1952 model. The complete story of Jim’s 
unusual and interesting experiences, including interviews with 
several octogenarians who have been retired from the plumbing 
business for many years, will appear in the December issue. 








$64 Questions... 


How many $4000 and up families are there in your town 
with four children and only one bathroom? 


How many families are there with both parents working 
that are trying to get by with something less than fully 
automatic heating, when their situation demands the de- 
pendability and safety of automatic heat? 


There are scores of such combinations of factors that can 
mean sales for you. The Bay City survey explored them all. 
Never before has research attempted to relate families to needs 
... and needs to intentions and ability to buy the health, com- 
fort and efficiency products and services of our industry. 

As the Bay City Story unfolds in subsequent issues, these 
combinations will be presented, together with specific sugges- 
tions for converting them into modernization sales. 
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SURVEY REPORT: 





ToDAYS HOUSEWIFE is a 
changed woman. Time was when 
she spent most of her waking 
moments cooking, washing, 
cleaning and, in short, doing the 
“household chores.” But with the 
advent of modern appliances 
and household equipment, these 
“chores” have become less dif- 
ficult, less time-consuming . . . 
less “chore-like.” 

And because she refuses to be 
nothing better than a household 
drudge, she has been doing a lot 


KITCHENS & 
APPLIANCES 


of thinking about the kitchen 
lately. She has come to the con- 
clusion that she wants a modern 
one, and better than one out of 
five intends to buy one... within 
the next two years. 

But these are only those who 
definitely intend to modernize 
their kitchens. Many, many more 
want to, but have not yet made 
up their minds. The task at hand, 
then, is selling the first group, 
and convincing the latter. An 
important factor in remodeling 


Here are the facts about your 


21.5% Plan to Remodel... 

Fact: 21.5 percent of the fam- 
ilies in Typical Town, U.S.A., 
plan to remodel their kitchens 
within the next two years. 

Opportunity: These families 
have appraised their kitchens 
and found them lacking .. . lack- 
ing in modern cabinets, sinks 
and appliances. In many cases, 
outmoded equipment will have 
to be replaced entirely. This 
means complete kitchens, and 
experience has shown that the 
contractor who gets the bulk of 
this business is the one prepared 
to handle the entire job... eith- 
er with his own installation crew 
or by close scheduling of the 
subs, (See the article up-coming 
in the January issue telling how 
one contractor, who sells 400 
kitchens per year, schedules the 
entire job.) 


What They Will Spend .. . 
Fact: 30.6 percent of the fam- 





ilies who intend to remodel ex- 
pect to spend $500 or more. 

Opportunity: The customer's 
estimate is generally conserva- 
tive, and sometimes includes the 
supposition that he will do some 
of the work. Thus, this figure 
will be increased when the work 
actually starts. Financing will 
also help to increase the sale still 
further for, if the customer is as- 
sured that he has an ample time 
to pay, he will usually buy more, 
and more expensively, than or- 
iginally intended. 


Gas Ranges... 

Fact: 41.1 percent of the gas 
ranges are ten years old or more. 

Opportunity: To this, add the 
20.6 percent of electric ranges of 
the same age and you have some 
idea of the range market. An 
essential part of the complete 
kitchen, any remodeling consid- 
erations should include the 
range, because any ten year old 
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volume is making one remodeled 
kitchen or laundry in a neigh- 
borhood lead to others. House- 
wives compare everything—even 
husbands; and when Mrs. Smith 
sees Mrs. Jones’ new kitchen, 
there will definitely be a discus- 
sion between Mr. and Mrs. Smith 
... and the topic of conversation 
will be a new kitchen. 

This trait of the American 
housewife can be exploited in 
these ways: (1) By doing the 
best possible work on every re- 
modeling job; (2) By calling on 
other families in the neighbor- 
hood both during the job and 
after it is finished. 

Yes, today’s housewife is a 
changed woman, and she will 
change even more if continued 
emphasis is placed upon remodel- 
ing. She wants the convenience 
and beauty of a new kitchen 
and modern laundry .. . the Bay 
City Survey proves it. 





1953 opportunities 


range is lacking those electronic 
controls which makes cooking 
for the modern housewife a 
pleasure instead of a chore. 


Home Freezers... 


Fact: 91.1 percent of the fami- 
lies do not have a freezer. 

Opportunity: With food 
prices still soaring like a balloon, 
the need for buying in quantities 
and thus lowering cost has never 


been greater. The freezer is one 
answer to the problem. 


Dishwashers .. . 


Fact: 98.2 percent of the homes 
do not have an automatic dish- 
washer. 

Opportunity: With over 13 
percent of Bay City housewives 
employed, the need for greater 
efficiency and convenience in 
the home is underscored. It’s 
hard enough to prepare a meal 
after working on a job all day, 
let alone laboriously scrubbing 
the dishes by hand afterwards. 
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in kitchen remodeling: 


Some of the best prospects, then, 
are families with two or more 
people employed. 


Refrigerators ... 

Fact: 30.8 percent of the re- 
frigerators are over 10 years old. 

Opportunity: It isn’t easy to 
find an American home today 
without a refrigerator. That’s 
good; it means that refrigerators 
are considered an essential part 
of our way of life. But refriger- 
ators 10 years or more old are 
ripe for replacement. 

Conditions change in ten 
years; more people come into a 
family, and more space is re- 
quired for food storage. Thus, 
nearly one out of every refrig- 
erator owner is a potential mod- 
ernization customer. 


Food Waste Disposers... 


Fact: 97.7 percent of the 
homes in this typical town do not 
have food waste disposers. 

Opportunity: Although only 


6.6 percent of Bay City families 
said they intended to buy a dis- 
poser within the next year, a 
concentrated effort on the part 
of domestic engineering dealers 
could increase this percentage. 
More and more families have 
grown tired of the unsanitary 
garbage can method of disposal. 


Clothes Dryers... 

Fact: 94.5 percent of the 
homes do not own an automatic 
clothes dryer. 

Opportunity: Another unsat- 
urated and lively market .. . 
one in which the buying trend is 
rapidly growing. Fact: 48.3 per- 
cent of all dryers sold in Bay 
City were sold during the last 
year, and 16.8 percent of Bay 
City families say they intend to 
buy one next year. This will 
mean an increase of almost 450 
percent over last year’s dryer 
business! And these are families 
already sold, waiting to sign the 
order. You can find many others. 
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Automatic Washers... 

Fact: 76.9 percent of the 
homes do not have an automatic 
washing machine. 

Opportunity: To this add the 
fact that,35.8 percent of conven- 
tional washers are ten years old. 
These two facts reveal the size 
of the market. Another fact: 
11.4 percent of Bay, City families 
intend to buy an automatic in ’53. 


Water Softeners... 

Fact: 98.4 percent of the 
homes do not own a water soft- 
ener. 

Opportunity: Wasteful of soap 
and unkind to face and hands, 
hard water is also corrosive wa- 
ter (in most cases), and unpro- 
tected piping systems will even- 
tually suffer. 

These are facts ... selling facts, 
and a concentration upon them 
will convince those families that 
have grown accustomed to put- 
ting up with the discomforts and 
inconveniences of hard water. 
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MEET THE BAY COUNTY FARMER 
and his family. 

Like their city cousins, they 
are average Americans living in 
a typical American community 
and are motivated by the same 
need and desire for some of the 
better things in life. They are, in 
fact, good average prospects for 
plumbing and heating remodel- 
ing just like the folks in town. 

Actually, they may be better 
prospects. For one thing, the av- 
erage farm family is larger than 
the city family: 4.51 against 3.76, 
or almost one extra person per 
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family. Twelve percent of the Plan to Plan to Plan to Plan to 
dwellings house 2 or more fam- remodel remodel remodel —_—_ buy water 
ilies—a three percent higher fig- bathroom kitchen heating heater 





ure on doubled up families than 
in the city. The farm homes are 
also somewhat older—65 percent 
being over 30 years old and 28.7 
percent over 50 years old. 


Is It a Better Market? 


Added up, these factors would 
seem to prove a greater need 
for additional plumbing and heat- 
ing facilities in the farm homes 
of America. 

This does not mean to say that 
the remodeling potential in the 
rural area represents a larger 
market than in the city; rather, 
it represents a larger potential 
per capita. 

Insofar as other factors are 
concerned, the Bay City Survey, 
farm style, parallels rather close- 
ly the findings in urban areas. A 
comparison of the figures on 
these pages with the city figures 
(see preceding pages) will reveal 
the same general pattern of mod- 
ernization needs and desires. 


However, where differences exist, 
the figures seem to indicate a 
potential in favor of farm homes. 
For example, in the city 14 per- 
cent of the water heaters have no 
pressure or temperature relief 
valve, while 35.1 percent on 
farms have no protective devices. 

It will be noted that the per- 
centage of families who plan to 
remodel kitchens, bathrooms and 
heating systems within the next 
two years is lower in the farm 
area. For instance, 15.7 percent of 
the farm families plan to mod- 
ernize their heating systems, 
while, in the city, the figure is 21 
percent. On the surface, these 
figures seem to discount much of 
what’s been said about the po- 
tential farm market. There are 
reasons, of course. For one thing, 
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much of the contractor’s usual ad- 
vertising and promotional effort 
misses the farmer—it is, in fact, 
aimed in another direction: to- 
ward the home-owner in town. 
Another factor: many farmers 
are more inclined to make minor 
plumbing and heating repairs 
themselves. 

As a result, the contractor 
does not enjoy entree to as many 
farm as city homes. Consequent- 
ly, he does not have the oppor- 
tunity to sell up to larger jobs. 

What’s the answer? Well, the 
government has no monopoly on 
farm programs. Why not start a 
farm “program” of your own? 
In forthcoming issues, Domestic 
ENGINEERING will describe and 
illustrate how other contractors 
are doing it successfully. 
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Remodeling 
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Town? 


See page 122 


FARM MARKET ROUND-UP 





Bathrooms: 
14.8 percent have no bathroom, yet only 3.7 percent do not 
have a water system and some of these have city water. 
33.6 percent say they have room for an extra bath. 
50.1 percent have outmoded bathtubs and lavatories. 
10.2 percent plan to remodel their bathroom within two 
years. 





Heating Systems: 

23.1 percent don’t know the age of their heating system; 
the inference is that it’s very old. 

50.9 percent have hand-fired systems. 

34.2 percent of these are gravity warm air. 

22.9 percent report difficulty in heating certain rooms. 

15.7 percent plan to modernize their heating system within 
two years. 

76.5 percent plan to pay cash for the job. 

38.9 percent have no definite plans as to who will do the job. 





Kitchens: 
30.5 percent of refrigerators are over 10 years old. 
Over 25 percent of ranges, gas and electric, are over 10 
years old. 
83.5 percent have no kitchen exhaust fan. 
14.7 percent plan to remodel their kitchen. 





Laundries: 
Only 7.4 percent of Bay City farm homes have automatic 
washers. 
37.6 percent of the conventional washers are over 9 years 
old. 





Water Heaters: 
35.1 percent have no pressure or temperature relief valves. 
14.8 percent say their present water heater is inadequate. 
25.9 percent plan to buy a new water heater within the next 
two years. 
32.4 percent have a 50 gal. capacity heater now. 





Water Systems: 
41.7 percent of the systems are over 10 years old. 
22.2 percent plan to increase number of livestock within 
next year, but only 12 percent indicated they plan to 
purchase new water systems. 





Opportunity: The water systems market can well be the focal 
point for the contractor’s farm modernization program. 41.7 
percent of the systems are over 10 years old, suggesting ob- 
solescence or inadequate capacity. Although 22.2 percent plan 
to increase the number of livestock within the next year, 
only 12 percent plan to purchase a new system. Suggestion: 
Prepare a fact sheet or simple brochure citing actual increased 
production figures which accrue from the benefits of plenty 
of running water (don’t forget home convenience too). 
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Tue Bay City story, with its 
highly intensive and impressive 
coverage, is a thoroughly reliable 
yardstick for measuring the na- 
tion’s plumbing and heating re- 
modelng potential. 

This was demonstrated by the 
1953 survey of potential plumb- 
ing and heating sales by 300 
marketing experts, known as the 
Board of Analysts of Future 
Sales Ratings. There are enough 
parallels in the samples taken to 
indicate the thorough reliability 
of applying the Bay City Story 
as an approximate average of 
the national situation. 

This board of market analysts, 
with whom the writer is associ- 
ated as supervising economist, 























Let's Look Into 
YOUR TOWN 


The Bay City Story is your story ... the 
story of remodeling needs in your home 
town. That's the verdict reached by 300 
marketing experts from coast-to-coast 





By PETER B. B. ANDREWS 


Director, Board of Analysts of 
Future Sales Ratings 


consists of a panel of 300 market- 
ing authorities throughout the 
country. For 18 years this group 
has been forecasting in Sales 
Management magazine the sales 
prospects for 100 of America’s 
leading industries. They have an 
outstanding record .. . a batting 
average of 86 percent accuracy. 


Sales Outlook for "53 

In considering the sales poten- 
tial for the plumbing and heating 
industry for 1953, the Board has 
assigned its top sales rating of 
five stars. And in establishing so 
optimistic a sales rating, the 
Board was motivated largely by 
the tremendous modernization 
and expansion market in the na- 
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tion’s homes, factories, commer- 
cial buildings and institutions. 

Consensus of the Board’s esti- 
mates reaches a common denomi- 
nator of $10,600,000,000 as the 
total of remodeling and expan- 
sion of existing facilities work 
that is immediately possible. 
This estimate assumes, of course, 
that the materials for production 
can be obtained, and further, 
that an adequate selling effort is 
made to obtain the business. The 
latter factor is undoubtedly the 
crucial one. 

Many of these potential re- 
modelers have been delaying this 
work for years, and they are 
likely to procastinate still fur- 

(Please turn to top of page 124) 
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What’s the Remodeling Potential in Your Town? 













































































If your Town is: The Remodeling Potential for Next 2 Years is: 
POPULATION FAMILIES | BATHROOMS KITCHENS HEATING LAUNDRIES WATER HTG. 
BAY CITY 
53,400 16,150 3,520 3,472 3,391 1,841 2,293 
2,000 606 132 130 127 69 86 
5,000 1,515 330 325 318 172 215 
10.000 —s_ 3,030 660 651 636 345 430 
18,000 5,454 1,188 1,172 1,145 621 774 
25,000 7,575 1,651 1,628 1,590 863 riers 
50,000 15,151 3,302 3,257 3,181 1,727 2,151 
120,000 36,363 7,927 7,818 7,636 4,145 5,163 
500,000 151,515 33,030 32,575 31,818 17,272 21,515 
1,000,000 303,030 66,060 65,151 63,636 34,545 43,030 
Total U.S. 





157,015,000 47,580,303] 10,372,506 10,229,765 9,991,863 5,424,154 6,756,403 


HOW TO USE THIS TABLE: From the tabulation above 
you can tell how many families in your town plan major 
home improvements within the next two years. First, find 
the population figure nearest that of your town, then read 
to the right for the number of remodeling prospects . . . 


and adjust proportionately to fit your own population and 
unusual local conditions. The figures are based on data 
compiled in the Bay City survey which, experts say, pro- 
vide accurate sampling. The Modernization Sales Kit de- 
scribed on page 259 will help you to sell these prospects. 


Meet Mr. Andrews »== 




















(Continued from bottom of page 122) 
ther if not sold still more on the 
health, comfort, convenience and 
money-saving advantages of 
modern equipment. 

The enormous size of this po- 
tential market may better be vis- 
ualized by the fact that total ex- 
penditures for plumbing and 
heating supplies in the full year 
1952 will approximate $2,000,- 
000,000. The large potential re- 
presents some of the biggest un- 
finished business existing in the 
country, and could well repre- 
sent a cushion of strong support 
to the general economy in the 
event of an ultimate letdown as 
a result of a decline in defense 
spending. 


U.S. Compared to Bay City 


Proving that a much greater 
degree of obsolescence is extant 
than normally recognized in the 
plumbing, heating and allied in- 
dustries, a sampling of the Board 
shows intentions, whether im- 
mediate or not, for remodeling 
throughout the nation of 23.2 per- 
cent of the country’s existing 
bathrooms. That is remarkably 
close to the highly detailed Bay 
City Survey, which shows that 
21.8 percent of Bay City homes 
plan to remodel their existing 
bathrooms. 

The order of interest in bath- 
room equipment for remodeling 
runs in the national panel: first, 
lavatory; second, shower adapt- 
er; third, water closet; and 

(Please turn to top of page 137) 


Why Remodeling Outlook Is Good... 


_ 


It’s a fact that over half the country’s 45,000,000 homes are 
30 years old or more—many with 1920 kitchens, bathrooms 
and heating systems. For the first time, however, the actual 
extent of plumbing and heating remodeling needs in these 
homes has been well documented—in Bay City and, as a re- 
sult, on a national sca‘e. 


Pride of ownership is considered to be a major factor in 
remodeling plans. Ownersiip is growing steadily among 
America’s homes. Over the last 50 years, comparing 1952 
with 1902, the total number of homes has increased by about 
200 percent, while the number of owner-occupied homes has 
advanced by 250 percent. 


Population has increased significantly. Last year alone ac- 
counted for an increase of 2,700,000 people. This is equiva- 
lent to bringing into the modernization market in one year 
the people of a new state the size of Iowa, Florida or 
Louisiana. 


The public’s generally favorab!e income and savings status 
likewise augers well for larger plumbing, heating and air 
conditioning budgets. The very high rate of personal saving 
in recent years means that the pub‘ic has built up a vast 
stock of liquid assets which may be used at any time for 
home improvements. 


Additions by the public to liquid assets (currency, deposits 
in mutual savings banks, demand and time deposits in com- 
mercial banks, shares in savings and loan associations and 
Government securities) expanded about $5,000,000,000 dur- 
ing 1952 to date, to approximate a total of $240,000,000,000. 
These savings alone are many times over the present annual 
rate of spending for all plumbing, heating and air condition- 
ing materials. 


Current disposable personal income of the nation’s popula- 
tion is exceeding an annual rate of $233,000,000,000, which 
is far above the average of the year 1951, totaling $225,000,- 
000,000, or 1950, when it totaled $205,500,000,000. 


Financially, general business is better than at any past 
time in the nation’s history. This indicates ability to finance 
modernization of plumbing, heating and air conditioning 
needs. The nation’s current assets industrially are more 
than twice current liabilities, and the remaining net working 
capital after debts exceeds $90,000,000,000 for the country’s 
corporations alone. 


Aggregate employment—always a good indicator of poten- 
tial demand for plumbing, heating and air conditioning—is 
expected by the Board to exceed 62,000,000 in 1953, more 
than a million above the average employment rate this year. 
Average gross earnings may come close to $70 per week in 
1953, which would compare with $67 in 1952, $65 in 1951, 
$60 in 1950 and $25.20 in 1940. 





Meet Mr. Andrews... 


Peter B. B. Andrews is a leading 
authority in the field of economics 
and market research. At present 
he is director of the Board of An- 
alysts of Future Sales Ratings for 
Sales Management Magazine. The 
Board comprises a panel of 300 
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marketing authorities throughout 
the country. In addition, Mr. An- 
drews acts in the capacity of con- 
sulting economist for the National 
Production Authority. He is also 
economist and head of market re- 
search for Hearst Magazines. 
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COLUMBIA, PA. 
ONE OF 5 GRINNELL PLANTS 
MANUFACTURING PIPE FITTINGS 





complete-line : e 


manufacturer of . a FARM 


oF eg i Pere 


high quality gs 
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offers you... 


Complete line of high quality malleable iron and cast 
iron pipe fittings. 

Large stocks of pipe fittings — mass-produced by skilled 
workers using modern equipment. 


» Dependability —the result of finest materials, equip- 
ment and methods; assured by rigid production control 
and triple inspection. 


Coast-to-coast network of branch warehouses and distrib- 
utors — making available local stocks of Grinnell pipe 
fittings. ' 


CALL YOUR LOCAL GRINNELL DISTRIBUTOR 





GRINNELL MALLEABLE 
FITTINGS IN CARTONS 


Grinnell malleable iron fit- 

tings are available in cartons 

at no extra cost. Cartoned 

& fittings offer you: 

@ Faster and cleaner handling. 

e@ Easier storage and shipping. 

@ Cleaner stocks for resale and 
use. 

@ Contents quickly identified by 
labels. 

@ Greater accuracy in ordering. 

Grinnell malleable fittings 

are also available in both 

small bags and large bags. 




















Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 





Manufacturer of: pipe fittings ° welding fittings . forged steel flanges ° steel nipples ° engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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The condensed table below is a quick guide to the 
selection of the correct Thermolier for specific condi- 
tions. The capacities, when motors are operating at 
normal speeds, are based on Standard Basis of Rating: 
2 lb. steam pressure and 60° F entering air temperature. 


FOR CLASSY SHOPS 





Grinnell Thermoliers are tested and they are rated in 
strict accordance with rules of the Industrial Unit 
Heaters Association. 

All Thermoliers can be operated at working steam 
pressures up to 125 psi and steam temp. up to 406° F. 


A MODEL AND SIZE FOR EVERY PURPOSE- 
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THERMOLIER UNIT HEATERS 
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total heat air velocity at 
model delivered, sq ft edr exit, louvers open, 
Btu per hr (nominal) lin. ft. per min. 
» « « ehorizontal delivery 
D21 35,600 148 786 
D31 48,700 203 851 
D37 62,200 259 753 
D41 71,000 295 901 
D44 84,100 350 887 
D57 101,300 422 1016 
D66 128,700 536 779 
D71 151,700 632 977 
D91 196,000 817 985 
DI11 275,300 1147 1048 
TX70 69,800 291 826 
TX110 113,700 474 877 
e © vertical delivery 
VA1042 50,800 212 1399 4 
VA1045 73,600 307 1287 
VA1065 103,400 456 . 1354 
VA1075 145,600 607 1231 
VA1101 185,000 770 1495 
VAII1I1 257,000 1071 1631 











purepes ees 


area of velocity nozzle opening, square feet 















+++ 








80 90 95 120 140 160 180 200 


percent of Btu per hour percent of air velocity 


CALL YOUR LOCAL GRINNELL DISTRIBUTOR 


Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves ° prefabricated piping * Grinnell automatic fire protection systems 









ie 
f 











GRINNELL, ALONE, MANUFACTURES A 
FULL LINE OF HANGERS AND SUPPORTS 
No other company, anywhere, makes a 
line as complete or varied. Grinnell pro- 
duces hangers in thousands of combina- 
tions to support any piping. 


GRINNELL PROVIDES HIGHLY SKILLED ASSISTANCE 
AND ADVICE RIGHT FROM THE DESIGN STAGE 
Grinnell’s Pipe Suspension Department 
makes available specialized knowledge 
in the computation of hanger loads and 
the selection of the correct supports. No 
other company can match this service, 


Pipe suspension presents an extremely 
wide range of problems involving 
weights, stress, thermal movement, 
materials and specialized engineering. 
No one “goes into” the pipe hanger 
business overnight. Large manufactur- 
ing facilities, skilled technicians, and a 
lot of down-to-earth practical experi- 
ence are needed. 

Grinnell has become America’s No. 1 











GRINNELL, ALONE, MAINTAINS AN EXPERIENCED 
LABORATORY STAFF OF TRAINED TECHNICIANS 


In its modern, well-equipped labora- 
tory, tests are constantly being made to 
discover better ways of solving old and 
new pipe suspension problems. 


GRINNELL, ALONE, OFFERS EXPERIENCED 
FIELD ENGINEERING ON “‘TOUGH’’ JOBS 
Grinnell maintains an experienced staff 
of engineers in the field . . . ready to 
assist you “on the job” with any prob- 
lems in the erection of pipe hangers and 

supports, no matter how complex. 


supplier of pipe hangers and supports 
only because Grinnell has specialized 
in piping for one hundred years. 
Grinnell has developed a line of pipe 
hangers and supports for every piping 
requirement. 

Grinnell is always ready to co-oper- 
ate with plumbing and heating con- 
tractors in the preparation of pipe 
suspension specifications, 


CALL YOUR LOCAL GRINNELL DISTRIBUTOR 


GRINNELL 


WHENEVER PIPING IS INVOLVED 


Grinnell Company, Inc., Providence, Rhode Island ° 


rs 


Grinnell makes scientifically 
designed, ruggedly built 
pipe hangers and supports 
for every type installation. 














Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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JIM OAKSFORD SHOVELS IN 
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HOT WATER BASEBOARD RADIATION 


Floorlevel is your answer to hot water heating 
sales. For individual homes, row homes and 
complete apartment projects. 


Floorlevel’s all-in-one profit package stream- 
lines your installations, increasing your cus- 
tomer satisfaction and giving you extra profits. 


THE WARM AIR PACKAGE 


Temp-RD Air 


featuring a new type diffuser that 
assures even heat through the entire 
house. 


A comeltte pe package including—new G/A Air Diffusers, furnace bonnet 
assembly, with quick knockout holes for joining duct lines. 4’’ diameter 
pipes in 24” lengths and 90° = cows to reach almost any angle. 

a complete return air kit, 
including cold air return grille, 
9” round :. and furnace 
Soamet assem 


GENERAL AUTOMATIC PRODUCTS CORP 


SURE 
PROFITS! 





Up here in northern New York State our 
customers sure praise their General 
Automatic floorlevel hot water heating 
systems .. . And from our viewpoint of 
easy installation and sure profit we can’t 
praise floorlevel enough! 


We are installing it with equal satisfaction 
in new homes and old . . . The compact, all-in. 
one package units make installation a cinch. 
With no special tools needed and standard 
parts that are quickly available we save labor, 
time and money with floorlevel every time! 


Very truly yours, 

SIMMONS & OAKSFORD 

PF aces w Patph 
James W. Oakeford 


DUAL DE-AIRATOR TANK 
A positive eliminator of 
air blocks in forced 

hot water 

systems. 


COMPLETE 

PACKAGE 

Including . . . fin-type 

heating element, front pane: and top moulding--pack- 
aged in convenient 10 ft. lengths. Wall brac sath in- 
side corners, outside corners and splices. ; 


Spec. 56 gives you the complete 
details on the G/A profit package. 
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level Hot Water 
Baseboard Heating 


2300 Sinclair Lane * Baltimore 13, Md 








PERSONALITY PROFILES .. . 
Milton J. Stevens, President, Republic Heater 


THIS IS THE sToRY of a young 
fellow who was so dissatisfied he 
made good. It is about Milton J. 
Stevens, dynamic president of Re- 
public Heater Corporation, Los 
Angeles. 

This company’s five year rise 
from a small, relatively unknown 
water heater producer to one of 
America’s largest shows a 1,000 
percent increase in production and 
an annual volume of 5% million 
dollars, the largest expansion in the 
field. 

Coming with the firm five years 
ago, Stevens provided the spark 
plug with new manufacturing, de- 
sign and sales methods, which have 
now enlarged the firm’s distribu- 
tion to an international scope. Not 
willing to gamble with the com- 
pany’s reputation, he insists upon 
adequate research on new products, 
such as a three-year study of its 
new disposer before putting it on 
the market. 

He is a foremost industrial en- 
gineer and designer, getting his 
education at Northwestern Univer- 
sity. His first position was with a 
large retail merchandising chain, 


where he progressed to vice presi- 
dent in 13 years. He served as a 
commander in the Navy in World 


War II. 


An authority on gas appliances, 
Stevens has originated many con- 
cepts which have been accepted by 
the industry. He has worked close- 
ly with gas utilities nationally in 
developing more efficient heating 
of water. It is industrial men like 
Stevens that America looks to for 
doing a job well. 


NEXT MONTH: Joseph Hirshstein, Josam Manufacturing Company 





LETTERS ... 


(Continued from bottom of page 24) 
that it is an illustration of the re- 
port of the Coordinating Commit- 
tee. 

Be it further resolved that the 
illustrated booklet not be circu- 
lated setting forth the idea that the 
report of the Coordinating Com- 
mittee is a national plumbing code 
while, in fact, it is only a guide of 
minimum standards for the prepa- 
ration of minimum codes. 

Be it further resolved that this 
report of the Coordinating Com- 
mittee for a National Plumbing 
Code or the booklet entitled “Na- 
tional Plumbing Code Illustrated” 
is not intended to supersede any 
existing code in any municipality. 

Be it further resolved that a copy 
of this resolution be sent to all 
trade publications and authorities 
that a clear understanding will be 
had by all concerned. 

Be it further resolved that a copy 


of this resolution be presented to 
the annual meeting of the Ameri- 
ean Society of Sanitary Engineer- 
ing in November, 1952, in Miami, 
Florida, for a ¢onclusive solution 
for all its members. 
Raymonp E. PETERSEN 
Epwin C. O’TooLe 
Hucu C. Dopion 
ARTHUR GORDON 
P. J. Brown 
Illinois Chapter, A.S.S.E. 


REQUEST—ESTIMATING 

Victoria, Tex.—Having seen some 
excellent articles in your magazine 
on estimating labor costs, we won- 
der if you can help us out. This 
office is called upon to prepare cost 
estimates on various projects, and 
we need more reference data on 
estimating labor costs. 

Therefore, if you have any re- 
prints of these articles, we would 
like to obtain copies. Also, you 
probably know of some excellent 
books on estimating plumbing, 
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heating and air conditioning labor 

costs, and we would value your 

recommendations. 

H. R. DenyvEs 

major, USAF, 
% 


Foster Field 


REQUEST—RADIANT HEATING 

Detroit—Your July issue carried 
an editorial entitled “Practical Ex- 
perience is Their Teacher”, which 
to my understanding is the first of 
a series of articles on radiant panel 
heating. We would like to obtain 
25 reprints of this article and sub- 
sequent articles in the same series. 

Geratp M. Miiar 

Brooke, Smith, French & 
Dorrance, Inc. 


REQUEST—SHOWROOM BOOK 

Saginaw, Mich.—In the Septem- 
ber issue of Domestic ENGINEERING 
I noticed an article wherein it 
stated that a subscriber obtained a 
showroom book to help in designing 
his store. 

At present, I have immediate 
need for similar information. 

FRANK P. ABBOTT 

Abbott Plumbing and Heating Co. 


Manchester, Conn.—Please send 
us showroom sketches for plumb- 
ing and heating wholesale and re- 
tail houses. 

JACK ANSON 
Manchester Pipe & Supply, Inc. 
e We’re glad to take care of the above 
requests.—Ed. 


SHOULD’VE BEEN TWO L’s 


Cranston, R. I—On page 99 of 
your September issue, regarding 
the national convention of the 
American Institute of Wholesale 
Plumbing and Heating Supply 
Assns., you refer to “Admiral Ben 
Moreel.” Just for your informa- 
tion, this is spelled wrong. 

I am certainly surprised to see 
Domestic ENGINEERING slipping up 
on spelling. 

T. H. Dawson, Jr. 
manager, supply dept. 
Grinnell Co., Inc. 


MORE ON BAY CITY 


Des Moines—I have made my re- 
port to all departments concerned 
about your Bay City Survey. You 
can rest assured that this report 
was favorable in all respects. In 
my opinion you did a magnificent 
job in the planning and execution 
of this study. 

H. J. ScHutte 
research division 
Better Homes & Gardens 
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the security 


of your business 
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Experience and 


engineering skill 


develop the quality that makes 


Scaife 


RANGE BOILERS 


your best choice! 


The Scaife Company offers you quality 
products for profitable selling. Since 
William B. Scaife built the first range 
boiler in 1870, Scaife Company has 
offered the plumbing trade a good 
initial return, plus the extra profits de- 
veloping from the good will of well- 
satisfied customers. 

Through research, through advanced 
engineering and production techniques, 
through control of quality and careful 
inspection—this company has gained 
the engineering and manufacturing 
“know-how” that has earned for Scaife 
Range Boilers a reputation for com- 
plete dependability. For the customer 
satisfaction that every business needs 
... for the future of your business, de- 
pend on the quality of Scaife Range 
Boilers. 


SCAIFE COMPANY 


OAKMONT (Pittsburgh District), PA. 
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More Trips per 


Day. Your drivers 
make more trips per day 
because filling may be done under pressure 
where tanks are built for it. “Dual-Dials” 
give you this important safety feature. 


Magnetic Action Does It. 


Oil level is indicated ac- 
, curately on dial through 
W permanent non-electric 
magnets. Tank magnet 
is actuated by float, 
transmitting exact read- 

ing to dial magnet. 





dA 


Rochester gauges have earned their 
popularity because of faithful accuracy 
over a quarter of a century. The con- 
sumer likes them because they are al- 
ways dependable and easy to read from 
a long distance. Drivers like them for 
the same reason. 


Rochester gauges reveal the exact - 
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No Fire Hazard. 


The escape of fumes or 
oil leakage through 
gauge mechanism can- 
not occur since dial 
chamber is completely 
sealed off from tank. 
Underwriters’ listed. 


Guaranteed Accuracy. 
Each “Dual-Dial” is in- 
dividually calibrated for 
accurate readings 
throughout the life of 
the gauge. 


level of each tank regardless of varia- 
tions in tank capacity ... the reason for 
the present design. It replaces gallon 
gauge dials discarded over 20 years ago. 


BUILD YOUR BUSINESS WITH “DUAL DIALS”! 
Made for 275-gation oil burner storage tanks and 


stocked for tank depths of 22”, 24”, 27”, 42”, 
44”, and 47”; 1142” and 2” pipe thread connec- 
tions. Special lengths to order. 


ROCHESTER MANUFACTURING CO., INC. 
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8 Rockwood Street, Rochester 19, New York 


ENGINEERED INSTRUMENTS 


LIQUID LEVEL, TEMPERATURE AND PRESSURE GAUGES 
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EXPLAIN PROVED-POPULAR FEATURES! 
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DISPLAY THE MOST APPRECIATED APPLIANCE! 


WHEN 
REMODELING 


IN-SINK-ERATOR 


FOOD WASTE DISPOSER 


IS YOUR 
BEST BET 
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PLATED BRASS 


LEGS AND TOWEL BARS 
ALL NEW 


ALL PURPOSE __ 


CHINA OR STEEL 


with escutcheon 
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THIS LEG AND 

TOWEL BAR — 

TAKES CARE OF 

EVERY INSTALLATION R710 


IRON ENAMEL 
without escutcheon 















TOWEL BAR ADJUSTS TO ANY HEIGHT 


Le Here’s the answer to a lot of requests ...an all purpose 
A ‘ leg and towel bar...MADE OF BRASS — to sell in the 
% / / popular price range. Easy to instalf — full 3 adjustment. 

= or ' $-D All-Purpose legs and towel bars are the most beauti- 

' , ful accessory you can install in a lavatory ...dresses up 
' the bathroom ~ gives the lavatory a “finished’’ look that 
\ appeals to your customers. Use the S-D Legs and Towel 
Bars on every job...it’s simple—it’s fast...it’s profitable! 





















Pp S$ ALL THE OTHER 
© Se POPULAR S-D LEGS 
AND TOWEL BARS ARE 


AGAIN AVAILABLE IN 
8-R-A-S-5 





SINCE 1922. oo. 
| en MANUFACTURERS OF TUBULAR BRASS PLUMBING GOODS 
SANIFLEX SUPPLIES © LEGS & TOWEL BARS 
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From every viewpoint, AllianceWare offers you the ideal 
sanitary ware for bathroom modernization. With 1/3 the 
weight of ordinary tubs, there’s no need of installing special 
floor supports when replacing an old-fashioned tub with 
an AllianceWare tub. 


Lighter weight also means there’s no problem in getting 
the AllianceWare tub into second-floor bathrooms. Two 
men easily carry an AllianceWare tub—upstairs and around 
corners — without straining. With AllianceWare you cut 
handling and installation costs. 


And you can offer AllianceWare to the most color-conscious 
home-owner. AllianceWare fixtures are available in five 
wanted decorator colors—gleaming pink, blue, green, tan, 
and gray—as well as lustrous white. AllianceWare in color 
costs only 10% more than white so you can install —at 


ALLIANCEWARE, INC. ¢ Alliance, Ohio 


Bathtubs e Lavatories ¢ Toilet Combinations e Sinks 


Reinforced construction AllianceWare distinctive 
assures maximum ao modern design complements 
Strength. any bathroom styling. 


DOMESTIC ENGINEERING 


with AllianceWare 


little extra cost to the home-owner — bathtubs, lavatories 
and toilet combinations in matching color . . . complete 
ensembles for bathrooms of luxurious, lifetime beauty. 


For your remodeling jobs—and new jobs, too—there’s 
profit for you in AllianceWare. 
















PORCEL Any On 


Alliance} Vare 









iy 
Gleaming, stainproof > An integral 
porcelain enamel a wall guard prevents 
surface cleans easily. at water seepage. 
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Youve waited 20 years 
forthe new Yindmast ting cnn 


It's been 20 years since you and your customers 
benefited by a major improvement in barometric 
draft controls. That’s why you'll find it so profit: 
able to cash in on the new Windmaster Draft Con- 
trol now. 

The Windmaster solves a lot of your major in- 
stallation and setting problems, while assuring 
greatly increased heating efficiency. It cuts installa- 
tion time to 3 minutes and simplifies accurate set- 
ting. This adds up to more profits and more satisfied 
customers. 

Because the Windmaster offers so many quality 
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features never before found in a draft control, 
demand is rapidly growing. So why wait? “Go 
modern” with the new Windmaster Draft Con- 
trol. Send for literature and full details today. 
Sold exclusively through leading jobbers 
and manufacturers. 


_Windnidster 


Orporalion , 


899 Ingleside, Columbus 8, Ohio 
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Let’s Look Into Your Town... 


(Continued from bottom of page 124) 
fourth, shower enclosure, which 
corresponds to the order of in- 
terest shown in Bay City homes. 

Further significant parallel oc- 
curs in kitchen remodeling plans, 
for which the national panel in- 
dicates 22.4 percent have mod- 
ernization plans, while, again, the 
Bay City ratio is close with indi- 
cations that 21.5 percent of Bay 
City homes plan to remodel the 
kitchen. 

In the heating picture, too, the 
Board’s estimate approximated 
the findings of the Survey. 
Better than one in five, or 21 
percent, the Survey reports, plan 
to remodel] their heating system 
within the next two years. The 
national panel’s figure, 21.8 per- 
cent, is again amazingly close. 

The writer’s two decades of 
experience with surveys of this 
type indicate, with this running 


alignment of samples, that most 
other comparisons of Bay City 
ratios to the nationwide situation 
would be relatively close also. 
Besides the enormous modern- 
ization potential, new building in 
1953 is likely to be a keen stimu- 
lant to plumbing, heating and air 
conditioning demand. Another 
year of construction exceeding 
1,000,000 new residences is an- 
ticipated by the Board, while 
overall construction activity in 
the United States is expected, 
for the third year running, to 
surpass the $30,000,000,000 mark. 
In the main, however, the 
principal motivation for future 
optimism is the great underlying 
opportunity throughout the na- 
tion for remodeling the many old 
homes and enlarging them with 
additional rooms involving addi- 
tional plumbing, heating, air 
conditioning and appliances. 





125 Questions... 


(Continued from bottom of page 98) 
An example of cross-checking 
was contained in the heating ca- 
tegory. Which rooms were hard 
to heat? was followed later by: 
Does your heating plant keep 
your home comfortable? It is in- 
teresting to note that many peo- 
ple who specified certain rooms 
as hard to heat answered the 
latter question in the affirmative. 
Basement drainage, hot water 
heating, laundry, bathrooms, 
kitchens, cooling equipment—all 
were thoroughly covered. Inter- 
viewers measured the size of 
water supply lines so that prac- 
ticability of adding new equip- 
ment with existing supply lines 
could be determined. 
And questions like these told 
a revealing story of plumbing 
efficiency: Are you bothered by 
constantly running toilets, leaky 
faucets, noisy pipes, dripping 
condensation on toilet? How 
many times a year does the 


plumbing clog up? How many 
times have you had to call a 
plumber in the past year? These 
were in addition to questions 
that got the facts about the over- 
all plumbing equipment. 

How often is your basement 
flooded? Do you have a sump 
pump? What is your water 
heater? What is its storage ca- 
pacity? How is it protected? Do 
you own a water softener? 
What brand of clothes washer, 
ironer, dryer, do you have? 
What type of laundry service do 
you use? Do you have ceiling 
insulation? Attic fan? Air condi- 
tioner? How many days was 
your house too hot this summer? 
These are a few of the other 
questions which indicate the 
depth of penetration of the sur- 
vey. The farm questions thor- 
oughly explored water supply 
for all purposes, in addition to 
all the facts on household equip- 
ment in all services. 

The questionnaire learned not 
only immediate and long-range 


137 


modernization buying inten- 
tions, but the owners’ prefer- 
ences on payment and financing. 
It also “pegged” each owner’s 
income bracket, and specified 
exact equipment under consid- 
eration for purchase within the 
next two years. 


Dr. Allen... 


(Continued from bottom of page 99) 
up to date, providing a clear-cut 
picture of occupied dwelling 
units.” 

The sampling procedure fol- 
lowed by Dr. Allen was accord- 
ing to concentration of occupied 
dwelling units, and charted to 
cover every block and every 
{ype of residential structure. 

“The Bay City findings are 
reasonably typical of all com- 
munities in this latitude,” Dr. 
Allen says, “and with but slight 
modifications for weather condi- 
tions and other local factors will 
be generally applicable to any 
area, even to the extreme south 
and southwest. They are, I be- 
lieve, a reasonably accurate re- 
flection of conditions in any com- 
munity of 25,000 to 150,000 popu- 
lation. Again, however, they can 
be considered as worthwhile in- 
dicators for even the largest 
cities and smallest towns. Cer- 
tainly the bulk of the questions 
asked might be asked of any 


home owner anywhere.” 


Use It in Your Town 

The Bay City survey, under 
Dr. Allen’s supervision, is the 
master plan which, in simplified 
form, can be applied to your 
community. It is not, of course, 
necessary for other moderniza- 
tion surveys to cover the ground 
as exhaustively as was done in 
Bay City where one objective 
was to secure information that 
could be projected to get the na- 
tional picture. The simplified 
questionnaire, which can be util- 
ized on any search for modern- 
ization prospects, is contained in 
the Modernization Kit described 
on page 259. 
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Kipidagions 
BIG 3 FOR ‘93 


| The “GUSHER”, the “TORRENT” and the “SUPER GUSHER” 


—priced to pull in extra water systems profits for you! 























































A lower price tag means a lot when it’s tied to a water sys- 
tem with the well-known Rapidayton name. “Gusher” 
sales in the last four months prove that! Now the new 
“Torrent” and “Super Gusher” join Rapidayton’s com- 
plete line—each with a special, low retail price. Here’s a 
brief description of your BIG 3 for 1953: 





RAPIDAYTON “GUSHER’’—$99.50 Retail Price. This complete, 
shallow well system offers a Model 250V Pump mounted on an 
automatically-welded, 12-gallon tank. Built for dependable per- 
formance and priced for the market. 


RAPIDAYTON “TORRENT’’—$149.50 Retail Price. This jet 
“package” system includes a 12-gallon pressure tank, and can be 
used on deep or shallow wells. Jet pump performance at a price 
that attracts customers. des 


complete, shallow well system delivers 350 gallons per hour, and 
is equipped with a 17-gallon pressure tank. Designed for the 
customer who needs extra capacity. 


RAPIDAYTON ‘“‘SUPER GUSHER’’—$114.50 Retail Price. This 





f 
WRITE, PHONE or WIRE for 
full information on the BIG 3. 


| JHE DAYTON PUMP & MANUFACTURING COMPANY 
| Dayton 1, Ohio 
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WATER HEATER 
(GAS FIRED) 


How to plan PLUMBING AND HEATING IN A SMALL 
TAXPAYER BUILDING 


The one-story “taxpayer” building 
developed with the movement of shopping 
centers to suburban areas. Constructed 
with or without a basement, it houses 
retail stores, service establishments, 
am t centers, restaurants and offices. 





Heating and plumbing requirements of 
such a building are usually provided by 
the owner, whose main interest is economy 
and trouble-free operation. An oil or gas 
fired steam boiler with automatic controls, 
and a separate gas fired heater for hot 
water supply, as illustrated, is commonly 
used, 

The two-pipe heating system, located 
in the basement, utilizes unit heaters hung 
from the ceiling to save space. Individual 
thermostatic controls assure fuel savings 
and even heating. A further refinement 
of the control system would include an 
automatic shutoff or modulator valve on 


the steam line just ahead of each heater, 
and an aquastat in the condensate return 
line from each heater. Piping is simple 
in such an installation and standard-type 
valves are used. 


Consultation with accredited piping 
engineers and contractors is recommended 
when planning any major piping instal- 
lation. 

To save time, to simplify planning, to 
get all the advantages of Jenkins special- 
ized valve engineering experience, select 
all the valves you need from the complete 
Jenkins line. It’s your best assurance of 
lowest cost in the long run. Jenkins Bros., 
100 Park Ave., New York 17. 


Complete description and enlarged 
diagram of this layout free on request. 
Includes additional detailed information. 
Simply ask for Piping Layout No. 64. 
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Diagram by Huxley Madeheim 
Consulting Engineer 
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VALVE RECOMMENDATIONS 
Send for details of Jenkins Valves 
to suit varying conditions 
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Says ALDEN WILBUR 


Prominent Plumbing and Heating Contractor in Fairbanks, Alaska 





“For a period of almost three weeks the temperature ran from zero to 
sixty below. Sometimes, the temperature would drop as _ <i oe 
much as 40 degrees in three hours. In one instance, the temperature 2 
held between 50 and 60 degrees below for a full week. ot ra 
All during this cold period not at any time did the 
temperature in the house vary from that set by 


the thermostat. | carried the water temperature in 
the boiler at 180 degrees and did not at 













Type K cover... 
cutaway showing 
heating element. 


any time increase this setting. 





On one of the coldest days | tried to find out how much 
of the time the oil burner and circulating pump 





were in operation, as near as | could tell at 60 below 
zero the pump ran about 80% of the time and the 
burner about 50%. | am more than pleased with 

the Vulcan set-up and | am sure that my 

experience will help sell more 
installations next summer.” 


a 


Vulcan Baseboard Radiation (Radi-Vector) provides 
heat output that guarantees comfort under the most 


adverse conditions. Time-tested...the standard 
Peep S for efficient heating and ic operation . . . for 
Here's proof 


of Vulcan's over a quarter of a century. 


—— ? 








The VULCAN RADIATOR Co. 
14 Francis Avenue, Hartford 6, Conn. 
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IDEAL FOR THOSE REMODELING PLANS 


..$ HANGERS 


for Copper Tubing ~ | 





fulean 





Ww 





Copper tubing should be fastened in place | 
with copper hangers or straps to eliminate } 
possible electrolytic action which occurs be- 
ks, Alaska tween copper and ferrous metals. Hangers 

aa S$ 0 L I D C 0 p 5 E ~ must be of copper and not copper plated steel. 
Hangers should be of correct size to eliminate 


p é i FO R A T & D 5 T R A 1 vibration. Hangers made for steel pipe ap- 
} 



























proximating the next larger size of copper 


Again Available tubing are only a make-shift, and will result 


in corrosion and vibration. 










SS 
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Comes in four different widths and 
weights to meet the requirements of any 


copper installations. W & SCO 


YW 
LS 
LLL 
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Type K cover... SS 
ese Sawing S Square Hole #1, 34” Medium-Punched 1,” 
ae eeeneny. SSS Square Hole K2, %” Heavy-Punched 14” SOLID COPPER 
SSS Square Hole 3, 1” Extra Heavy-Punched 14” 
NUNS Round Hole #5, %” Light-Punched %” 
SS Tit Tube Straps 
NJ WESCO manufactures a complete line iP 


Uh 






of solid copper hangers for copper tub- 7 ff 
ing. WESCO two hole tit strap snaps on 


the tube leaving plumber’s hands free WESCO (Tit) Tube Straps SAVE TIME & CUT 


MU 






7 














"IS to nail. WESCO Solid Copper Ring LABOR COSTS. The quick, easy “SNAP-ON” fea- 
f SS 4 ; yuick, easy “S } 
NSS Hangers, Copper Boltless Hangers, ture leaves hands free to line-up and nail. Use 
SIS Chaps, Combina- WESCO Hangers on your next installation. You'll 
NSS Sturdy, Neat tion hanger and be amazed at your INCREASED EFFICIENCY. 
SS perforated strap, These straps are a must both on standard and 
SUS Dependable and copper spe- radiant heating installations where installing time 
NSS cialties. is the prime factor. 
Ss TES . . 
NS Time Saving Made in Nominal Sizes: 4” to %” 
SSS Wesco Regular—2 Hole Straps Available 4%” to 2” 


ESCO SOLID COPPER 
Boltless WESCO SOLID COPPER 


Hangers Ring Hangers 


= 
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SSS 
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Yl 
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Yu WESCO BOLTLESS Hangers 

GEiZ I j : 

YU enable the plumber to make rapid To provide a hanger for drop 

YY installation and produce a neat, lines, we have provided a _ solid 

YAW é ‘ 

YU professional job on tubes up to 1” copper ring hanger. Stock is of 
‘iY in size. To install, simply place adequate gauge and width to carry 

A 


NS 


hanger bar or lag screw over lug the tubing. A % bolt is provided. 


Vs 









eves (Fs of hanger, squeeze hanger to- They may be hung with lag screws 
e most le gether and bend up lug. or the proper gauge of WESCO 
indard at Square Hole Perforated Strap. 
wr f, _ x 1 — a Made in Nominal Sizes: 1%” to 4” 
ee : Sizes: %” to 1” 


WRITE WESCO FOR FURTHER INFORMATION 


MANUFACTURING CO. = 


P. O. BOX 175 e WELLSVILLE, OHIO | 
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HEATERS 


Here’s one of the hottest sales stories of 
the year. Today, your customers want a 
water heater that will last. And that’s the 
story of the Dow Magnesium Rod . . . 
efficient corrosion protection, longer tank 
life, cleaner, clearer water. 


It’s the simplest story there is to tell. Cor- 
rosion attacks the magnesium rod instead 
of tank walls. The rod guards against cor- 
rosive leaks . . . gives cleaner water. 





And it’s the most effective story! 


Dow penewred the: use of magnesium 


rods for heater protection. The Dow 
name is one your customers know and 
will depend upon. 

Try it and see. Ask your water heater 
manufacturer for a product protected by 
Dow Magnesium Rods. Then tell your 
customers the story. You’ll see why Dow 
Magnesium Rods are “hot stuff” in water 
heaters. 


uit) RODS 


a 





THE DOW CHEMICAL COMPANY 
Magnesium Department + Midland, Michigan 
New York © Boston «¢ Philadelphia « Atlanta « Cleveland « Detroit « 


St.Lovis «¢ Houston « SanFrancisco « Los Angeles «+ Seattle 
Dow Chemical of Canada, Limited, Toronto, Canada 
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WARWICK. 











Best Sit... 
For Those Carefully Planned REMODELING JOBS! 


IMPROVEMENT is the paramount issue in every remodeling job! That is why.it is wise to 
specify WARWICK Malleable Iron UNIONS in remodeling pipe lines everywhere. For a 
WARWICK Union assembled pipe line is a marked improvement over ordinary jobs. 
WARWICK Unions are not just made—they’re built ... built with uniform strength 
over all—with heavy, indestructible, large ground ball joint and bronze seat— 
with positive, permanent full ball seal—with strong, square-shouldered nuts to 
withstand wrench abuse. Yes, WARWICK Malleable Unions are built by men 
with special creative skill and experience .. . to make the best showing in 


your pipe-line remodeling jobs. 


The best proof of WARWICK 
quality is that WARWICK 
Unions are stocked and sold by 
leading jobbers everywhere. 


The WARWICK 
COMPANY 


NNN LALA ALLOA 
IDAHO AVENUE LINCOLN PARK, R. | 
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SAVE TIME TWO WAYS 


| win TOLEDO SIMPACT 


for all 1’ to 2” threading! 














QUICK THREADING 
























ONLY ONE SET OF DIES for 4 
pipe sizes. 

FASTER CHANGE OF SIZES! Just 
push the size selector button, slip 
dies in proper steps, turn head slightly 
and die size is changed! 


EXTRA RUGGED FOR EXTRA 
LONG LIFE... producing accurate 
threads. 


EASY TO OPERATE ... simple in 
design ... fewer parts... light in 
weight. 


AMAZINGLY COMPACT... will 
thread a pipe projecting through a 
wall as short as 61,”’. 

ACCURACY THROUGH THE YEARS 
. .. dies recede along tapered steps 
;..MO Cams to wear. 


LOW COST! This remarkable self- 
contained tool assures smooth, per- 
fectly tapered, leak-proof threads at 
lower cost! Play safe! Buy Toledo 
Simpacts at your dealer. The Toledo 

T D © Pipe Threading Machine Co.,Toledo, 
Ohio. New York Office: 165 Broad- 


PIPE TOOLS ..7POWER DRIVES way, Room 1310. 
f* POWER pipe MACHINES 

















50 YEARS OF LEADERSHIP (ry 


AUTOMATIC DRIP OILING. 3-CHUCK JAWS. Simpact pipe TOLEDO SIMPACT DIES are SIMPLE ,.. COMPACT. Note 
Oil pockets in head of a Simpact holder with 3-chuck jaws is easy made of high speed steel and are the simplicity of the Simpact. No 
collect oil and drip directly on to center, and assures perfect easily resharpened. complicated cam parts to clog 
dies. aligned threads. with dirt and wear. 
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Bay City Report 


INSTITUTIONS 


If he looks for it, the contractor will find a large 
modernization market in his own home town 


By JOSEPH W. JANSON, Editor, Institutions Magazine 


THE INSTITUTIONS MARKET is a 
broad one. It embraces quantity 
feeding activities (as in restau- 
rants) and mass housing operations 
(as in hotels, hospitals, etc.). 

The multiple-sale possibilities of 
the institutions market can be more 
readily appreciated if considered in 
terms of equipment and appliances. 
The sale and installation of one 
room air conditioner, one flush 
valve, one shower stall or modern 
tub, one lavatory or closet, need 
only be multiplied by the number 
of room units in a single institu- 
tion that would benefit by these 
improvements. Also important, 
though on a one-job basis, is the 
contract for a new boiler, water 
heater, etc. 


We Found the Market 
This, then, is the rich market for 


modernization which I, and the 
survey crew assigned to the insti- 
tutions segment, found in Bay City. 
While other groups were busy fer- 
reting out facts on the moderniza- 
tion potential in homes, on the 
farm, and in industrial properties, 
a team of editors from INSTITUTIONS 
Magazine, with technical assistants, 
probed the fields of mass feeding 
and mass housing. 

The method employed by this 


group, trained in the survey tech- 
nique, was to conduct a depth in- 
terview in each institution studied. 
In this way a rather thorough pic- 
ture was obtained of (1) the 
amount and kind of modernization 
undertaken in the past five years; 
(2) the benefits to the institution 
of completed improvements; (3) 
the modernization still required to 
bring the institution’s plumbing, 
heating and air conditioning facili- 
ties up to date; and (4) specific 
modernization efforts scheduled for 
the next two years. 

Because of the complexity of the 
institutions field, and the amount 
of detail involved in reporting on 
individual segments, the Bay City 
Report on institutions will appear 
over the next several months. This 
issue will be concerned with the 


hotel field only (next page). 
Bay City Means Your City 


In reading these survey findings, 
the contractor should keep in mind 
that the Bay City Report has its 
counterpart in his own community. 
The modernization potential is 
there, most of it requiring only a 
minimum of effort to uncover. We 
suggest you study this report, and 


succeeding ones, for ideas that can 
be used in your own hometown. 
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HOTELS 








CANTANKEROUS .... is the word for this old 
coal-fired boiler, typical of those found in some of 
the hotels surveyed. Wasteful of fuel and unde- 
pendable, these boilers need to be replaced NOW, 
and in all cases the management seemed to be 
aware of this fact. This, then, is a part of the re- 
modeling potential in Bay City ... in any city. 

Several hotel managers asked the interviewers 
for sources of reliable information on boilers, 
their care and maintenance. Thus, informative 
mailing pieces on this subject, including of course 
a description of the contractor’s services, would 
be a logical first step toward an eventual boiler 
modernization or replacement sale. 





TOO HOT TO HANDLE is the uninsulated pipe 
shown in this hotel. There is no accurate way of 
estimating just how much uninsulated pipe exists 
in hotels, but it is safe to assume that if laid end 
to end, it would stretch across several states. 

Aside from creating a hazard for employees, 
this pipe is extremely wasteful of fuel. Perhaps 
such conditions explain why in some hotels the 
water is never hot enough. 

But if the water is lukewarm, the sales pos- 
sibilities certainly are not. A “figure-minded” 
contractor could make a hotel manager, already 
worried about costs, start talking insulation con- 
tracts in a hurry. 
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No traps ,..and dripping 
faucets! This bad com- 
bination is symbolic of the 
plumbing remodeling 
needs of many hotels. The 
Bay City Survey proved 
conclusively that a huge 
remodeling market exists, 


























































WE ARE TAUGHT TO RE- 
SPECT AGE ... but not in some- 
thing as essential to a hotel as 
volume water heating equipment. 
Certainly, the old cast iron “con- 
traption” shown above looks rug- 
ged ...on the outside, that is. 
People (and hotel managers are 
people) tend to hang onto things 
as long as they even pretend to 
work. However, when they are 
shown how expensive this habit 
can be, they usually mend their 
ways ... and their equipment. 





Check the conditions in your town against the 


modernization needs we found in Bay City 


By E. M. STEPHENSON 
Ex-Plumbing Contractor. Now Staff 
Member, Domestic ENGINEERING Publications 


AMERICANS ARE A TRAVELING PEOPLE. In no other nation do 
as many men and women journey for days and nights far away 
from home. Thus, the importance of the hotel in our way of 
life. It is not only a haven upon the road; it is a home away 
from home. And as such, its importance in the remodeling 
picture is firmly estaljlished. : 

The Bay City Survey, which included a thorough inspection 
of that city’s hotels, revealed that the need for remodeling is 
great. For the most part, these structures are heated—often 
poorly—by antiquated or faulty equipment. Bathrooms, on 
the average, are something over 25 years old. Projected as an 
estimate to the national scene, the age would probably go up. 

There is nothing surprising in this. The great period of hotel 
construction came several decades ago, and there has been rela- 
tively little remodeling of basic plumbing and heating since 
then. Even with our many new and glittering hotels in the 
larger cities, there still exists a vast modernization market in 
this field—probably because of these new hotels. For to survive, 
each hotel must compete with others for guests, and a new hotel 
will drive the others in the area into a frenzy of modernization. 

An added incentive toward remodeling is the growing popu- 

(Please turn to center of page 150) 
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Continued 


DON’T BUMP HEADS 
’ lavatory arrangement 


al of washroom equip- 

fotels and in many others 

all over the country. Remodeling could well start 
with replacement of these lavatories, along with the 
old, pitted urinals shown below. And in a few years 
the fixtures below (at right) will become museum 





pieces .. . they’re almost rare enough today. Note 
too the exposed piping in this washroom .. . not to 
mention the wooden partitions and cracked toilet 
seats. Some replacement has taken place however, 
they do not match the old (faucets); and several of 
them, both old and new, do not work. These condi- 
tions exist today in a nation noted for its modern 
plumbing (believe it or not!). 
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LET’S PRAY that the valve on this line (above) 
holds; for if it doesn’t, the management will dis- 
cover a new shower. A plug for a pipe is a simple 
thing, but it is amazing how many unplugged 
pipes can be uncovered if one has a mind to 
prowl about older buildings (in this case, hotels). 
But this is a symptom of something else . 

neglect! Tip: What about plumbing surveys? 





MAYBE THEY’RE BOOKED SOLID, but they 
can always accommodate another bathroom. 
Shown above is one way of solving the ever-pres- 
ent space problem. A new wall is built around 
one corner, and the bath is placed here. And 
while the stack and lines are being run it’s just as 
cheap to do the same thing to that room next 
door. Tip: Show the manager there’s always room. 











YOU’D GIVE UP TOO if you got as little atten- 
tion as these valves have received through the 
years. But as long as a valve works, no matter 
how sluggishly, the tendency is to ignore it. The 
point (selling) is that a doubtful valve is a dan- 
gerous valve, and that a sudden breakdown can 
mean a shutdown system. Tip: Most managers 
would appreciate a free inspection! 
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LANA TURNER DIDN’T BATHE HERE, and 
we seriously doubt if she would be fooled into 
thinking that this is a modern bathroom. Yet, 
that’s what was intended. Someone beat the 
plumbing and heating contractor to this hotel and 
sold a bill of goods (tile). This isn’t remodeling, 
it’s camouflage! In the end those ancient tubs 
must be replaced, Why not now? 
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HEATED STONES WERE USED BY IN- 
DIANS to warm their wigwams, and shortly there- 
after someone came up with the round radiator 
shown above. As a curiosity these are interesting, 
and to the remodeling-conscious contractor they 
should serve as an open invitation to go to work. 

All of the hotels surveyed possessed antiquated 
radiation, of one sort or another. This is easy to 
explain; most hotels were built many years ago. 

But times have changed, and so has the heating 
equipment. Tip: Show them by facts and figures 
how much fuel can be saved, and appearance im- 
proved, with modern radiation. 


(Continued from page 147) 
larity of motels. These frequent- 








YOU CAN’T CUDDLE IN THIS CORNER, 
but you can wash your hands in it. Remodeling? 
Yes, in a way. And if the manager insists there is 
no room for a bathroom, you can always ask, “Is 
there at least one corner in the room?” This is 
only a partial solution, but it shows what can 
and has been done in many hotels. 

In a way, this is only getting one foot in the 
door, for in the end a complete bath will be 
needed. But the point is this: there is always 
some room for some remodeling ...no matter 
how small the hotel room. The important thing 
is to get a remodeling program started. 


waiting to be sold. The first step, 
of course, is getting to know the 


ly attractive modern structures hotel managers in your home 


located on the edge of town away 
from congested traffic conditions, 
have been giving the hotels a 
very bad time of late. Their and if some selling is done, a 
rates are usually lower than the 
hotels’, ‘and 
heating and decor are frequently 
of high quality. 





their 


The Market Is There 


Thus, it is not surprising that 
the interviewers found the aver- 
age Bay City hotel manager re- and heating survey would prob- 
ceptive to modernization ideas. 
A few of the hotels surveyed ers were frequently asked for in- 
had a definite long-range mod- formation that could be obtained 


town. The second is making at 
least a small repair. If both 
steps are accomplished properly, 


large and constant market can 
be tapped. 

Brochures, direct mail pieces, 
etc., will help. But the best 
method, Bay City hotel mana- 
gers told Domestic ENGINEERING, 
is personal contact. 

An offer of a free plumbing 


plumbing, 


ably be welcome. Our interview- 


ernization plan—or considered only in this fashion. 


the formation of one in the near 


future. 


The market 
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Giving advice and information 
when they are needed is one of 
there... the best methods of selling. 
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YOU CAN STILL GET WARM WATER 
THROUGH THIS PIPE .... if you care to wait 
long enough for the trickle. Years ago, the 
original pipe was replaced with copper, but on 
this job one little item was sadly overlooked .. . 
a water softener. And now, look at the pipe! 
Scale accumulated with the passing years and 
flowing water (hard, that is). Yes, and hard on 
all the thousands of guests in this hotel who had 
to wash without the benefits of softened water. 

It’s an even money bet that if all the scale from 
hotel pipes were to be piled in one place we’d have 
a new mountain. 





ie tes 


GRANDPA REALLY LOVED THIS TUB, but 
we doubt if most guests in a hotel today would 
be impressed, save in a negative fashion. And 
that’s the sales pitch for the contractor to throw 
when he goes out for hotel bathroom remodeling. 

Hotels must please to stay in business, and the 
tub shown above would please only an antiquarian. 
Actually only a seal would come back for more 
of this if there was another hotel in the town with 
modern bathrooms. 

Tip: Get one hotel in your hometown to re- 
model, and the rest of them will follow quicker 
than you can write up the contracts. 








HERE’S WHAT SHOULD HAVE BEEN 
DONE IN THE FIRST PLACE, but wasn’t... . 
and often isn’t. Proper water softening equip- 
ment represents a large portion of the hotel re- 
modeling potential. Few of the hotels examined 
had adequate facilities for water conditioning. 

Selling management on the need for this sort 
of remodeling is largely a matter of pointing out 
what poorly conditioned water does to piping . . . 
and how expensive it is to tear up floors and walls 
to replace the piping that has been choked up by 
the action of corrosive water. Tip: A section of 
corroded pipe might impress them. 





KEEPING COOL IS DIFFICULT in most 
hotels, and the compressors shown above helped 
only the guests in the tap room, the one spot in 
this hotel supplied with air conditioning. 

..Here is a really huge portion of the hotel re- 
modeling market, for even in larger cities there 
are few hotels that can claim adequate air con- 
ditioning. But the few who can are claiming a 
lion’s share of the business! 

The facts are simple: Within a few years an 
un-air conditioned hotel will be but one step 
ahead of the sheriff, and he’ll leave an air condi- 
tioned office to serve the papers. 














... continued 











Eurich Says: Show the hotel manager how to 
cut operating costs and increase patronage, 
then sell him remodeling! 





































Although he specializes in commer- 
cial, industrial and institutional work, 
A. W. Eurich also goes in for mer- 
chandising. 


Our researcher inspects one of the new oil-fired packaged boilers in- 
stalled by A. Wa Eurich Plumbing and Heating Company in the Wenonah 
Hotel. These bpilers, replacing old coal-fired equipment, made possible 
a fuel saving pf over $2,000 during the first year of operation. The Two YEARS Aco, the Wenonah 


management plgns to continue adding bathrooms, modernizing plumbing. Hotel in Bay City installed two 
oil-fired boilers with automatic 
controls, replacing old coal-fired 
equipment. This was done as a 
part of a long-range remodeling 
program which includes the 
modernization of most of the 
bathrooms in its 200 rooms. 





As a result of this installation, 
the savings in fuel alone for the 
first year was over $2,000. And 
the management is completely 
sold upon the value of remodel- 
ing. 

Built in 1907, the Wenonah 
has gone through two periods of 
reconstruction. Wings have been 
added, and baths have been in- 
corporated in rooms previously 
without them. However, much 
remains to be done. 








Boilers by Eurich 





The boilers were installed by 
the A. W. Eurich Plumbing and 
Heating Company. The same 
firm has modernized many of 
the hotel’s bathrooms, and re- 
vamped some of the plumbing. 
Mr. Eurich specializes in com- 
mercial, industrial and institu- 
tional work. In fact, this kind of 
business, dollar-wise, makes up 
90 percent of volume. Although 
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concentrating usually upon the 
heavy work, this aggressive 
contractor also merchandizes for 
the domestic market. “When I 
see the way the market is going,” 
says Mr. Eurich, “sometimes I 
think I ought to add TV.” (TV 
sales are currently booming in 
Bay City.) 

His story of the remodeling 
market is representative. For 
he, like many other contractors, 
can trace large contracts to a 
few relatively small repair jobs. 


Those contractors in Bay City 
who have been successful in sell- 
ing remodeling told us that in 
most cases they could attribute 
the big contracts to that initial 
small one successfully executed. 


“The foot in the door” tech- 
nique has worked, and worked 
well. “Once you get acquainted 
with the people in charge, and do 
some work for them,” they tell 
us, “the rest follows. They know 
you and they'll call on you 
again.” 


How to Sell the Market 

The Wenonah Hotel maderni- 
zation is a case in point. A few 
minor repairs were made, and 
then Mr. Eurich landed a $27,000 
contract. 

This suggests several things. 
One: that even the first slight 
repair job can be sought out and 
sold. Two: that the best way to 
sell such a market is to know the 
people who are authorized to 
award the contracts. Three: 
when given a contract, even a 
small one, do the best job pos- 
sible. Four: keep the contact 
active; inspect the job; ask about 
it; try to survey the entire struc- 
ture. 

The Bay City Survey reveals 
that much modernization is con- 
templated . . . and without 
benefit of a really aggressive 
sales job. If contractors all over 
the country turn on the selling 
steam, this already huge market 
will not ony yield... it will 
expand. One remodeling job 
often leads to another. 








What is the Market for Hotel Plumbing and 
Heating in Typical Town, U.S. A.? 


How MANY FLUSH VALVES . . . shower heads ... boilers... . 
valves? How much air conditioning . . . radiation . . . pipe is 
needed right now in Bay City Hotels as minimum requirements 
to help hotel operators cut maintenance costs and increase 
patronage? 

The following estimates are made by E. M. Stephenson, former 
plumbing and heating contractor who is now assistant manager 
of Domestic ENGINEERING catalog services, following his pene- 
tration study of nine Bay City hotels. 

It should be remembered that these are approximations only, 
inasmuch as the actual figures uncovered by Mr. Stephenson 
and other hotel researchers cannot be projected with 100 percent 
accuracy due to the many variables encountered. 

However, they do serve as an excellent indication of one typi- 
cal community’s need, and they are supported by recent state- 
ments from hotel associations. 

An examination of the hotels in your town will reveal that 
these figures are, if anything, conservative. 


Boilers (automatic Radiation ..........385 units 
fired) ........... 9 Paneets sick ncaa 

Flush toilets ....... 260 Air conditioning......... 

Flush valves ....... 300 an almost 100 percent 


Lavatories ......... 345 need ... only one tap 
| ee 350 room in one hotel was 


Bathroom accessories air conditioned. 


. enough for 300 baths Water heating ..... 6 large 
Shower heads ..... 375 units 
Non-scald shower Water softening .... 8 units 

CN ese saveies 375 Pipe, valves, fittings, 

Shower cabinets... .120 CANN oreo oiackc cosine 





Lewis Says: Check the census figures for your 
town... then gear your business for the up- 
coming school remodeling needs! 


LEWIS PLUMBING AND HEATING COMPANY, of Portland; Oregon be- 
lieves in charting its future, particularly where remodeling jobs 
are concerned . . . not by the stars but by the census. Oregon’s 
census statistics have alerted Lewis’ manager, Roy L. Brown, to new 
business in remodeling. 

Let’s look at the record. In 1930 about 23,500,000 children attended 
elementary school. Nearly 25,000,000 are enrolled this year. In 1930, 
4,400,000 attended high school. Today’s high school population is 
close to 6,500,000. Colleges which had a total enrollment of 114 
million in 1930, are bursting. at the seams with nearly 3,000,000 col- 
legiates in 1952. 

Population shifts are even more significant in predicting the 
school-remodeling future. In the case of Oregon, its population 
jumped 39.6 percent between 1940-50. Overcrowding in Oregon 
schools, as elsewhere in the country, was 1951’s big headline. 

How census statistics were turned, by Lewis, into a remodeling 
contract at Portland’s Fernwood Elementary School will be told 
in a feature article in next month’s issue. 
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PVeM Ci hmmeuc@atiacmiliclirieleliry 
Sketches at right show how. 
Chey simplify planning and inscallation 
r architects engineers, interior decorators 
and contractors. 
No interference with draperies, 
ture arrangement or wall-to-wall carpeting. 
Write for Catalog CRG-C1. 
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LANCASTER LAUNDRO- 
PAK. 


LANCASTER — and only LANCASTER 
OFFERS YOU THIS COMPLETE LINE 
PLUS 
A % H.P. UNDERWATER PUMP 
THAT SELLS AT ONLY $375.00 LIST. 
NOW 
YOU CAN TAKE CARE OF THE VAST DEMAND 
FOR A RELIABLE AND COMPETITIVELY PRICED 
SUBMERSIBLE WITH THE ALL NEW LANCASTER 
UNDERWATER PUMP TYPE D, MODEL 6007. 


LANCASTER 


ONLY 


TAN CAST " 


OFFERS ALL THESE / 





The leading jobber in your territory stocks LANCASTER! 






THE EXTRA LOW PRICED 


LANCASTER 
UNDERWATER PUMP 


TYPE D MODEL 6007 


at ONLY $375.00 ust 


With % H.P. single phase motor, for 300’ 
wells of 4” or larger. 
Price includes: Pump, motor, built-in 


check valve, switch box with overload 
protection and condensers. Cable extra. 


SS 





ONLY 
LANCASTER 
UNDERWATER PUMPS 

TYPE D ARE OPERATED 
BY 100% 

WATER FILLED 

WATER COOLED 

WATER LUBRICATED MOTOR 












LANCASTER PUMP and MANUFACTURING CO, 


November, 1952 
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FORD TRUCK it 
) ssciiaiie \ 


RUN 


TEXAS 
Report No. 11270 


i U/ } lah hi 
AUWBERE Sup 
to, 


E. W. Sides 
Roy Mathes Lumber & Supply 
Amarillo, Texas 


6% ft. F-1 Pickup is one of the 
biggest in the half-ton field. And only 
Ford gives you an engine choice of Six or V-8! 


66 
| pay 2 ¢ e ‘**Ford’s fast getaway is a time and money 
saver in work like mine,”’ says Mr. Sides. 
“Practically all my driving is in town 
traffic and my Ford handles easier than 





any other truck I’ve driven.’”’ During the 

Economy Run, Mr. Sides’ F-1 traveled 

e 99 4,777 miles. Running expenses for gas, 

(0 run my or I¢ up oil and service (but not including fixed 
expenses, such as taxes, license, depreci- 

ation, etc.) totaled $78.20... or just 


1% cents a mile! 


says B. W. Sides, Amarillo, Texas 


ne Now! Up to [40 more Gas Savings 
sdb comresss0n : “ ( and more Speed Hauling power, too! 


se, New Low-FRIcTION design in three Ford Truck engines 
WEW y : : P 
OVERHEAD VALVES ; means more miles per gallon. New direct-breathing 
OVERHEAD VALVES give more efficient fuel-feeding. New 
HiGH COMPRESSION offers more power on regular gas. 
Choose from 5 great engines: new 101-h.p. Cost CLIPPER 
T f testing show h ll th Ford ‘ ‘ : 
Hand, seta cr lb pat om Saas hc anies taeede Srx; famous 106-h.p. V-8; proved 112-h.p. Bic Stx; two 
conditions. They passed scores of 100-hour “destruction” new CARGO KING V-8’s developing 145 h.p. and 155 h.p. 


tests. One model alone ran as much as 50,000 
dynamometer test-hours, over 500,000 vehicle test-miles. 


r-— FREE! MAIL THIS COUPON NOW!-—-~— 


run a truck in your kind of work. See the FINAL RESULTS Forp Division of Forp Motor CoMPANY 
cost figures in this 144-page book showing esi 3302 Schaefer Rd., Dearborn, Mich. 
results from the 50-million-mile Ford Truck FORD TRUCK Theses send me without charge or obligation, complete 
i é r ; i 5 vi 
Economy Run. See it at your Ford Dealer’s! Ween eid a iith’ ee oe, te tpt ond rucks for and the five 
Availability of equipment, accessories and trim as illustrated b pwd wrt, enmeny cam i FULL LINE [7 HEAVY-DUTY MODELS [) 
Oe = LIGHT MODELS [ EXTRA HEAVY-DUTY MODELS [] 


DON’T GUESS! See how little it can cost to 


FORD TRUCKING COSTS LESS nee ene eee 


- ++ FORD TRUCKS LAST LONGER! . area 


Using latest registration data on 8,069,000 trucks, life insurance experts prove Ford Trucks last longer! 
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Two of Domestic Engineering’s trained interviewers examine a large oil-fired conversion burn- 





er in one of Bay City’s industrial plants. Symbolic of the huge remodeling potential to be found in the 
industrial market, this one burner, because of the savings in fuel and labor it effected, convinced 
the plant manager of the value of modernization, which meant additional work for the contractor. 





By E. M. STEPHENSON 


Ex-Plumbing Contractor. Now Staff 
Member, Domestic ENGINEERING Publications 








UNIT HEATERS (hot water, steam and gas- 
fired) are consistently popular with plant owners 
and managers as one solution to their heating 
modernization problems. The Survey revealed 
that management is keenly aware of the personnel 
problem posed by “cold corners” and “hell holes” 
created by antiquated heating equipment; and 
they want to do something about it . . . not only 
in Bay City, but in your home town. A little 
friendly advice, literature containing specific sug- 
gestions, and above all, personal contact, can open 
the door to this large potential market. 











nd gas- 
owners 
heating 
evealed 
rsonnel 
| holes” 
it; and 
ot only 
A little 
fic sug- 
an open 


es 
Ba 
el 
ed 
£8 

3 


Bay City Report 


4 





One thing is sure. There’s a vital need for the remodeling products and services 
of our industry in the industrial plants of this typical American town 


I WATCHED Bay City AT worK. 

As a member of a group of 
surveyors measuring the indus- 
trial remodeling potential of Bay 
City, I talked to plant owners 
and managers, process engineers 
and workers. I walked through 
the plants themselves, studying 
all aspects of their operation with 
both eyes open for moderniza- 
tion possibilities. 

As a former plumbing contrac- 
tor with experience in several 
cities across the country, I can 
say without qualification that 
Bay City is representative of 





Anytown, U. S. A. The manu- 
facturing processes I studied, the 
equipment I examined, and the 
people to whom I talked were all 
very familiar. 

Statistically speaking, the 101 
manufacturing plants of this city 
cut through all major sections of 
American industry, and the ma- 
jority of their problems can be 
traced to “growing pains.” 

For, like Topsy, the industry 
of Bay City “just growed.” It 
started with a few small plants 
manufacturing items for local 
consumption and, with the ex- 


pansion of the community itself, 
matured slowly and naturally, 
growing larger, more complex, 
and shipping more and more of 
its products all over the nation. 

Today in Bay City they make 
everything from 644 ft. ore 
freighters to peanut butter. Mag- 
nesium and steel castings are 
poured, women’s hosiery is wov- 
en, carbonated beverages are 
bottled, house trailer dollies are 
fabricated, and a way has been 
found to shrink steel pipe over a 
thermoplastic, corrosion-resis- 


(Please turn to center of next page) 








WASH FOUNTAINS (recently added in the 
Bay City plant shown above) represent a con- 
sistently active modernization market. A plant 
expansion usually means that additional wash- 
room facilities are needed; and in plants which 
have grown slowly, the need is often there but 
unrecognized. Frequently, the relocation of a 
washroom (with the addition of new fixtures) can 
cut down on time lost going to and from the old 
one which, in the process of expansion, “got lost” 
from the work areas. These are but a few strings 
in the contractor’s selling bow. 
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THEY WILL MODERNIZE, IF ... the con- 
tractor (1) will remember that plant management 
is composed of PEOPLE (a sale is always a per- 
sonal matter); (2) will make friends by helping 
plant engineers with technical plunbing and heat- 
ing problems (one Bay City contractor sells in 
this manner) ; (3) will let management know what 
he can do for them; (4) will demonstrate how 
modernization means lower operating costs. 
Shown above is E. A. Cederberg (at left), Mayor 
of Bay City and president of the Nelson Mfg. Co., 
discussing his modernization plans. 


























WATER CONDITIONING is often a vital fac- 
tor in manufacturing processes (as is the case in 
the Evenknit Hosiery Mill, Bay City, shown 
above). Our Survey revealed that new water con- 
ditioning equipment is often the initial step in an 
over-all modernization program. Obviously, the 
contractor who gets in on this phase has a bet- 
ter than average chance of swinging the whole 
deal. Furthermore, water conditioning is a rapidly 
advancing and changing segment of our industry, 
and plant management will appreciate being kept 


abreast of developments. 







(Continued from preceding page) 
tant liner. The list could be ex- 
tended. 

Like many an American city of 
its size, Bay City has come of 
age. And it is still growing, still 
filling out. Industrially speaking, 
it is now a healthy adolescent, 








. often before management realizes it. 
Survey uncovered the fact that in several plants 
the cost of large maintainence crews could easily 
have been absorbed by replacing big valves and 
other fittings. 
factor in steam jobs and big volume water heat- 
ing equipment. A worn or obsolete valve, dam- 
aged or defective insulation....... these are profit 
leaks; and the contractor who proves this effec- 


BIG VALVES, an essential part of any steam or 
process piping job, wear out and need replacement 


Our 


Insulation is another important 


tively, makes a sale. 


Report -- INDUSTRIALS 


continued 


but its frame is large and it can 
stand a lot more weight. 

A large percentage of the 
structures housing Bay City’s in- 
dustry is old. For example, both 
buildings used by the Evenknit 
Hosiery Company are approxi- 
mately 75 years of age. It is re- 
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ported that they once served as 
a hotel when Bay City was a 
lumber town. The hosiery plant 
has been in operation 33 years 
at this site. 

Some modernization has al- 
ready been made. One of two 
brickset boilers (both approxi- 
mately 30 years old) was con- 
verted from hand-fired coal to 
oil-burning automatic one year 
ago. Fuel savings of 10 percent 
were effected the first season of 
operation, and the plant superin- 
tendent expects the entire cost 
of this modernization to be amor- 
tized in 5 years. 


Economics of Modernization 


Another economy was in labor 
costs; 3 firemen on 8 hr shifts 
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VOLUME WATER HEATING is a many- 
faceted problem in most plants, and, as our Sur- 
vey showed, a frequently modernized part of the 
plumbing and heating system. How to insure 
sufficient supply at peak-load hours without wast- 
ing fuel during the rest of the day is the 64-dollar 
question. Each city has its share of plants in 
which, during the summer months, a larger boiler 
is kept in operation to supply hot water for only 
a few hours during the day. Every plant of this 
sort is a modernization prospect, for management 





BOILERS, because they are large and long-lived, 
often come to be looked upon as “fixtures,” so 
much a part of the plant that it seems better to 
“fuss” with them than to replace them. But “fuss- 
ing”. costs money, and when management is 
shown how the cost of a new boiler can soon be 
amortized in lowered fuel costs, repair bills, and 
increased efficiency, the habitual attachment to 
the old boiler is rapidly broken. The question is 
not if management can afford a new boiler; in- 
stead, it is whether or not they can afford to 





is always on the alert for ways to save. 


(plus double-time rates on week- 
ends) were eliminated. Both of 
these considerable savings have 
convinced management in this 
plant that modernization pays. 


The Market Is Multiplied 


All over the nation there are 
thousands of plants with similar 
conditions in existence. The fact 
that converting to automatic heat 
lowers heating costs, increases 
plant efficiency, and effects labor 
savings is obvious to the plumb- 
ing and heating contractor. And 
if he brings this selling ammuni- 
tion to bear upon industry in his 
community he is certain to affect 
management’s thinking, make 
sales and friends. 

Because the buildings of this 


plant were old, the piping for 
both plumbing and heating will 
necessitate future work; the 
same can be said for the plumb- 
ing fixtures and the boilers. This 
condition seems to be character- 
istic of the plumbing and heating 
facilities in most of the older 
plants in a city of this size. 


Plant Crews Are a Factor 


As a general rule, small re- 
pairs are handled by a crew in 
the plant. However, if the 
plumbing and heating contractor 
effectively states the case for a 
complete overhauling of the 
plumbing and heating facilties, 
he will usually find a ready audi- 
ence. Maintenance crews, of 
course, are essential. But most 
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operate the old one. 


plant managers are aware that 
piece-meal repairs of plumbing 
and heating, daily improvisation 
to keep an old system working, is 
wasteful of time and materials. 
Plants exist in which minor 
modernization would thus re- 
lease a small crew of repairmen 
for more useful work. 


Water Conditioning Potential 


The same hosiery mill had 
modernized its water condi- 
tioning system. A new softener 
was installed by a local contrac- 
tor at a cost of approximately 
$7,000. This represents another 
large potential modernization 
market in industrial plants. 
Many manufacturing processes 

(Please turn to top of page 162) 



































(Continued from preceding page) 
require large quantities of soft 
water, and softening systems 
that have been in operation for 
30-odd years (and a surprising 
number fall into this category) 
are ripe for replacement. 

While certainly not typical of 
all such plants in the country, the 
case outlined briefly above is 
representative of the consider- 
able modernization potential con- 
tained in just one plant in one 
town ... anytown. This was 
borne out time and again during 
the survey. Each plant, of course, 
has its own peculiar problems, 
but in nearly every case some 
modernization was required to 
put old or ailing systems into 
top-notch condition. And what 
is even more important . . . the 
plant owners and managers are 
aware of this ‘fact. 


No One Had Asked Them 


The really striking thing about 
the situation was that rarely had 
these people been approached by 
a plumbing and heating contrac- 
tor. No one had asked them to 
buy, and, like most people in a 
similar situation, they hadn’t 
bought. Also, there is at hand 
sufficient evidence to warrant 
the observation that this is true 
not only of Bay City, but of Any- 
town—possibly even your town 
—U. S. A. 

Example: When asked what 
contractor had sold him on the 
idea of air conditioning the of- 
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ity Report ... INDUSTRIALS 


continued 


fices of his foundry, one plant 
manager said, “Oh, that was my 
idea. It gets d—— hot around 
here in the Summer.” In other 
words, he wasn’t sold: he de- 
cided to buy. 

Another example: Plant own- 
er: “Some of the employees 
started complaining about the 
distance they had to hike to go 
to the washroom, especially those 
in the new wing we added last 
year. So the plant engineer and 
I examined the situation and de- 
cided to add a new washroom in 
that area. We didn’t know too 
much about estimating plumbing 
costs, but we did a little figuring 
and it seemed a good idea. 


Open for Bids 


“After looking around for a 
few days we found some firms to 
bid the job.” 

The contractor who eventually 
got the job was invited to look 
over our heating system. He 
checked it and came up with a 
few suggestions. These we fol- 
lowed, but we feel that we still 
have a lot to do.” 

This modernization job, for 
which the plant owner had to 
go to the contractor, came to a 
little over $18,000. 

This same story, of course, is 
not peculiar to any one commun- 
ity. It is probably being enacted 
this very minute just a few 
blocks away in your town. 

But industrial modernization 
is being sold. One enterprising 
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Bay City contractor, Carl Krag- 
er, convinced a plant manager 
that finned tube radiation would 
help solve his heating problem. 
Asa result of this and other plant 
modernization (to be reported in 
detail in our December issue), 
Mr. Krager received several 
domestic modernization con- 
tracts from the executives of the 
firm. Here is a case of the indus- 
trial market leading directly to 
the domestic. 

Carl sells many industrial jobs 
by personal contact. “You have 
to meet the people before you 
can sell them,” he says. 

Thus the survey (still in prog- 
ress at this writing) has already 
demonstrated that the modern- 
ization potential in the industrial 
field is vast. It is many-faceted, 
embracing as it does, all seg- 
ments of the plumbing, heating 
and air conditioning industry. 


Management Is Aware of Needs 


Also, it was shown that plant 
management, in most cases, is at 
least partially aware of their im- 
mediate needs. But they do need 
advice and the sort of thought- 
ful encouragement that is, es- 
sentially, nothing more or less 
than creative selling. 

And a large body of complete, 
case-history evidence points the 
finger at the lack of selling. Few, 
if any, plant owners or managers 
are game for any sort of high- 
pressure tactics. But nearly all 
of those interviewed expressed a 
lively interest in learning more 
about the plumbing and heating 
in their own plants. 

The survey also demonstrated 
that modernization is being sold, 
and that many plants have 
drawn up definite, step-by-step 
plans which look many years 
into the future. 

A detailed analysis of some of 
these plans, a case history re- 
porting of the nature of these re- 
modeling needs, and a detailed 
study of how this market can be 
prospected and sold will all be 
presented in future issues. 








What the Industrial Report Means to You . . . 


There’s a big market for industrial modernization. 
The Survey proved conclusively that most plants 
have needs ranging from boiler replacement to 
plumbing repairs. 


On the whole, we found plant management receptive 
to modernization suggestions. Half the selling job 
has been done by the trouble they have experienced 
with old and faulty equipment. 


In some cases, both employee morale and production 
suffered from outmoded equipment. This is an im- 
portant factor in selling management on the need 
for remodeling. 


Any industrial plant over five years old is a good 
prospect. The first step is getting acquainted with 
the plant owners, managers and engineers in your 
home town. 


The most important thing is getting into the plant, 
and making at least a small repair. This helps to get 


you established. One small job can lead to a big one. 


—F~vwr-vwvse Fe BS 

















How Big Job Contractors Sell Remodeling 


Date Watt, OKLAHOMA CONTRACTOR, wasn’t lucky 
enough to be born with an oil well in his back yard. But 
that didn’t stop him from staking out his claim on a 
“bonanza” of another sort . . . big job remodeling. 

In an exclusive interview with Domestic ENGINEERING 
editors, Dale (at right) explained in detail how he has 
managed to “tap” this rich field in his home area. His 
story, along with an analysis of the industrial and insti- 
tutional remodeling operations of other successful big 
job contractors, will appear in the forthcoming December 
issue of DomEsTIc ENGINEERING. 
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In the White House, as in buildings 


throughout America, 


SLOAN Quality 





Hospital, University of Minnesota, 
Minneapolis 
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Each year great numbers of new buildings are in the large number of older buildings for which 
equipped with SLOAN Flush VALVES—an im- Sloan Flush Valves were selected as 100% replace- 
pressive confirmation of the Sloan reputation for ment for the flush valves previously installed. 
complete satisfaction. ¢ Equal or even greater The buildings shown on these pages are typical 
confirmation of established superiority is found of recent replacements. 
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Biltmore Hotel, New York City 


. 


is Confirmed 


Commercial Bldg., St. Louis, Mo. The Park Lane Hotel, New York City — Dinkler-Tutwiler Hotel, Birmingham, Ala. 
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more $y nL <a f VALVES 


are sold thar all other makes combined 


SLOAN VALVE COMPANY - CHICAGO « ILLINOIS 


Also makers of the new sLoan Act-O-Matic SHOWER HEAD, 
which is automatically self-cleaning each time it’s used! When turned on 


it delivers a cone-within-cone spray of maximum efficiency. When turned off 
it drains instantly and completely. 
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DEEP WELL * 
S107 WECESSARY 10 GRADE LINES: 
=e ACI 
+ HIGHER PRESSURE 
WILL NOT LOSE PRIME-DUE 10, 
NO GAS WATER 
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''We have found Burks Pumps ideal for both new installations 
and as replacements for old, worn-out pumping equipment.”’ 
Guy Crowell, Mgr, Pump Dept, Alert Pipe and Supply Co, Bay City, Mich 


Chances are, the majority of water systems in your BURKS 
America's first deep well 


area need replacement too. So take a tip from the scihey Ghat outs 0 sn oaenae 

Domestic Engineering survey —go after this business. nnn whe odio 

And take another tip, from Guy Crowell—recommend 

and install Burks Pumps! The world’s finest engi- : 

neered water systems, Burks Pumps are designed and BURKS 
built to last longer, deliver more gallons per minute, SUPER TURBINE 


The only pump with famous 


and provide like-new performance when ordinary LIFE-LOK feature for extra 
long life and efficiency. Same 


types would be worn out. Write for details about a unit for shallow or deep wells. 
the Burks distributor-dealer program. 





DECATUR PUMP COMPANY, 33 Elk St., Decatur 70, Illinois 
O Rush full details of the Burks distributor- 
dealer program. 


0 Send free copy of your new H-V bulletin. 


MAIL COUPON FOR DETAILS Nome 
Firm 


DECATUR PUMP COMPANY 
Decatur, lilineis 





Yovember, 1952 
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(00 prospects 
every week 
write Elkay 
lor name 

of dealer... 


(o you get your share’ 


21,160* prospects guarantee a lot of business for 
some ELKAY dealers . . . are you in on this profitable 
demand? Notify ELKAY today if you havea Lustertone 
Sink on display. If not, ask your Wholesaler or 
write ELKAY for special money-saving display deal! 


*Requests in one year 


EVE manufacturing company 


1868 South 54th Ave., Chicago 50, Illinois 


The World’s Oldest and Largest Manufacturer 
of Stainless Steel Sinks 
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For A LONG WHILE, George 
Morlan has been the “Water 
Heater King” of Portland, Ore- 
gon, selling upwards of 500 
heaters a year. Now he threatens 
to set another local record with 
his new specialty—kitchen re- 
modeling. 

There are two approaches to 
kitchen remodeling, Morlan says: 
(1) Sell the remodeling job first, 
then let the appliances sort of 
creep into the stage-setting as bit 
players; (2) lead-off with appli- 


Morlan Success Story ... 
Start with any appliance 


The Morlan Method 
Worked This Many 
Times in 1951... 


ances as full-actors in the sales- 
manship drama, and let the 
theme remodeling be the back- 
drop. 

Leading with appliances is the 
way Morlan Plumbing and Ap- 
pliance Company does it! 

The case history of many a full- 
scale kitchen remodeling job has 
begun with Morlan’s “Home 
Demonstration Report,” which 
each appliance salesman fills out 
after demonstrating an appli- 
ance’s use in the home (see page 


Let Morlan make an appliance sale, and nine times out 
of ten he gets into the home as many as a half dozen 
times to make his remodeling sales pitch. Here's how 


172). Home demonstrations are a 
requisite for any major appliance 
sale at Morlan’s. And it means 
that a week or so after an appli- 
ance has been installed, a sales- 
man calls to show the housewife 
how to use her new range, wash- 
ing machine or dishwasher. 
There’s a place on the Home 
Demonstration Report for the 
housewife’s signature and another 
space for Demonstrator’s Com- 
ments. The Comments blank is 
the heart of this remodeling job 


e e @ Sell up to complete kitchen e « e Then sell more appliances 
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REMODELING CHAMP! 


case study. On a typical day last month, a Morlan 
journeyman called to install a new gas range and 
a water heater in a Portland home. The range 
was one of those extra fancy push-button models 
—a kind of culinary engineer’s dream. The water 
heater was a standard make, the type that for over 
24 years (1953 is Morlan’s silver anniversary 
year) has earned the company the name, “The 
Water Heater King.” Cognizant of his 2 percent 
gross from any appliance sale he instigates, the 
journeyman noted that the new stove emphasized 
an otherwise unmodern, drab kitchen. He made 
a note: “might be prospect for remodeling: dish- 
washer, sink, disposer, cabinets, etc.” 

Seven days later, when the range demonstrator 
called upon this housewife, he came forewarned 
—and with remodeling in mind. The appliance 
demonstration took about 30 minutes, but before 
he left, the salesman had suggested that a Morlan 
estimator call to layout a spanking new kitchen. 
On the Home Demonstration Report, the sales- 
man wrote, “Dennis—phone for appointment to 
estimate remodeling.” 

Ed Dennis, Morlan’s mechanical foreman, and 
an oldtimer at the plumbing-appliance game, 
called a few days later. He’s not a salesman, and 
he doesn’t try to be one. But in three-quarters of 
an hour he’d laid out the remodeling job, most of 
the appliances suggested by the housewife. 


The Third-Man Theme 

Dennis was the third Morlan employee to call 
on this Portland housewife within a two week’s 
period. First came the journeyman; then the sales- 
man-demonstrator; then Deniiis, the estimator. 
Morlan thus had three chances to woo the house- 
wife toward remodeling. 

There was nothing high pressure in this sales 
approach, however. The company’s 13 trucks 
(splashed with good advertising signs), its half- 
hour, every-Friday home economist show over 
Portland’s KPOG (3:00 to 3:30 p.m.) and fre- 
quent mailers have kept the Morlan name in 
homeowners’ minds for a good many years in and 
around Portland. 

Dennis, his estimating finished, turned his 
estimate sheets over to Morlan’s dispatcher, who 
(Please turn to top of next page) 
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As the sign above shows, 
the “King” has been 
crowned, and those jewels 
in the crown are the re- 
modeling sales that Mor- 
lan frequently gains by 
promoting to the hilt the 
original appliance sale. 
The gimmick on the sign 
apparently helps, for the 
public remembers Morlan 
as a source for their water 
heater needs to the tune 
of 500 heaters per year. 



















How Morlan Sells 
Up . « » CONTINUED 





He starts with an appliance 
and runs it up to a complete 
kitchen remodeling job .. . 


priced them out, called the housewife within an 
hour to tell her the job’s total price. Perhaps she 
asked that a salesman call that evening—to con- 
vince her husband. But in any case, no work was 
started before a contract was signed. 

Actually, most remodeling jobs are more com- 
plicated. Morlan’s has a co-operative deal with 
tile, carpentry, plastering and painting companies. 
These co-operating companies usually do their 
own estimating (almost always within 24-hours 
of Morlan’s estimate), and turn in their own 
figures to Morlan’s. Morlan works with the same 
subs which helps to synchronize jobs, allows the 
average remodeling to be completed within 3 days. 

Rather than rely solely upon newspaper ad- 
vertising, Morlan’s invests in good commission 
percentages for its salesmen. 


His Customers Sell, Too! 

About 55 to 60 percent of all Morlan’s work is 
remodeling. This percentage has been hiked even 
higher during some months when the company 
instigated cash and appliance awards to satisfied 
remodeling clients who recommended and brought 
in other neighborhood jobs. Prizes given: Presto 
steam iron, ironing pads, 52-piece dish sets. 

Let’s sit down with sales manager Walter 


modeling job. The job—kitchen sink and disposer, 
cabinets, dishwasher, refrigerator (and range by 
previous sale) added up to $1600, somewhat high- 
er than the average remodeling job in Portland, 
but not unusual for Morlan’s. 

“We believe in little doses of salesmanship 
rather than one big, overpowering pitch,” Wrenn 
said. The little pitches begin with the journey- 
man, who uncovered the appliance prospect while 
on an original repair call, follow through with the 
demonstrator, who shows how the appliance 
works, after which come the remodeling estimator 
and the remodeling journeymen. 


No Such Thing as Saturation Point 

“Another thing,” said Wrenn,“ there’s no such 
thing as a finished client—that is, a saturated one. 
Maybe we remodel a kitchen, but what about the 
(Please turn to center of page 172) 









Wrenn for a moment, and analyze a typical re-’ 
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After the customer’s appliance 
purchase is installed, a demon- 
strator arrives for his appoint- 
ment. “It works like this,” he 
says, and shows the customer all 
about its operation. This does two 
things: (1) builds goodwill, and 
(2) gets the salesman into the 
home where he can see first hand 
the customer’s remodeling needs. 





After a complete demonstration, 
the prospect’s signature on the 
“Home Demonstration Report” 
(next page) is obtained. While 
there, the salesman gives a slight 
pitch for remodeling, suggesting 
that, if desired, an estimator will 
call to give a free estimate. When 
the customer says “yes,” a nota- 
tion to this effect is made on 
the Home Demonstration Report. 
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Next, Dennis, the estimator, goes 
to work. He goes out to the cus- 
tomer’s home, gets an idea from 
her what kind of a kitchen (or 
new bathroom) she wants. He, 
too, gives a low-pressure pitch 
for remodeling, and then gets 
busy with his estimate. He turns 
his figures over to a dispatcher, 
who quotes the prospect a price. 





Now, with the job “hot,” the 
salesman calls for an appoint- 
ment. Sometimes he clinches the 
deal by phone. But more likely, 
he calls at the prospect’s home 
to talk over the remodeling and 
additional appliances. By con- 
tacting the customer several 
times with different people, Mor- 
lan can sell the remodeling job 
without applying heavy pressure. 











After the complete kitchen re- 
modeling job, a salesman again 
calls . . . this time to demonstrate 
other new appliances. Again the 
housewife signs the “Home Dem- 
onstration Report,” and _ chats 
with the salesman, who by now 
is an old friend of the family 
whose advice on plumbing, heat- 
ing and appliances is welcome. 





With his eye still glued to that 
additional remodeling contract, 
the salesman pitches for a new 
home freezer and a complete 
home laundry. He recommends a 
spot for its location, still selling 
with low-pressure suggestions, 
and never trying the “arm-twist- 
ing” device. Morlan first builds 
friendship and sells them later, 
even though it may take weeks. 


CONTINUED « « « 

























This Is the Heart of Morlan’s Remodeling Sale... continued 





GEO. A. MORLAN PLUMBING AND APPLIANCES 
HOME DEMONSTRATION REPORT 


CUSTOMERS 
NAME 
ADDRESS 
PHONE NO. 
APPLIANCE 
SERIAL NO. SALESMAN 




















SPECIAL INSTRUCTIONS 








DATE AND HOUR OF APPOINTMENT 





TIME ARRIVED TIME LEFT 











The above appliance has been thoroughly demonstrated and I understand it's operation 





SIGNED 
Demonstrator's Comments: 




















HOME DEMONSTRATION REPORT is a vital part of the gives him a chance to look about for future remodeling 
remodeling sale. The demonstrator calls about a week needs and give a sales pitch. Results are then noted on 






























after the initial appliance has been installed. This visit the Report, which is returned to the office for follow-up. 


(Continued from bottom of page 171) 
bathroom? And if we do the bathroom, 
what about a complete home laundry 
or heating system. And then there’s 
our recently organized home freezer 
plan.” 

Another Morlan theme: “Romance 
your appliances!” 

An appliance can be just a hunk of 
metal with a pretty finish—or it can be 
an efficient, streamlined machine. Peo- 
ple aren’t throwing money around to- 
day for pretty hunks of metal. They’ve 
taken a clue from the factory (where 
hubby likely works) and from the home 
magazines whose 20th-Century ideal is 
the gal of the house surrounded by a 
push-button kitchen. 


This philosophy carries over to the 


short, but frequent sales pitches. Mor- - 


lan salesmen don’t speak of “gadgets” 
ona stove. A better phrase: “electronic 
controls.” “Gadgets” are synonymous 
with non-essentials. “Electronic con- 
trols” mean modern essentials. 


There’s another reason why one Mor- 
lan remodeling job encourages an- 
other: installation efficiency. You don’t 
find Morlan workmen pulling out a 
sink and then closing up shop. 

(Please turn to center of page 282) 
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REMODELING TIPS... from 
the Water Heater King 


We believe in little doses of salesmanship, which be- 
gin with the journeyman who makes the original 
repair or appliance installation. This follows through 
with the demonstrator who shows how the appliance 
works after it is installed. Then the remodeling esti- 
mator ... he does two things, comes up with an 
estimate, and gets in a little selling talk while he looks 
around. 


There’s no such thing as a finished client—that is, a 
saturated one. Maybe we have remodeled the kitchen, 
but what about the bathroom? And if we do the 
bathroom, what about a complete home laundry .. . 
or a heating system? 


Romance your appliances! An appliance can be just 
a chunk of metal with a pretty finish—or it can be 
an essential part of a way of life that people want to 
live. People aren’t throwing money around for pretty 
chunks of metal, but they will buy the kind of life 
they want to live. 


We never speak of gadgets on a stove or any other 
appliance. A better phrase is “electronic controls.” 
“Gadgets” are synonymous with non-essentials. “Elec- 
tronic controls” mean something important. 


When Pop comes home from work he wants his 
(Please turn to center of page 286) 
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NEW Siyle IN PRACTIC 


SILL-LINE. RADIATION 


.». how combines every comfort of high-capacity 
heating with the beauty of enclosure styling 


For the first time, under-the-window wall-fin radiation is 
offered in an attractive rigid enclosure expressly designed for use where 
appearance is important. Flowing lines harmonize with modern 
surroundings, permit full usability of the space heated. 

The new stylized Sill-line Radiation retains all the prac- 
tical advantages of quick, uniform, perimeter heating; economy of 
operation; ease of installation; and flexibility. But it does more. It 
blends beauty with utility in full compliance with present architectural 
trends for hospitals, schools, apartments, office buildings, showrooms. 

Go modern with Nesbitt Sill-line. Available in three enclo- 
sure sizes in nine modular lengths; two fin sizes for single row or double 


tierings; wide range of capacities. Investigate today. 


MADE BY JOHN J. NESBI | ) | INCORPORATED, 


AL HEATING 





Convected air currents enter at the cas- 


ing bottom, are warmed by the heating 
element, and leave through the top 
grille. This activates warmed-air circula- 
tion from floor to ceiling and overcomes 


cold window downdrafts. 





The warmed enclosure provides a radi- 
ant heating effect to further insure the 
comfort of occupants in the vicinity of 
the exposed walls and windows. 


Send for Nesbitt Sill-line Publication 271 


PHILADELPHIA 36, PENNSYLVANIA 
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says Mr Joseph E..Gould merchandising plumber, _ 


of Far Rockaway, N. Y. 





“When a plumber sells an Electric 


Water Heater, he’s taking advantage 
of his opportunities. His customers 


depend upon him for advice and, 
believe me, his stock in trade is 
satisfied customers. So—when he 
recommends an Zlecizic Water 
Heater, he’s offering them 
automatic, dependable, practically 
trouble-free service. For the plumber 
it means a ‘big ticket’ sale and a 
minimum of profit-eating 
service calls.” 





Are you telling your customers the advantages of the 
Electric Water Heater—cleanness, economy, long 
life, completely automatic operation? Installation 


can be made anywhere that’s most efficient and con- 


venient, because there’s no flue or vent. Another 
Electric Water Heater advantage you can stress— 


the choice of either tank or table-top models which 


can be installed right ‘‘in line’? with other kitchen 








appliances. 

Sell and Install ELECTRIC WATER HEATERS 
Be sure your customer buys a size They’re what people want! 
that’s big enough to take care of any 
day's maximum needs! 


ELECTRIC WATER HEATER SECTION 


National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N.Y. 
ALLCRAFT - BAUER - BRADFORD - CRANE-LINE SELECTRIC - CROSLEY ~- DEEPFREEZE - FAIRBANKS-MORSE ~- FRIGIDAIRE 
GENERAL ELECTRIC + HOTPOINT + HOTSTREAM + JOHNWOOD + KELVINATOR + LAWSON + MERTLAND + MONARCH 
NORGE - PEMCO - REX + RHEEM - SEPCO - A.O.SMITH - THERMOGRAY - TOASTMASTER - WESIX ~- WESTINGHOUSE 
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Here is a brand new cellar drainer! The com- 
4 plete unit— motor and pump— operates under 


water. You'll sel) more of this model than any 


other —for newly built homes, and for replac- 



































ing old pumps. a. 
The new Fairbanks-Morse cellar drainer can 


be installed in a sump with a base 16” square om NS 


and 16" deep. No float adjustment is necessary; 


operating range is set at the factory. Big screen te 
area in base permits only trash-free water to WERATING 9 5. 


RANGE *. 


reach the impeller. Motor and operating switch 


© 1/2" wren a 
WATER LEVEL wv. 


are enclosed in a water-tight, stainless steel 4 
housing, which also serves as a float control. It 


will discharge as much as 3600 gph. against a te 
head of 10 feet. a § -s 


Be ready to get more than your share of the 

















sump pump business in your area with this new 
submersible unit! Check your stock and order 
today! 


Our dealers are “going to town” with 
FAIRBANKS-MorsE Submersible Pump! 


It will be a shame if you fail to get your share of the deep well business 
stirred up by our sensational Submersible Pump. 

This new pump has many selling features including water lubrication 
of motor and pump, simple installation, minimum use of pipe, and abso- 
lutely quiet operation, because both pump and motor are down in the 
well! Get the facts on a profitable Fairbanks-Morse dealership for 
water systems, cellar drainers and other fast-selling products. Write 


Fairbanks, Morse & Co., Chicago 5, Ill. 








FAIRBANKS-MorRSE 


a name worth remembering when you want the best 








PUMPS * HOME WATER SERVICE AND LAUNDRY EQUIPMENT * ENGINES * GENERATING 
SETS © HAMMER MILLS * MAGNETOS * MOTORS * MOWERS ° SCALES 











\ Bigger Line for Bigger Sales 
and Bigger Profits! 


The New TIMKEN Silent Automatic Cas Farnace Line! 


NEW ENGINEERING! NEW STYLING! 
NEW SALES OPPORTUNITIES! 


There's sure-fire sales opportunity ahead for Timken 
Silent Automatic Dealers! It’s the all-new, feature- 
packed gas furnace line—one of the finest, most 


complete lines of gas-fired furnaces ever offered by 

one manufacturer! 

These furnaces have everything! Spanking new and 
ood looking, they’re competitively priced for 
igger sales! And they're experience-engineered by 

men with more than 25 years of heat engineering 

behind them. 

Dealers offering this most advanced of all forced 


warm air gas furnace lines are going to make real 
money! If you can meet the highest qualification 
standards in the heating industry, we'd like to talk 


to you now about a good sales territory. 


APPROVED BY AMERICAN GAS ASSOCIATION 





Only Timken Silent Automatic. Offers All These Outstanding Sales Features! 


@ NEW ADAPTABILITY! They 
function perfectly at both normal 
and high altitudes with any gas— 


cision die-formed of stamped steel, 
vitreous enameled inside and out to 
prevent corrosion. Assures efficient, 


@ NEW ENGINEERING! Years were 
spent in developing these superior 
furnaces. They combine the finest, 


most wanted gas heating features 
in one handsome cabinet, and meet 
the latest approval requirements! 


@ NEW STYLING! These furnaces 
are lifetime beauties! Sturdy mod- 
ern construction and a silvertan 
baked-enamel finish give them real 
eye-and-buy appeal! 

@ NEW BURNER! Advance-de- 
signed ribbon-type burner is pre- 


dependable operation at all times! 
@ NEW FEATURES! Adjustable 
blower speeds . . . fiame-proof 
filters of spun glass . .. quiet, rubber- 
mounted motor . . . completely 
automatic controls. 

@ NEW SALES OPPORTUNITIES! 
Fifteen different models and sizes 
make it possible for you to meet 
the heating needs of nearly every 
home in your territory! 


city, LP or LP-Air mixtures. 


@ NEW EASE OF SERVICE! Vital 
parts are concealed within the cabi- 
net, yet are readily accessible with- 
out major dismantling! 


@ AND REMEMBER! When you're 
selling Timken Silent Automatic, 
you're backed by a company with 
an unmatched reputation for quality 
and leadership! 











these 
Finance 
Plans 
to Get 
the 
Sale 


The right finance plan to meet customers’ needs 


may be the difference in getting the sale 


THE PLUMBING, HEATING AND 
APPLIANCE dealer who recognizes 
adequate financing for what it is 
—the most potent sales tool avail- 
able today—is going to get the 
lion’s share of modernization 
jobs. Conversely, the dealer 


who fails to utilize this sales tool, 
or subjects himself to the limita- 


tions of his own capital, is going 


to miss a lot of remodeling sales. 

This condition is nothing new, 
nor did it just happen. Rather, 
it is the result of mass educa- 
tion of the general public in the 
practice of time payment pur- 
chasing—through emphasis on 
dramatic “ease of ownership” 
appeals. 

The philosophy and facts of 


selling home _ improvements 


under our present economy were 
effectively stated by M. O. Har- 
um, vice president of Allied 
Building Credits, Inc., who told 
Domestic ENGINEERING: ‘“Fin- 
ancing home modernization on 
the installment plan is as Ameri- 
can as ham and eggs and as na- 
tural as taking a deep breath. 
Today, the customer expects and 
demands the right to buy on 
time.” 

This fact was startlingly evi- 
dent in the Bay City study (see 
table on page 180). Tabulated 





CONTRACTOR-DEALERS CAN NOw finance their 
customer’s modernization jobs by mail through 
any one of the 34 field offices of a nation-wide 
financing firm. 

Offered by Allied Building Credits Inc., the 
plan is carefully tailored to fit the specific re- 
quirements of the plumbing and heating in- 
dustry. The company does not make loans 
direct to customers, but advocates dealer con- 
trol of the mechanics of financing. There are 
just three forms which dealers using this plan 
must require customers to fill out: (1) a 
“budget payment plan,” which is, in effect, an 
application for credit, (2) a promissory note 
and (3), a job completion certificate. All trans- 
actions can be handled rapidly by mail. 

One of the beauties of this plan is that the 
dealer is not bothered with collection worries 
since ABC assumes this responsibility. A sec- 
ond one is that he can also get merchandising 

(Please turn to top of page 181) 
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Ory 
\” Bank Loans 


Like Mutt anp Jerr, banks and borrowing 
seem to go together. 

When the plumbing and heating contractor- 
dealer, or his customers ,think of borrowing, 
chances are they first think of a bank! The 
contractor when he needs to finance accounts 
receivable; his customers, when they want 
funds with which to modernize or remodel 
kitchen, bathroom or heating. 

Traditionally, this method is one of the best 
methods of financing home improvements— 
from both the contractor-dealer’s point of view, 
as well as his customer’s. Most modern banks 
are anxious to handle such loans, and have set 
up convenient, easily-arranged borrowing plans 
for the use of home owners. 

Customers can arrange financing through 
their own bank or any other bank of their own 
choosing. From the dealer’s standpoint, how- 
ever, it is advantageous to have as many of 

(Please turn to center of page 181) 








ey to Modernization Sales 








results show that two out of 
every three homeowners who 
plan to modernize their plumbing 
or heating need, or want, to 
finance the job. It’s obvious, of 
course, that the dealer best pre- 
pared to offer this service is 
going to get the job. 

By offering customers the 
benefit of this service the con- 
tractor is merely making it easy 
for them to buy his product and 
services. There is really nothing 
difficult nor complicated about 
installment selling. It is, in fact, 
one of the easiest ways in the 


world to sell. But it is necessary 
and desirable to advertise and 
bring this service to the attention 
of modernization prospects. 
Some sources have expressed 
concern over the amount of con- 
sumer credit now outstanding— 
the concern stemming from totals 
cited by the Federal Reserve 
Board. Consumer credit groups, 
however, have been successfully 
arguing against a resumption of 
controls on credit. They point 
to the fact that total consumer 
debt as of June 30, 1952 was far 
lower than in 1940 or 1929 in 


relation to disposable income. 

Therefore, it seems safe to 
assume that installment mer- 
chandising is going to be with us 
for a long, long time. It has al- 
ready provided millions of dol- 
lars worth of sales for dealers 
which otherwise would have 
been impossible. 

It is the purpose of this series 
of articles to show contractor- 
dealers what finance plans are 
available to their customers 
(there are actually 18 methods 
to finance home modernization) , 
and how to use them profitably. 








THE WELL-KNOWN FEDERAL Housing Admin- 


istration’s Title I method of financing modern- , 


ization has won such wide acceptance by con- 
sumer and lender alike that it is worthy of 
special interest and study by readers of DomEs- 
TIC ENGINEERING. 

Contrary to popular belief, the government 
itself doesn’t advance the money. If the work 
to be done meets certain minimum specifica- 
tions, to be mentioned later, FHA insures 
private lending institutions, which provide the 
actual cash. FHA insures these institutions 
against loss, making good should your cus- 
tomer default. 

The first step of a plumbing and heating con- 
tractor who is desirous of making available 
Title I financing for his installment accounts 
is to locate lending institutions in his trading 
area which furnish FHA loans. It may be that 
none is available, in which case he must have 

(Please turn to center of page 188) 








/ Open-End Mortgage 


THIS IS ONE OF THE EASIEST WAYs to finance 
a home-modernization program, yet relatively 
few contractors and their customers know about 
it. In many cases bankers don’t even know 
about it. Essentially, the program is this: 

Many lending institutions (savings and loan 
associations particularly) will make additional 
advances to their mortgagors to pay for home 
improvements. Where this fact is plainly stated 
in the original mortgage, it is known as an 
“open-end mortgage.” Often, the customer can 
arrange to have the regular monthly payment 
he is now making on his house remain the 
same, merely increasing the number of month- 
ly payments he will have to make. By paying 
at the tail end of a mortgage this way, the 
customer can enjoy the benefits of a modernized 
kitchen, for example, and not have to make a 
payment for 15 years! An alternate method is 
to increase the monthly payments slightly, leav- 

Please turn to center of page 192) 
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In the photo at right 
a Domestic Engineering 
editor enters the Bay 
City Bank, one of the 
50 or more lending in- 
stitutions contacted in 
preparing this special 
section on modernization 
financing. One hundred 
contractor-dealers were 
also personally inter- 
viewed on the subject. 





SURVEY PROVES i OUT OF 3 NEED IT! 


THE SALES GO TO THOSE WHO HAVE IT! 
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WHO GETS THE LION’S SHARE of the mod- 
ernization jobs—the dealer who specializes 
in on-the-spot, cash sales, or the dealer 
who can suggest anywhere from one to 
18 different ways for his customers to 
finance their remodeling job? 

The answer is 2 to 1 in favor of the lat- 
ter, according to the Bay City survey. 
Table XXVI (reproduced below) from 
the study shows that nearly two out of 
every three homeowners need or want to 
finance their modernization job. These 
results were tabulated only from those 
homeowners who specifically said they 
plan to modernize. 

The conclusion, then, can only be that 
the dealer who'll end up on top is the one 
who is ready, willing and able to help his 
prospects with their financing problems. 
He'll be telling them so, too, in his ad- 


Two Out of Three Need It! 


Bay City study proves 2 out of 3 prospects 
need financing. Can you provide it? 


vertising and personal sales contacts. 

The Bay City figures also lead to some 
interesting conjecture in another direc- 
tion. Let’s examine them on the basis of 
modernization versus new construction. 
About one out of every five homeowners 
interviewed in Bay City planned to mod- 
ernize their kitchen, bathroom or heating 
system and sometimes all three. Project- 
ing this figure to the nation’s 45,000,000 
homes we find a potential of some 9,000,- 
000 modernization jobs. Weigh this against 
the 950,000 anticipated non-farm dwelling 
starts for 1953, and we find a tremendous 
market potential for modernization. 

Therefore, the dealer who has been 
concentrating on new construction might 
do well to re-examine his stake in mod- 
ernization jobs . . . and his methods of 
financing them. 


TABLE XXVI 


Method of Payment Preferred by 118 Bay City Home Owners 
Who Plan to Modernize Their Plumbing and Heating 





Method of 
Payment 


All cash 

1/3 down, 3 yrs to pay 

No money down, 3 yrs to pay 
Mortgage 


No Answer 


Total Who Plan to Modernize 


| No. of % of 
Homes_ Homes 

42 3506 

L6 39.0 

8 6.8 

4 3oh 

18 15.3 

118 100.0 


(N.B. These replies were tabulated ONLY from those persons who 
specifically said that they planned to modernize. ) 
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Mail Order Financing . . . 

(Continued from bottom of page 177) 
aids for point-of-sale display and direct mail 
promotion to stimulate business. 

Readers desiring further information on the 
mechanics of this plan can get it by writing to 
M. O. Harum, Allied Building Credits, Inc., 
3109 Wilshire Blvd., Los Angeles. 

A detailed description of the plan and how 
it is applied by Contractor William C. Husfeldt 
of Momence, IIl., to help close remodeling sales 
will be presented in December as part of the 
second article in this series. 


Bank Loan Financing . . . 

(Continued from bottom of page 177) 
his customers as possible arrange their fin- 
ancing for home improvements through his 
own bank. This may, or may not be the bank 
of his customers, but the advantages to the 
contractor-dealer are obvious. , 

First, the loan officer of the bank is able 
through such transactions to keep in closer 
touch with the dealer’s business. This adds 
to prestige and strengthens credit standing 
against the time when the contractor may wish 
to borrow money. ; 

There are eight ways in which banks make 
money available for modernization loans. These 
are: (1) On open line credit to well-known 
customers, (2) On a note with co-maker, (3) 
On a note with an endorser, (4) On an assigned 
insurance policy with sufficient paid-up value, 
(5) On a personal loan, of the installment type, 
(6) On stocks or bonds accepted as collateral, 
(7) On a chattel mortgage on an automobile, 
farm equipment or other property and (8) On 
savings bonds. 

All of the above are methods for the con- 
tractor-dealer to suggest to his customer. Some- 
times, if he is sure of his customer, the con- 
tractor may wish to endorse the note himself, 
although it is well to avoid this method if pos- 
sible, bankers say. 


Federal Housing Administration, customers 
borrow in other ways. (Loans insured by FHA 
are treated in a separate portion of this fin- 
ancing section.) 

One method often overlooked is saving bonds. 

Although U.S. Savings Bonds cannot be 
cashed by anyone other than the owner, some 
banks accept them as security. A banker in 
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12 
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While a large percentage of modernization r 
loans made by banks are guaranteed by the , 


| 
| 
| 
| 
| 







Rockford, Ill. pointed out that they realize the 
savings bonds they hold as collateral cannot 
be cashed in case of a customer defaulting on 
a loan. 

“But when a customer has $2,500 in bonds 
deposited with us to secure a loan of $1,200,” 
the banker continued, “he’s not going to lose 
those bonds by defaulting on the loan.” 


How to Get Started 


Assuming that a contractor-dealer has had 
no experience referring customers or prospects 
to a bank, it might be well to visit the bank 
personally, at first, and get acquainted with the 
chief loan officer. Having a chat with him pos- 
sibly at lunch, will enable the dealer to learn 
what the bank can offer; the facilities it has 
for making loans, its requirements, the different 
types of loans, and so on. 

At the same time it will provide an opportu- 
nity for the bank to become more familiar with 
the dealer’s method of operation, his loan re- 
quirements and something about the financial 
requirements of the prospects in modernization 
and remodeling jobs. 

A banker’s cooperation can be obtained much 
more readily by developing a feeling that the 
dealer and he are partners in an effort to bene- 
fit the community by helping its members to 
succeed as home owners and businessmen. It is 
definitely true, and may be said without fear 
of contradiction, that both the bank and the 
dealer will benefit from a transaction which 
improves a home in the community. The bank 
will get the interest. The dealér will get the 
job. And the community will be a better place 
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to live in by virtue of an improved dwelling. 

Banks lend money not as a favor to an in- 
dividual businessman, but as a business pro- 
position. Just as the contractor sells a new 
heating plant for the purpose of making a 
profit, so the bank sells the loan in order to 
make a profit for itself. There is no essential 
difference between the two. 

Of course a contractor is careful to sell a 
heating installation to a person who can and 
will pay for it, just as a bank is careful to make 
a loan to an individual that can repay the loan. 


Written Agreement Is Wise 


The banker may suggest a written agree- 
ment with him regarding the financing he will 
do for customers. He probably will suggest the 
wording of such an agreement and it might be 
well to have an attorney go over the agree- 
ment so it is clearly understood in all its terms 
by all parties involved. If any of its terms 
seem unfair, by all means tell the loan officer 
so and ask him if a change can be made. 

After learning what the bank offers, a dealer 
will be in a better position to outline what the 
bank offers to customers seeking financing as- 
sistance in home modernization. Perhaps the 
bank will even provide credit application forms, 
which prospects may fill out in advance of their 
visit to the bank. 

When such a credit form is properly filled 
out, and if the account meets with the bank’s 
approval, the proceeds of the loan should be 
forthcoming. As soon as it is approved, the 
dealer may begin work, but unlike some of the 
other methods of financing it frequently will be 


unnecessary to wait until the job is finished be- 
fore getting the proceeds of the loan, or at least 
a portion of them. That is one of the advantages 
of a close liaison between the contractor and his 
banker. 

Sometimes it is advantageous to take a pros- 
pect or customer who desires home moderniza- 
tion to the bank and sit down with him and the 
loan officer to discuss his financial problem. 
In this way it not only gives the dealer entree 
to the bank, but it also is indicative of a 
helpful, friendly attitude toward remodeling 
on the installment plan. If a dealer is too busy 
himself, he may designate a member of his 
staff, if the business is of sufficient size to war- 
rant added personnel. 


Brief the Customer 


If the questions are not already on the credit 
application form, or if the prospect for remodel- 
ing has not had occasion to borrow from a bank 
before, it might be wise to brief him on the in- 
formation which will be sought by the bank. 

Such information includes: address, length of 
time at the address, place of employment, length 
of service there, some retail references where 
credit has been extended, previous installment 
credit record, if any, marital status, draft status, 
income, other obligations, and the addresses 
of one or two friends. 

Persons who borrow for the first time are 
hesitant about revealing much of that informa- 
tion, but since the dealer supplying the mer- 
chandise they desire and need explains the 
necessity for it, they will better understand 

' (Please turn to top of page 183) 
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than if they learn it first from the bank. The 
way to develop favorable relations with a bank, 
you can tell your prospects, is to make sure 
the officers know as much as possible about 
their business. 


Bankers Eager to Serve 


Banking philosophy has undergone a con- 
siderable change in the last 25 years, yet many 
persons still feel hesitant about approaching 
a bank for a loan. 

An indication of the interest banks have in 
developing new loan accounts is revealed in 
a conversation with an executive of the Bank 
of Virginia in Richmond. He told a Domestic 
ENGINEERING editor that they tell their loan of- 
ficers: “If you don’t have some losses, you are 
not doing your jobs as you should. 

“What I mean by this,” the Virginia bank 
executive continued, “is that we should serve 
the community so completely that occasionally 
we will lend money to someone who will miss 
a paymer” or may, in fact, move away without 
making the final payment. In spite of the fact 
that we tell our loan officers that they are not 
doing a job unless they have some losses, our 
total losses on loans are less than one-half 
of one percent and that is nothing to worry 
about,” he concluded. 


Advantages of Bank Loan Financing 


There are advantages to having customers 
and prospects utilize bank credit. Among these 
are: (1) It builds prestige for the dealer’s busi- 
ness if he recommends good accounts to the 
bank. In effect, he becomes a source of new 
business for the bank. (2) Customers who 
qualify for bank credit generally enjoy lower 
interest rates. (3) The contractor can obtain 
payment faster when the loan is handled di- 
rectly by a bank; in many instances he need 
not wait for the work to be completed. That 
is where a close working arrangement with his 
bank pays off. (4) Loans made through banks 
generally have a quicker “pay-out” time, gen- 
erally running 12, 18 or at most, 24-months. 
This is in ‘contrast to a 36-month pay-out time 
in other methods of financing. Quicker pay-out 
time means the customer will be in the market 
for more merchandise that much sooner. 


How Bank Loan Method Is Applied 


How dealers apply the bank loan method 
will be told in a case study next month. 


How This Article Was Written... 


IN PLANNING this special series of articles on 
modernization financing, Domestic ENGINEERING 
called on the services of John Y. Beaty to assist its 
editors in preparing the material. Mr. Beaty was 
for 24 years editor of BANKER’s MonTHLY. Since his 
retirement three years ago, he has written some 
15 books on various business subjects, as well as 
carrying on a part-time teaching schedule at 
Northwestern University. 


1500 Man-Hours of Research 


Acting on the theory that special information 
is best obtained first-hand, Mr. Beaty and your 
editors called on manufacturers, bankers, building 
and loan managers, credit bureau managers, fin- 
ance companies, contractors and all others who 
have had experience and could furnish informa- 
tion on making modernization financing easy for 
the dealer. This required 1500 hours. 


We "Lived" with Contractors 


To make the most careful analysis possible, your 
editors sat in on actual “money talks” between 
dealers and customers. Mr. Beaty talked with one 
contractor who has helped his customers finance 
remodeling jobs 13 different ways. All told, the 
research turned up 18 ways in which home im- 
provements may be financed—all of which are on 
a cash basis insofar as the dealer is concerned. 


What It Means to You 


The net result of this study is a staggering 
amount of pertinent information on modernization 
financing—far more than can be accommodated 
in this single remodeling issue. Hence, much of 
the information (see page 187) is reserved for fu- 
ture issues of Domestic ENGINEERING. 





Meet Mr. Beaty... 


John Beaty, co-author of this penetrating series (at 
left), is shown discussing the subject of financing with 
Domestic Engineering associate editor E. E. Howard. 


Continued... 


















































Tuere ARE 18 ways in which 
plumbing and heating contractors 


can help customers finance remod- 
eling jobs. 

This might suggest that the prob- 
lem is an easy one, and so it is. 
However, it is important to realize 
that not all financing plans apply to 
every prospect. While the FHA 
Title I plan is the perfect answer 
for the Smith family it might not 
be at all suitable for the Browns. 
And therein lies the importance of 
an overall knowledge of each 
method. The dealer who is able to 
counter every seeming obstacle 
with a positive suggestion is going 
to get more than his share of mod- 
ernization jobs. 

How does the dealer go about 
selecting the right plan? 

First, of course, he has to know 
what plans are available. Domestic 
ENGINEERING’S series of articles will 
describe each method in detail. The 
six most common financing plans 
are discussed this month; others 
will follow in forthcoming issues. 


How Each Plan Works 


Secondly, he must know how 
each plan works. 

These first two steps are largely 
a matter of acquiring the necessary 
knowledge—and this can be done 
by reading this series. 

The third step in selecting the 
right plan is to let your customers 
know that they can finance their 
modernization job in one of several 
different ways. This can be done 





This series of case studies will help you se- 


lect the right finance plan—right for you and 
right for your customer... 


through newspaper advertising, 
perhaps with nothing more than a 
line in your advertisement reading 
“You can finance home improve- 
ments in 18 different ways.” Or a 
personalized direct-mail letter 
might be even better. Such a letter 
might begin something like this: 


Suggested Sales Letter 


Dear Mrs. Jones: 

Did you know that there are 
18 different ways to finance a 
complete new kitchen for your 
home? 

This means, of course, that 
you can now enjoy the com- 
forts of a completely modern- 
ized kitchen without waiting 
for ready cash, etc., etc. 

The letter could then go on and 
create desire in the prospect’s mind 
by describing the type of kitchen 
you offer and pointing out its ad- 
vantages to the customer. The con- 
clusion might well include an offer 
to go out and take the lady of the 
house to your store for a demon- 
stration. 

This might sound somewhat 
afield from actually selecting a 
plan. It is important, however, in 
that you are laying the ground- 
work for the sale; you are “selling” 
the prospect on the idea of a new 
kitchen for only $31.00 per month. 

The fourth, and most important 
step, in selecting the right plan is 
to encourage your prospects to talk 
once they are in the store and the 
subject is under discussion. For 
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to learn what you need to know in 
order to make a proper decision. 

Your manner should be one of 
enthusiasm and cordiality through- 
out. You assume and make your 
customer feel that he is entitled to 
credit at your store. 

After the customer has indicated 
the type of modernization he would 
like to have, try to compliment him 
on his judgment. It is almost al- 
ways good judgment to improve 
a home. You can make your com- 
pliment refer specifically to the 
type equipment the customer has 
selected. The lady of the house is 
going to be pleased if you com- 
pliment her on selecting the best 
type kitchen. 

These compliments will put your 
homeowners in a receptive frame 
of mind so that they are perfectly 
willing to tell you frankly of their 
financial needs. The subject might 
be opened with a simple question: 
“Do you plan on paying cash or 
have you arranged a way to finance 
this modernization?” If the an- 
swer is that no arrangements have 
been made, your: next question 
might be: “Would you like to have 
some suggestions? We have a list 
here of 18 ways our customers have 
financed this type of modernization, 
and Ill be glad to go over it with 
you.” 

Or another approach might be, 
“We just finished a similar job last 
week over in Glen Park. Here’s 
the way it was financed.” And pro- 
ceed to tell them about it. Since 
they have undoubtedly thought 
about it, they will tell how they had 
it figured out in their own minds. 


Step-By-Step 


Going over the list in a step-by- 
step fashion is perhaps the better 
method since if affords you the op- 
portunity to question them about 
their mortgage, the man’s occupa- 
tion and the many other questions 
asked in routine credit investiga- 
tion. You could ask questions 
directly from a credit bureau form, 
particularly if your system calls for 
this. Many contractors, however, 
prefer to leave the actual details of 
credit investigation up to the lend- 
ing agency or the credit bureau. 

It is important that you be pre- 

(Please turn to top of page 207) 
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Financing 
Made Easy 


Case Study 
No. | 


Pe 


Sam J. Needs A New Boiler and Baseboard Radiation ... 


No ONE LIKES TO WRESTLE with an old hand-fired 
furnace every winter, and Sam J. is no exception. 
Sam, at age 57, figures he is ready for some of the bet- 
ter things in life. 

He wants, in fact, to have a modern heating system 
—an oil-fired boiler. He also wants baseboard radia- 
tion throughout his 30-year-old, two-family home. 
Since the old system has been giving trouble, and the 
second floor tenants are complaining, he decided that 
right now is the time to modernize. 

Sam works as a brewer and earns about $4,000 a 
year. The upstairs flat rents for $65 per month which 
covers heating expense, utilities and mortgage pay- 
ments. He and his wife have been helping their two 
married children get started with their own families 
and have also laid out quite a bit of cash for medical 
expenses in the last few years. As a result, things are 
pretty tight for Sam, and, outside of a small emer- 
gency fund, he has no savings. 

Still, he wants and needs the new heating system. 
His wife would also like to have a new refrigerator 
and ironer to help with her work. 


Sam's Problem 
And that in a nutshell is Sam’s problem. 


How are Sam and his plumbing and heating con- 
tractor arriving at a satisfactory solution? They sat 
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down and talked the whole thing over, and at first 
the contractor thought an FHA Title I loan might 
finance the job. But this plan developed a hitch. The 
ironer and refrigerator that Sam’s wife wants cannot 
be financed under FHA, since they will not become 
a permanent part of the home. Furthermore, Sam 


can’t afford the $64 monthly payment required under 
the FHA plan. 


He Finds a Way ; 


But the contractor had another idea. He had heard 
a loan officer explain the open-end mortgage at a re- 
cent businessmen’s meeting. Sam was interested to 
learn that he might be able to add the cost of the 
new heating system to his present mertva7 

So, off to the savings and loan association that held 
Sam’s mortgage! They sat down with the loan officer 
and explained the problem. The officer confirmed that 
Sam’s mortgage, like all those drawn by his company, 
is of the “open-end” type. Here’s the way Sam’s 
problem is being solved: 

The $2500 needed for the improvements will simply 
be “added on” to the unpaid balance of the mortgage, 
extending the pay-out time for three years and eight 
months longer than the original mortgage. In this 
way Sam’s payments will not be increased at all. In 
fact he does not begin paying for the new heating 

(Please turn to center of page 187) 
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Harry H's Family of Six Needs an Extra Bathroom... 


Dip You EVER TRY shaving at the kitchen sink while 
your wife is getting breakfast? 

Harry H. has and he doesn’t like it. The reason? 
There’s quite a jam around his house each morning as 
three of the four children get ready for school and 


Harry gets ready for work. The kids range in age, 


from 3 to 11, one girl and three boys. 

All this confusion doesn’t help Harry’s nervous con- 
dition, and he feels that a second bathroom will solve 
the problem. Harry’s home has five rooms and one 
bath downstairs, four rooms and a bath on the second 
floor, which is rented. The house is 45 years old. 


Harry's Story 


The $75.00 rental for the second floor pays light, gas 
and heating for both flats, and about half the monthly 
payment for the house. With his overhead cut down in 
this way, and with a recent pay increase of $10 per 
week, Harry has a $95 spread between income and 
expenses. Allowing $45 per month for savings to meet 
emergencies, future education for the children, etc., 
Harry can afford $50 per month for home improve- 
ments. Most of his ready cash went for down payment 
on the house two years ago, but he does have $100. 

And that, in brief, is the story and the problem 
Harry took to his plumbing contractor. 

After calling at Harry’s home, the contractor esti- 


mated the conversion of the old pantry to a modern 
bathroom at about $1000. 

At first, Harry thought he might raise the money by 
getting a loan on his car and furniture. The contractor 
suggested, instead, that Harry apply for an FHA Title 
I loan, since he can easily meet the minimum 
requirements. 

The dealer has an agreement with his own bank, 
which is an FHA approved lender, to finance his cus- 
tomers’ modernization jobs. So he took Harry to the 
bank where he filled out a credit investigation form, 
which was approved promptly. After making his 10 
percent cash down payment, Harry signed a note for 
$969.23, which gave him the $900 difference between 
the down payment and the cost of $1000. The $69.23 
represented interest on the note, which is to be paid 
off in 18 installments of $53.85 per month. 


How the Problem Was Solved 


The problem, then, is solved. Harry will soon have 
his extra bathroom, the plumbing contractor has a 
$1000 job (for which he’ll get paid in full on comple- 
tion), and the bank is getting its interest on a good 
loan. , 

The job could have been financed other ways, but 
in this case, the FHA loan made it easy for the con- 
tractor—and easy for Harry. 
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GIVING UP his long wait at the end 
of the line (a regular occurrence) 
Harry decides .. . 





... TO TRY HIS HAND at shaving 
at the kitchen sink. But he doesn’t 
fare much better with Mrs. H. pre- 
paring breakfast. Harry’s problem: 
How to buy a new bathroom in his 
rather tight financial circumstances. 


oming Up... 


IN THIS SERIES ON FINANCING 


*% @ How to Use the Right Financing Plan as a Sales 


Instrument 


@Financing Made Easy—the Mail-Order Way 


In a penetrating case study, Domestic ENGINEERING 
editors “live” with Contractor William Husfeldt of 
Momence, Ill. as he promotes his “mail-order-financ- 
ing” plan to sell modernization jobs. 


e Getting Started with the Right Financing Plans 


e How to Get Cash for Every Job 
eHelp Your Customers Discover They Can Pay 


Cash 


eHow to Find Out the Customer’s Financial 


Needs 


eBe Sure Financing Is Arranged Before You 


Start the Job 


eWhy You Shouldn’t Tie Up Business Funds 


in Customer Financing 


eGet Your Banker to Advertise Modernization 


Loans 


eAdvantages and Disadvantages of Each Plan 


eSix More Ways Your Customers Can Finance 


the Job: 


Plan No. 7: Financing through Building and Loan 


Associations 


Plan No. 8: When to Recommend the Financing 


Company 


Plan No. 9: Financing Under a Chattel Mortgage 
Plan No. 10: Using Stocks or Bonds as Security 

Plan No. 11: Cash Value of Insurance as Collateral 
Plan No. 12: Manufacturers’ Conditional Sales Con- 


tracts 


e@ Where to Get More Information 


If you have specific questions not covered in this 
series, ask your lending agency, or send to the Editor, 
1801 Prairie Ave., Chicago 16. 








Sam Needs a Boiler 
(Continued from page 185) 
system until the last three 
years and eight months of the 

mortgage! 

The only cash outlay Sam 
has to make is $15. This cov- 
ers title insurance under the 
“quick search” recently intro- 
duced by title insurers. Sam 
merely filled out an affidavit 
stating that no liens had been 


187 


placed on his property since the 
original mortgage. 

The loan officer mailed the 
affidavit, together with a noti- 
fication of the amount of the 
advance to his title insurer, and 
Sam and his wife are now well 
on their way toward that better 
way of life. 

And the contractor? He’s got 
a $2500 modernization job— 
cash on the line! 











F.H.A. Title-One Financing... 


(Continued from bottom of page 178) 
recourse to other plans. 

Among the institutions providing FHA in- 
sured loans, which loans generally carry 
lower interest rates because of the insurance 
feature than some of the other methods des- 
cribed herein, are: commercial banks, mutual 
savings banks, savings and loan associations, 
or any institution whose deposits are insured 
by the Federal Deposit Insurance Corporation. 


You Must Qualify 


It is not enough, however, merely to have 
eligible lending institutions. The contractor 
must qualify, and this is what has discouraged 
some of the less persistent and aggressive deal- 
ers. But once this hurdle is passed, he be- 
comes permanently qualified to handle FHA 
business. 

The lending institution which grants FHA 
insured loans can provide him with a form, 
titled “Dealer Investigation and Approval.” 

This is a credit-application type form, in- 
cluding such familiar questions as: (1) Name 
of business, (2) Names of principals, (3) Num- 
ber of years at the busi- 


offer to installment customers. 

For example, he can offer FHA terms to 
all his accounts. If, as sometimes happens, 
they do not qualify, his may offer them the 
ABC plan, or one of the others covered in this 
study. ABC itself makes available financing 
under the FHA insured, but promotes its own, 
uninsured financing as simpler. 


How Customer Qualifies 


Any person who owns a house and wants to 
refurbish kitchen, bath, or heating system can 
qualify. The structure to be improved must 
exist as a completed building that is occupied 
or used, was formerly occupied or used, or has 
been made ready for occupancy or use. 

Loans may be made for the conversion of 
a single dwelling unit into an apartment, if 
the walls and other main structural elements 
are left standing. 


Developing A Good Loan 


To develop a satisfactory loan, FHA pro- 
vides an outline, “Dealer Guide for FHA Title 
I Loans,” and may be secured from any lend- 
ing institution direct or upon request from the 
Federal Housing Administration, Washington 
25, D.C. 

The first and most im- 





ness address, (4) Sales 
area covered, (5) Names 
and addresses of sales- 
men, (6) Items offered 
for sale under Title I 
financing, (7) Service 
facilities, (8) Dollar 
volume for past year, (9) 
Dollar volume under any 
previous Title I permit, 
(10) Financial ref- 
erences, (11) Trade ref- 
erences, and (12) Finan- 
cial statement. 
Merchandise so fin- 
anced must become a 
part of the home or of- 


SMA AN 


N 
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ot HEATEL 
. 2 


portant step in this out- 
line is described as fol- 
lows: 

“Compute the total 
cost of the job—pre- 
pare a written proposal 
addressed to the cus- 


i 
‘e | Ne Ht! tomer, giving a detail- 


ed description of the 
work to be done. Then, 
using the FHA “gross 
charge and discount 
table,” tell the prospect 
the amount of his pay- 
ments and how many 
Lp Gloech he will have to make to 
< Bx pay the loan in full. 


fe 


OS 








fice building of the party 


making the purchase. For “In case anybody's interested—I have cash!” 


example, heating, air 
conditioning, kitchen cabinets, plumbed wash- 
ers, disposer units and the like are eligible for 
Title I financing. Such single units as refrig- 
erators, ironers, stoves, etc., are not eligible. 
Assuming the contractor has lending institu- 
tions which grant FHA insured loans, and 
assuming he does qualify as a contractor who 
can sell under FHA terms, he’s all set to do 
business. This FHA Title I method of financ- 
ing can be just one of many “keys” he may 


“If the work is 
agreed upon, prepare 
and sign a contract or sales agreement us- 
ing your own form in at least three copies, 
one for yourself, one for the customer and 
one for the lending institution handling the 
financing of the remodeling work. 

“Be sure that the wording of the contract 
gives the type of improvements, the extent 
of the improvements and a brief descrip- 
tion of the materials to be used.” 

(Please turn to top of page 192) 
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SPEEDHEATERS® 
terms to WESTINGHOUSE ARE TOPS IN VALUE 
il A pioneer name in Unit Heaters 
d in this 
financing 
its own, 
FOR COMPLETE HEATING ... Speedheaters save up to 25% 
in fuel cost, distribute heat better and faster than old-style heating systems. 
In factories, shops, offices, warehouses, and remote or temporary build- 
wants to : ings, they will blanket the area without taking up valuable floor or wall 
stem can i- i ~~ : : space. Gentle, uniform heat is automatically controlled. 
ed must 
occupied 
d, or has 
2, 
srsion of 
ment, if 
elements 
HA pro- 
HA Title 
ny lend- 
from the 
shington 
most im- 
this out- 
1 as fol- FOR SPOT HEATING ... Speedheaters are ideal for “cold spots” 
which the existing system cannot cover. In drafty corners, along exposed 
1e total windows, loading platforms, storage areas, shipping and receiving rooms 
p-nitur- and tool bins, they force heat down into working areas. 
yroposal 
he cus- 
. detail- 
of the 
>. Then, 
. “gross 
liscount : : a 
rospect Westinghouse Speedheaters are built of quality materials—operate 
his pey- efficiently and quietly. Installation is simple—units have inlet and 
outlet connections on either side—come furnished with pliable steel 
eged hangers. A Speedheater will give years of dependable, carefree heat 
make to at low maintenance cost. Either for space heating, spot heating or 
1 full. —— lig industrial process work, you won’t find a better value than you get 
yrk is ‘ : in Speedheaters today. 
prepare Eighty-two standard heating capacities, ranging from 25,000 to 
ent us- DOWNBLAST SPEEDHEATERS are available for 400,000 btu capacity, are available. For full information contact your 
copies, high-ceiling locations. They can be located above crane- local Westinghouse office or write Westinghouse Electric Corpora- 
1er and ways, freight entrance doors—and blanket the entire tion, Air Conditioning Division, Hyde Park, Boston 36, Mass. 
ing the area with even heat. 
-ontract 
_ extent 


fescrip- You CAN BE SURE...IF IT's Westinghouse 


TUNE IN ON HISTORY! Only Westinghouse 


brings you complete coverage of four-month 
political campaign over CBS television and radio. 


J-80274 























HEIL sells only through whole- 
sale distributors. Choice 
territories are available. 
Don't delay. Write now. 
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Modernizing home owners are interested in details. 
g| 6} You’ve really got something to talk about, say dealers, 
when you show them HEIL’s exclusive design, com- 
bustion engineered to get more heat from the fuel. 


Home owners are looking for better 


a a 
AV; N2 heating, but they want to save money, too, 

a L F® Hi { the dealers report. HEIL units are more 
efficient, by independent laboratory tests 


—you can guarantee fuel savings ! 


rw 
BETTER L When a home owner modernizes, his plans often 
OK | N fs ' include a recreation room—and he always wants 


eh/® 


2s 
a 


6 
Cth 


90 w leS3e, his home to look better. Dealers find that best- 
ae ’ looking HEIL units are much easier to sell. 


You can’t fool a dealer on quality. HEIL uses 
heavier gauge metals, better alloys. HEIL construc- 
tion is more careful, more closely inspected. In- 
sulation is better. Check HEIL’s weight against 
any other and see! 


You get no place fast, according to the dealers, 


OF MOD if you try to, sell « unit that “almost fits.” HEIL 
RAN ot pe a range of unit sizes and types for 
oil and gas, and for steam, water, or warm 

bow ai HEIL was first in oil-to-gas convertibility. —— 


rne HEIL co. 


3000 W. Montana St., Milwaukee 1,Wis. © Rt. 29, Hillside 5, New Jersey 
SALES OFFICES: Hillside, N. J.; Atlanta, Ga.; Washington, D. C.; Cleveland, Ohio.; Chicago, IIl.; Detroit, 
Mich.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Tex.; Los Angeles, Calif.; Seattle, Wash. 








F.H.A. Title-One Financing . . . 
(Continued from-bottem ef page 158) 

Other steps in the “Dealer Guide” have to 
do with securing a credit application from the 
prospect, a credit investigation by the lender, 
and so on. 

The plumbing and heating contractor does 
not get paid until the job is completed, and 
at that time it is necessary to have the customer 
sign the FHA Title I completion certificate. If 
everything has been properly handled, the 
lending institution then gives the contractor a 
check for the proceeds of the loan. The cus- 
tomer makes repayment to the institution. 

A cash down payment certificate should also 
be signed, and the down payment, which is 
usually not less than 10 percent of the com- 
pleted job, should be collected. 

As stated previously, the FHA Title I method 
of financing home improvements is widely used 
and generally well understood, perhaps be- 
cause of its universal acceptance. However, 
it might be well to point out that FHA may 
reach a limit in the amount of loans to be 
guaranteed. That limit is set by law, with the 
maximum for the entire country at $1,250,- 
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“. .. and how will | go about changing my mind 
if | should want to?!!” 


000,000. In 1952 the loan limit seems to be 
in sight and could run out early in 1953, or at 
least be brought to a temporary halt. 

It is not likely that this will happen, how- 
ever, as past experience indicates that further 
funds will be appropriated. A banker in Elgin, 
Ill., for example, told a Domestic ENGINEERING 
editor last month that though the limit will 
probably be reached early in 1953, the loans 
are being paid off all the time, and it may not 


be necessary for FHA to shut down promptly 
on Jan. 1. 

Because of the wide publicity given FHA, 
some dealers have capitalized on it by pointing 
it up in their advertising and displays. 

An example is a contractor in a northern 
Illinois suburb whose brightly lighted window 
was observed one evening by a Domestic En- 
GINEERING staff reporter. The window had a 
blow-up of three letters, F, H and A. The letters 
were used to introduce the words, “Friendly, 
Helpful Advice”, on how to secure an FHA 
insured modernization loan at low interest 
rates, convenient, easy terms.” 

The advantages of the FHA plan are: 

(1) Lower interest and carrying charges 
than some other types of financing, (2) Insured 
feature is popular with lenders, (3) Monthly 
payments are usually lower, (4) Because of 
the care in selection of accounts there is sel- 
dom any loss. The contractor would not lose 
in any case, because of the insured feature. 
The disadvantages of this plan are: (1) More 
forms to fill out, (2) Stricter requirements, and 
(3) Longer time to process such an account. 

A complete case study of the FHA Title I 
method of financing, and how a dealer uses 
it, will be presented in an early issue. 


Open-End Mortgage Financing . . . 
(Continued from bottom of page 178) 
ing the term of the original mortgage the same. 

While not new, the open-end mortgage is now 
becoming increasingly important, and wider 
use of this facility to finance home moderniza- 
tion and repair is predicted by life insurance 
companies, savings and loan institutions and 
title companies. Briefly, it operates much as 
an “add-on sale” in a department store, where 
a charge customer has bought a specific item. 
On the way out, the customer thinks of some- 
thing else to buy and takes the sales check 
back to the clerk, who adds the price of the 
merchandise to the sales check. 

The open-end mortgage, with payments re- 
maining the same, but extending the pay-out 
time, is that simple, provided the original mort- 
gage has the open-end feature. 

Stated in legal language, the provision which 
permits the home owner to borrow additional 
funds from his original lending institution, 
reads as follows: 


“That it is the intent hereof to secure pay- 
ment of said Note whether the entire amount 
shall have been advanced to the Mortgagor 
at the date hereof or at a later date which 

(Please turn to top of page 197) 
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KRITZER 


IT’S RIGHT, SIR!” 


KRITZER BASEBOARD HEATING 


KRITZER—the finest, most complete Baseboard line 


on the market today—includes five separate types to 
meet every heating need. New design features make 
installation faster, easier, in- 

sure maximum operating effi- 

ciency; and provide the most 

attractive finished appearance. 

Damper and positive action 

control available. Full line of 

accessories includes joint 

covers, corners and end enclo- 

sures, with access panels if 

desired. 


Standard Baseboard 


Universal Baseboard 


Convector, Slotted Front Convector, Louvered Front 


KRITZER FIN-PIPE COILS 


These rugged, heavy-duty elements are ideal for indus- 
trial, commercial and institutional steam or hot water 


heating. Made with steel pipe or copper tube—steel, 
copper or aluminum fins. Standard fin spacings 24, 32 


or 48 per foot; others by request. Complete line of 
covers and accessories available for the perfect finish- 
ing touch to any installation. 


Kritzer Fin-Pipe Coil 


Utility Cover Expanded Metal Cover 


Flat Top Cover Slope Top Cover 





KRITZER RADIANT COILS 


Simple in construction and easily installed, these 


coils provide today’s most efficient method of 
radiant panel heating. A combination of copper 


KRITZER 


tube and aluminum fins they are concealed but 


not imbedded in structural materials. Enclosed 
in joist or stud spaces Kritzer Radiant Coils in- 


RADIANT 


directly warm ceilings, floors or walls, wherever 


radiant panels are desired. 


Kritzer fin-tube coils in final position 
between joists before ceiling is finished 


COILS, Inc. 
2901 LAWRENCE AVENUE, CHICAGO 25, ILLINOIS 
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TO MAKE MORE MONEY IN MODERNIZATION ... / 
Feature Fine Fixtures by CHICAGO P 


ai 


REMODEL THE MASTER BATH 


It’s open season on obsolete, eye-sore bath- 
rooms and here’s your big gun that really 
bags those modernization profits! It’s Chi- 
cago Pottery’s “Luxury Ensemble” for 
your customers who demand the finest. 
Here’s the master bath group that stands 
for pride of ownership, prestige, integrated 
beauty. 


or indus- 
ot water 


No. 1 


TT 


UP YOUR MODERNIZATION SALES 


To get sales you are now missing, get 
acquainted with our “Anniversary En- 
semble.” Where quality is required but 
price must be a factor, this Chicago Pot- 
tery group has what it takes. A terrific 
value that brings a fine modern bathroom 
within the reach of all! 





No. 2 
LANHAM” 


etal Cover 


SELL THE SECOND BATHROOM 

The second bath idea is coming in strong. 
If you want to cash in on this trend, it will 
pay you to investigate our “Budget Bath.” 
It’s compact, very light in weight, and low 
in cost—a natural for the second bath and 
a profit-coiner for you. 





SEE YOUR NEAREST WHOLESALER TODAY 
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VTTREOUS CHINA — PORCELAIN ENAMELED STEEL PLUMBING FIXTURES 
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3 POWERS Safety Features 


Banish “Booby Trap Showers” 
In Kansas City’s Famous 


Frotel Mueblebach 


ADDITION 


Architects 
NEVILLE, SHARP & SIMON 
Mechanical Engineer 
WILLIAM L. CASSELL 


Contractors 
Y. S. ENGINEERING CO. 














(A) 


ae POWERS Thermostatic Water Mixer 
WATER MIXER 
Greater Comfort and Safety 
(B) assured by these 3 features 
Diverter 
Spout 


@ Powers mixers prevent de- 
livery to shower or tub above 
e159" 


@ Temperature remains con- 
stant wherever set regardless of 
pressure Or temperature changes in 
water supply lines. 





! 
H & Failure of cold water supply 
instantly and completely shuts 

e 4 off delivery to shower or tub. 


The Most COMFORTABLE Showers 
Are Regulated by 


= POWERS? 


Thermostatic WATER MIXERS Cite teins bask 


Easily Accessible from the Front 





























Shower and tub combinations, because they are Easy removal of Thermostatic Motor 

sometimes used by children and oldsters, require the and Valve Assembly makes it pos- 

best protection against scalding and unexpected sible to inspect, clean or flush out 

A “ : * mixer if necessary. No special tools 

temperature changes. Subject a Powers mixer to any test you wish. You'll soqueed. Stage, devthle entre 
find it the safest made for hotels, schools, hospitals and clubs. tion insures long life and minimum 


- . of maintenance. 
How it Works: Hot and cold water piped _ bather enters tub. For a shower, diverter 


to mixer are blended and thermostatical- spout knob is pulled up diverting water * 
ly controlled at any temperature desired. to shower head, When shower is com- 
For shower or tub bath, Powers mixer pleted, mixer is shut off. Diverter spout Only ONE Shower or Tub 
handle is turned until water flowing into flapper valve returns to “tub” position Accident 
tub reaches temperature desired. Then automatically. May Cost Many Times 
; More Than POWERS Mixers 
To be Really Sure of Safe Showers © Specify POWERS (297) 


Established in 1891 e THE POWERS REGULATOR COMPANY ¢ SKOKIE, ILL. © Offices in Over 50 Cities 
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ures Open-End Mortgage Financing . . . 
(Continued from bottom of page 192) 
" advances shall in no event operate to make 


) 
the principal sum of the indebtedness greater 
than the amount named in said Note plus 


any amount or amounts that may be added 
sch 
N 









to the mortgage indebtedness under the 

terms thereof.” 

The key to the above lies in the four words, 
italicized above, “at a later date.” 


How the Finance Plan Works 

















































































MON Let’s take a “for instance:” 
4 Mr. I. M. Debtor and his wife have a home 
pon anton a et ence sein a New Vent-Rite No. 10 
co. which they pai 000 cash, getting a 20-year 
mortgage for $15,000. The mortgage on the old — —_ ga sin you of 3 
homestead now, five years after purchase, is oolproot, automatic venting 
down to $11,927.54 principal amount. Their Here is the automatic air vent you can 
monthly payments are $97.50. put on radiators, convectors, or radiant 
They want to get a new sink, disposer unit, hot water systems and forget because: 
and kitchen cabinets to modernize the place New Metering Device 
a little. Total cost is $1,200 for this merchandise. New Vent Tube 
ter Mixer They go to their original lender, tell him New Hygroscopic Discs 
their problem, and he advances the additional | F positively assure quicker, better venting 
Safety : and constant, even heat all the time. 
eatures 
Vent-Rite #10 has no critical adjust- 
lick: thes ments. It is easy to install and easy to 
ieee * clean if clogged from foreign matter in 
water. It is streamlined with no sharp 
corners, and it is so compact that only 
ins con- 1” shows beyond surface of radiation 
rdiess of unit. 
acral Use the new Vent-Rite 
#10 on your next job and 
1 supply you'll have less service 
ly shuts and always a satisfied cus- 
of tub. tomer. See~it at your 
wholesalers, or send today 
for complete catalog in- 
formation. 
Vent-Rite No. 10 
Actual Size 









































; 


“Rest assured, madam—we'll have it 





ie Front 
ic Motor fixed in a jiffy!” 
; if pos- 
~ ot = $1,200, adding it to their $11,927.54 to bring 
siti, their total owing up to $13,127.54. 
minimum What happens next? 
They make their usual monthly payment of 
$97.50, but instead of having 15 years more 
r Tub to pay, they have 16 years and two months, or 
14 more months at $97.50 which means that 
mes the $1,200 is paid off in 14 months, including 
Mixers $165.00 interest. Until recent years there was 
(a97) (Please turn to top of page 198) 
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Open-End Mortgage Financing . . . 
(Continued from bottom of page 197) 


a hitch in this method of financing home im- 
provements; refinancing required an extensive 
as well as an expensive title search. In 
most states lenders could not let home owners 
have additional money unless additional funds 
had the same mortgage status as in the original 
loan. They needed to satisfy their lawyers 
and regulatory bodies that there were no liens 
on the property to come between the mortgage 
and the modernization loan. 

Lenders need title insurance. Up until now 
the cost of such title search and title insurance 
has been prohibitive; with an additional ad- 
vance of $1,000 to finance home improvements 
sometimes costing a home owner as much as 
$110 for title insurance alone. 

New York’s City Title Insurance Co. just 
last month announced that it will insure the 
title “on any additional advance within the 
original total of any first mortgage in any state” 
for a flat fee of $5 per $1,000 with a minimum 
fee of $10. 

It is predicted that this tremendous reduc- 
tion in fees will stimulate home modernization. 
Readers may ask how this economy was 
































“Harold has worked out his own time- 
payment plan!” 


effected. Instead of undertaking costly research, 
City Title merely accepts the homeowner’s 
affidavit that no liens have been placed on his 
property since the original mortgage. 

L. Douglas Meredith, executive vice-presi- 
dent and chairman of the committee on finance 
of the National Life Insurance Co. of Vermont 
sets forth his company’s procedure on the open- 
end mortgage proposition in another way, al- 
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though it is the same thing. Says Mr. Meredith: 

“In applying for the additional loan, the 
borrower warrants that the security (that is, 
the house) is unencumbered except for the first 
mortgage, and that it will be so unencumbered 
when the proceeds of the additional loan are 
disbursed.” 

Main obstacle heretofore to wider use of this 
additional advance plan has been that the 
standard mortgage contract form accepted by 
FHA for mortgage insurance did not provide 
for it. 

Lending institutions are seeing the light at 
last, and their change of heart augurs well for 
the future remodeling business of the nation’s 
plumbing and heating contractors. Savings and 
loan institutions, mortgage banking houses, life 
insurance companies which make home loans, 
and progressive banks are quickly recognizing 
the advantages—to them as well as their clients 
—0of the flexibility of such contracts. 

Such a clause is a prominent part of the 
contract of the Park Ridge (IIll.) Federal Sav- 
ings and Loan Assn. in suburban Chicago, an 
institution that specializes in home loans to 
suburban dwellers. 

A refinement of the open-end mortgage herein 
described is the one where the facts and figures 
of Mr. I. M. Debtor earlier referred to are the 
same, but he doesn’t want to extend the mort- 
gage pay-out period. In other words, he wants 
to “get off the hook” or “out of hock”, as the 
saying goes, in the 15 years remaining on his 
20-year mortgage. 

Then the answer lies in increasing his pay- 
ments, say to $101.73 instead of $97.50 and his 
mortgage is paid out in the original time. 


How to Use the Open-End Plan 

Now, how can contractors encourage use of 
the open-end plan? At this stage it appears 
to be largely a matter of education—both for 
homeowners and lending institutions. It might 
be well to call upon the banks, savings and loan 
associations and find out just what the situation 
is in your own trading area. Are mortgages 
being drawn with the open-end clause? Do such 
mortgages of the open-end type already exist? 
Are lending institutions simplifying title search 
requirements (using similiar methods as de- 
scribed for New York and Chicago) for re- 
financing mortgages? 

These are questions the dealer will need to 
have answered. From there on it will be a 
matter of suggesting to banks and customers 
that they take advantage of this easy method 
to finance home modernization. In some areas, 

(Please turn to center of page 207) 
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A PRODUCT OF 


(REPUBLIC HEATER CORP. 


Huntington Park, Cal 

























tHe New REPUBLIC PULVERIZER 









Remove sink adapter and on underside of flange put heavy 
coating of plumbers putty. Put flange into top opening of the 
sink, which must be between 3% to 4 inches in diameter. 





Put unit on jack and jack-up to the opening. Have steel ring 
resting on jack screws and neoprene gasket on top of steel ring. 
Then screw sink adapter into the unit proper as much as possible. 


Take jack screws, which are on unit, and screw up against steel 
ring until unit is rigid against sink. 





Connect waste outlet as illustrated. In straight connection you 
do not have to use supplementary elbow. In “P” or “S” type use 
elbow which is a slip joint fitting. 


Single Sink 


When in place tighten up slip joint nuts to prevent leakage. 


ELECTRIC CONNECTION 


Before installing your disposer to the sink flange assembly, it is 
better to make the electrical connection to the underside of the 
unit while it rests on the floor. An electric current outlet box 
should be provided under the sink. A 20 amp. toggle switch 
should then be located in the vicinity of the sink, easily accessible 
for the housewife. Then connect permanently to the underside 
of the disposer where the terminal box is located. 





SHIPPING WEIGHT 34 Ibs. NET WEIGHT 30 Ibs. 
GENERAL ELECTRIC MOTOR 

















AVERAGE WATTS INPUT 
FREQUENCY (Cycles) 
MANUAL RESET OVERLOAD PROTECTOR 


FOR YOUR 
FURTHER PROTECTION: 


A full factory guarantee 
accompanies each of our 
garbage disposal units. 


REPUBLIC 


HUNTINGTON PARK, CALIF. 








HP % 
RPM 1725 
TIME RATING _ Intermittent Double Sink 
VOLTS 115 
BEARINGS New Departure Ball Bearings 
AMPERES _ 5.0 
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Your REPUBLIC GARBAGE DISPOSAL Unit 
is constructed from the finest materials 
and assembled by skilled craftsmen. 

It is unconditionally guaranteed for a period of one 
year from date of installation against defects in 
materials and workmanship—abusive 
or abnormal use excepted. 





NOTE: This warranty shall be infétfect only when complete data 
requested above has been filled in on the enclosed WARRANTY 
CARD and returned to the manufacturer for permanent file. 
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Which Finance Plan? 


(Continued from bottom of page 184) 

pared to discuss all the methods in an interesting 
and intelligent way. With a little practice you 
will soon be able to spot the method which is 
most suitable for a given set of circumstances. 

Readers might feel that all this is unnecessary; 
they already finance under FHA or some plan 
and that’s it, period. However, it is wiser to ap- 
proach each job with an open mind on the subject 
of financing. 

What’s the test for the “right plan?” After 
you’ve suggested a plan, ask yourself these three 
questions: “Does it help me get cash for the job? 
Does this plan make the financing easy for me? 
Does it represent the easiest and most practical 
plan for my customer?” If the answer to all three 
questions is an unqualified “yes,” you’ve got the 
right plan and you’ve helped your own business 
while performing a real service for your customer. 

The case studies beginning on page 185 illustrate 
how a given set of circumstances dictates selection 
of the proper finance plan. 


Open-End Mortgage Financing . . . 
(Continued from bottom of page 198) 


of course, contractors will find that they are 
actually pioneering the idea, which is all well 
and good. The procedure for arranging this 
type of financing for the customer would mere- 
ly be that of bringing both. customer and lend- 
ing agency together with the “open-end” plan 
in mind. Details would, of course, rest with 
those parties. 

In capsule form, here are the advantages of 
the open-end mortgage method of financing of 
home modernization jobs: (1) payments are 
extended over a long term, (2) no down pay- 
ment, (3) additional monthly payments are 
small, (4) payments become part of the mort- 
gage payment—no additional check need be 
written each month to pay for the remodeling 
job and, (5) interest rates are usually lower 
than ordinary time payments. 

In January, an article will describe and 
illustrate how domestic engineering dealers 
sell remodeling jobs under the open-end mort- 
gage plan. 


Mortgage Financing . . . 


MANY OF THE PROSPECTS for modernization 
jobs already own their own home or have paid 
off a high percentage of their mortgage. They 
can easily enjoy the benefits of a new kitchen, 
bathroom or heating system without waiting 
for ready cash by (1) taking out a mortgage 
on their home, (2) refinancing their present 


mortgage or (3), taking out a second or third 
mortgage. 

Here is the way the dealer can help custom- 
ers finance their home improvements under 
this plan: 

To those who do not now have a mortgage 
on their property, suggest that they contact any 
one of six private institutions which loan 
money on mortgage security. They are (1) 
savings and loan associations, sometimes called 
building and loan associations, (2) commercial 
banks, (3) mutual savings banks, (4) insur- 
ance companies, (5) mortgage bankers and (6) 
individuals. 

The dealer’s responsibility lies in suggesting 
and arranging to bring together the loan officer 
and the customer. Not that he needs to arrange 
appointments, or anything like that. The main 
point is that he understands the availability of 
mortgage loans and the different types of loans. 
He is then able to suggest one or another type 
of loan to a customer who seems 'to be at a loss 
to know how to finance the work he needs. 

Where customers have already paid off a con- 
siderable portion of their mortgage, they may 
refinance the balance through the present 
holder. Lenders are usually receptive to this 
financing since it not only means more business 
but makes the customer a better risk; he’s like- 
ly to think more highly of his investment if it 
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“I’m afraid I’d feel too much like a round peg in 
a square hole!” 


means improving his home. While, in the past, 

charges for refinancing a mortgage have some- 

times been prohibitive, methods for a quick 

title search have been developed and the cost 
(Please turn to top of page 374) 
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Get extra water heater 


business with BURKAY 


WATER HEATERS 


Almost any installation is easy 
with this A.O. Smith Commercial 
Water Heater 


Installing a BURKAY commercial 
Water Heater poses no special prob- 
lems beyond those encountered in in- 
stalling the familiar domestic job. In 
most cases it’s routine plumbing and 
gas-fitting and a simple electrical con- 
nection for automatic controls. 


Selling an A. O. Smith BURKAY 
Commercial Water Heater represents 


AO.Smith 


PERMAGLAS-HEATING PRODUCTS 


extra earnings for you and brings real 
money-saving benefits to the buyer. 


And A. O. Smith engineering help is 
near at hand tp assist you on any 


installation that appears to be in any 
way complex. 


Write for complete information on 
BURKAY Commercial Water Heat- 
ers and get ready to add new profits 
to your operations. Address: A. O. 
Smith Corporation, Permaglas- 
Heating Division, Dept. DE-1152, 
Kankakee, Ill. 


(Goa 


Manufacturers also of: Gas Conversion Burners, Home- 
Heating Boilers, Warm Air Furnaces and Permagias Auto- 
matic Water Heaters 


SALES: Atlanta * Chicago 4 © Dallas 2 © Denver 2 © Detroit 21 * Houston 2 
Los Angeles 22 © Midiand 5, Texas * Milwaukee 8 © New York 17 © Philadelphia 3 
Pittsburgh 19 © San Francisco 4 © Seattle 1 © Springfield, Mass. 
Tulsa 3 © Washington 6, D.C. 
SERVICE: Chicago 17 « Dallas 1 « Los Angeles 12 « Union, N.J. 


International Division: Milwaukee 1 
in Canada: John Inglis Co. Ltd., Toronto 
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See for yourself . . . this is a simple installation, 
yet here is ial water heating at its eco- 
nomical best! How many prospects in your town 
for a water heater like this? 





All these are your prospects! 


Restaurants, grills, fountains need hot water 
for dishwashing and sanitizing as required 
by health laws. 


Apartments, hotels, motels, clubs, hospitals 
have many needs for hot water. Relieve 
boiler load and reduce janitor expense with 
Burkay installations. 


Service stations (for car washing), barber 
and beauty shops, launderettes, other serv- 
ice businesses need Burkays. 


Industries. Almost every small industry needs 
quantities of hot water for a variety of uses 
... and Burkay water heaters fill the bill. 


For ideas see A. O. Smith BURKAY adver- 
tising in Newsweek Magazine Nov. 10 issue 
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STEEL TUBING FOR RADIANT HEAT INSTALLATIONS EXCLUSIVELY 


/ Greater Ductility 


V sigter Tensile Strength 
V nm long Coils 


° rested and Approved 


A sed by the Leaders 


wAEMO spEciFICATIONS 


Avon Radiantweld has been widely accepted by the trade for its extreme ductility. 
This special feature enhances its easy-to-bend qualities. One-man hand bendin 

advantages serve the ends of lower cost installation plus new economies of hand- 
ling a softer, stronger, more impervious tubing. 


Avon Radiantweld steel tubing is ideal for hot water circulating’ systems because 
its inherent toughness is proof against damage and rough handling. Its higher 
tensibility coupled with greater ductility provides a solid wall steel tubing to 
match the most exacting installation requirements. 


Longer coils (fewer joints ) cut labor-time, eliminate soldering, costly annoyances 
of leaking unions. This special feature of Radiantweld serves the radiant heating 
field with important economies—easier handling and bending—reducing joining 
and soldering time—insuring leak-proof advantages that overcome time-consum- 
ing repairs when initial water tests are made. The 5%” dia. now available in coils 
up to 160 ft. and the 14" dia. up to 225 ft. 


Avon Radiantweld is made by an exclusive fusionweld process and is then an- 
nealed and pressure tested up to 2500 p.s.i. It is rated as approved under the 
Re-examination Service of Underwriters’ Laboratories . . . by the American Gas 
Association Laboratories . . . meets the requirements of FHA Government Build- 
ing Codes. Has a Government specification rust-resistant bonded coating. 


Radiantweld is specified and used by an ever increasing number of architects, 
heating contractors and some of America’s largest production builders of individ- 
ual homes and housing projects. Such acceptance is your insurance of a quality 
product—backed by the highest performance standards—with millions of feet of 
Avon steel tubing in use by automobile and refrigeration builders, electrical and 
hydraulic machinery manufacturers, toy, radio and miscellaneous industries. 


MAY WE SUPPLY YOU WITH DETAILED INFORMATION? 


VON TUBE DIVISION rocuesr 
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Floyd Wood, right, owner of Wood Heating and Sheet Metal Co., talking to Honeywell sales engineer Bill Reschow 


“Let's face it- 
one thermostat can’t do the joh today!” 


says Floyd Wood of Kansas City 


*““There’s economy in zoning a house, too. Cus- 
tomers do not have to maintain high temperatures 
in areas of the house where they are not needed. 

“Honeywell Zone Control brings real comfort to 
our customers and real satisfaction to us for a job 
well done.”’ 


“Times have changed—and so has building. 
“In the larger ranch or rambler-type home being 


built today, accurate heating and heating control 
in all parts of the house are necessary. 


“You can’t expect one thermostat to do this job 
any more, The houses are too spread out, with coo 


much outside exposed area. 


“With Zone Control you can maintain different 7-room C. D. Jones 


temperatures in different parts of the house, accord- Poco a aie 
: . builder was J. C. Nichols 
ing to use and occupancy. Wind, sun and exposure 7 seamen pa hap ors 
are compensated for. were drawn by George 
Murphy, of Edward 

Tanner & Associates, 


Atchitets. 


Another Plus-Profit 
Product from Honeywell 
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“Zone Control gives accurate control —to every part of the house’ 


““We’ve zoned every large house we've worked on 
since the war. It’s the only practical, profitable 
thing to do today. 

“The C. D. Jones residence here is one of our 


easy and economical to heat and balance the heat 
in this house. 

‘As the diagram above shows, | divided this house 
into three zones, using a Honeywell T921 Modu- 


lating Thermostat in each. 
“Need I add the Jones family was well satisfied — 
like all Zone Control customers.” 


jobs—and it has become sort of a show place in 
these parts because of its perfectly ideal tempera- 
ture control system. With Zone Control it was both 


Honeywell has controls for any type Zone Contro) job! 





No matter what type heating system you have in 
mind, Honeywell can give you the right controls 
for the job. Here are a few typical Honeywell 


controls for zoning: 
1. Chronotherms — famous, fully automatic Honey- 


well Electric Clock Thermostats, complete with auto- 
matic night set-back, automatic morning pick-up. 


2. Electronic Relays —for performing the vital 


too. Cus- 
pio tinenas switching operations necessary. 
peratures 
t needed. 
3. Outdoor Controls — for measuring outdoor tem- 


»mfort to ay ‘ 
peratures and raising or lowering the heat output 


accordingly. 


4. Madutral Motors—for controlling dampers or 


valve assemblies; they are operated directly by 


room thermostats. 





Honeywell 
Fiat in Contiol 


For complete information and application data on famous 
Honeywell Zone Control, call the Honeywell office nearest you. 
There are 96 of them located across the country. Or wrtte 


Honeywell, Dept. DE-11-224, Minneapolts 8, Minn. 
MOMEYWELL 





Maler broadens the market for remodeling by helping the limited 
income man to do some of his own work. But he draws the line 
on plumbing and heating ... “Leave it to an expert,” he says 


ALER HELPS THE “DO-IT-YOURSELF” 
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FAR LEFT: Salesman Jack Malone arrives at a “do-it- 
yourself” prospect’s home in response to an inquiry. At 
right, Malone inspects the bathroom and old fixtures that 


must be torn out to make room for the new. By a little 
advice on construction work, he makes friends of the 


couple and sells the plumbing and heating end of the job. 


“TRYING TO IGNORE the ‘do-it-yourself’ trend,” 
says Manuel Maler, “is about as wise as sticking 
your head in the sand, The fact is that today’s 
homeowner can purchase books explaining how 
to do practically anything.” 

In Arcadia, California, Maler Plumbing Com- 
pany has met this trend head on, and is making it 
pay off for them in added remodeling volume. In- 
stead of rejecting the “do-it-yourself” type of cus- 
tomer, Maler cooperates with him . . . within cer- 
tain limits. He gives him help and advice on con- 
struction details and building restrictions, but 
when it comes to plumbing and heating he draws 
a firm, hard line. “This is strictly for an expert 

. meaning me,” he tells his customers. And 
already deeply in his debt for the assistance he 
has given them, he gets that new bathroom, 
kitchen or heating job. 

“Building costs being what they are today, you 
really can’t blame these people for wanting to do 
a lot of the work themselves.” 


Why Maler Does It 


Maler finds that most of these people buy an old, 
run-down house for, say $5,000, and then remodel 
it into a $15,000 beauty. They do most of the con- 
struction work themselves, sometimes over a peri- 
od of months, or even years. “And it doesn’t do 
any good to tell them not to do it; they'll do it 
anyway. That’s why I help them a little along 
the way, and end up selling them the plumbing 
and heating installation,’ Maler says. 

Take for example this case history of an Arca- 
dia couple, John and Mary Stevens, who bought 


(Please turn to center of page 214) 













































“HERE'S HOW you have to do it to stay within the 
building restrictions,” Malone tells the prospect, who plans 
to do all work except the plumbing installation. This leg 
tub will be replaced by a new colored fixture, and the 
old style lavatory and water closet will also have to go. 


REMODELER...UP TO A POINT! 
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Kitchens ... 


“We'll have to lower this drain,” says Malone. Mrs. 
Stevens and her husband have already laid the linoleum. 
Malone will install a food waste disposer, and he points 
out that because the new appliance might open cracks in 
the sink, a replacement would be a wise investment. 


(Continued from bottom of page 213) 

an extensive piece of property which had three 
run-down, one-story houses on it. They paid 
$25,000 for the property, decided that from the 
rent which they received from two houses, they 
could afford to rebuild the third for themselves. 
But they couldn’t afford to contract the whole 
job. And, since Stevens is an ex-carpenter, they 
decided to do much of the work themselves— 
except, of course, the plumbing and heating. A 
week later the phone rang at Maler’s. 

“Could an estimator come out, look over the 
house, estimate remodeling of a bathroom?” , 

Estimator (and foreman) Jack Malone said he’d 
be. right out. 

He looked over the place, told the Stevens he’d 
return when they had finished their part of the 
job—repartitioning, interior remodeling, etc. 

“You’ve got to have patience to work with these 
build-it-yourself people,” Malone says, “but it 
pays off.” 


How It Paid Off 


Maler, not yet through, has already installed 
$1000 worth of plumbing, a floor furnace, and is 


. . - and Heating, too 


With a helping hand from instructor-salesman Jack 
Malone, the housewife and her “do-it-yourself” husband 
have laid a new hardwood floor to accommodate a new 
gas furnace installed by Maler. In the photo, Malone is 
showing Mrs. Stevens how to adjust her new furnace. 


ent living space. Now, they were ready for Mal- 
er’s to come out. 

Like a lot of Maler’s build-it-yourself clients, 
the Stevens were woefully unfamiliar with build- 
ing codes. When Jack Malone called for the sec- 
ond time, he found that: 

(1) An old bathroom, awaiting his estimate, 
led directly off the kitchen. Against building 
codes, it was not separated from the kitchen by 
the required two doors. Worse, the leg-tub (al- 
ready in the house when the Stevens took over) 
drained directly into a flower bed! And the bath- 
room window was way undersized—not to build- 
ing specifications. (2) The Stevens wanted a sec- 
ond bathroom where a clothes closet had been. 

“Pretty cramped,” they admitted, “but that’s 
the only place for it.” So Malone got out his tape 
and started measuring. 

(3) The Stevens had decided that what they 
needed was centralized heat, but they’d picked 
a living room wall for the unit. Malone took one 
look and shook his head. “Good idea,” he said, 
“but the wall’s too thick. This wall is 8-inches 
thick, and the furnace to fit your house (a 50,000 
B.t.u., gas-fired) needs a 6-inch wall. 


Some contractors might be tempted to wring 











well on its way to putting in a disposer and double 








sink. their hands and say, “Sorry, folks, but we haven’t om 
time to bother.” But not Maler’s. Estimators like arou 


Let’s review the sequence of events: Six weeks 
ago, the Stevens phoned for the second time. 
They’d worked two months on their house, had 
laid hardwood floors, installed new ceilings and 
divided up the old floor area into more effic- 
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Jack Malone are accustomed by now to play a 
dual role as installer and teacher. 
First, he spent four hours explaining to John 
(Please turn to top of page 276) 
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How Maler Sells Kitchen Remodeling 





a 


HE APPEALS to pride of owner- 
ship with the line “Which kitch- 
en would you like to show your 
friends?” 


i 


HE APPEALS to modest income 





Which Kitchen 
would you like to 
show your friends? : 





The New > 
Youngstown 
Kitehen 











groups by calling attention to five 
major points: (1) Start with the 
sink, (2) Fits practically any 
budget, (3) Fits any floor plan, 
(4) Easy Bank of America terms 
and (5) the price is prominently 








Plan Your Own Kitchen 
the Youngstown _ 


Start With the Sink . 


R, h 





featured to attract the modest in- 
come workingman. 


-_ ADD A ROLLING 
DOOR CABINET. 


HE APPEALS to the housewife’s 
love of convenience by placing coments: 
emphasis on rolling door cabinets, PLUS A WALL 
“what-not” shelves, etc. Fre- CABINET .. 
quently, it’s the little refinements : 
that actually sell the job. 


and shapes, 
a 


HE APPEALS to the housewife to 
come to his store and see the new 
kitchen. A spot drawing showing 
a woman tugging at her husband’s 
arm stimulates action. 





fillers. 














This fits enugly inte the wall 
and becomes an integral part 
of your kitchen, fine fur con- 


Ask MALER about the variety 
of eahinets in different sizes 


And a Corner 
What-Not Shelf 
Either right or left hand 
corners can be pat to 
rood use with 
Youngstown corner 
cahinets and corner 


OPEN ALL DAY SATURDAY 


. these are only suggestions 
of how easily gorgeous ros 





Kit itchen units can be arranged into a , 
“dream tlichen” to fit any floor plan, Come nad See:— 
practically any budget, YOUR NEW KITCHEN 














ry Youngstounh Jritehens 
BY MULLINS 

48” Twin Sink With Deep Bow! $169.95 

54” Deluxe Sink $160.95 

66’ Twin Sink $199.95 


Bank of America Terms 


MALERS| 
_ PLUMBING & 
APPLIANCES 


310 East Hantington Drive 
ARCADIA 
ATw. 7-3248 — ATw, 7-721! } 




















ns 
pep 





























DAY AND NIGHT the Maler store presents an attractive 
appearance to passersby, many of whom stop in to look 
around. The showroom also serves as headquarters for 


How Maler Sells Bathroom Remodeling 





Maler’s remodeling program. Here, his “do-it-yourself” 
prospects can see for themselves exactly how a Maler 
installed kitchen or bathroom will look in their own home. 


p. 276. 
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Yes, famous “X” LIQUID has been the lifesaver of failing 
heating systems for over 30 years . . . it flows to the leak in 
the boiler with the circulation of the water and with its 
amazing colloidal action, quickly takes up the leak from the 
OUTSIDE! Not just a temporary repair, but a sound, last- 
ing repair that puts the boiler back in business for steady, 
winterlong service. “X” also seals sand holes, poor threads, 
split nipples as well as cracked castings. “X” positively con- 
tains no harmful solids to retard good water or steam circu- 
lation. It’s quick, it’s safe, it's CERTAIN! Have “X” 
BOILER LIQUID and the other famous “X” Heating Sys- 


tem Service Products ready for your service calls this winter. 





— "X” FLUSH ——= 
“X” PIPECUT OIL & RUSTOFF “X” PIPEJOIN 
Aspecial blend forwork The combination pack- Guaranteed leakproof 
on all types of fittings. age. FLUSH to cleanthe for cold and hot water 
Keeps parts cool and boiler...RUSTOFFto fines. The ideal filler 
covered. keep it clean. . and lubricant, 





“XK” LABORATORIES, inc., 25 WEST 45th ST., NEW YORK 36,N. Y. 
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CASH IN 
ON 
KITCHEN SALES! 


Sell cabinets for any sink -- or complete kitchens ... sell 
cabinets in white or any of 5 pastel colors! Take advantage 

of the big demand for steel kitchens and cash in on this 
profitable business. It's EASY! Harrison now has available 

to you the striking display unit shown above, featuring cabinets 
in COLOR, It comes complete in every detail and can be 
assembled in less than two hours. It is free-standing, it attracts 
attention, and it shows the beauty and superiority of Harrison 
steel cabinets in the most attractive way. 


- More than 20 sink cabinets! 


Harrison offers a complete line of standard and 
custom cabinets and accessories. Features include 
insulated, spring-hinge doors, roller bearing 
drawers, "knee-zone" recessed sink fronts (except 
on economy models), heavy gauge welded steel 
construction, and baked enamel finish. 
















SEND THIS COUPON NOW! 





Harrison Steel Cabinet Co. 
ATTACH 4718 West Fifth Ave. 


LETTERHEAD Please send more information on HARRISON 


steel kitchens to: 
TODAY! 






Name 














a 
Street 


City 








STEEL CAB COMPANY 
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Whether it’s steam, hot water 


Modine builds a unit heater 
to match your heating requirements 


W 





HATEVER your unit heating requirements, you can match 
them exactly from the complete Modine line. Because 


Modine builds steam, hot water and gas-fired units, you're sure of 


or gas ... look to Modine 
for the right unit heater 


an unbiased recommendation. And, remember, when you buy 
Modine, you buy the greatest name in unit heating. As a leader 
in this field for more than 25 years, Modine gives you balanced 


heating performance — perfect heating comfort plus maximum 
fuel economy. Get all the facts. See the Modine representative 
listed in your classified phone book, or write Modine Mfg. Co., 
1502 DeKoven Ave., Racine, Wis. 


Modine STEAM AND HOT WATER UNITS 


Special heating coil designs for steam and for hot 
water assure best performance for each type of sys- 
tem. Discharge air temperatures of 110-120° F are 
correctly related to air velocity for heating at its 
best. All-copper coils defy corrosion because fins 
are bonded to tubes and tubes are brazed to head- 
ets. Pre-formed tubes with individual expansion 
bends absorb stresses, assure long life. 


Ask for Bulletin 149-A 

on steam and hot 

water and Bulletin 
652 on gas unit heaters 








7Tlodine GAS-FIRED UNITS 


Modine is the only gas unit with both stainless steel 
heat exchanger and burner. Lighter weight means 
easier, less expensive installation, plus faster heat 
delivery — within five seconds after thermostat calls 
for it. Individually fired tubes provide higher heat 
transfer. Elongated ports — four times free area of 
conventional drilled ports — minimize clogging 
and simplify routine cleaning. U-1186 
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ANKE $ SECURITIES BUILDING * JUNIPER AND WALNUT STREETS * PHILADELPHIA 7, PENNA. 


~ Scrap ts urgently Needed to heip keep “America strong and free. Do yeur part — ge! in your scrap today ! 


























sure ori 


Think, for just a second, when you 
next order steel couplings. 

You'll save many seconds when 

you specify Wheatland. 

They go on faster, the threads 

hold up under pressure and you can 
be assured of their precision turning. 
Specify WHEATLAND— 

the precision coupling. 











WHEATLAND STEEL PRODUCTS COMPANY 











How Goddeyne’s 


Formula Paid-Off 
at this House... 


One Bath: 23s $ 1,700 
Second Bath ...... 600 
Complete Kitchen .. 2,500 


Water Heater ...... 199 
Gas Fired Boiler 


Sixteen Convectors 


New Piping ........ 5,500 





See page 236 





Editors Note: The merchandising 


and installation methods of 
Bay City, Michigan contractors 


were explored last month by 
reporters who covered the 


Modernization Week Survey 
(page 91). Numerous jobs were 


also visited, the first of which is 
described in this issue (p236). 
Next month’s article will fea- 
ture remodeling installation 
problems and how they are 
solved by Carl Krager, US. 
Tile and Plumbing Co. 











CASE STUDY: 


How Domestic Engineering 
Contractor-Dealers 
Sell Remodeling ... 


(See, also, pages 168-172 
and 212-215) 


Prospects Are Made, 
Not Born © e e says Goddeyne 


Unlike new construction, remodeling sales can 
be created. Goddeyne’s method is to create 
desire for modern facilities, then sell the products 


SINCE REMODELING Is 75 PERCENT of his business, it hasn’t taken 
much figuring by merchandising-minded contractor Noel Goddeyne 
to conclude that he has a big stake in the old homes of Bay City. 
Not only does he have a stake, but he knows how to file his claim. 

Goddeyne lays his groundwork with the premise that prospects 
are made, not born. Then he sets out to create them by using 
a well-integrated promotional program designed specifically to 
make people dissatisfied with their present plumbing and heating 
facilities. A “desire” market is what Goddeyne calls it. Every 
step of the way to a sale is paved with the same basic idea—to 
make people home improvement conscious. 

Once he uncovers a prospect, Goddeyne follows this pattern: 
Instead of products, he sells comfort, health, convenience, beauty 
and pride of ownership. 

Here’s how he gets his prospects: To avoid any confusion as to 
where to go, Goddeyne sets his store up as “Remodeling Head- 


quarters.” He does this by placing a poster with precisely these 
words in his store window. Along with the poster, he uses manu- 
facturer’s sales aids to tie-in with his showroom displays. Even this 


(Please turn to center of page 222) 
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PS 


THE TRANSITION from the remodeling theme to the store interior is easily made by 
the effective use of manufacturers’ sales aids. Goddeyne displays (like those shown 
here) emphasize the service that a product performs. 
product shown above, left, by stressing that it makes possible “150 hours more sleep,” 


and “warm rooms in the morning.” In selling water heaters, he focuses attention on 
the convenience of “plenty of hot water.” In all cases he keeps the prospect’s mind on 


a “new way of life,” and creates desire for the conveniences of today’s modern living. 
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REMODELING HEADQUARTERS is the way contractor Noel Goddeyne identifies 


his store. Since his showroom is bright and attractive to begin with, he merely 
focuses attention with a large window banner reading “Remodeling Headquarters— 


Kitchens, Bathrooms, Heating.” The device is simple but effective ... his store is 
the headquarters for his modernization sales program, and it definitely looks the part. 


secnenpacet 


For example, he sells the 





























Tactic 3 = 

























Prospects Are Made, 


Not Born ~-- continued 


TACTIC « Goddeyne’s’ adver- 

* tising copy, like that 
of his letters, carries on his hard- 
hitting emphasis on comfort and 
convenience made possible by re- 
modeling. The ad reproduced here 
is typical in that it: (1) emphasizes 
the modernization theme; (2) cre- 
ates a desire for better living; and 
(3) points out to prospects that 
they can “do it the easy way—the 
budget plan way.” Goddeyne feels 
that the money spent on newspaper 
advertising is money well spent, 
for he traces a considerable num- 
ber of his prospects to this source. 
The ads whet their interest in re- 
modeling, and when they come in, 
Goddeyne sharpens this interest. 


















THE EASY WAY... 


Start with the bathroom, the 

kitchen—or maybe the basement 

priority. Modernize those 

ted, uncomfortable rooms 

now with smart, new Crane plumb- €> 
ing and heating equipment. Do it . 

the easy way—the budget plan way. - 

ASK US ABOUT 
FHA TERMS 



























PLU 













2 « 
1105 THIRD STREET — BAY CBTY, MICHIGAN 





(Continued from bottom of page 220) 
is done to conform to the comfort- 
health-convenience angle. 

He gives a lot of consideration to 
the arrangement of displays, so that 
the “cluttered” look is avoided. 
And he changes them about fre- 
quently so that the store possesses 
a fresh, yet familiar appearance. 


Where He Gets Prospects 


With his store properly and 
prominently identified, Goddeyne 
is then ready to campaign for 
prospects. To do this he uses two 
methods: consistent newspaper ad- 
vertising and personalized direct 
mailings. All of his ads are built 
around the modernization idea. Al- 
though each ad features a product 
or a series of products, the central 
theme is always improved comfort, 
better health, greater convenience, 
smarter appearance. Thus, without 
beating the drum, Goddeyne is able 





to use the power of suggestion to 
sow the seeds of desire for what 
he has to offer. But he doesn’t 
stop there. 


, 


How Mailing List Is Built 


Each month Goddeyne sends out 
a large mailing to a file of pros- 
pects. The file is developed by add- 
ing the names of people who have 
been issued building permits and 
transferring the information from 
invoices for service calls or in- 
dividual sales. There is a card for 
each prospect, and when a letter 
or mailing piece goes out, a nota- 
tion is made on the card, specifying 
which was sent and the date. 

Any purchase made by a custom- 
er, no matter how small, is entered 
on the card. Inquiries by phone 
are also added to the file, and ex- 
change of real estate is still another 
bit of information to be recorded. 

Thus, Goddeyne keeps a “live” 
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PHONE 2-1744 






























prospect record, which tells him 
what each prospect has . . . and 
what he is likely to want. 
Although mailings go out with 
the regularity of clockwork, God- 
deyne does not overlook the per- 
sonal touch. Using information 
from his card file, he writes per~ 
sonalized letters to “hot” pros- 
pects, telling the story of modern 
living in terms of personal need. 


_Crucial Point of Sale 
°° A crucial stage of the selling 


comes, however, when the pros- 
pect calls in to inquire about a 
product. Aware that the prospect 
has been motivated by his own 
desire to remove what he considers 
a barrier to the comfort and con- 
venience of his family, Goddeyne 
does not destroy this incentive by 
clouding the prospect’s mind with 
talk of products. Instead, he con- 
tinues to follow the “desire” pat- 













ells him 
. and 


ut with 
k, God- 
the per- 
yrmation 
tes per- 
” pros- 
modern 
al need. 


selling 
> pros- 
ibout a 
yrospect 
is own 
nsiders 
id con- 
ddeyne 
tive by 
d with 
e con- 
2” pat- 








sen 
TACTIC 4: A prompt and aggressive follow-up on 

* all leads is an important step toward 
the final sale. An inquiry sends Goddeyne or one of 
his salesmen out to the prospect’s home. Holding off 
on the strong sales pitch until later, Goddeyne in- 
vites the prospect to the store where he will be 
shown a variety of products. The first contact is 
largely devoted to getting acquainted with the pros- 
pect, and getting an idea of his modernization needs. 









TACTIC » After viewing the products in the store, 

*" Goddeyne invites the prospect to see 
what can be done by remodeling an old house. He 
lives only a block away from the store, and his home 
is a beautiful example of how an old structure can be 
made modern inside. Another selling point is that 
the prospect can see some good examples of God- 
deyne’s work. More often than not, step five clinches 
the sale, and the prospect becomes a new customer. 





tern, and purposely avoids the usu- 
al sales talk. During the conversa- 
tion he makes a definite appoint- 
ment to visit the prospect’s home. 


Talks in Terms of Need 


While there, Goddeyne is able to 
suggest those ideas that best co- 
incide with the particular needs of 
the family. He is not “selling in 
the dark.” For example, he can 
talk about the advantages of a new 
water heater in terms of the fam- 
ily’s specific needs. Or he can easily 
demonstrate to the prospect what it 
will mean to him to have auto- 
matic heat. 

Financing is adroitly handled by 
Goddeyne. Although he prefers to 
settle the matter of finance last, 
after the sale has been made, he 
does not try to side-step it at any 
time during the sales talk. If the 
prospect mentions cost, Goddeyne 

(Please turn to center of page 226) 








TACTIC 6: Selecting the right finance plan for the job is, says God- 

* deyne, one of the most important steps toward making 
a sale. Two out of three prospects need some exterior agency to help 
them pay for modernization (see page 180), and Goddeyne is adequately 
prepared to show the prospect precisely how this can be done. First, 
he carefully and tactfully explores the prospect’s ability to pay, and 
then comes up with the finance plan which fits the case. To start the 
ball rolling, Goddeyne offers to call the bank while the prospect is 
still in the office. As much as he can, he clears up all these details 
himself, so there is frequently little left for the prospect to do but 
sign on the dotted line. Instead of financing being a stumbling block, 
it becomes in this contractor’s hands an added selling point. (See page 
177 for an article on how to use financing as a sales instrument. 
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THE HOUSE, typical of many others in Bay City, Michigan (and in your town, 
too), is well-built although over 80 years old. “It’s foolish to move away from 
such a solidly constructed home into one of the cracker boxes they’re building 
today,” says contractor Goddeyne, “when for a few hundred or a few thou- 
sand dollars spent on remodeling, it can be made the equal of any $40,000 
home in town.” Goddeyne encourages the homeowner’s reluctance to move. 







CASE STUDY OF A GODDEYNE JOB: 





Recipe for 


Better 


Housing...Remodel! 


Goddeyne takes an 80 year old house, adds re- 
modeling, and comes up with a home that's just 
as good on the inside as any in town... 


Contractor Noel Goddeyne is 
convinced that in many cases 
families are better off remodel- 
ing an existing structure than 
building a new one. This opinion 
is supported by a report just is- 
sued by 31 national leaders in 
construction, plumbing and heat- 
ing, banking, architecture, insur- 
ance, real estate and manufac- 
turing. (Representing the 
plumbing industry on this panel 
was Howard Spindler of Ameri- 
can-Standard.) 

The report says: “This coun- 





try’s need for better housing is 
far too great to meet through 
new construction alone. No na- 
tion is rich enough to neglect 
well-built housing and then tear 
it down to make way for new 
dwellings of perhaps inferior 
size and construction. The best 
time to fight blight and decay is 
before a neighborhood is allowed 
to become a slum. 

“We can provide good housing 
in most communities a lot more 
quickly and economically by 
modernizing old dwelling units.” 
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THIS WATER HEATER, typical of all 
Goddeyne installations, is equipped 
with temperature and pressure relief 
valve, and is sized to fit the need. 


Installation Price: $199 








Contractor Goddeyne is firmly 
convinced this is true. 

The old home which serves as 
the basis of our case study is a 
solid structure, dating back to 
some of the sturdy building done 
in the last century by workmen 
who took pride in their craft. 


Built to Last 


This is often the case with old 
houses. They were built to last, 
and with a few touches here and 
there, they can be made into 
homes which will satisfy the most 
exacting of modern tastes. 

The house under discussion 
here (while not typical of all re- 
modeling) demonstrates what 
can be done to bring the benefits 
of modern living to an older 
dwelling. Even a $1000 job, God- 
deyne says, will often make an 
old house a better home. 

In this case a kitchen was in- 
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THE COMPLETE KITCHEN is fully 
equipped with cabinets, sink, dish- 
washer, food waste disposer, refriger- 
ator, range, ventilating fan, accessories. 


Installation Price: $2500 


‘stalled to replace an old space- 
wasting and “wife-killing” one. 
The bathroom was completely 
remodeled, an extra bath was 
added, and a new water heater 
was installed. Another big item 
was a new heating plant, com- 
pletely automatic, which re- 
placed an old coal-fired unit. 

To do a really thorough job, 
new copper piping was put in, 
and all of it carefully concealed 
in the walls. Sixteen convectors 
replaced older radiation. 

“I tell my prospects that they 
don’t need to build or buy a new 
house to get what they want,” 
says Goddeyne. “Let me make 
your old home new,” I say, “at a 
fraction of the cost of building.” 

That’s powerful selling ammu- 
nition today when building costs 
have soared almost out of sight 
for the average homeowner. And 
Goddeyne makes the most of it. 








THE SECOND BATH, converted from 
a little-used storage room, has white 
fixtures, shower cabinet, convector, 
knotty pine walls, asphalt tile floor. 


Installation Price: $600 








THE MASTER BATH is equipped 
with colored fixtures, both wall and 
floor tile, convector, non-scald shower 
valve, and many deluxe accessories. 


Installation Price: $1700 





HOUSE HEATING is accomplished by this well-equipped gas-fired boiler 
and 16 recessed convectors. All piping was changed over to copper. Goddeyne’s 


heating work runs about 55 percent warm air and 45 percent hot water and 
steam, with a steadily growing interest in panel and baseboard heating. 


installation Price: $5500 





Total Value of This Installation: $10,499 


Meet Mr. Goddeyne a= 














Meet Mr. Goddeyne... 





THE GODDEYNE FAMILY are not 
newcomers to the plumbing and 
heating industry in Bay City. Noel’s 
grandfather operated a_ heating 
store and harness shop as far back 
as 1867. From that time forward, 
his father, brother, cousin and Noel 


Prospects Are Made... 


(Continued from bottom of page 223) 
first tries to reassure him that all 
financial problems can be sur- 
mounted. To a complaint of lack 
of funds, for example, he points out 
the advantages and ease of install- 
ment financing (see page 177). 
The thought he always leaves 
with the prospect is that when 
there’s a will there’s a way. Above 
all, he attempts to keep the incen- 
tive to remodel at a high pitch. 
To vividly demonstrate what can 
be done with an old house, God- 
deyne frequently invites the pros- 
pect to examine his home, only a 
block away from his store. While 
there, he points out some of the 
problems he actually encountered 
in remodeling, and then he shows 
how easily these were solved. In 
many instances, he can show how 
the situation duplicates the condi- 
tions in the prospect’s home. Not 
only does the prospect see for 
himself how a modernized home 
can look, but he is able to view a 
good example of Goddeyne’s work. 
This is usually the sales clincher. 
Noel Goddeyne is firmly con- 
vinced that the remodeling market 
is there, and that it can be sold by 
his methods. (He has the business 





himself have carried on, finally 
branching out into plumbing, hard- 
ware and appliance divisions. 

Noel took over the reins of the 
original heating business in 1935, 
when he remodeled the store and 
went in for merchandising in a big 


f, ; 


to prove his point.) His two main 
selling ideas make very good sense: 
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way. It was in the very next year 
that the plumbing section of the 
business was transferred from the 
hardware store and merged with 
Noel’s heating division. 

In 15 years Noel has increased 
his sales volume more than 300 per- 
cent. He has accomplished this 
gain by the use of progressive 
merchandising practices described 
earlier in this feature. 

His present interest in remodel- 
ing dates back several years, and 
Noel traces it, psychologically, to a 
deeply rooted desire “to just make 
things look better. I get a lot of 
satisfaction out of making an old 
home look new.” 

With his wife and 18-year old 
daughter, he lives in the family 
homestead near the store. Four 
years ago Noel remodeled this 87- 
year old home. “I practice what I 
preach,” he says. 








ee 


SHOP AND INSTALLATION EFFICIENCY is stressed by contractor God- 
deyne as the best way to step up production and lower costs on remodeling 
jobs, thereby assuring maximum sales and profits. Here, a Goddeyne work- 
man moves no more than two feet to load his truck from the pipe rack. The 
shop is equipped with a wide variety of power tools to conserve manpower. 


Sell a new way of living, and sell 
it with a personal touch. 
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Dealer gets good remodeling jobs 
through Crane Sketchbook of Ideas 





CRANE DEALER 





present bathrooms and kitchens, begin to 
think about remodeling when they leaf 
through the new Crane Sketchbook of Ideas. 


E... customers who are satisfied with their 


And because they regard the Sketchbook as an 
extra service to customers, it also builds good 
will and prestige for the store. Dealer Walter 
Widmer of Portland, Oregon, puts it this way: 


"Once people look through the Sketchbook, 


Walter Widmer, of Widmer 
Plumbing & Heating Co., Port- 
land, Oregon, uses the Sketch- 
book to show a customer how 
her old kitchen can be made 
modern with a few slight 
changes and some new 
equipment. 












they look on us as the representative of all 
these beautiful rooms. They also look on us 
as the source for good remodeling ideas. 
And they certainly look on us as the place 
to order equipment and installations!” 


If you are not yet using the Sketchbook and other 
business-getting ideas that go with it, ask your 
Crane Branch or Crane Wholesaler, or talk to 
the Crane salesman who calls on you! 


GENERAL OFFICES: 636 SOUTH MICHIGAN AVE., CHICAGO 5 
RAN E © VALVES © FITTINGS + PIPE 
me PLUMBING AND HEATING 
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PERFORMANCE (SR 


OFF with tre OLD p 


OVERSIZE VALVES 
























for Hot Water 
Heating Systems 
| (A Two-in-One Valve) 
really gives you 


TOP PERFORMANCE 
Simply 
Twist Leftfor 


Twist Right for 


AUTOMATIC 


NEW 

Keeney-designed 
4 spout directs 

flow of water 


in manual venting. 





\) 





ACTUAL 


KEENEY Steam DUOVENT 
another TOP PERFORMER . 


It's so sensibly designed 
HANDSOME — RUGGED — NOISELESS . 














A KEENEY Steam DUOVENT is a 
PERMANENT IMPROVEMENT TO YOUR 


HEATING SYSTEM 


IDEAL FOR 


STEAM RADIATORS 

water after radi- STEAM BASEBOARDS 

ator is cleared * STEAM MAINS 
STEAM CONVECTORS 


Easy to collect 


of air. 





Plus --- A REALLY LOW PRICE FOR SUCH HIGH QUALITY PRODUC’S 
See Your Distributor or Write . 


PAN THE KEENEY MANUFACTURING COMPANY) 


bg . Con tinuous Wastes : lta Stes and Over ows, : , Suonly Pipes ® we fom essories © yg ° sen inas ot aay 
n Stays, ries h Pipes, Offsets, Boiler T 
Mn Bene Fo gig, Amy "tune Goma Tevet Bars . faa > a and Ceiling Plates Sie ae wae Waive 









e NEWINGTON, CONNECTICUT 
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Extra-strong, lightweight 

coils of Bundyweld Tubing 

are easily mounted onto 

ceiling. Lying flat and 

straight, coils are quickly 

plastered over, with small 
chance of damage 
from rough handling 
or accidental hammer 
blows. 











SIZES UP 
TO %” O.D. | 


Key to Low Cost 


Bundyweld is the only tubing 
double-walled from a single 
strip, copper-brazed through 
360° of wall contact. It’s leak- 
proof, thinner walled, yet 
stronger. It transmits heat 
quickly, has high bursting 
strength. It saves on material 
costs and installation time. 

Standard 20’ or 24’ lengths 
of Bundyweld are easily formed 
into coils in shop or on job site. 
Expanded ends (furnished when 
specified) are quickly soldered 
into leakproof union. Joined, 
lightweight coils are easily 
mounted onto ceiling, quickly 
plastered over. 


















Ceiling Radiant Heating 
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Get a head start on your competitors— 


with Bundyweld Ceiling Radiant Heating 


You can move right past local com- 
petition and stay ahead for years to 
come—with Bundyweld Ceiling Radiant 
Heating. 

Here’s a system that’s already a big 
hit with thousands of enthusiastic users. 
They’ve gone on record with praise for 
this clean, economical and convenient 
way to heat homes. Just imagine telling 
your heating prospect that he, too, can 
have walls without dirt streaks, warmth 
that’s always even, freedom from drafts, 
lower fuel bills. 

That same prospect of yours could 
well be one of the millions who have 


SEND FOR 
FREE 
LITERATURE! 


Radiant Heating. 


i 
W/, 
4t) 
“a 


Bundyweld 


i Address 


ee 


RE 


Ti cailichiisiailasehieiieadiliegiiopanaraianeineenan 


already seen Bundy ads in Better 
Homes & Gardens and American 
Home. Those readers have sent in an 
avalanche of coupons requesting inform- 
ative literature—and the names of 
builders and plumbing and heating 
contractors handling Bundyweld Ceiling 
Radiant Heating in their communities. 

For more details, mail in the coupon 
below. You’ll be glad tomorrow that 
you did it today! 


Radiant Heating Division 


BUNDY TUBING COMPANY 
Detroit 14, Michigan 


‘ak SR GM MM, Boe Se ee) rt es pe 
Radiant Heating Division, Dept. DE 1152 
Bundy Tubing Company, Detroit 14, Mich. 


C Send free 20-page nontechnical brochure explaining Bundyweld Ceiling 


O Send Bundy technical radiant heating pamphlet. 


Title 


___ Zone. State__ 
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KOHLER FIXTURES 
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n 
The lustrous Kohler 1 

enamel is fused to 
non-flexing iron, cl 
cast for strength . 
and rigidity. d 
fl 
le 
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r 

Cosmopolitan recess bench bath. Length 5’, width 33", height 16” 

Minocqua recess bath. Length 5’, width 29", height 14" t 

Standish Length 42", width 36", height 14” K O i+ L i R 
4 





PLUMBING FIXTURES e« HEATING EQUIPMENT « 
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These popular fixtures wil] help § Kohler designs offer beauty, convenience, 
you get a maximum share of business dur- safety, ease of cleaning—for replacements, 
ing the 1953 increase in home moderniza- remodeling, and washroom or second 


| tion—indicated by recent survey results. bathroom installations. | 
COSMOPOLITAN Bench Bath for new bathrooms or 


replacements, provides maximum roominess and comfort, with a 
wide flat bottom, slope end and 6-inch bench rim. Available in 
standard 5-foot length (also 44% and 5%) for recess building-in— 
| and in 4% and 5-foot lengths for corner installations. 


STANDISH shower bath affords exceptional space and budget 
economy for homes, apartments, hotels, motor courts and dormi- 
tories. Its compact shape provides many opportunities for convert- 
ing limited space into a small but convenient second bathroom. 
Shorter and wider than the average bath, it is roomy and deep for 
showering—and suitable for bathing. Bench rim is 5 inches wide. 


MINOCQUA—a first quality bath of somewhat lower cost 


—standard in length but of slightly less-than-average width and 
height. Practica) for economica] remodeling or a second bathroom 


where space is restricted. 





























HAMPTON enameled iron lavatory on hexagonal chrome- 
plated legs. Has an unobstructed shelf at back, roomy basin, built- 
in soap dishes, mixer fitting with Synchro pop-up drain. Sizes, 





: Kohler 19x17" and 22x 19”. 

‘used to WELLWORTH close-coupled vitreous china reverse trap 

g iron, closet with round front. Free-standing for easy installation. Quiet, | 
frength efficient action with thorough rim flush, no back siphonage. Re- 

cessed tank with handy shelf cover. Bowl can be completely 


drained to prevent freezing. 








DELAFIELD acid-resisting enameled iron sink with 


flat rim for building-in. Two roomy compartments, full- : Ey 
length 3-inch ledge, integral soap dish, swing spout mixing Hampton enameled iron shelf lavatory 
faucet, lever-control sprayer and two Duo-strainers with 


removable cups. Sizes 32 x 21” and 42 x 21”. 


Kohler Co., Kohler, Wisconsin ~- Established 1873 










Delafield enameled iron double compartment sink 


K O ol L t R Wellworth close-coupled vitreous china closet 


ELECTRIC PLANTS +« AIR-COOLED ENGINES + PRECISION CONTROLS 





R 
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Announcing the New 
Myers Ejecto Junior! 


Myers leads the field witha 
quality pump at a low price 











FEATURES 





Convertible. For deep or shallow wells merely by using 
proper ejector package. 

Compact. 11 gallon tank is only 24” high for undersink 
installation if desired. Pump and tank mounted as 
a unit. Just connect pipe to well and make electrical 
connection. 


Self-Priming. Primes on suction lifts as high as 30 feet 
at sea level. Ideal for drive point wells. 


Traditional Myers Quality. Bronze impeller, carefully 
finished and balanced; screwed to pump shaft. Pump 
casing is close-grained iron, fitted with renewable 
bronze wearing rings. Stainless steel pump shaft. 
Air volume control is positive 

diaphragm type. Regulator has 

iron body with adjustable 

bronze stem—no diaphragm. 

Rotary seal is same size and 

type as used on all Myers Ejecto 

Pumps. 

Complete. Each unit furnished 

complete with all necessary 

accessories. Only pipe and elec- 

trical connection is necessary. 














YOUR MYERS DISTRIBUTOR 
IS A GOOD MAN TO KNOW 


Take advantage of all the services 
he offers. Remember, he’s in busi- 
ness to help you make more profit 
on the Myers equipment he sells, 





Water | Water Water Power Sprayers 
Softeners Neutralizers Purifiers Filters 


THE F. E. MYERS & BRO. CO., 204 FOURTH ST., ASHLAND, OHIO 
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For concealed work, 
strainers and chain 
polished chrome, other 
parts heavy gauge brass 
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Heavy Cast Tee, Overflow 
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For open work, ali 
parts are polished 
of satin chrome 
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... For Service—Ease of Installation and Dependability 


Plumbing contractors prefer Bridgeport con- 
nected bath drain and overflow combinations for 
their ease of installation and the long, dependable 
service they give. They are made from heavy 
gauge brass throughout, all exposed parts with 
durable chrome finish. 


Be sure your stocks include these and other 





performance-proved Bridgeport plumbing brass 
goods. They are all made from the finest ma- 


terials produced in our own mills. Order today! 


BRIDGEPORT BRASS COMPANY 
Bridgeport 2, Conn. Established 1865 
Mills at Bridgeport, Conn. and Indianapolis, Ind. 
In Canada: Noranda Copper and Brass Limited, Montreal 





BRIDGEPORT BRASS 
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* %*% TWO COMPLETE LINES TO MEET YOUR 


'g 14M 
| Ww Perfection fp. C. Y 
| | zg eaton éx oF ae 

| FLOOR & CEILING PLATES 


SH EET STEEL When you buy SELF-CLOSING TEMPERATURE and 
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WHA 


PRESSURE RELIEF VALVES compare the CAD- 
WELL No.’s 25 & 25E with any valve made. 






No. 40—Hinged Floor and 
Ceiling Plate. 
Sizes—%” to 4”. 






The original Perfection No. 10 
—Sizes 4” to 6” 

Copper Tube Size—%” "to 3” 

No. 11—Same with Set Screws. 

Copper Tube Sizes 4” to 8”. 


HAITI 





Ih 


UMMA 





No. 12 —Solid Floor po: 





Sizes—14” to 
No. 13—-Same with Set Srew. 
‘= Compare the 

= CADWELL 
= No.’s 25 & 25E 
= With any other 
= @ . Valve on the 
= 

=. : aT as 

without cs Screw ‘Furnished in No. 2 Plate = 

Similar to No. 3A but = Here’s what you will find: 







ee ~ 1. The CADWELL is Diaphragm-Operated and the 
= Thermostatic Element is always out of water except 

when discharging. 
2. The CADWELL No’s. 25 and 25E can be taken 
apart for Inspection or Cleaning without upsetting 
Temperature or Pressure Relief. 


3. The CADWELL No’s. 25 and 25E have an hourly 
B.T.U. input of 850,000. 


4. Available in Male %4”, %” and 1” Female drain 
1%” in all cases. Listed A.G.A. 


“ nT 














Hinged Type 
No. 36 
With Set Screw only, 
Sizes —-%%” to 2”. 
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CUSTOMERS’ REPLA 
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BNA Un 


RELIEF VALVES EXCEL IN SAFETY! 


Having served the Plumbing and 
Heating Industry for over 50 years, 
BEATON & CADWELL stands out as 
your one source of Perfection Floor 
& Ceiling Plates, with that particu- 
larly well designed, top quality Line of 
Cadwell Safety Relief Valves. 

In today’s remodeling demands for 
heating systems and 
hot water service 
equipment (domi- 
nantly evident in 


Heating Engineers 
have specified, and 
contractors have 








hourly 


drain 


The 


HN 


1-0) ey V0) 218 an, 1k ol © Nd fr 


Onl, 











every home and business building in 
America) Master Plumbers can well 
depend on BEATON & CADWELL 
for their active stock of Relief Valves 

. technically tops and prerequisite 
for Range Boilers, Water Heaters, 
Hot Water Storage Tanks and Hot 
Water Systems. 


Cadwell Caulicll Cadwell Cadwell 


No, 25E No. 75 - 105 35 
Same as No. 25 plus Adjustable Poppet Poppet zo Pressure eal Relief Valve. 
extension. Type Pressure Relief Valve. 14” Diaphragm-operated. 
Listed A.G.A. Relief Valve. I.P.S. Listed A.G.A 1%” or %” I.P.S. 
1%” I.P.S Listed A.G.A. 


Types No. 75, 105 and 35 can be furnished with fusible plug for 
temperature relief. (Not self-closing on temperature relief). 








installed BEATON & 
CADWELL products 
for more than 50 years. 


ESTABLISHED 1894 
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SET YOUR SIGHTS NOW ON 


MODERNIZING PROFITS 
WITH 


Just make a quick mental count of the old gravity hot 
water systems in your business area . . . you'll realize that 
there are substantial profits to be made in converting them 
to B & G Hydro-Flo Forced Hot Water Heating. 

The B & G Hydro-Flo equipment illustrated here does 
the trick. You can apply these units to any hot water sys- 
tem—give owners of old-fashioned heating plants the last 
word in automatic controlled heating. 


Send forBE G 
Catalog and con- 


sumer booklet, Or = 


Capture the 
Sun with B& 


Heating.” 


*Reg. U.S. Pat. Off. 


The net results produced by conversion to B & G Hydro- 
Flo Heating are better heat control, lower fuel bills, more 
comfort throughout the heating season. And, in addition, 
a year ‘round supply of domestic hot water . . . produced 
at low cost and in ample volumes for automatic clothes 
and dish washers. 

If you haven't full information on B & G Hydro-Flo 
Heating Products, write today. 


c 28 BS A: eS 
Dept. CS-1, Morton Grove, Ill. 


tii: oS Bett & GOSSETT 


Canadian Licensee: §. A, Armstrong Ltd., 1400 O'Connor Drive, Toronto, Canada 
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MASTER PLUMBERS 
have found the... 





SANTI- SYPHON BALL - COCK 


Safeguards 
080 O8 a 


e * n 
. a safeguard against back syphonage . . . a ball cock Contaminatio 


that prevents contamination of drinking water. 


. quiet in operation. No tell-tale whine or whistle . . . 


no disturbing growl or groan. 


. long-lasting and dependable. Manufactured of top 


quality, non-ferrous materials, precision made for smooth 





action. 


. easy to install. All contact parts properly machined 
and aligned to help make installation a simple and easy 


matter . . . and economical too! 


GET IN TOUCH WITH YOUR JOBBER TODAY Dealer-customer relations are 


better when a good product is 

specified and demonstrated. In 

- fone ete a 86-A, 

r has a real story t 

SHERWOOD BRASS WORKS ult hecamne the yeaduct to ot 
that the customer demands in 


6331 E. Jefferson Avenue Detroit 7, Michigan iddint; Gtnient entiation. 
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JOBBERS DO A 
NEAT FITTING BUSINESS 


“DU” Brand Quality Pipe Fittings, properly displayed 
and efficiently merchandised, spell success in your busi- 
ness. An arrangement, as pictured above, reflects the 
atmosphere of success. Customers take pleasure in trading 
here, clerks enjoy serving them, the business profits. 





CONVENIENT ORDER PADS 


Our simplified order form 
makes it easy to order “U" 
Brand Quality Fittings and 
material to finished product “Quality” is the first Nipples in boxes. If you have 
consideration. not received your order forms, 


. ‘ , . ; write us for further informa 
Union Malleable Quality Pipe fittings and Nipples tion. Just fill out.apeeeeeeeh Ot 


lend themselves to easy merchandising in their attrac- coupon below or fequest it on 

tively designed, clearly labeled boxes. They offer greater your letterhead, We shall like. 

convenience, protection, and an added service to cus- i. ys 4x elas, Sabina 

tomers; and they cost no more. Remember! “It’s what's 

in the box that counts.” The same Quality Fittings are 

also available in bags if desired. The Union Malleable Mfg. Co. 
= Ashland, Ohio, U.S.A. 


Please send us, without obligation, a convenient 


the UNION MALLEABLE MFG. CO. Order Pad. 


ASHLAND, OHIO, U.S.A. 


The same desire to excel in quality and service goes 
into the manufacture of U-Brand fittings. From raw 





(eee 





ee 


Address Te a eee 
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Madison E-3290-A—Vitreous 
China Lavatory with fittings il- 
lustrated. Concealed overflow. 


Sizes: 20” x 18” and 24” x 20”, 


Sanus E-5910-V—Vitreous 
China, Syphon-Jet Closet, with 
elongated rim. 114” top inlet for 
flush valve, as specified. Projec- 
tion from wall, 2814”. (With 
round front, projection from 
wall, 2614”.) 


Outstanding beauty... and finest quality ...are two 
good reasons why more buildings are being equipped 
with Eljer Plumbing Fixtures and Brass Trim. 

Another big reason is because Eljer Fixtures are 
especially designed with the maintenance man in 
mind. The lustrous finish is easy to clean and easy 
to keep clean. 

You can expect long life and trouble-free service 
from every Eljer Fixture .. . as proved by Eljer’s 
half-century of experience in manufacturing more 
than fifteen million plumbing fixtures. Quality is 
our specialty. 

Every day more and more Eljer Fixtures are being 
installed in residential, industrial, commercial, gov- 
ernment and institutional buildings. The line is 
complete, and Eljer engineering and design service 
is immediately available to you. 

For more information, see your Eljer Distributor 


or write Eljer Co., Ford City, Pa. 





 * d 


E-8001-V—Vitreous China Stall 
Urinal. Straight sides. Use singly 
or in battery. Width, 18”, height 
from floor, 38”, height over-all, 
42”. 34” top inlet for flush 


valve, as specified. 
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Kitchen... 


Amana Refrigeration, Inc. (Home Freezers and 
Refrigerators)—Brochures, demonstration aids, 
signs, wall banners, direct mail, newspaper ad mats, 
window posters, local publicity releases, radio 
commercials. Further information: E. L. Hinch- 
liff, sales manager, Amana, Iowa. 


American Radiator & Standard Sanitary Corp. 
(Cabinets, Disposers, Sinks, Dishwashers)—Bro- 
chures, catalogs, demonstration aids, wall banners, 
direct mail, newspaper ad mats, postcards, signs, 
window posters, local publicity releases, radio 


commercials, window and truck decals, display 
backgrounds. Further information: Donald E. Bak- 


er, P. O. Box 1226, Pittsburgh. 


Apex Rotarex Corp. (Disposers, Dishwashers )— 
Brochures, catalogs, demonstration aids, direct 


mail, newspapers ad mats, postcards, publicity re- 


leases, radio commercials, signs, wall banners, 
window posters. Further information: H. G. 


McDavitt, Jr., advertising manager, 1070 E. 152nd 


St., Cleveland. 
(Please turn to top of page 246) 





Bu 


EO TOME ANAND: 











Bathroom... 
Alabama Pipe Co. (Soil Pipe)—Catalogs, movies. 
Further information: E. S. Bobbitt, Anniston, Ala. 


AllianceWare, Inc. (Fixtures)—Catalogs, coun- 
ter easels, newspaper ad mats, stuffers. Further 


information: Y. C. Smith, assistant sales manager, 
P. O. Box 809, Alliance, Ohio. 


Alon Mfg. Co. (Toilet Seats)—Display racks, 


stuffers. Further information: William Forman, 
president, 1123 Hamilton St., Philadelphia. 


American Radiator & Standard Sanitary Corp. 
(Fixtures)—Brochures, catalogs, demonstration 
aids, wall banners, direct mail, newspaper ad mats, 
postcards, signs, window posters, local publicity 
releases, radio commercials, window and truck 


decals, display backgrounds. Further information: 
Donald E. Baker, P. O. Box 1226, Pittsburgh. 


Ardmore Products Co. (Flush Valve Guide)— 
Booklets, catalogs, mechanical displays, window 
posters, radio commercials. Further information: 


Harry Seversen, sales manager, Ardmore, Pa. 
(Please turn to top of page 250) 








THESE MODERNIZATION SALES — 
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Heating... 

Airtemp Div., Chrysler Corp. (Boilers, Furnaces, 
Oil and Gas Burners)—Brochures, catalogs, dem- 
onstration aids, wall banners, direct mail, news- 
paper ad mats, signs, window posters, radio com- 
mercials, window and truck decals, display back- 
grounds. Further information: John J. McMahon, 
1600 Webster St., Dayton, Ohio. 


Airtherm Mfg. Co. (Convectors)—Brochures, 
catalogs, direct mail, newspaper ad mats. Further 
information: Ray O. Reeves, 702 S. Spring Ave., 
St. Louis. 


Aldrich Company (Boilers, Oil Burners)—Bro- 
chures, catalogs, direct mail, newspaper ad mats, 
booklets, broadsides, circulars, window decals, 
folders, stuffers. Further information: Advertising 


manager, Wyoming, III. 


American Air Filter Co., Inc. (Air Filters)— 
Catalogs, circulars, direct mail, newspaper ad 
mats. Further information: R. F. Delay, advertis- 
ing and sales promotion manager, 215 Central 


Ave., Louisville. 
(Please turn to center of page 254) 
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Laundry... 


American-Standard 
chures, catalogs, demonstration aids, direct mail, 
newspaper ad mats, postcards, publicity releases, 
radio commercials, signs, wall banners, window 
posters, display backgrounds, window decals, truck 


(Laundry Trays)—Bro- 


decals. Further information: Donald E. Baker, 
P. O. Box 1226, Pittsburgh. 


Apex Rotarex Corp. (Automatic Washers, Dry- 
ers)—Brochures, catalogs, demonstration aids, di- 
rect mail, newspaper ad mats, postcards, publicity 
releases, radio commercials, signs, wall banners, 
window posters. Further information: H. G. Mc- 
Davitt, Jr., advertising manager, 1070 E. 152nd St., 
Cleveland. 


Barton Corporation (Automatic Washers and 
Dryers)—Brochures, catalogs, wall banners, news- 
paper ad mats, window posters. Further informa- 
tion: West Bend, Wis. 


Bendix Home Appliances (Automatic washers, 
dryers)—Brochures, catalogs, demonstration aids, 
direct mail, newspaper ad mats, postcards, publicity 

(Please turn to center of page 346) 
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Stepped-up competition demands that contractors marshal all 





the resources available to them. These sales aids, available 
from manufacturers, are designed to sell remodeling 


e Part One of a Series e¢ 


MANUFACTURERS ARE GOING to spend more 
for advertising in 1953 because competition 
demands it. You’re in the same spot. You 
can, however, cash in on the manufacturers’ 
expenditures, getting the force of their na- 
tional programs directly behind your own 
business, by planning to move right along 
with their advertising. 

A large part of their appropriations go into 
sales aids for you—newspaper ad mats, dis- 
play material, direct mail pieces, signs, post- 
ers, demonstration aids, radio and T-V com- 
mercials and films, novelties, and a lot of 
other heavy-hitting aids. 


First Steps to Success with Sales Aids 


Here is a five-step outline for getting the 
most from these sales aids: 

No. 1. Get the complete portfolios of dealer 
helps from the manufacturers whose prod- 
ucts you sell. (Check the directory in these 
pages and write for those you do not have. 
Do not write for them, however, until you 
have definitely decided to use the material 





they contain.) Study them carefully and se- 
lect the material that will best fit into your 
own program to give you the best possible 
over-all coverage of your business. Plan to 
feature every part of your business, but don’t 
try to do it all at once. You know your big- 
sale items and those that are slower. Balance 
your effort between them. By properly push- 
ing a slow item, you can often work it into 
a fast mover. 


Plan Your Program in Advance 


You'll probably want to plan to add new 
products and equipment to your line. If so, 
study the sales helps available for them. Plan 
your over-all promotion for three to six 
months in advance. That is, have your ob- 
jectives set, your funds earmarked, and as 
many details worked out as possible. 

A Remodeling Activities Calendar will 
appear in the December issue. It will help 
you lay out an effective program for 1953. 

No. 2. Plan a regular newspaper campaign, 

(Please turn to top of page 244) 











(Continued from page 243) 
using the manufacturers’ ad 
mats. Set up a schedule and stick 
to it. Don’t go in for one or two 
big smashes during the year and 
then forget about it. Better to 
use smaller space regularly than 
hit-or-miss big space, but don’t 
waste your money on “business 
card” copy or copy that doesn’t 
change frequently. Use the mats 
which are prepared by the best 
advertising brains in the country 
and get your local newspaper to 
work with you to tie in your own 
name and sales story. 

No. 3. Check your manufac- 
turers’ display material and plan 
to use it in the display room, 
windows, and on your trucks. 
Keep material changing regular- 
ly, feature seasonable merchan- 
dise as it applies, and keep dis- 
plays clean. Tie displays to 
newspaper ad copy as much as 
possible. 

No. 4. Have a good look at 
your mailing lists. Add any new 
names that have come to you 
through repair work or other 
sales. Knock off the move-aways 
or other useless names. Then 
have a good look at the manufac- 
turers’ mailing pieces: folders, 
postcards, letters, etc. Again, re- 
late your direct mail to your 
newspaper and display activity 
so you get full value out of con- 
centration on a single idea. 

No. 5. If you’re going in for 
radio or T-V or both, line up 
your commercials so they, too, 
tie in with your over-all aim. 

If your advertising is at a point 
where it is sizeable, consult a 
good advertising agency. Keep 
in close contact with your news- 
paper and radio station represen- 
tatives; they can help you im- 
measurably. Keep asking your 
wholesalers and manufacturers 
for any new material they may 
be bringing out. 

Most of all, use the material. 
The manufacturer designed it to 
make sales for you because that’s 
the way his sales go up. 
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They Work Overtime for Practical 


Demonstration aids . . . say contractors who use 


a big help in getting prospects interested in m 


“I WOULDN’T ATTEMPT to get along 
without them,” says contractor Noel 
Goddeyne of Bay City, Michigan. 
“Demonstration aids and display ma- 
terial from manufacturers are an in- 
tegral part of my remodeling sales 
program.” 

Goddeyne’s use of the Chronotherm 
display, shown in the photo above, is a 
good case in point. This Honeywell 
sales aid explains how the control re- 
moves early morning dampness from 
the home, saves fuel cost and allows 
the homeowner 150 hours more sleep 
per year. Moreover, it is on duty 
night and day, delivering its sales 
message of improved comfort. 

Frequent changes of display material 
in windows and show rooms is urged 
by Hy Gersten, president of Heat- 
masters in Chicago, “Displays can get 
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shopworn quickly, or 
lose their effectiveness 
says. “Frequent chang 
ers and prospect inter 

‘Live’ displays, like | 
flow water system de 
photo above), never 
tomers to “try it out.’ 
fuss with “gadget” di 
sell themselves. The 
lustrates the importa 
water pressure. 


Gilbert Uses Transpar 


W. E. Gilbert, Westc 
tractor, uses a transpd 
designed by General E] 
strate the action of a ¢ 
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graphic demonstratio 
appeal for women pros 











DISPLAYS, such as this water systems 
strqtor (Goulds), encourage people to 
ow it werks.” Other examples: Dish- 
rs, disposers, ott-burners, shower heads. 





yr Practically Nothing 


tractors who use them ... are 


; interested in modernization 


10pworn quickly, or dusty, and thus 
se their effectiveness and appeal,” he 
ys. “Frequent change keeps custom- 
rs and prospect interest alive, too.” 
‘Live’ displays, like Goulds’ balanced 
»w water system demonstrator (see 
noto above), never fail to get cus- 
mers to “try it out.” People like to 
iss with “gadget” displays and thus 
ll themselves. The Goulds’ unit il- 
strates the importance of adequate 
ater pressure. 


ilbert Uses Transparent Model 


W. E. Gilbert, Westchester, Pa., con- 
actor, uses a transparent dishwasher 
‘signed by General Electric to demon- 
rate the action of a dishwashing unit 
operation. This type of dramatic and 
aphic demonstration has particular 
ypeal for women prospects, who do not 





Pa. He uses thi 











have much knowledge of mechanics. It 
is a simple answer for the often-asked 
question, “How does it work?” The 
drudgery of washing dishes by hand is 
magnified by the simplicity of the 
demonstration. 

Points of sale pieces are the result 
of careful thought and planning, a com- 
bination of skillful design with hard- 
hitting selling “copy.” They are tested 
for effectiveness and designed to pro- 
duce sales. For example, the In-Sink- 
Erator display (pictured above at far 
right) is a direct message to the pros- 
pect’s dissatisfaction with her present 
method of disposing garbage and il- 
lustrates how the modern food waste 
disposer simplifies the distasteful 
household chore. 

Like all other advertising, contractors 
say, the use of display material must 
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stic demonstrator (G. E.). 





be planned. Helter-skelter use of units 
only confuses the passer-by, but win- 
dows and showrooms that make 
planned use of display pieces ‘become 
stopping places where the curious be- 
come prospects and the prospects be- 
come customers. Mr. Gersten advises 
contractors to set up a schedule for 
the regular use of displays that will 
consider the type of neighborhood, sea- 
sonal factors, store traffic, etc. 


Use Displays on Schedule 


Go in for displays, he says, but go 
in determined to get the maximum 
good from them by presenting them in 
orderly fashion and on a schedule that 
calls for frequent change and wide 
variety in the products offered. 

The directory in these pages tells 
where display material can be obtained. 


A REAL STOPPER, that’s what contractors 
call this colorful In-Sink-Erator display. It 
arely fails to arouse interest in the newer, 
nore sanitary method of getting rid of garbage. 





Kitchen Sales Aids... 


(Continued from bottom of page 241) 
Berger Mfg. Div., Republic Steel Corp. (Cabi- 
nets)—Brochures, catalogs, demonstration aids, 
wall banners, direct mail, newspaper ad mats, 
postcards, signs, window posters, local publicity 
releases, radio commercials. Further information: 
C. K. Reynolds, Jr., Canton, Ohio. 


Briggs Mfg. Co. (Sinks)—Calendars, counter 
easels, direct mail, illuminated and 3-dimensional 
displays, folders, newspaper ad mats, posters, radio 
commercials, stuffers, wall banners. Further in- 
formation: R. F. Anthony, advertising and sales 
promotion manager, 3001 Miller Ave., Detroit. 


Caloric Stove Corp. (Gas Ranges)—Brochures, 
catalogs, demonstration aids, wall banners, news- 
paper ad mats, window posters, radio commercials. 
Further information: Victor Klein, advertising 
manager, 12 S. 12th St., Philadelphia. 


Chambers Corporation (Built-in Gas Ranges)— 
Brochures, direct mail, newspaper ad mats, mo- 
tion picture ads, local publicity releases, radio and 
T-V commercials, wall hangers and banners, il- 
luminated indoor and outdoor signs. Further in- 
formation: A. H. Scheffer, sales manager, 2464 
North Meridian, Indianapolis. 


Chicago Drainboard Company, Inc. (Drain- 
boards)—Brochures, catalogs, demonstration aids. 
Further information: A. C. Hamilton, 4836 Division 
St., Chicago. 


Coolerator Co. (Electric Ranges, Refrigerators) 
—-Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, post cards, publicity re- 
leases, radio commercials, signs, wall banners, 
window posters. Further information: H. C. Beres- 
ford, 128 W. First St., Duluth, Minn. 


Crane Co. (Sinks)—Brochures, catalogs, demon- 
stration aids, direct mail, newspaper mats, post- 
cards, publicity releases, radio commercials, signs, 
wall banners, window posters. Further informa- 
tion: 836 S. Michigan Ave., Chicago. 


Cribben & Sexton Co. (Gas Ranges)—Bro- 
chures, catalogs, wall banners, direct mail, news- 
paper ad mats, signs, window posters, radio com- 
mercials. Further information: John J. Brandt, 700 
N. Sacramento, Chicago. 


Crosley Div., Aveo Mfg. Corp. (Electric Ranges, 
Refrigerators)—Brochures, catalogs, demonstra- 
tion aids, direct mail, newspaper ad mats, publicity 
releases, postcards, radio commercials, signs, wall 
banners, window posters. Further information: 
G. E. Simons, national advertising manager, 1329 
Arlington, Cincinnati. 


Deepfreeze Appliance Div., Motor Products 
Corp. (Home Freezers)—Brochures, catalogs, dem- 
onstration aids, direct mail, newspaper ad mats, 
motion picture ads, postcards, local publicity re- 
leases, radio and T-V commercials, outdoor illum- 
inated signs, wall banners. Further information: 
Robert A. Gilruth, advertising manager, 2301 Davis 
St., North Chicago, Ill. 





Detroit-Michigan Stove Co. (Gas Ranges)— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards, publicity re- 
leases, radio commercials, signs, wall banners, 
window posters. Further information: E. C. Bar- 
rows, advertising manager, 6900 E. Jefferson Ave., 
Detroit. 


Elkay Mfg. Co. (Stainless Steel Sinks)—Bro- 
chures, catalogs, wall banners, direct mail, news- 
paper ad mats, signs, window posters, local pub- 
licity releases, radio commercials. Further in- 
formation: 1874 S. 54th St., Cicero, II. 


Estate Stove Company (Gas and Electric 
Ranges)—Catalogs, circulars, window decals, di- 
rect mail, folders, giveaway novelties, newspaper 
ad mats, motion picture ads, postcards, 24-sheet 
posters, window posters, premiums, radio and T-V 
commercials, illuminated signs, stuffers, wall hang- 
ers. Further information: Lewis W. Selmeier, 
advertising manager, Hamilton, Ohio. 


Formica Company (Counter Tops)—Brochures, 
catalogs, direct mail, newspaper ad mats, post- 
cards, publicity releases, signs, wall banners, 
window posters. Further information: R. F. Grace, 
4614 Spring Grove Ave., Cincinnati. 


Frigidaire Div., General Motors Corp. (Electric 
Ranges, Refrigerators)—Brochures, catalogs, dem- 
onstration aids, direct mail, newspaper ad mats, 
postcards, publicity releases, radio commercials, 
signs, wall banners, window posters. Further infor- 
mation: F. H. Peters, advertising manager, 300 
Taylor, Dayton, Ohio. 


General Electric Co. (Electric ranges, refrigera- 
tors)—Brochures, catalogs, demonstration aids, di- 
rect mail, newspaper ad mats, postcards, publicity 
releases, radio commercials, signs, wall banners, 
window posters. Further information: Charles J. 
Enderle, 310 W. Liberty St., Louisville, Ky. 


Given Mfg. Co. (Disposers)—Brochures, catalogs, 
direct mail, newspaper ad mats, postcards, pub- 
icity releases, wall banners. Further information: 
Hollis Harper, 3301 Fruitland Ave., Los Angeles. 


Glenwood Range Co. (Gas Ranges)—Brochures, 
catalogs, newspaper ad mats, signs, window posters, 
radio commercials. Further information: Malcolm 
Leach, vice president, Taunton, Mass. 


Harrison Steel Cabinet Co. (Sinks, Cabinets)— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards, signs. Further 
information: R. S. Ralph, 4718 Fifth Ave., Chicago. 


Hotpoint, Inc. (Electric ranges, refrigerators)— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper mats, postcards, publicity releases, 
radio commercials, signs, wall banners, window 
posters. Further information: C. C. Gramer, ad- 
vertising manager, 5600 W. Taylor St., Chicago. 


In-Sink-Erator Mfg. Co. (Food Waste Disposers) 
—Brochures, catalogs, demonstration aids, wall 
banners, direct mail, newspaper ad mats, signs, 

(Please turn to top of page 247) 
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(Continued from bottom of page 246) 


window posters, local publicity releases, radio and 
T-V commercials. Further information: 1229 14th 
St., Racine, Wis. ; 


Johnson Plastic Tops, Inc. (Counter Tops)— 
Catalogs. Further information: 69 North, Elgin, III. 


Just Manufacturing Co. (Stainless Steel Sinks) — 
Brochures. Further information: C. T. Berkhouse, 
9233 King Ave., Franklin Park, IIl. 


Kelvinator Div., Nash-Kelvinator Corp. (Elec- 
tric ranges, refrigerators)—Brochures, catalogs, 
demonstration aids, direct mail, newspaper ad mats, 
postcards, publicity releases, radio commercials, 
signs, wall banners, window posters. Further in- 
formation: C. J. Coward, merchandising manager, 
14250 Plymouth Rd., Detroit. 


Kohler Co. (Cabinet Sinks)—Brochures, cata- 
logs, wall banners, newspaper ad mats, signs, win- 
dow posters, local publicity releases, radio com- 
mercials. Further information: R. C. Angelbeck, 
advertising manager, Kohler, Wis. 


Leeson Steel Products, Inc. (Electric Ranges)— 
Brochures, newspaper ad mats, rough-in diagrams 
for installation. Further information: F. M. Keefe, 
assistant sales mgr., 666 Lake Shore Dr., Chicago. 


M. S. Little Mfg. Co. (Tubular Brass)—Demon- 
stration aids. Further information: James F. La- 
mont, 151 New Park Ave., Hartford, Conn. 





Where to Get More Information on Sales Aids...and How to Use Them 


Miller Metal Products, Inc. (Cabinets)—-Bro- 
chures, catalogs, demonstration aids, direct mail, 
newspaper ad mats, radio commercials. Further 
information: Phillip Dorfman, 2215 Russell St., 
Baltimore, Md. 


Mullins Manufacturing Corp., Youngstown 
Kitchens (Cabinets, Sinks, Disposers, Dishwash- 
ers)—Brochures, catalogs, demonstration aids, di- 
rect mail, newspaper ad mats, postcards, publicity 
releases, radio commercials, wall banners, window 
posters. Further information: A. D. LeMonte, di- 
rector of public relations, Warren, Ohio. 


Murray Corporation of America, Home Appli- 
ance Div. (Cabinets, Sinks)—Brochures, catalogs, 
demonstration aids, wall banners, direct mail, 
newspaper ad mats, postcards, signs, window post- 
ers, planning kits, publicity releases, radio com- 
mercials. Further information: P. R. Copeland, 
Jr., adv. mgr., 7700 Russell Ave., Detroit. 


Perfection Stove Company (Gas and Electric 
Ranges)—Car cards, catalogs, folders, newspaper 
ad mats, postcards, local publicity releases, radio 
commercials, stuffers. Further information: J. M. 
Purdum, advertising manager, 7609 Platt Ave., 
Cleveland. 


Prentiss Wabers Products Company (Gas and 
Electric Ranges)—Brochures, catalogs, newspaper 
ad mats, radio commercials. Further information: 
William M. Quinn, Jr., Wisconsin Rapids, Wis. 


Rheem Manufacturing Co., Wedgewood Div. 
(Please turn to center of page 248) 
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SALES AIDS ARE EASY to get—and 
use. To make them fully effective 
for the contractor-dealer, manu- 
facturers have catalogs available 
which list the sales aids they offer 
and outline the best uses to which 
they can be put. 

A typical catalog will describe 
direct mail pieces available and 
gives advice on how the mailing 
should be conducted. It might tell 


how to get the best results from 
envelope stuffers and explains the 
value of prospect cards. 

Often a whole kit is available in 
a package for some special retail 
promotion, such as a _ cooking 
school. Instructions for integrating 
each element of the kit into the 
whole campaign have been care- 
fully thought out and explained. 

By not being familiar with such 
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catalogs, some retailers are missing 
help with sales training and other 
phases of business operation. Many 
manufacturers gladly supply mate- 
rial of this type to their dealers. 
The manufacturer has the high- 
est paid advertising brains in the 
country at his service. It would be 
wasteful to let this effort stop short 
of the place where the sale is ac- 
tually made—in the store itself. 














MODERNIZE YOUR BATHROOM 


anaes Ae 


Pen yy R E S 
Your choice of four padtel cofrs or sparkding while | 


Fixture Manufacturer 
Goes All Out to Help 
Dealers Sell Remodeling 


A spectacular point-of-purchase 
display, designed to show off col- 
ored bath fixtures at their best, is 
available from Briggs. The display, 
shown below left, measures 11 ft-6 
in. wide, 7 ft-2 in. tall, and 34 in. 
deep. Although made in three sec- 
tions which clip together for use as 
one unit, the side wings may be 
placed at different angles or at 
other parts of the room for use in 
small spaces. 

Also available, above left, is a 
colorful paper banner for use as a 
point-of-sale merchandising aid. 
Printed with waterproof inks on 
water repellent paper, it is adapt- 
able for use inside or outside the 
dealer’s showroom. 





Kitchen Sales Aids... 


(Continued from center of page 247) 
(Gas Ranges)—Catalogs, direct mail, newspaper ad 
mats, signs, window posters, radio commercials. 
Further information: P. R. Shea, advertising and 
promotion mgr., Newark, Cal. 


Rockford Brass Works (Plumbing Brass)—Cat- 
alogs, circulars, newspaper ad mats. Further in-, 
formation: M. J. Honi, 700 S. Main, Rockford, III. 


Geo. D. Roper Corporation (Gas Ranges)— 
Brochures, catalogs, demonstration aids, wall ban- 
ners, direct mail, newspaper ad mats, postcards, 
signs, window posters, local publicity releases, 
radio commercials, sales and service training ma- 
terial. Further information: Pierre Vinet, director 
of sales promotion, Rockford, III. 


J. Rose & Co., Inc. (Gas Ranges)—Catalogs, 
decals, direct mail, newspaper ad mats. Further 
information: 68 Jay St., Brooklyn 1, N. Y. 


Walter E. Selck & Co. (Sink Frames)— 
Brochures, catalogs, direct mail, newspaper ad 
mats, postcards, wall banners, window posters. 
Further information: F. Williams, advertising man- 
ager, 223 W. Hubbard St., Chicago. 


Scoville Mfg. Co. (Tubular Brass)—Catalogs, 
newspaper ad mats. Further information: E. L. 
Hunt, assistant manager of plumbing sales, Water- 


ville, Conn. 





Servel, Inc. (Gas Refrigerators)—Brochures, 
catalogs, demonstration aids, direct mail, news- 
paper ad mats, postcards, signs, window posters, 
local publicity releases, radio commercials. Fur- 
ther information: D. K. Patterson, sales promotion 
manager, Evansville, Ind. 


H. B. Sherman Mfg. Co. (Plumbing Brass)— 
Brochures, catalogs, demonstration aids. Further 
information: Battle Creek, Mich. 


Speakman Company (Swing Type Faucets)— 
Catalogs, circulars, illuminated displays, motion 
picture, window posters, samples, wall hangers. 
Further information: C. C. Gerow, Jr., advertis- 
ing manager, 30th & Spruce Sts., Wilmington, Del. 


Emil Steinhorst & Sons, Inc. (Home Freezers)— 
Brochures, catalogs, direct mail, newspaper ad 
mats, signs, local publicity releases, radio com- 
mercials, display tags. Further information: 
Muriel J. Steinhorst, Utica, N. Y. 


Tappan Stove Co. (Gas Ranges)—Brochures, 
catalogs, demonstration aids, direct mail, news- 
paper ad mats, postcards, publicity releases, radio 
commercials, signs, wall banners, window posters. 
Further information: R. J. Hammer, advertising 
manager, Mansfield, O. 


United States Radiator Corp. (Food Waste Dis- 
posers)—Brochures, catalogs, window and wall 
decals, direct mail, newspaper ad mats, local pub- 
licity releases, radio commercials. Further in- 

(Please turn to top of page 250) 
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KITCHEN PLANNING, by the house- 
wife, is encouraged by this design kit 
available from Murray Corp. of Amer- 
ica. Containing a drawing guide, 
scaled chart, template and fact sheet, 
the kit is designed to stimulate interest 
in kitchen remodeling, by giving the 
prospective purchaser actual direction. 





“Remington Window Unit Display” 


LOOKING AHEAD TO ’53, this man- 
ufacturer has designed a colorful win- 
dow conditioner display. Available 
from Remington Mfg. Co., the display 
features a window unit and colorful 
application sketches, topped off by an 
illustrated display card. The unit is 
approximately 4% ft. tall. 





SALES AID CHECK LIST 
Are you making the best possible use of manufacturers’ 
selling helps in your efforts to make more remodeling 
sales? The sales aids listed below are being offered to re- 
tailers by manufacturers of the items you sell. 
Check the list now to see if you have them working for 
you. 
C Blotters 1] Mats, newspaper ad 
0 Booklets 0 Motion picture ads 
0 Book matches 0 Office forms 
O Broadsides O Post cards 
| Brochures O Poster, 24-sheet 
1 Calendars C Poster, other size 
O Car cards 1) Poster, truck 
0 Catalogs O Poster, window 
0 Circulars O Premiums 
0 Counter easels 0 Publicity releases, local 
€ Counter racks O Radio commercials 
O Dealer name plate © Radio transcriptions 
O Decals, wall C Sales presentations 
O Decals, window 1 Samples 
O Demonstration aids [ Signs, illuminated 
O Direct mail 0 Signs, indoor 
O Display cartons O Signs, outdoor 
O Display racks 0 Store trim 
O Display, illuminated O Stuffers 
O Display, mechanical C) Tage 
0 Display, 3-dimension a : 
0 T-V commercials 
OC Envelopes 0 T-V films 
O Folders O Wall hangers 
[1] Giveaway novelties O Wall banners 
0 Letterheads Any other 








An Aside to Manufacturers... 








The purpose of this article is to help contractors make efficient 
and effective use of sales aids, and to discourage indiscriminate 
requests for materials which will not be properly utilized. Your 
assistance in this endeavor, in the form of comments and sugges- 
tions, will be welcomed. Please send them today to the Editor, 
DomgEsTIC ENGINEERING, 1801 Prairie Ave., Chicago 16. 

Also, if your company is not represented in this directory, and 
if you have not yet submitted a list of sales aids available to your 
dealers, there is still time to obtain a listing in December. 
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Idea Center Sells 
Kitchen and Bathroom 
Modernization 


This attractive merchandising unit 
available from Crane Company, 
provides desk space for display and 
customer use of the Sketchbook, 
which contains 48 architecturally 
corrct bathroom, kitchen and utility 
room designs. These are, of course, 
of considerable help to the con- 
tractor-dealer in merchandising 
modernization. 

The Idea Center is being shown 
above here to three contractor- 
dealers by a Crane official. 





Kitchen Sales Aids... 
(Continued from bottom of page 248) 


formation: T. F. Gessner, director of public rela- 
tions and advertising, 300 Buhl Building, Detroit. 


Universal-Rundle Corp. (Sinks, Cabinets)— 
Brochures, catalogs, wall banners, direct mail, 
newspaper ad mats. Further information: Quentin 


B. Garman, New Castle, Pa. 


Westinghouse Electric Corp. (Electric Ranges, 
Refrigerators) Brochures, catalogs, demonstration 
aids, direct mail, newspaper ad mats, postcards, 
publicity releases, radio commercials, signs, wall 
banners, window posters. Further information: 
J. R. Clemens, advertising manager, 200 E. Fifth 
St., Mansfield, Ohio. 


Bathroom Sales Aids... 
(Continued from bottom of page 241) 

Barnes Manufacturing Company (Plumbing 
Brass, Faucets)—Brochures, catalogs, demonstra- 
tion aids, wall banners, direct mail, newspaper ad 
mats, postcards, signs, window posters, local pub- 
licity releases, radio commercials. Further infor- 


mation: S. W. Meehan, Mansfield, Ohio. 


Bemis Manufacturing Company (Toilet Seats)— 
Catalogs, display stands, match books. Further 


information: Sheboygan Falls, Wis. 
Brass-Craft Mfg. Co. (Plumbing Brass)—Cat- 
alogs, direct mail, newspaper ad mats. Further 


information: Stanley Rosen, 2821 Brooklyn, 
Detroit. 


Briggs Mfg. Co. (Fixtures)—Calendars, counter 
easels, direct mail, illuminated and 3-dimensional 
displays, folders, newspaper ad mats, posters, radio 
commercials, stuffers, wall banners. Further in- 
formation: R. F. Anthony, advertising and sales 
promotion manager, 3001 Miller Ave., Detroit. 


C. F. Church Mfg. Co. (Toilet Seats)—Catalogs, 
newspaper ad mats, window decals, window post- 
ers. Further information: Holyoke, Mass. 


James B. Clow & Sons (Cast Iron Drainage 
Pipe)—Brochures, catalogs, demonstration aids, 
direct mail, newspaper ad mats, signs. Further 
information: John Madden, 201 N. Talman Ave., 
Chicago. 


Combustion Engineering-Superheater, Inc. (Soil 
Pipe)—Brochures, catalogs, direct mail, news- 
paper ad mats, signs, window posters, radio com- 
mercials. Further information: Willis V. Lord, 
advertising manager, Chattanooga, Tenn. 


Eljer Co. (Fixtures, Toilet Seats)—Brochures, 
catalogs, demonstration aids, wall charts, direct 
mail, postcards, window posters, local publicity 
releases, radio commercials, movies. Further in- 
formation: A. F. Thiesfeldt, advertising manager, 
Ford City, Pa. 


Fiat Metal Mfg. Company (Shower Cabinets and 
Enclosures)—Brochures, catalogs, demonstration 
aids, direct mail, newspaper ad mats, local publici- 
ty releases, radio commercials. Further informa- 
tion: Franklin Park, Ill. 


Gerber Enterprises (Fixtures)—Brochures, cata- 
logs, direct mail, newspaper ad mats, postcards, 
publicity releases, signs, wall banners, window 
posters, cutaway samples. Further information: 
R. M. Solomon, sales promotion manager, 232 N. 
Clark St., Chicago. 


Glauber Brass, Inc. (Plumbing Brass)—Cat- 
alogs, display racks, stuffers. Further information: 
Sylvan Grotte, vice president and sales manager, 
Kinsman, Ohio. 

Imperial Brass Mfg. Co. (Flush Valves, Plumb- 
ing Brass)—Blotters, booklets, catalogs. Further 


information: L. C. Coombs, sales manager, plumb- 
ing division, 1200 W. Harrison St., Chicago. 


Johns-Manville (Sewer Pipe)—Brochures, cata- 
logs, demonstration aids, direct mail, newspaper ad 
mats, postcards, decals, stuffers, publicity releases, 
wall banners. Further information: E. S. Green, 
22 E. 40th, New York City. 

(Please turn to top of page 252) 
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Strong statement? Yes. But it’s backed by WHIRL- 


POOL dealers everywhere who are breaking all pre- 
vious sales records month after month! 

Let’s be frank about it. You’re in business to make 
money. That means you must get your full share of 
the washer and dryer sales. The surest way to do 
that is to sell WHIRLPOOL. 

WHIRLPOOL automatic washers and dryers have 
the greatest features in home laundering. Only the 
WHIRLPOOL washer has suds-miser, seven rinses, 
agiflow washing action, germicidal lamp and cycle 
tone signal. The WHIRLPOOL dryer has tempered 


DOMESTIC ENGINEERING 








heat, controlled circulation, satin-smooth drying 
drum, germicidal lamp and other exclusive features. 

And to make your selling job easier, WHIRLPOOL 
is putting on the biggest promotional drive in its 
history; increased national advertising . . . strong, 
hard-selling local promotions . . . larger dealer co- 
operative fund . . . dynamic sales literature . . . and 
dramatic point-of-sale material. 

Don’t settle for less . . . sell the best and you'll 
make much more. Come over to the profit side 
with WHIRLPOOL. Phone, wire, or write your 


distributor. 


e 
Whirlpool CORPORATION ¢« _ St. Joseph, Michigan e@ Clyde, Ohio @ LaPorte, Indiana 


For Over 50 Years Manufacturers of the World’s Finest Home Laundry Equipment 
IN CANADA: John Inglis, Ltd., Toronto; Ontario 


D> Whirlpool... going places by doing big things in a big way! 




















Bathroom Sales Aids... 


(Continued from bottom of page 250) 
Kohler Co. (Fixtures, Shower Accessories, Toi- 
let Seats)—Brochures, catalogs, wall banners, 
newspaper ad mats, signs, window posters, local 
publicity releases, radio commercials. Further in- 
formation: R. C. Angelbeck, advertising manager, 
Kohler, Wis. 


F. H. Lawson Company (Bathroom Cabinets)— 
Demonstration aids, direct mail, newspaper ad 
mats, postcards, easel display. Further informa- 
tion: V. P. Weidmann, advertising manager, 
Evans & Whateley Sts., Cincinnati. 


M. S. Little Mfg. Co. (Tubular Brass)—Demon- 
stration aids. Further information: James F. La- 
mont, 151 New Park Ave., Hartford, Conn. 


Mansfield Sanitary Pottery, Inc. (Fixtures)— 
Catalogs, direct mail, newspaper ad mats, local 
publicity releases, wall hangers, stuffers, booklets, 
book matches, circulars, counter easels, giveaway 
novelties. Further information: Harry G. Brown, 
advertising manager, Perrysville, Ohio. 


Milwaukee Flush Valve Co. (Plumbing Brass)— 
Brochures, catalogs, direct mail, window posters. 
Further information: G. L. Hartman, 301 Reser- 
voir Ave., Milwaukee. 


Milwaukee Stamping Company (Shower Cabi- 
nets)—Catalogs, circulars, direct mail, newspaper 
ad mats, stuffers, wall and window banners. Fur- 
ther information: A. C. Nickel, general sales man- 
ager, 824 S. 72nd St., Milwaukee. 


Milwaukee Valve Co. (Shower Control Valves) 
—Brochures, catalogs, electros, photos, blueprints. 
Further information: Walter G. Ellingboe, 2375 S. 
Burrell St., Milwaukee. 


Mirro-Glo Cabinet Co. (Bathroom Cabinets)— 
Circulars, display racks, stuffers. Further infor- 
mation: J. Isaacs, sales manager, 3131 W. 49th 
Place, Chicago. 





AERATORS AND SHOWERHEADS get point-of-sale 
help from Wrightway Engineering Co. with this flashing 
sign and display case. 


Mueller Co. (Plumbing Brass)—Stuffers. Fur- 
ther information: R. K. Levey, sales assistant vice 
president, 512 Cerro Gordo, Decatur, III. 


Murray Corporation of America, Home Appli- 





ance Div. (Fixtures)—Brochures, catalogs, dem- 
onstration aids, wall banners, direct mail, news- 
paper ad mats, postcards, signs, window posters, 
publicity releases, radio commercials. Further in- 
formation: P. R. Copeland, Jr., adv. mgr., 7700 
Russell Ave., Detroit. 


Northern Indiana Brass Company (Ballcocks 
and Fittings)—Brochures, catalogs, demonstration 
aids, direct mail, window posters. Further infor- 
mation: R. H. Gregg, Elkhart, Ind. 





SHOWER CABINETS and related items are easier to 
sell with this Fact File of installation tips, display 
suggestions, etc. from Fiat. 


Richmond Radiator Co. (Fixtures)—Brochures, 
catalogs, direct mail, newspaper ad mats, local 
publicity releases, radio commercials. Further in- 
formation: 19 E. 47th St., New York City. 


Rockford Brass Works (Plumbing Brass)—Cat- 
alogs, circulars, newspaper ad mats. Further in- 
formation: M. J. Honl, 700 S. Main, Rockford, III. 


San Equip, Inc. (Septic Tanks)—Catalog sheets. 
Further information: Warren K. Vieth, advertising 
manager, East Brighton & Glen, Syracuse, N. Y. 


Scovill Mfg. Co. (Tubular Brass)—Catalogs, 
newspaper ad mats. Further information: E. L. 
Hunt, assistant manager of plumbing sales, Water- 
ville, Conn. 


H. B. Sherman Mfg. Co. (Plumbing Brass)— 
Brochures, catalogs, demonstration aids. Further 
information: Battle Creek, Mich. 


Sherwood Brass Works (Ballcocks)—Brochures, 
direct mail. Further information: 6331 E. Jefferson 
Ave., Detroit. 


Speakman Company (Plumbing Brass)—Cat- 
alogs, circulars, illuminated displays, motion pic- 
tures, window poster, samples, wall hangers. Fur- 
ther information: C. C. Gerow, Jr., advertising 
manager, 30th & Spruce Sts., Wilmington, Del. 


Standard Tank & Seat Co. (Toilet Seats)— 
Counter easels, display racks, stuffers. Further 
information: John S. Asay, sales manager, 314 N. 
Front St., Camden, N. J. 


Superior Shower Co. (Shower Cabinets)—Bro- 
chures, catalogs, direct mail, newspaper ad mats. 
Further information: 4705 Fifth St., Long Island 


City; 74. ms 
(Please turn to top of page 254) 
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&, trouble-free 
performance 


Yes, every Mueller Climatrol boiler 

— gas or oil — is hydrostatically 

tested three times before shipment 

— at three separate stages of man- 

ufacturing. When these boilers leave 

the factory, they are right! 

Check these outstanding design, engineering and 

construction features that give you the edge on all 

radiant or radiator heating jobs: 

® Wide range of residential and commercial sizes — 
from 54,000 to 3,780,000 Btu input on gas — oil 
from 168,000 to 392,000 Btu output. 

® Cast iron, sectional. Precision-machined gas-tight 
flue passages. Maximum heat transfer. 

® Modern, attractive styling. Easily cleaned through 
access panel without removing casing. 

® Gas boilers American Gas Association approved 
for city and LP gases; all boilers conform to 
ASME Code. Oil Boilers convertible to gas. 
Push these advantages for greater sales volume 

and profit in modernization or new-house work. 

Get complete details now. Write to L. J. Mueller 

Furnace Co., 2033-P W. Oklahoma Ave., Milwaukee 

Wisconsin. 
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Bathroom Sales Aids... 


(Continued from bottom of page 252) 


Swedish Crucible Steel Co. (Toilet Seats) —Bro- 
chures, catalogs, direct mail, newspaper ad mats, 
postcards, local publicity releases, display boards. 
Further information: William Balfrey, sales man- 
ager, 8561 Butler Ave., Detroit. 


Tiletone Co. (Shower Cabinets)—Catalogs, 
counter easels, folders, stuffers. Further informa- 
tion: Max Hasler, sales manager, 2323 N. Wayne 
Ave., Chicago. 


Titewall Hanger Co. (Bathtub Hangers)—Direct 
mail, catalog pages. Further information: Clifford 
W. Carlson, Chicago. 


Universal-Rundle Corp. (Fixtures)—Brochures, 
catalogs, wall banners, direct mail, newspaper ad 
mats. Further information: Quentin B. Garman, 
New Castle, Pa. 


Henry Weis Mfg. Co., Inc. (Shower Cabinets)— 
Catalogs, circulars, indoor signs, stuffers, booklets. 
Further information: R. W. Shook, sales manager, 
Elkhart, Ind. 


Wrightway Engineering Co. (Shower Acces- 
sories, Faucets)—Catalogs, counter easels, display 
cartons, illuminated and 3-dimensional displays, 
newspaper ad mats, stuffers, display racks. Fur- 
ther information: F. E. Benjamin, 4332 Oakenwald 
Ave., Chicago. 


CABINET SHOWERS, to modernize existing bath- 
rooms, are featured in brochures from Henry Weis. 





Heating Sales Aids... 


(Continued from bottom of page 242) 


American Radiator & Standard Sanitary Corp. 
(Boilers, Furnaces, Convectors, Baseboard Radi- 
ators, Oil and Gas Burners)—Brochures, catalogs, 
demonstration aids, wall banners, direct mail, 
newspaper ad mats, postcards, signs, window 
posters, local publicity releases, radio commer- 
cials, window and truck decals, display back- 
grounds. Further information: Donald E. Baker, 
P. O. Box 1226, Pittsburgh. 


Anderson Products, Inc. (Radiator Air Vents)— 
Catalogs, circulars, stuffers. Further information: 
Warren T. Ferguson, president, 17 Tudor St., Cam- 
bridge, Mass. 


A-P Controls Corp. (Controls)—Brochures, cat- 
alogs, demonstration aids, direct mail, newspaper 
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ad mats, radio commercials. Further information: 


Harry J. Welch, 2450 N. 32nd St., Milwaukee, Wis. 


Armstrong Furnace Company (Furnaces, Oil 
and Gas Burners)—Brochures, catalogs, demon- 
stration aids, direct mail, newspaper ad mats, 
postcards, radio transcriptions and commercials, 
indoor and outdoor illuminated signs, wall 
hangers, seasonal campaign kits. Further infor- 
mation: H. C. Galleher, advertising manager, 851 
W. Third Ave., Columbus, Ohio. 


Auburn Burner Company—(Furnaces, Oil and 
Gas Burners)—Catalogs, circulars, newspaper ad 
mats. Further information: J. H. McIntyre, sales 
manager, 512 S. Cedar St., Auburn, Ind. 


Barber-Colman Company  (Controls)—Bro- 
chures, catalogs, demonstration aids, direct mail, 
postcards, signs, local publicity releases, slides. 
Further information: H. E. Shugars, 1215 Rock St., 
Rockford, Ill. 


Barber Gas Burner Co. (Gas Burners)—Cata- 
logs, direct mail, newspaper ad mats, engineering 
and layout assistance. Further information: 3704 
Superior Ave., Cleveland. 


Baseline Mfg. Corp. (Baseboard Radiation)— 
Brochures, catalogs, signs, samples. Further in- 
formation: C. M. Wilcox, 3117 N. Washington Ave., 
Minneapolis. 


Beaton & Cadwell Mfg. Co. (Relief Valves)— 
Brochures, catalogs, wall banners, stuffers. Fur- 
ther information: R. H. Hubbard, treasurer, New 
Britain, Conn. 


Boston Machine Works Co. (Oil Burners)—Cat- 
alogs, stuffers, electros. Further information: 
Lynn, Mass. 


Brown Products Company (Convectors, Base- 
board Radiation)—Catalogs, window decals, direct 
mail, newspaper ad mats, sales presentations, 
stuffers, counter easels. Further information: 
97-12 Metropolitan Ave., Forest Hilis, N. Y. 


Burnham Corporation, Boiler Div. (Boilers, 
Baseboard Radiation, Unit Heaters)—Brochures, 
catalogs, newspaper ad mats, signs, display easels. 
Further information: Frank R. Brophy, sales pro- 
motion & advertising manager, Irvington, N. Y. 


Carlin Co. (Oil Burners)—Window decals, fold- 
ers, newspaper ad mats, stuffers, specification 
sheets. Further information: Bert J. Watling, 
Wethersfield, Conn. 


Carrier Corporation (Unit Heaters)—Brochures, 
catalogs, demonstration aids, direct mail, local 
publicity releases, newspaper ad mats, radio and 
T-V commercials, outdoor signs, wall banners, 
posters, window decals, sales presentations. Fur- 
ther information: P. K. Ray, advertising and sales 
promotion manager, 300 S. Geddes, Syracuse, N. Y. 


Carty & Moore Eng. Co. (Radiator hangers)— 
Catalogs. Further information: William G. Boales, 
1150 W. Baltimore Ave., Detroit. 


A. W. Cash Valve Mfg. Corp. (Relief Valves)— 
Catalogs, circulars, stuffers. Further information: 
G. W. Madden, advertising manager, 666 East 
Wabash, Decatur, III. 

(Please turn to top of page 256) 
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Everybody 
likes them! 


Mueller 


— oil and gas unit heaters 


Yes, unit-heater designs are following Mueller’s lead — 
but the Mueller unit is still way out front. You just can’t 
beat them for extra value — longer life, greater operating 
economy. 

What’s more you can fit every application with the gas 
Types 150 (propeller fan type) and Type 151 (blower 
type) — with four input capacities: 60,000, 90,000, 120,- 
000, and 150,000 Btu. AGA approved for all gases. For oil 
there is the Type 253 blower type horizontal furnace or 
unit heater — available in 4 sizes — 110,000 — 250,000 
Btu input. 

Get behind the Mueller Climatrol oil and gas unit heat- 
ers — for new or old installations. Proof of superiority 
is in the product. Sales come easy — installation is simple 
(units shipped pre-wired and assembled). Write for in- 
formation... L. J. Mueller Furnace Co., 2033-P West 
Oklahoma Avenue, Milwaukee 15, Wisconsin 

eas. Cee Dey ee ai io, ig f 
Proof of 
e 4 
Superiority 
One piece — all 
welded heavy gauge 
steel: No tie-rod, 
bolted, gasketed, or 
slip joints to leak, 
separate, or crack. 
High crown sheet: 
No flame impinge- 
ment, no ‘*hot spots.** 
No joints or welds 
exposed to flame of 
path of flue gas. 


Uniform air flow and 
heat distribution: 
Even flow of air in- 
sures moximum heat 
transfer and fuel 
economy. 


Heat exchanger 
on gos types 
150 and 151 




























Heating Sales Aids... 


(Continued from bottom of page 255) 


Century Engineering Corp. (Furnaces, Oil and 
Gas Burners)—Brochures, catalogs, newspaper ad 
mats, radio commercials, illuminated signs, store 
trim, giveaway novelties, book matches, broad- 
cides. Further information: W. S. Moellering, sales 
manager, Cedar Rapids, Iowa. 


Chattanooga Impiement & Mfg. Co. (Wall Fur- 
naces)—Brochures, catalogs, direct mail, display 
racks, folders, newspaper ad mats, local publicity 
releases, radio commercials, stuffers. Further in- 
formation: R. H. Mason, advertising manager, 
First & Delmars Sts., Chattanooga, Tenn. 


Conco Engineering Works (Furnaces, Oil and 
Gas Burners)—Brochures, catalogs, wall banners, 
direct mail, newspaper ad mats, signs, local pub- 
licity releases, radio commercials. Further infor- 
mation: R. W. McKenzie, Mendota, III. 


Delavan Mfg. Co. (Oil Burner Nozzles)—Circu- 
lars. Further information: David T. Morgenthaler, 
sales manager, 3007 Sixth Ave., Des Moines, Iowa. 


Delco Appliance Div., General Motors Corp. 
(Boilers, Furnaces, Oil Burners)—Brochures, cat- 
alogs, demonstration aids, direct mail, newspaper 
ad mats, postcards, signs, window posters, local 
publicity releases, radio commercials, installation 
signs. Further information: Stuart W. Rice, 
Rochester. N. Y. 
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“If that’s the one with the horrible singing com- 
mercial—! refuse to buy it!” 





Dowagiac Steel Furnace Co. (Furnaces)—Cata- 
logs, circulars, newspaper ad mats, house signs. 
Further information: F. N. Parker, merchandise 
manager, Dowagiac, Mich. 


C. A. Dunham Co. (Convectors, Unit Heaters)— 
Catalogs, newspaper ad mats, stuffers, blotters. 
Further information: Jane Aves Butler, 400 W. 


Madison St., Chicago. 


Dunkirk Radiator Corp. (Boilers)—Catalogs, 
direct mail, newspaper ad mats, radio spots. 
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Further information: M. C. Reed, Dunkirk, N. Y. 


" Econo Products Co. (Hot Water Circulators)— 
Brochures, catalogs, demonstration aids, signs. 
Further information: 17 State St., New York City. 


Evans Products Company (Furnaces)—Cata- 
logs, demonstration aids, direct mail, local pub- 
licity releases, newspaper ad mats, postcards, radio 
commercials, broadsides, circulars, counter easels, 
give-away novelties, folders, stuffers. Further in- 
formation: Sam Hudson, 13101 Eckles Rd., 
Plymouth, Mich. 


Fitzgibbons Boiler Co., Inc. (Boilers)—Catalogs, 
wall banners, direct mail, newspaper ad mats, 
signs, window posters, radio commercials. Further 
information: 101 Park Ave., New York City. 


General Automatic Products Corp. (Boilers, 
Furnaces, Oil and Gas Burners, Baseboard Radia- 
tion)—Brochures, catalogs, newspaper ad mats, 
demonstration aids, slides. Further information: 
2300 Sinclair Lane, Baltimore. 


General Electric Co. (Boilers, Furnaces)— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards, publicity re- 
leases, radio commercials, signs, wall banners. 
Further information: Bloomfield, N. J. 


General Filters, Inc. (Fuel Oil Filters)—Cata- 
logs, newspaper ad mats, signs, wall and window 
decals, match books. Further information: Mrs. 
Grace Redner, 12890 Westwood Ave., Detroit. 


Hart & Cooley Manufacturing Co. (Registers 
and Grills)—Catalogs, circulars, counter display 
panel, display boards, folders, stuffers. Further 
information: J. H. Van Dyke, advertising mana- 
ger, 500 E. 8th St., Holland, Mich. 


Heil Co. (Furnaces, Oil and Gas Burners) —Bro- 
chures, catalogs, demonstration aids, direct mail 
newspaper ad mats, signs, window posters, radio 
commercials. Further information: 3000 W. Mon- 
tana St., Milwaukee. 


Hoffman Specialty Mfg. Corp. (Steam and Hot 
Water Heating Specialties)—Brochures, catalogs, 
window posters. Further information: W. S. Zin- 
tel, 1001 York St., Indianapolis, Ind. 


Huenefeld Company (Space Heaters)—Bro- 
chures, catalogs, wall banners, signs, direct mail, 
newspaper ad mats, window posters, radio com- 
mercials. Further information: C. B. Mueller, 
Cincinnati. 


Jackson & Church Co. (Furnaces, Oil Burners) 
—Brochures, catalogs, direct mail, newspaper ad 
mats, postcards. Further information: Stanley T. 
Richards, Saginaw, Mich. 


Kewanee-Ross Corporation (Boilers)—Catalogs, 
direct mail, newspaper ad mats, signs, local pub- 
licity releases, radio commercials. Further infor- 
mation: C. K. Ferguson, advertising manager, 
Kewanee, III. 


Kisco Boiler & Engineering Co. (Boilers, Oil 
(Please turn to top of page 334) 
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EXCLUSIVE FEATURES SPELL QUALITY CoNsTRUCTION Contractors and big users alike are enthusiastic about the new 
Taco Circulators — and with good reason. This big-value line 
is specifically designed to meet the needs of the heating market 
of today: 

Extra capacity for small pipe radiant heating jobs — radiator, 
convector, baseboard or panel. Just one size circulator to stock 
and use — with 34”, 1”, 11/4,’ and 11/4,” interchangeable flanges 
to handle any job. 

Easy to service — seals replaced with only an open end 
wrench, screwdriver and Allen set screw wrench. Quiet — no 
velocity noises regardless of flange size. Designed for six posi- 
tion installation, the new Taco circulator comes in special 
window carton with flanges individually packed for quick 
changing. 


LARGE POWERFUL MOTOR. Has 
power to spare. Overload pro- 
tected and resiliently mounted for 
quiet operation. 


STRONG FLEXIBLE DRIVE SPRING 
isolates impeller from motor for 
quiet vibrationless operation. 


CAST BALANCED IMPELLER (Not 
stamped), Casting the impeller in 
one piece makes certain of long 
uninterrupted service. 


HARDENED GROUND STAINLESS 
STEEL SHAFT. Made to a plus tol- 
etance of zero and minus tolerance 
of .0004. Then superfinished for 
long life smooth operation. 


Better Heating-Better with Taco 





PATENTED ROTARY SEALS. High- 
est quality rotary seals make for 
trouble free operation. 





POROUS BRONZE BEARING-LARGE YWWlittts 
OlL RESERVOIR. Long porous aimee 
bronze bearing lubricates impeller Mere u 
shaft while keeping it in perfect SS... 











TACO HEATERS, INCORPORATED, 137 SOUTH STREET, PROVIDENCE 3, R. |. 

















IN THE BEGINNING ... there was 
a survey. 

It was the most penetrating, 
comprehensive fact and figure 
gathering project of its kind ever 
attempted. We call it The Bay 
City Story, and in this issue the 
first part of it is told. 

But this is only the beginning 
—the opening chapter. In it, we 
have conclusively proven that 
a tremendous remodeling market 
exists for plumbing, heating, air 
conditioning and appliances. 

We have thus set the stage for 
things to come. 


You Will Write It 

So far, The Bay City Story has 
been written by Domestic EncI- 
NEERING, but you, the contractor- 
dealer, will help write future 
chapters. You will do this by 
selling remodeling in your town 
as it has never been sold before. 
You know it can be sold. This 
issue proves the need, measures 
the degree of desire, shows some 
case studies of how moderniza- 
tion is sold, and provides many 
of the informational selling tools 
on financing, merchandising, and 
advertising. In forthcoming is- 
sues there will be more interpre- 
tations of The Bay City Story so 
presented that they will enable 
you to know your prospects bet- 
ter than you have ever known 
them before. 

But let’s review this issue to 
see what it contains to spark 





Where Do We Go 


from Here? 


This issue is only the beginning . . . the first 
step to bigger remodeling business in 1953 


your remodeling drive—to help 
you set your sights for a 1953 
that will be your biggest year. 


Help with Financing 

There’s the special section on 
Financing where you'll find the 
most comprehensive coverage of 
this subject ever published. 

More than 1,500 man hours 
w ent into interviewing lending 
institutions of all kinds to get the 
answers to the questions you and 
your prospects ask—to give you 
a manual on Modernization Fin- 
ancing that will mean more sales 
for you. 

Start at the beginning of this 
section on page 177. Read every 
word. Read with pencil in hand 
to mark off special points and 


Editor 
1801 Prairie Ave. 
Chicago 16 


Count me in... | want fo sell more 
remodeling in 1953! 


make notes. You’ll learn why 
financing is the key to so many 
modernization sales; why the 
right finance plan is important; 
what finance plans to use to get 
the sale. You'll find mail-order 
financing explained, and get the 
facts on eight methods of making 
bank loans for remodeling. FHA 
Title One is covered. Your ques- 
tions about the Open-End Mort- 
gage, your best opportunity for 
modernization financing, are an- 
swered in detail. 


Case Studies 
Mortgage financing and dealer 


financing are completely covered. 

You'll find, too, actual financing 

case studies which pin down 
(Please turn to top of page 260) 





Please tell me how I can get Domestic ENGINEERING’s Remod- 
eling Sales Kit and participate in the biggest all-industry 
sales drive ever undertaken. 
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Strategy Guide... 
FOR SELLING MODERNIZATION IN ‘53 











Tue Domestic ENGINEERING MopERNIzATION Kir is a field plan 
for the sale of modernization jobs to every type of building in 
your community: homes, farms, institutions, industrial plants, 
and commercial establishments. With it, you can organize to sell | 





remodeling as you have never sold it before. With it, you can 
make your own application of the Bay City Story to your busi- 
ness. With it, you can stage a Modernization Week promotion 
in your city. With it, you can supply your newspapers and radio 
stations with facts about remodeling that are of interest to every 
property owner. 

It contains all the tools you need to sell remodeling, to serve 
your community, to answer your prospects’ and customers’ 
questions about every phase of remodeling. Here’s the table of 
contents—and on the opposite page is a coupon for your Modern- 
ization Kit. Send it to the Editor today. 








WHAT THE MODERNIZATION KIT CONTAINS: 


1. The Modernization Procedure Manual. Suggestions 

on what to do; how to do it; when to do it. 

2. The Remodeling Promotion Time Table. Schedules the 

entire year’s promotion. 

3. Newspaper Feature and News Stories. For regular re- 

lease to your papers. 

4. Radio Spot and News Announcements. For home, farm, 

and news programs. 

5. Newspaper Ad Suggestions. Covering remodeling 

products and services. 

6. Radio Commercials. Fast-moving sales ammunition. 

7. Sales Letters. To keep your prospects thinking and buy- 

ing modernization. 

8. Window Posters. Thought-provoking business builders. 
(Continued on page 260) 
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(Continued from bottom of page 258) 

typical examples of how financ- 
ing plans were applied to make 
sales. 

When you start your remodel- 
ing drive, you'll want to know 
what you can get in the way of 
sales aids to help marshall your 
forces for an effort that will be 
a continuous drive, not one to 
last for only a few months. You'll 
find a section in these pages on 
manufacturers’ sales aids with 
suggestions for getting the best 
results from them. There’s a di- 
rectory, too, of manufacturers 
offering sales aids. 


How Do Others Do It? 


Case studies? How are others 
selling modernization? The arti- 
cle on how Goddeyne of Bay 
City does it is chock full of help 
for you. How Morlan of Port- 
land, Ore. sells kitchen remodel- 
ing, and how Webster of Wash- 
ington, D.C. sells and installs 400 
kitchens a year, will give you a 
clear-cut picture of methods that 
will simplify your approach to 
modernization. 

The detailed studies of Bay 
City homes, farms, institutions, 
factories, and commercial estab- 
lishments show what the market 
is, where it is, how big it is, and 
when it plans to remodel. 


One in Five 

The hard facts about Bay City 
are the hard facts about your 
city. One house in every five is 
planning he ating remodeling; 
one in five is planning kitchen 
remodeling; and one in five is 
planning to modernize or add a 
bathroom. Impose those figures 
on the houses in your town. 
Makes a pretty enticing picture, 
doesn’t it? For every job in new 
construction, there are five in re- 
modeling—and we don’t mean 
minor jobs; we mean big ones 
with big profits. 

If you have been doing a fair 




























Where Do We Go From Here? 


modernization business, this is- 
sue will help you re-cast your 
whole approach to the market so 
that you can do a better business. 
If you have not been selling re- 
modeling, this issue will make it 
possible for you to set yourself 
up to go after this lucrative field 
which is all around you. 


Plan Big for ‘53 


One point deserves emphasis: 
when you make your plans for 
1953, make no small ones. Mod- 
ernization is big business. It de- 
mands big planning, big ap- 
proach. Forthcoming issues of 
DoMEsTIC ENGINEERING will con- 
tinue to cover remodeling in a 
big way. 

In December, for example, 
you'll find the Remodeling Time 
Table, a detailed blueprint for 


selling effort, setting forth a 12- 
month program for you, clarify- 
ing seasonal factors, reducing 
your remodeling selling to a well- 
organized step-by-step proced- 
ure. 

There will be more studies on 
every type of modernization job 
to give you a flood of new ideas. 
There will be plans for kitchens, 
bathrooms, heating and laundry 
modernization—p 1 a ns that will 
show you how to do every kind 
of job—plans from which you can 
work and sell. 


Help on Advertising 

There will be further help on 
advertising—how to budget, how 
to work with your newspapers 
and radio stations, how to con- 
duct cooking schools, how to 
keep up a smooth flow of adver- 
tising and public service activi- 


ties that will lead to sales, sales, 
(Please turn to center of page 274) 





Contents of the Modernization Sales Kit. . 


9. Point-of-Sale Displays. To keep your store and windows . 


working. 


. continued 


10. Kitchen, Bathroom, Laundry, and Heating Layouts. 


For every type of building. 


11. Financing Modernization. Complete exposition of 


available plans. 


12. Fact Sheet on Plumbing and Heating Prices. To 
refute the charge that your prices are too high. 


13. Select Group Selling. What it is, how to apply it. 

14. Index to Sales Aids on Modernization. 

15. Simplified Survey Questionnaire. 

16. How to Stage A Modernization Week. 

17. How to Conduct a Modernization Survey. Finding 


your prospects fast. 


18. How to Cooperate with Schools on Public Health Sub- 


jects. 


19. How to Work with Civic, Business, and Womens’ Or- 
ganziations in Creating Program Features. 


20. How to Enlist the Aid of Other Merchants in Featur- 


ing Modernization. 


21. How to Conduct Modernization Prize Contests. 
22. Speech Outlines on Health and Comfort Subjects. 
23. How to Tie In with Special Merchandising Events. 
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IN THE SENSATIONAL 


bryant "397" 
unit heater 


NOW AVAILABLE IN 
ALL POPULAR SIZES 


FREE FOR THE ASKING! 


Quiet Operation .. . NO narrow passages to cause 
whistling . . . it’s open, streamlined—efficiently de- 


signed to HUSH the air flowing through. 


Compact . . . the “327” installs within inches of ceiling, 
saving space. It’s lighter, easier to handle, easier to install. 


Comfort . . . no cold blasts at start of cycle. Fan won’t start 
until the heat exchanger is warm enough to assure comforting 
heat. 


Long, Trouble-free Performance .. . the “327” retains its 
high efficiency for life. Efficient Venturi tubes provide 
longer, trouble-free service, less heat loss up the flue. 


Extra-sensitive Controls . . . responsive low-voltage 
controls mean better, more uniform heat. Safety con- 
trols prevent overheating. 


Quick, Easy Servicing .. . easy-open access panel at bottom 
permits cleaning and servicing without removing unit. 


Yes, the revolutionary Bryant “327” opens up hundreds of new unit 
heater sales for you. See your Bryant distributor today or write 
Bryant Heater Division, Affiliated Gas Equipment, Inc., Dept. 97, 
17825 St. Clair Ave., Cleveland 10, Ohio. 


BEST BUY IN... 


HEATING 
AIR CONDITIONING 
WATER HEATING 
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If you want concrete evidence of the volume of business 
that lies ahead for you . . . if you want a factual insight 
into the buying intentions of the American public . . . take 
a look at Bay City, Michigan! 

The facts and figures that have resulted from Domestic 
Engineering’s recent exhaustive survey of the remodeling 
and replacement needs and buying plans of this typical 


21% PLAN TO REMODEL Heating Systems 


007 
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yO 
0 | ; 


21. 
21.6 


am 


wr ee REMODELING POTENTIAL IN INDUSTRIAL, COMMERCIAL, 
na AND INSTITUTIONAL STRUCTURES IS RELATIVELY AS GREAT! 


Many building owners have indicated their intentions of 
buying additional plumbing fixtures and various types of 
appliances including water heaters, ranges, automatic 
washers, garbage disposers, dishwashers, refrigerators, 
freezers, wall and undersink cabinets, air conditioning, etc. 

The extent to which these purchases are planned is among 
the revealing information appearing in the November 
Remodeling Issue of Domestic Engineering. The following 
13 issues will present complete analyses of 250 tables from 
the Bay City survey and will continue to stimulate plumbing 
and heating contractor-dealers through 1953 and will show 
them how to prospect, develop and close sales. 

In developing your 1953 sales plans, point for the BIG 
remodeling market . . . and make Domestic Engineering the 
backbone of your advertising program. 


= 
N LN N IN 


1801 PRAIRIE AVE. CHICAGO 16, ILL. 


YOUR MARKET FOR 





be /O PLAN TO REMODEL Kitchens 
/O PLAN TO REMODEL Bathrooms 
|Z°/O PLAN TO REPLACE Water Systems 
















American City and its rural area are of vital importance to 
every manufacturer of plumbing, heating and air condition- 
ing products and appliances. Projected to the Nation as a 
whole, they show conclusively that remodeling will be your 
big market for volume sales in 1953. The following is 
representative of the kind of information revealed in the 
Bay City study: 
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Bs a8. See pnd 2 
PLUMBING + HEATING + AIR CONDITIONING + APPLIANCES 
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old heating plants 
now... with Thrush Equipment 


Any hot water heating system can be converted easily into a modern, 
forced circulating heating plant with a few inexpensive Thrush units. 











There are many old instal- 
lations like this in every 
community just waiting for 
you! Go after them with a 
Thrush modernization plan. 


THRUSH .. 


Flow Control System of 
Radiant Hot Water Heat! 


THRUSH Flow Control System installed on old hot 
water heating plants gives controlled comfort in every room 
in the house. Many homeowners would modernize if they 
knew it was possible to convert to a modern system at such 
moderate cost. A Thrush Water Circulator with Thrush Flow 
Control Valve will provide positive circulation without over- 
heating. Thrush Water Heater will assure a plentiful supply 





















Thrush Radiant 
Heat Control 


Thrush of domestic hot water from the same boiler in summer and 
Pr ve ~— the whole year through. If you are not now installing Thrush 
irculotor 






equipment, see your wholesaler or write Department A-11. 





ee » BER USH ¢ company 


Valve with air tube 
PERU + INDIANA 
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‘No... said | 
65,000,000 fi. 
of Transite Flue Pipe 


—~ now in service!’’ 











OU CAN BE SURE that there are 3. It won’t deform, dent or bend out of 
} excellent reasons why this mod- shape...makes a rigid, solid, safe in- 

; stallation. 

ern asbestos-cement flue pipe has peut 
been the leader for more than twenty 








4. The Transite tapered couplings assure 
quick, positive alignment. 



























oid hot mr 5. The complete line of Transite fittings 
thes: es Ask the men who regularly install meets any job requirement . . . makes 
if they Transite* Flue Pipe why they—and it easy to follow approved venting 
at such their customers—prefer it. This is saith 

h Flow what they’II say: Use Transite on your next job and 
t over. : : ‘ prove to yourself that this modern 
supply 1. Transite Flue Pipe does an efficient, de- flue pipe means more profitable gas 
er and pendable viet a that ia build venting jobs for you—and lasting sat- 
Drees ia tera eo wits a ae isfaction for your customers. For 
All 2. It needs no crimping, no hole-punch- further details, write Johns-Manville, 
| ° ing, no special tools, no nuts or bolts Box 60, New York 16, N. Y. 








for making joints. Reg. U.S. Pat. Of 






Transite Flue Pipe is the only flue pipe for domestic gas 
appliances listed by Underwriters’ Laboratories that has 
been continuously approved since 1932, 


Johns-Manville TRANSITE FLUE PIPE 


FOR VENTING DOMESTIC GAS-BURNING APPLIANCES 

















DOMESTIC ENGINEERING 


November, 1952 


=—_— | 





“My Dodge has proved to be 


a real money-saver’ 


‘“‘We are getting several more miles per gallon on our 
l-ton and, in a small business like ours, economy is 
important. We are all well pleased with Dodge depend- 
ability, too. My Dodge has proved to be a real money- 


saver. 

“Hauling heavy plumbing equipment from job to job 
has broken down several other trucks, but our Dodge is 
holding up fine. It has taken heavy-duty wear over 
bumpy streets for a long time now, and we haven't had 
a single mechanical repair. 

“T’ve noticed, too, that the Dodge truck enables my 
men to turn a lot sharper. This is important because 


we take our truck as close to the job as possible and 
have to pul) in and out of tight spots and narrow alleys 


where space is tough to find.” 


Thousands of successful men in the plumbing and 
heating business, like Mr. Engel, have switched to 


DOUG 


says LEWIS ENGEL, 
Reliable Supply Co., Chicago, Mlinois 


Dodge “Job-Rated” trucks for lower costs and more 
satisfactory performance. Because a Dodge truck is 


“Job-Rated”’ to fit the job, it is certain to serve you 
better in every way. 


Superior weight distribution permits you to haul bigger 
payloads without overloading. You get a rugged engine 
with plenty of power, operating with high-compression 
for top economy. For low upkeep, you get 4-ring 
pistons with chrome-plated top rings; exhaust valve 
seat inserts; and other important dependability features. 


What’s more, g¥rol Fluid Drive is available on ad /%-, 
34-, 1-ton and Route-Van models. This Dodge exclusive 
assures ultra-smooth performance for easier driving, 
load protection, longer tire wear, and fewer repairs. 


Your friendly Dodge dealer will be glad to give you all 
the facts. He will appreciate your interest and will 
welcome your call. Drop in and get acquainted. 
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CHEE 


You can use copper for 
plumbing... so why not use the best... 












a 


mline° COPPER TUBE AND 
SOLDER TYPE FITTINGS 





EASY TO 
INSTALL 


COSTS LESS 
IN THE 
LONG RUN 





LEAKPROOF 


Yes, you can use copper for both domestic hot and cold water lines and underground service lines. So, when 
you give your customers copper, install the best... STREAMLINE copper tube and solder type fittings. 


Here's why it pays to use STREAMLINE copper tube and solder type fittings: 
¢ They save installation time and money because both tube and fittings are precision machined for perfect fit. 

© Uniform solder cup depths simplify roughing-in. 

® Lighter and easier to handle... tube can be readily snaked around obstructions. 

© It’s permanent—can't rust, won't clog and lasts more than a lifetime. 

Architects, Plumbers, Builders and Home-owners all agree on the permanence, the economy and the common sense of an 
all-copper plumbing system. j 

IT PAYS TO USE COPPER FOR PLUMBING AND HEATING ...WHY NOT USE THE 
BEST—STREAMLINE COPPER TUBE AND SOLDER TYPE FITTINGS. 


STREAMLINE copper tube is available in 20 ft. straight lengths and 60 ft. coils. See your jobber for 
further information or write today for catalog $-352 and details concerning present government 


ny regulations on the use of copper. 


“™ MUELLER BRASS CO. port HURON 6 MICHIGAN 

































NO THREAT TO THE YAN- 
KEES, but mighty good at their 
<4 own game, are these world-cham- 
pion softballers representing the 
Briggs Manufacturing Company. 


ONE OF THE SIX Indiana 
beauties who helped Norge pre- 


miere its new upright “Jet Freeze” W 
home freezer last month in Evans- 
ville, Ind., is shown below. 





Picture 
Paragraphs 


WOULD YOU LET ONE OF THESE BEAUTIES IN YOUR HOME? Bay 
City said “Yes” 92 percent of the time, dramatizing by figures the real mean- 
ing of the sign to which several Domestic ENGINEERING interviewers point. 
The Bay City Survey demonstrated once again that few people will say “No” 
when a pretty girl knocks at the door, especially when the offer is a free 
plumbing and heating survey (see page 91). 


DOMESTIC (ve a] wTeevtewe 


BAY CIV MODERMEATION SURVEY 
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DEALERS WISE MODERNIZE is as true today as it was when this display 
was first used by Minneapolis-Honeywell to dramatize the market for home 
remodeling at the Philadelphia Oil Heating Show. The BAY CITY STORY 
tells where the market is, how to sell it (p. 89). See page 162 for a review 
of sales aids available to help dealers reach this vast modernization market. 


IT’S SAD BUT TRUE—pollen can 
make even the prettiest hay-fever suf- 
ferer weep (above). But the “Fresh’nd- 
Aire Room Conditioner and Humidi- 
fier” can dry her tears and bring a 
happy smile (below). 


ain : 
‘side 10” AUTOMATIC 
Foes -Linandry - Recreation Room Wifowe VENTILATING WALL FAN 


A pe ‘s Air De a | 
SH-H-H-H! Elaine Peterson receives her silken streamer E eeeaier Air Detar 
from Home Show Queen Trudy Wroe, becoming Waste fe 


King Pulverator’s “Miss Hush.” She symbolizes the “hush- 
cushions” feature of the firm’s new line of extra-silent 
food waste disposers. 


AMAZED, BUT DEFINITELY COOL! And who 
wouldn't be when confronted by this collection of ven- 
tilating fans mounted on NuTone’s new display board. 
Seven fans, mounted and ready for demonstration, 
come as a part of this free display. (Model Harriet 
Haggerty is not included in the package.) 
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Every Plumber Should Know This: 


The effect of Sani-Flush, America’s favorite toilet bowl cleaner, on septic 
tank systems and their operation was made the subject of scientific re- 
search by Skinner & Sherman, Inc., Chemists and Engineers of Boston, 


Mass. 
Complete tests and analyses led to these conclusions: 


1. Sani-Flush can be used safely in any type of septic tank 
system in any part of the country without attacking the 
system and without affecting the bacterial action. 


2. When Sani-Flush is used to clean toilet bowls where septic 
tanks are employed, it neutralizes the alkali present in the 
sewage and leaves the bacteria unharmed to do its proper 


work. 


3. Sani-Flush greatly facilitates removal of severe discolora- 
tions and cleans effectively. 


4. It may be used with equal efficiency in soft, hard and alka- 
line water systems. 


In these days when so many suburban and country houses are being 
equipped with septic tanks, every plumber should know the facts and be 
able to assure his customers that they can have the benefits of Sani-Flush 
cleanliness. 


The Skinner & Sherman research included both 
actual household tests and laboratory analyses. 
The complete “Report of Scientific Tests” will be 
mailed on request to any plumber. Write to Hy- 
gienic Products Co., Dept. 55, Canton 2, Ohio. 
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Sneha 


This handy data hook 
On cast iron soil pipe 


Now, for the first time, the essentials of Federal Specifications 





for service-weight as well as extra-heavy cast iron soil pipe and 
fittings have been combined into a single handy booklet. The 
Cast Iron Soil Pipe Institute has published “Guide for Federal 
Specifications WWP-401” as a service to plumbing contractors 


when laying out soil, waste and vent systems to comply with 


Federal requirements. And, whether or not your layout must 
meet Government standards, you will find the booklet a con- 


venient source of weight and dimensional data. 


Diagrams and tables appear exactly as they do in the original 
Federal Specifications. But a great deal of explanatory material 
has been combined and simplified into a single easily-read 


section. 


More than 13,000 copies of the “Guide” have already been 
distributed. If you do not yet have a copy, send us the coupon 
today. 


CAST IRON SOIL PIPE INSTITUTE 
Dept. D-11, 1627 K Street, N. Y., Washington 6, D. C. 


Cc & § T IRO N Gentlemen: 


Please send, free of charge, ‘‘Guide for Federal Specifica- 
SOIL PIPE tions” 





Address 
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"Tk Mac EWAN Ynccentory BOOK 


For the Plumbing and Heating Trades 


The 
REAL BUSINESS ASSET 


“ 


Today, more than ever before, it is vital 
to keep an accurate running record of 
your inventory. You can’t afford to take 
chances! 


You don’t have to resort to guess work 
when you have the MacEWAN Inven- 
tory Book. It enables you to know the 
value of your inventory at all times. It’s 
informative. It’s simple to use. Has 24 
instructive sections. Well illustrated. 
50 additional pages available at a slight 
additional cost to record your own data. 
Book beautifully and sturdily bound. 
Size: 8Y4x11. 








DAILY BUSINESS FORMS 
STATEMENT FORMS BILL or INVOICE FORMS MATERIAL & LABOR 
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Size 814” x 7”. Printed with your name and Size: 6” x 93%”. 100 sheets to the pad. 
Printed with or without your name and address 
similar to the specimen above. 


Send for Prices and Samples Today 
Published by the Publishers of 


Size 6” x 9”. Printed with your name and 
address, similar to the above specimen. address, similar to the above specimen. 


The Bradford Price Book for the Plumbing & Heating Trades 
MacEwan Market Manual for the Plumbing & Heating Wholesaler 


The HARRISON PUBLISHING HOUSE 
QUINCY 39, MASSACHUSETTS 


Reese ene ee eee te ae eed 
ss: Se < coed aS Sauasee 
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_ GIVE YOU EASIER, ““ONE-MAN” INSTALLA- 
TIONS IN NEW OR REMODELED KITCHENS 


Ag age 
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BIG REASONS WHY... 
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PATENTED “SPLIT RING’ CONSTRUCTION ... 
With just a screwdriver, the ring clamp is quickly re- 
moved and the National splits into two sections. The 
lightweight, upper half is easily handled—permits quicker 
attachment to the sink. The lower Power-Pak unit can 
be rotated 180° in either direction—gives faster hook-up 
to the waste line. 
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RE ‘SIMPLE SINK ATTACHMENT .. . 





On the National, the sink flange screws into the grinding 
chamber. There are no complicated rings or clamps—no 
tricky alignments. The threaded flange, a simple, flat 
steel ring and an equally simple rubber gasket are all 
that is used to attach the unit to the sink. The tightening 
of three jack-screws with an end wrench finishes the job. 




















e pad. 
address 







iting Trades 
Wholesaler 

























THE NATIONAL RUBBER MACHINERY CO. 








HIGH OR LOW ROUGH-IN... 
The National is easily fitted with standard or “Hi-boy” 
traps to meet any waste line height. 


UNIT IS COMPLETE... 

The National comes complete—including built-in operat- 
ing switch. There are no extras to buy—no exterior switch 
installations to be made. 


DON’T FORGET!! 
The National is easier to sell, too. Its lower installation 
cost, its safe operation, its quality construction make a 
convincing sales story. And, our complete PLUMBER PROMOTION 
PROGRAM, including Home Demonstrators which actually sell in the 
customer’s kitchen, gives you everything you need in the way of sales aids. 






































Cis Yes, send me more information about the 
National. 
(1) I am interested in a National dealership. 
(1 I wane the full story on your Plumber 
Promotion Program. 





ne Bate, 





Plumbing Equipment Division 
AKRON 8, OHIO 






























Don't Miss... 


These articles coming up 
in the remodeling series 


Where Do We Go from Here? 


(Continued from center of page 260) and more sales 

Already, Domestic ENGINEERING, in cooperation 
with Retail Advertising News, has covered the 
newspapers of the country with the Bay City 
Story. These newspapers will be publishing more 
editorial material on modernization than ever be- 
fore to help pre-condition your prospects. 

You will be kept up to date on new sales aids 
developed by manufacturers. You will be kept 
abreast of progress in “Select Group Selling.” 
New products with remodeling applications will 
be presented. New case studies on the application 
of finance plans will appear. In short, from this 
point on, Domestic ENGINEERING will give you the 
informational wherewithal for serving your com- 
munity as you have never served it before—every 
part and every building in your community. 


‘ 


Merchandising Help for You 

The Domestic ENGINEERING Modernization Kit, 
with its wealth of practical aids of all kinds, is 
available to contractor-dealers. Details about the 
kit may be found on page 259. 

Every day that passes sees some new modern- 
ization need develop in your community. Every 
day that passes sees some home or building owner 
move from the “thinking-about-it” stage into the 
live prospect class. He’s your prospect and your 
customer only if you’ve sold him. And you don’t 
have to wait for those in the “thinking-about it” 
class to move by themselves. Alert advertising, 
merchandising, and selling effort can bring about 
the transition swiftly. 

This issue has set the stage for you. Now it’s up 
to you to set the stage for your home and building 
owners. You can do that by taking the steps set 
forth in these pages and being ready to take the 
further steps which subsequent issues will outline. 
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DIRECTING THE INSTALLATION of a 
modern kitchen is like producing a three- 
ring circus, says George Webster of Washing- 
ton, D. C., specialist in kitchen sales and 
engineering. “The chief difference,” George 
says, “is that in the case of the kitchen all 
the action takes place in the one ring at the 
same time.” This calls for organization, plan- 
ning and careful scheduling of men and ma- 
terials, especially when the firm sells 400 
kitchens a year. How is it done? That’s the 
64-dollar question that will be answered in 
the forthcoming January issue. 



































PLANS AND LAYOUTS for converting a 
conventional hand-fired gravity hot water 
heating system to an automatic summer- 
winter flow control system will be presented 
in the December issue. Frequently, the re- 
modeling of a house includes the addition of 
new rooms, thus requiring the mains to be 
extended to supply additional radiation. And 
while the system is being modernized a flow 
control valve should be installed and, in 
many cases, an indirect water heater to 
handle domestic water the year around from 
the heating plant. This article tells how .. . 


MODERNIZING A MOUNTAIN ... here’s a 
job that sounds like a Paul Bunyan story. 
But it’s true! In the wilds of Canada a huge 
team of men and machines is tunnelling out 
the inside of a mountain to make room for 
a giant-size power plant, which will furnish 
electricity for aluminum smelting and a new 
community. An entire lake-river complex 
is being altered to flow in the opposite direc- 
tion, and a few other changes are being 
made. Naturally, plumbing and heating are 
a part of this interesting and important story. 
Watch for this article in December. 


HEATING SURVEYS will help you find and 
sell heating modernization prospects, says 
Chicago contractor Hy Gersten of Heat- 
masters, Inc. As a result of instituting free 
heating system surveys among owner-oc- 
cupied and apartment buildings last January, 
his business took a whopping 35 percent 
jump. What Gersten found out about con- 
ducting the surveys, selling the prospects 
and paying his salesmen will be told in this 
important feature. Mid-January is the best 
time to begin heating surveys, Gersten be- 
lieves, so look for this article in January. 


KEEPING FOLKS IN HOT WATER can be 
very profitable for the plumbing and heating 
contractor, especially if this is a volume water 
heating remodeling job. This article tells 
how gas-fired water heaters are being used 
in some institutions to lower the summer 
cost of domestic water. Keeping a boiler go- 
ing during the warm months was found to be 
too expensive. And that’s when the plumbing 
and heating contractor came in . . . with the 
answer. The new heaters were installed, 
the boiler shut down, and the firemen went 
on vacation. Watch for this one in December. 











Maler Helps . . . Up to a Point 


(Continued from bottom of page 215) 


Stevens and his wife what they’d have to do to 
prepare their house for the plumbing and heating 
installation. 

“Take that bathroom, the one off the kitchen, 
for example. We’ll pull out the leg-tub,” Malone 
said, “and install a new shower stall unit. That’s 
the only way you can conform with the codes. 
That way, you can partition the bathroom off, add 
a second door, and meet specifications. What room 
you have left over you can convert into a Jaundry. 

He hesitated, “And that bathroom window— 
you'll have to yank it out and make it a lot big- 
ger.” He spent 15 minutes with a ruler, showing 
them just how much bigger. 

Next, Malone moved to the closet destined to 
be a bathroom. It was a tight squeeze—just big 
enough for the three fixtures. Again he advised 
a larger window for the room, to meet the code 
requirements. He instructed them how to ready 
the floor. 


After that came measurements for the central 


heating system. This, he finally decided, would 


have to be installed in a front hall-cut-out. 


He Helps with the Financing Too 


Malone next told the Stevens how to go about 
getting an FHA loan for the $1000 worth of plumb- 
ing and heating. He was amiable when they called 
—sometimes every day or so—for further instruc- 
tions. And finally, when things were ready, he 
dispatched a journeyman and apprentice who in- 
stalled the furnace and plumbing, hooked into the 
sewer, ran a furnace vent and roughed in the 
laundry room. The two Maler workmen spent 8 
days on the job. 

Now, with that done, Maler’s was called in’ 
again—since Malone was now a kind of father 
as well as teacher—and asked for an estimate 
on a double sink and disposer. This new business 
will likely run several] hundred dollars more. 

This kind of thing is old hat to Malone and his 
company. Currently they have several other re- 
modeling jobs with build-it-yourself customers in 
the works. 

One is a garage which a home owner is con- 


verting into a playroom and den. Maler’s will 
install a new bathroom with shower, closet and 
lavatory—for about $400. The other job is a bed- 
room addition to the back of a garage. This work, 
which will gross Maler’s about $665, calls for 
connection to the sewer, for colored bathroom 
fixtures and for connection of a water heater. 

“In almost every case,” says Malone, “I have 


(Please turn to top of page 282) 





MALE 


REMODEL YOUR 
BATHROOM HOW! 


GIVE YOUR BATHROOM 








PAYMENT 


CRANE NEUDAY GROUP 


© SELECT YOUR OWN FIXTURE GROUP 


© ELIGIBLE UNDER FHA TITLE | 
® FINANCE THROUGH BANK OF AMERICA 


® 36 MONTHS TO PAY 





Free Estimates 





VIOE HUNTINGTON DR 448 ARCADIA 


Phone ATw. 7-3243 or ATw. 7-7211 
Open All Day Saturday 











MALER SELLS BATHROOM REMODELING by sug- 


gesting to prospects, “Remodel Your Bathroom Now... 
No Down Payment.” He makes a positive pitch to the 
workingman by telling him that the job is eligible for 
FHA Title I financing through the Bank of America, with 
36 months to pay. He stimulates action by offering to make 
a free estimate. The words “Open All Day Saturday,” are 
a further appeal to the workingman and his wife who are 


unable to come to the store during the week. 
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A COMPLETE LINE — 


Amazing H.C. Little OIL BU 


UNITS FOR OIL and GAS — 
Every unit listed by the UNDERWRITERS 


LABORATORIES for low cost furnace oil OR 
approved by the AMERICAN GAS ASSOCIATION for 


natural, manufactured or LP gas — to win the sale for you! 


EXCLUSIVE SALES FEATURES ~ 


All watts, iacluding space heaters, available with self-lighting, 
self-regulating operation, thermostat controlled. 
Emergency controls permit hand operation during electric 
power failure, a big advantage! 
RNER — not a pressure burner, 
not a rotary burner, not a pot burner — exclusive non-mechanical 
H.C. Little design — no moving parts — no pilot light — 
patented H. C. Little electric ignition. 


UNITS FOR EVERY BUDGET — 


And even the lowest cost H. C. Little heater has 
“big unit” features to win the sale for you! 


SALES CLINCHING GUARANTEE — 
With 25 years’ experience in over 200,000 successful 


installations — with a host of satisfied users from Coast to 
Coast — H.C. Little Burner Co. backs up every unit 


with a liberal printed guarantee — to win the sale for you. 


Get the facts... 


...onan H. C. Little Dealer Franchise — protected 
territory — liberal discounts — liberal advertising 
allowances — prompt service from a nationwide 


network of distributors and warehouse 


stocks — MAIL COUPON NOW! 


And many more exclusive H.C. Little features 
to win the sale for you! 


“1 
a 
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DISTRIBUTORS 


Aurora, III. 
Baltimore, Md. 
Belmont, Mass. 
Boise, Idaho 


Columbus, Ga. 


Detroit Lakes, Minn. 
East Orange, N. J. 
Fayetteville, N. Car. 


IN: 
Portland, Ore. 


Prescott, Ariz. 

Reno, Nev. 

St. Louis, Mo. 

St. Petersburg, Fla. 
Salt Lake City, Utah 
Seattle, Wash. 
Toledo, Ohio 


4 t 
gH. C. Little Burner Co., Inc., Dept. DE, San Rafael, Calif. s 
' Please send full information on your Dealer Franchise, 8 
§ WITHOUT OBLIGATION, to: 5 
1 a 
a Name. ' 
5 (PLEASE PRINT On TYPEWRITE) J 
5 

i ' 
i 4 
Eocene J 
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No matter what the customer wants — Conversion Burner — 
Space Heater — Forced Air — Gravity — Horizontal — Down- 


Flow — Wall or Floor Furnace — there’s an H.C. 
Little unit to win the sale for you! 

















Burner Company, inc. 
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There’s an H. C. Little 
unit for every purpose... 


in the WALL 
H.C. Little OIL 


wall furnaces need 
no basement or 
air ducts. Heat 
distribution BOTH 


sides of wall 
warms entire 
house. Return- 
air-intakes near 
floor provide 
gentle air 
circulation, 


uniform comfort! 


in the FLOOR 

H.C. Little dual 
floor furnace — 
low cost, compact, 
highly efficient 
and extremely 
economicalt Also, 
single wall, 

cross dual, 


flat register and 
shallow models. For 


oil, gas, LP gas. 


In the BASEMENT 
H.C. Little 


basement winter 
air conditioners 


filter, heat and 


circulate air for 
supreme whole- 


house comfort. 
Unusually quiet, 


extremely efficient. 


A joy to own! For 
oil, gas, LP gas. 


in the ATTIC 

H.C. Little GAS 
horizontal furnace 
in the attic offers 
exciting possibilities 
in modern home 
planning because 
no living area 
space is needed | 
Optional under- 
floor installation 


offers same 
advantages ! 


At FLOOR LEVEL 
H.C. Little 

first-floor winter 
air conditioners 


* save space in 


homes without 
basements. Up-flow 


and down-flow 
models for utility 
room, closet, 
porch, garage. For 
oil, gas, LP gas. 


HEAD OFFICE 
& FACTORY: 


SAN RAFAEL, 
CALIFORNIA 
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(OW ! 


O; the five million oil burners in use today, 
at least half... 214 million... are over ten years old. 
Here is your key fuel-unit replacement market for 1952! 


Webster Electric Fuel-units, whose basic design permits 
complete interchangeability on all types of oil burners, 
are your profit-building answer to this huge market. 
Their adaptability to all pressure-type burners means 
that you can do a maximum replacement business 
with a minimum of fuel-unit inventory 

and financial investment. 


Webster Electric Fuel-units have an old and honored name 
in the business. For many years they have been first 
choice of leading oil burner manufacturers. 


They are easy to sell... easy and convenient to service. 
Our Authorized Service Stations are ready 
to cooperate with dealers at all times. Ask 

your Service Station about our 
sensational new Dealer Package—its 
wide use will surprise you! 


-Timer Serviceman says— 
gsy servicing, Webster 
el-units are tops!"’ 
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ON THE DRAWING BOARD—IN THE FIELD... 
MCDONALD KNOWS THE OIL INDUSTRY 


Since the infancy of the petroleum industry to the present time of 
maturity, the A. Y. McDonald Mfg. Co. has designed for, built for, 
and supplied the needs of the men in the field. Indicative of the com- 
plete line offered are the four items illustrated: the Special Foot Valve, 
932, made of bronze; the Plain Flush Fill Cap, 904, with cast iron body 
and bronze cover; the Vented Fill Cap, cast iron with hinge cap; and 
the Open Type Vent, 908, with double outlet, and full venting area. 
A. Y. MCDONALD MEG. CO., Dubuque, Iowa 
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actical 1n your CHRISTMAS GIVING... 


Give a 


GIFT 


your associates will 
appreciate 


THIS YEAR B 










IT’S TIME 
TO THINK 


CHRISTMAS 





Give 
DOMESTIC 
ENGINEERING 


You can’t pick a more practical, more welcome gift for your busi- 
ness associates and friends in the trade than a year’s subscription to 
DOMESTIC ENGINEERING. Here is your opportunity to share in 
the many benefits you yourself derive from each issue . . . a sound, 
practical solution to your gift problem that enables you to extend your 
good will and good wishes throughout the year. 

If you act promptly you may avail yourself of the special Christmas 
Gift rates outlined on order form at right. These special rates were 
established expressly for gift purposes and apply only through 
December 31, 1952. 

Decide this year to be practical in your Christmas giving . . . decide 
on a gift that will be appreciated . . . give DOMESTIC ENGINEER- 
ING. In ordering your gift subscriptions use the handy order form at 
the right. This may be removed and folded to form a self-mailing 
postage-paid envelope. Fill it in and get your order into the mail today. 










CHRISTMAS 
GHEETING 









Attractive 
Card 
Included 


An attractive Christmas 
Card, with your name 
inscribed, is sent to 
each individual for 
whom you order a sub- 
scription. 















Special 
Christmas 
Gift Rates 


See order form at right 
for special Christmas 
Gift subscription rates. 
These rates apply only 
on gift orders and are 
effective only through 
December 31, 1952. 
















































—— 


’ 
( 
c 





VING... 










IG 


our busi- 
‘iption to 
. share in 
a sound, 
end your 


~hristmas 
ites were 


through 


,. decide 
INEER- 
‘form at 
f-mailing 
il today. 





DOMESTIC ENGINEERING 281 


ORANGEBURG 


ROOT-PROOF 
FITTINGS 


Add Profits to Your Jobs! 


Order plenty from your Orangeburg Distributor now! 


November, 1952 













You make a better profit with Orangeburg Fittings because 
they are easier, quicker and more economical to lay. Like the 
pipe—they are tooled for Taperweld Joints—just drive with a 
tap or two so that the taper in the fitting or coupling comes 
up firm and tight on the tapered shoulder of the pipe. No 
cement or compounds to use. 





yt The non-metallic structure of Orangeburg ma- 
iy terial eliminates corrosion. Its strength and resili- 
ency withstand soil settlements. You give the 
customer a lifetime installation that saves him 
money and insures a good profit for you. 

Order by catalog numbers (Available in 4” sizes only) 








Orangeburg Pipe and Fittings installed with fa- 
mous Taperweld Joints make a complete Orange- 
burg pipeline—permanently root-proof and leak 
proof. 

Orangeburg Fittings are precision made, light 
in weight, easy to handle and quick to assemble. 
They give you an all-Orangeburg installation. 
With these Bends and Wyes ordered along with 
Orangeburg Pipe, you have everything needed to 
complete the job without costly delays. 


1/8 BEND 





1/4 BEND 


1/8 Bend...... Catalog No. 516 
1/4 Bend...... Catalog No. 517 
WU aie wb ctxians Catalog No. 538 


On every pipe order to your wholesaler specify 
Orangeburg Fittings. They are made especially 
for Orangeburg Pipe and fit all fibre pipe. 

Write to Dept. DE-11 for Catalog 306. 


ORANGEBURG MANUFACTURING CO., INC, 
ORANGEBURG, N. Y, 


WYE 








Maler Helps . . . Up to a Point 
(Continued from bottom of page 276) 
to be instructor and salesman rolled into one.” 

Maler spends about $300 a month in advertis- 
ing, about 75 percent of this directed to remod- 
eling. It spends $65 a year for its “The Little 
Plumber” trademark franchise, and all stationery 
and ads carry the symbolic little plumber. 

Maler carries extensive space in three San 
Gabriel Valley (Calif.) telephone books, about 34 
of a page in all, the biggest ad being a % pager, 
stressing remodeling and repairs, and directed to 
a half.dozen nearby valley towns. Once a week 
it runs a 1-column, 10-incher in the Pasadena Star 
News. 

Other ads are run weekly in the Arcadia Adver- 
tiser, a weekly. For six weeks prior to the national 
election, Maler launched an institutional “Get 
Out and Vote” campaign—which proved a friend- 
maker. Four cabs operated by Day and Nite Cab 


Co., of Monrovia, Calif., carry Maler’s neon- 
lighted sign, “San Gabriel Valley Plumber, See 
The Little Plumber.” 

Nearly all ads play up remodeling, not only do- 
it-yourself work, but straight remodeling jobs. 

On remodeling, Maler’s plumbing, sheet metal, 
heating and air conditioning departments keep 
busy, but the company also works closely with a 
tile contractor and with an electrical outfit, bring- 
ing them in on many jobs, and charging a 10 per- 
cent override for consolidating and supervising the 
entire contract. 

Today, with more than $2000 work-in-progress 
on jobs involving eager build-it-yourself custom- 
ers, Maler has no complaints. 

He feels that he has captured a new and grow- 
ing trend. Somebody has to take an interest in 
these people, and that interest is more often than 
not repaid by good-sized remodeling contracts— 
and by repeat business. 


What Are the Advantages in Dealing With “Build-It-Yourself” Remodelers? 


(1) When you sell yourself as both salesman 
and teacher, build-it-yourself people seldom shop 
prices elsewhere. 


(2) But they do ask a lot of questions—and 
usually questions naturally direct themselves to 
new appliances and fixtures. 


(3) A man who’s building his own place wants 
the best—and figures that since he’s working every 
odd hour to complete the work, he can afford it. 


(4) In most remodeling jobs of this type, the 
plumbing and heating (and occasionally the elec- 


trical connections) are among the things which 
the home-owner can’t install himself. He needs 
the contract and his advice. 


(5) These build-it-yourself people never stop 
building. In this they’re beaverish. They finish 
remodeling this year, but next year they decide 
to add a room and bath. Once you’ve got custom- 


ers like these on the string, you can count on + q 


repeat business year after year. 


(6) Build-it-yourselfers stick together. One 
family gets the idea from another. Latch onto one 
customer, and others see you out. 








Water Heater King 

(Continued from bottom of page 172) / 
at 5 p.m., leaving the homeowner stranded and 
with no choice but to take the family out for 
dinner “because that plumber fouled up.” 

The first thing removed and replaced on a re- 
modeling job is the sink. Within about four hours, 
workmen can have a new sink and dishwasher in 
place—at least hooked-up and working, even 
though not artistically finished. 

“That’s important in successful remodeling,” 
says sales manager Wrenn. Some journeymen 
yank out the whole works and leave it that way 
most of the day. Then along comes 4:30, and the 
housewife can’t fix dinner.” 

Inefficient installation jobs can kill future re- 
modeling—and recommendation by the client to 
a neighbor. Most housewives ask, “Did they leave 
the place a mess so you couldn’t work in the 
kitchen during remodeling?” If the answer is 


“yes,” Morlan feels chances for other neighbor- 
hood jobs are drastically decreased. 

Why does Morlan suggest (but not insist) that 
it work with its regular sub contractors, even 
when there’s no profit in the arrangement for it- 
self? The answer: job synchronization. Knowing 
through long association the habits of its subcon- 
tractors helps Morlan to schedule jobs efficiently. 

One thing its salesmen make abundantly clear 
to prospective remodeling clients: Morlan has no 
financial tie-in with companies specializing in 
painting, plastering, flooring or sheet metal work. 
This is emphasized when home owners are told 
they can select any subcontractor they wish. 
However, Morlan’s suggests its own co-operating 
subs, and about 90 percent of the clients accept 
this recommendation. 

Leading with an appliance, Morlan has, through 
a carefully planned series of calls, upsold many a 
Portland job to full-scale remodeling. Like a good 

(Please turn to center of page 286) 
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COMPLETE LINES OF WALSEAL VALVES AND FITTINGS 
Bronze valves and pipe fittings manufactured 
by Walworth having factory-inserted rings of 
silver brazing alloy in the port openings in lieu 
of pipe threads, are called “Walseal’— a reg- 
istered trade-mark of the Walworth Company. 


Walseal valves and fittings are manufactured 
in a variety of types and sizes for making silver 
brazed joints in copper and copper-alloy piping. 
Working pressures range up to 5000 psi. 


Complete lines of Walseal valves, fittings, 
flanges, and unions are included in the approxi- 
mately 50,000 items made by the Walworth 
Company, valve manufacturers since 1842. 





WALDEAL 


OMS BL 


The sectioned Walseal tee illustrated, shows: the fillet of alloy that appears 
upon completion of the joint; the factory-inserted ring of silver brazing 
alloy; and sectioned view of completed Walseal joint. Walseal joints can 
be made only with Walseal valves or fittings. For further details regarding 


Walseal, write for Circular 84. 


WALWORTH 


Manufacturers since 1842 


valves ... fittings... pipe wrenches 


60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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Enjoy Doing Susiuess 


we DUNKIRK 


1 Choice of boilers for use with coal, 
oil or gas. 


































2 Full line of handsomely styled slender 
radiators. ; 






3 Sound engineering design assuring 
maximum fuel economy. 







4 Accurate ratings strictly in accord- 
ance with industry standards. 







5 Use of cast iron for boilers and radi- 
ators for life-time satisfaction and 
performance. 




















6 Boiler sizes to fit wide range of house- 
hold and commercial needs. 







7 Modern production facilities conven- 
iently located on main line railroads. 







8 Sincere understanding of field prob- 


Showing latest type OB aie 


Series Oil Burning Boiler 
made in 15” and 20” sizes. 














9 Record of previous war-time experi- 
ence responsible for cordial trade 
relations regarding maintenance of 
delivery schedules. 




































Dunkirk Slender. Radiators 
combine handsome design 
with the rugged strength of 
cast iron...the life-time 
metal. 






10 Merchandised right, priced right and 
backed by a company known for 
sound policies that work hand in 
hand with heating men. 

























ei ee me 
ir: 


\_\ 
eet oe 





This large Dunkirk plant houses latest 


foundry and machine shop equipment 
for economical production. 


DUNKIRK RADIATOR CORPORATION 
DUNKIRK, NEW YORK 
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92 Percent Said Yes 
(Continued from bottom of page 107) 
On Sept. 16, the third of the 


stories preceding Modernization 
Week emphasized the do!lar value 
added to modernized buildings— 
how a few hundred dollars spent 
on plumbing, heating, air condi- 
tioning or appliance improvements 
frequently can mean an increase 
of thousands in the value of a 
home or other building. 

On Sept. 7, the Times published 
a 16-page modernization section 
which said that the survey “would 
be used as a yardstick for measur- 
ing the nation’s needs in remodel- 
ing and replacements in every type 
of structure.” Numerous stories 
designed to help property owners 
begin the appraisal of their build- 
ings for modernization appeared in 
the section, as did numerous ad- 
vertisements of Bay City contrac- 
tor-dealers and wholesalers. 

Meantime, Radio Station WBCN 
carried the first of a series of inter- 
views with Dr. Allen, Domestic 
ENGINEERING editors and Bay City 
officials, which extended through 
the entire week. 
City Was Prepared 

Thus through intensive attention 
to the subject of modernization 
was Bay City prepared for the sur- 
vey and aroused to its needs for 
providing better homes, better 
farms, more efficient and comfort- 
able industrial plants, commercial 
establishments, and institutions. 

And Bay Cityans responded with 


a remarkable demonstration of in- 





terest. They welcomed the inter- 
viewers into their homes, answered 
the barrage of questions and asked 
some of their own, revealing that 
they, like Americans everywhere, 
are anxious to make a change for 
the better in their living and work- 
ing conditions. 

Interviewers scored a better than 
9) percent acceptance in Bay City 
homes and farms and a 100 percent 
acceptance in industrial plants, in- 
stitutions, and commercial struc- 
tures ... proof that property own- 
ers’ interest in modernization is a 
close-to-the-surface interest re- 
quiring only intelligent develop- 
ment to bring it to the buying 
point. 

As 
gressed in Bay City, the Times and 
Station WBCN continued daily 
coverage, pointing stories and 
broadcasts at both city and rural 
residents. 

A roundtable discussion of re- 
modeling was aired on Sept. 8, 
participated in by Stuart Rambo, 
secretary, National Heating Whole- 


salers’ Association; Herbert 
Schulte, market analyst for Better 


Homes & Gardens; Charles B. 
Park, superintendent of Bay City 
schools; Ambrose J. Maxwell, 
manager, Bay City Chamber of 
Commerce; Dr. Allen; and Domes- 
TIc ENGINEERING editors. 

The program was introduced by 


the editors, who asked other panel 
members to express their opinions 


of the twin projects, the Survey 
and the Week. Mr. Rambo said 


he felt that the information de- 


Modernization Week pro- 





Water Heater King 


(Continued from bottom of page 282) 


boxer, the company doesn’t believe in expending 
all its energies—or all its ideas—the very first 
round. Often, the “knock-out” (the signed re- 
modeling contract) doesn’t come until the 5th or 
6th round. But eventually the contract comes, 
crowning Morlan not only “The Water Heater 
King,” but likewise “champion remodeler.” 


Remodeling Tips 


(Continued from bottom of page 172) 


dinner—and Mom wants to cook it for him. Thus, 
we never hold up his evening meal by leaving the 
kitchen in a mess, or the stove disconnected. We 
make certain that when our journeymen leave in the 





evening, 


veloped at Bay City would poini 
the way for the entire industry to 


concentrate its attention on mod- 
ernization through 1953. 

Mr. Schulte said that unques- 
tionably the study would bring out 
areas of greater usefulness for 
Better Homes & Gardens in its 
service to the home owners of the 
nation. 

Good Living Taught Young 

Mr. Park called attention to Bay 
City’s long-range program for the 
modernization and construction of 
19 new schools in 12 years, 6 of 
which already are finished or under 
way. The facts developed from the 
Survey, Mr. Park continued, would 
make excellent instruction material 
for use in classrooms to show how 
good citizenship is related to good 
living. “The child who learns good 
living in the class room,” said Mr. 
Park, “will carry the lesson into 
his home.” 

Mr. Maxwell told listeners that 
Bay City was honored to be chosen 
as the survey city. He said that 
members of the Chamber of Com- 
merce were keenly interested in 
remodeling in its relationship to 
better employee morale. 

In a special farm broadcast, Mr. 
Staples told farmers how the sur- 
vey would touch them. The farm, 
he said, is not only a home but a 
vastly important production plant 
where the need for more and more 
water to increase crops, protect 
human and animal health, guard 
against fire, and increase the com- 
fort and efficiency of the home, is 


growing daily. 


the home will not be thrown into chaos. 


A messy installation job can kill all future sales in 


the neighborhood. Women compare their experiences 


—and this includes their experiences with the journey- 
men who did the remodeling job. If the place was 
left in a mess, the news gets around. And then, bro- 


ther, that’s the beginning of the end. 


We insist on working with our own subs on kitchen 
(and bathroom) remodeling jobs. The reason? Job 
synchronization. We know through long association 
the habits of these people, and this helps us to ac- 


curately schedule our jobs. 


We take no over-ride on our subs, 
fact to sell them to the customer. We explain that we 
don’t make any money on these people, but for effi- 
ciency’s sake we recommend them. If we made a 
profit on the deal, it would be more difficult to sell 
them to the customer. 
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(Continued from page 54) 


solder or pipe joint cement from 
passing through the faucet. The 
operating unit takes five minutes 
to renew. 

Manufacturer: Speakman Co., 
30th & Spruce, Wilmington, Del. 


Gas Torch Designed 
For Wiping and Sweating 

A broad flame gas torch line has 
been introduced by Mutual Liquid 
Gas Equipment Co. intended es- 





pecially for wiping joints and heat- 
ing and sweating large copper 
fittings. 

Another new torch in the series, 
4-A features a small, pointed flame 
to throw concentrated heat into 
restricted small areas. Another is 
the number 5 blow torch, which 
develops about 2,400 degrees F. 

Manufacturer: Mutual Liquid 
Gas Equipment Co., 3600 W. Im- 
perial Highway, Inglewood, Calif. 


Heavy-Duty Boiler 

A new line of heavy-duty boiler- 
burner units has been announced 
jointly by Kewanee-Ross and Iron 
Fireman. The units consist of a 








packaged burner with all controls 
and a “Scotch” boiler, assembled 
with its accessory equipment for 
oil, or oil and gas, or gas firing. 
They are available for high pres- 
sure steam and water in sizes 
ranging from 52 to 304 hp, and 125 
and 150 lbs. working pressure. 
Also for low pressure, 15 lbs. steam 
or 30 lbs. water, from 1,808,000 to 
8,400,000 Btu /hr. 

Designed for forced draft opera- 
tion, the combination unit has all 
refractories integrally mounted, 
thus reducing installation time to 
a minimum. 

Manufacturers: Iron Fireman 
Manufacturing Co., Cleveland 11, 
and Kewanee-Ross Corp., Kewa- 
nee, Il. 


Fan, Limit Controls 

A complete line of fan and limit 
controls in six models has been 
announced by Crise Controls Divi- 








sion. These fan or limit controls, 
called the “Surf-A-Stats”, have a 
bi-metal actuated precision snap 
action switch enclosed in a die cast 
hcusing. One series has an en- 
closed actuator and another has an 
exposed actuator that can be posi- 
tioned directly in the flowing air 
stream. The controls incorporate a 
screw that permits adjustment in 
the field through a 100-250F range. 

They are designed for installa- 
tion by original equipment manu- 
facturers and are suitable for 
either gas or oil fired units. 

Manufacturer: Acro Manufactur- 
ing Co., Columbus 16, Ohio. 


Packaged Pipe Nipples 

Pipe nipples, tank nipples, right 
and left nipples, long screws and 
gauge syphons in steel, brass and 
copper are all included in the new 
packaging program of Pittsburgh 
Nipple Works. Packages contain 
quantities in accordance with spe- 





cifications of the National Bureau of 
Standards. An innovation is the 
use of a modular cartoning sys- 
tem, wherein each carton is a multi- 
(Please turn to top of page 292) 





Snap-on Enclosure Increases 
Hauling Efficiency of Open-Type Trucks 


An enclosure which may be attached to open-type 
pick-up trucks has been developed by Karyall Body 
Inc. This enclosure offers closed truck security with 
open truck convenience and increases the hauling 
efficiency of open-type trucks. There are four models 
of the enclosure for varying requirements. By at- 
taching the unit to the truck, return trips for equip- 
ment are minimized and on-the-job inventory is 
provided. Such accessories as ladder racks, pipe 
racks and special bins are available as optional 





}* 





MODEL HR 


equipment. In addition to streamlining the contrac- 


tor’s rolling stock, it serves to promote the moderni- 


zation idea. 


Cleveland 9. 
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MODEL HR & SV 


Manufacturer: Karyal! Body Inc., 8221 Clinton Rd.. 
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"it’s Just Good Business to Sell 





Appliances,” 











A... it's just good business for any plumber who enjoys making 
a double profit to learn what the Hotpoint Franchise is doing for 
the profit statements of plumbers all over the country. 

Hotpoint water-bearing appliances are recognized by America's 
homemakers as the outstanding leaders in their field. Their enviable 
performance record is common knowledge. Hotpoint dealers have 
learned that Hotpoint Appliances are the easiest to sell because 
the quality and service of Hotpoint Appliances are unquestioned. 

The installation of water-bearing appliances requires the serv- 
ices of a plumber and results in a single profit for the plumber. The 



















E. E. HUBBARD & SON 


Aggressive Master Plumbers 


and Merchandisers of 
Monticello, Illinois. 


sale of these appliances results in another profit for someone. Why 
shouldn't that “someone” be the plumber who makes the installation? 
And it can very easily be if you are merchandising Hotpoint Appliances. 

Hotpoint's full line of electric water-bearing appliances includes 
Magic Circle® Water Heaters... Automatic Electric Dishwashers 
...the amazing Hotpoint Disposall® Food Waste Disposer... 
Automatic Clothes Washers, plus the sensation of the industry—the 
new Hotpoint Automatic Clothes Dryer with "SEALED CHAMBER” 
Drying. Get in touch with the Hotpoint distributor and get on the 
track to double profits with Hotpoint. 


Hotpoint Electric Water Heaters 


Hotpoint Electric Water Heaters are made in all popular 
sizes—in round and table-top models. Betause no flues 
or vents are necessary they can be installed anywhere. 

Magic Circle Heat of pressurized Calrod® units and 
heavy, improved insulation keeps water hot for three 
days without reheating. Magic Heat Control maintains 
water at extra hot, average or vacation temperatures. 


HOTPOINT co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, illinois 
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Your TWO best 
salesmen for 





While ‘Ruthless Rust’’ ruins ordi- 
nary water heaters, he develops greater 
and greater demand for Permaglas, the 
A. O. Smith automatic water heater 
with the glass-surfaced steel tank and 














Permaglas de luxe sizes from Permaglas special 
20 to 75 gals. models 20 and 30 gals. 





A. 0. Smith Permaglas 
Electric Water Heaters 


Finest electric water heater 
made. Immersion elements. 
Fiberglas insulation. High limit 
control standard equipment 
except on portable. Glass- 
surfaced steel tank can't crack, 
chip or craze. UL approved. portable table top 
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ell the whole line of 


-O.SMITH P 


rmaglas 








ERMAGLAS 











exclusive Four B.I. Protection. You have 
complete assurance that rust and cor- 
rosion cannot attack the Permaglas 
water heater even in corrosive water 
areas! 
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A. 0. Smith Permaglas COMMERCIAL WATER HEATERS 

Gas Water Heaters compact, efficient, all copper water- 
ways. Hot water in any volume for 
Restaurants, Apartments, Motels, 
Clubs, etc. For all gases. 





Wy 


There’s only one Permaglas, 
the finest water heater made 
... for all types of gas... 
100% shut-off .. . glass- 
surfaced steel tank can't 
crack, chip or craze. AGA 
approved. 

























Model 601 
195 ,000 Btu input 


Model 618 
195 ,000 Btu input 




























lete line 30 to 80 gals. Model 417 Mode! 180 
complete tine '° gals 110,000 Btu input 40,000 Btu taput 
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.AS|- HEATING PRODUCTS 


COSTS NO MORE THAN 


A. 0. SMITH WINTER AIR CONDITIONERS 


are approved by AGA for modulation 


A. O. Smith offers the only warm air furnace that 
controls comfort constantly by replacing heat 
losses as they occur without “on-off” heating cycles. 
A. O. Smith “tunes the heat to match the need” to 
give Living-Level comfort. 





Provides... 
MORE than automatic heat 


MORE than continuous air 
circulation 


MORE than mechanical 
burner control 


MORE than electronic tem- 
perature control 








KAY 
HEATERS 


per water- 
jolume for 
s, Motels, 





Model LMD-100 Model HMD-100 
Modulates 40,000 to 100,000 Modulates 40,000 to 100,000 
Btu Input Btu Input 


, || AO.Smith 








PERMAGLAS-HEATING PRODUCTS 


SALES: Atlanta - Chicago 4 - Dallas 2 « Denver 2 + Detroit 21 + Houston 2 
Los Angeles 22 + Midland 5, Tex. « Milwaukee 8 - Minneapolis - New 
York 17 + Philadelphia 3 + Pittsburgh 19 + San Francisco 4 + Seattle 1 
Springfield, Mass. + Tulsa 3 - Washington 6, D.C. 
SERVICE: Chicago 17 + Dallas 1 » Los Angeles 12 + Union, N. J, 
International Division: Milwaukee 1 








+1 180 
Btu input 














Licensee in Canada: John Inglis Co., Ltd. S 


THE ORDINARY KIND 


A. 0. SMITH HOME-HEATING BOILERS 


for all gases...completely packaged... 
AGA approved 





complete line of Model HW-110 
Sectional Boilers completely Assembled with pump 
fo 180,000 Btu input .. + Copper waterways 


110,000 Btu input 





Model HW-194 Model HW-109 


Copper heat exchanger Compact, efficient, 
and waterways copper waterways. 
195,000 Btu input 110,000 Btuy input 


_A. ©. SMITH GAS CONVERSION BURNERS 
for every domestic requirement 





i 
Model 205 Model 350 patented Model 201 
A 


with Magic Heet . O. Smith Burner 60,000 te 200,000 Btu 
Control... the flame 175,000 to 345,000 Btu Input 
that tunes itself... Input 
60,000 to 177,000 Btu 
Input 


For full information on the complete line of 
A. O. Smith Permaglas-Heating Products write: 


A. O. Smith Corporation 
Permaglas-Heating Division, Dept. DE 1152 
Kankakee, Illinois 
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ple of each other. This permits use 
of a uniform, one-size master car- 
ton, to ease customers’ receiving 
and storage problems. 

Manufacturer: Pittsburgh Nipple 
Works Inc., 1455 Spring Garden 
Ave., Pittsburgh 12. 


Power Hacksaw Lubricator 
Tri-Saw has introduced a new 
hand operated lubricator to pro- 





vide “one shot” lubrication for its 
portable power hacksaw. The gun- 
type device, containing 4 oz. of 
light bodied grease, is designed for 
on-the-job use to keep the saw in 
good working condition. About 
four shots of grease applied at 8 
hr. intervals lubricate the tool and 
keep it running cool. 
Manufacturer: Tri-Saw Corp., 
6611 Clayton Rd., St. Louis 17. 


Gas Conversion Burner 

A new gas conversion burner, 
designed to operate without being 
conneeted to the house electric 
circuit, has been introduced by 
Harvéy-Whipple Inc. It is avail- 
able in two sizes, 150,000 Btu/hr 
with 8 in. flame spreader, or 175,000 





Btu/hr with 10 in. spreader. The 
automatic pilot assembly can be re- 
moved in just a few seconds by 
turning one thumb screw, undoing 
one coupling and lifting out. All 
controls and adjustments are easily 
accessible by lifting off the jacket. 
The burner has self-energizing 
controls permitting it to function 
if power failure occurs. 
Manufacturer: Harvey-Whipple 


Inc., Springfield, Mass. 





Gas Appliance Regulator 
Leaking gas appliance lines can 

be repaired and modernized with 

this newly designed gas appliance 





regulator. The regulator has an 
eight-sided diaphragm which pro- 
vides maximum surface for seal- 
ing against leaks. The new regula- 
tor is being marketed in % and %4 
in. pipe sizes, with the 1% in. size 
delivering 118,400 Btu/hr of na- 
tural gas. 

Manufacturer: Thermac Co., Los 
Angeles. 


Electric Clothes Dryer 

Clean, fresh air is brought into 
this General Electric clothes dryer 
through the back-to-front venti- 











lating system, high off the floor so 
dirt won’t be sucked into clean 
clothes from off the floor. Fresh 
air is instantly heated electrically 
and circulated through the clothes. 
A tumbler type dryer, the unit has 
a rotating clothes basket through 
which pass warm currents of air. 

Manufacturer: General Electric 
Co., Louisville, Ky. 


Improved Humidifier Offers 
Water Damage Protection 
Humidifiers of Skuttle Mfg. Co. 
have been modernized and remod- 
eled to include chrome or nickel 
plated brass float valve parts, 
blown glass float, porcelain enamel 
steel evaporating pan and float 
chamber, and aluminum rack for 





evaporating plates. The changes 
have been made to increase pro- 
tection against water damage by 
reducing exposure of parts to acid, 
alkali and electrolysis. A_ self- 
flushing, self-cleansing element is 
a highlight of the humidifier. 

Manufacturer: Skuttle Manufac- 
turing Co., 4099 Beaufait Ave., 
Detroit. 


Hot Water Boiler 
McIntyre Engineering Co. has 
(Please turn to top of page 294) 





Bathroom Bidet 
How many of your customers 
have up-to-date bathrooms that 





include a complete set of fixtures? 
There are many, you'll say, who 
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have bathrooms with square tubs, 
twin wash basins, water closets and 
even a dental lavatory. American- 
Standard, however, tells us that it 
is not complete without a bidet— 
the bath that makes possible the 
utmost cleanliness of the rectal 
areas of both men and women. 

The bidet is a small vitreous china 
bath on a pedestal, about the same 
height as the water closet and 
somewhat similar in size and shape. 
Installed beside the water closet, 
it is intended to be used after each 
use of the toilet. Warm or cold 
water is supplied by a faucet. Like 
a toilet, it flushes. 

Manufacturer: American Radia- 
tor & Standard Sanitary Corp., 
Pittsburgh 30. 
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Women are like that. You can’t substitute 
a“second best” brand for the smart styling 
and sparkling finish of HARCRAFT 
plumbing fixtures. Women are pre-sold 


on HARCRAFT quality. 


HARCRAFT fixtures are popular with women, 
because they give lifetime beauty and service. 
and smart plumbers are supplying the greater 
demand for HARCRAFT. No pores, no hidden 
casting defects. Each fixture is precision 
machined from solid extruded brass for extra 
strength. A double plating of chrome-on-nickel 
gives them a permanent, gleaming surface. 
HARCRAFT fixtures are priced for everyone’s 
budget. And really easy to install. 





Harcralt prcmbing fictures 


a division of HARVEY MACHINE CO.,INC. 


19200 South Western Avenue, 





Torrance, California 
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acquired manufacturing and sales 
rights to the “Watrola” gas fired 
hot water boiler and has instituted 
some refinements in the unit to 
step up its Btu output from 120,000 
toe 128,000. Recovery rate has been 





increased from a 240 gph to 256 gph 
rise. The boiler is recommended 
for radiant heating, convector or 
hot water radiator space heating 
systems and commercial and in- 
dustrial hot water supply. It em- 
ploys a method of heating water 
without flame-to-coil contact. The 
boiler measures 454% by 21% by 
10% in. and requires only a 26 in. 
vent. 

Manufacturer: Mclutyre Engi- 
neering Co. Inc., Watrola Division, 
137 S. Linden Ave., South San 


Francisco. 


Power Gas Burner 
Features Rapid Combustion 


Rapid combustion with a short 
flame, made possible by a swirling, 
forced mixture of air and gas, is a 
feature of the new “Syncro-Flame” 
power gas burner, which develops 
75,000 to 500,000 Btu/hr. Available 


in three models, it is designed to 
fit in vestibules of most gas and oil 
burning furnaces where it is inde- 
pendent of chimney draft. A quick- 
action solenoid valve controls on 
and off operation. Multiple air 


posts provide proper adjustment, 


C7 
j 








mixing of air and fuel and flame 
retention to the nozzle. 

Manufacturer: Synchronous 
Fiame Inc., 327 S. LaSalle St., Chi- 
cago 4. 


Delayed-Opening Oil Valve 
Designed to Minimize Odors 

A new delayed-opening oil valve 
has been developed for installation 
in the high pressure line between 
pump and nozzle where it is wired 
in parallel with the oil burner mo- 
tor. This minimizes soot, carbon 
and oil odors because the valve 
closes when the motor is de-ener- 
gized. After the burner motor 
starts, 6 to 8 seconds elapse before 
the valve opens. Electrical capaci- 
ty is 115 volts on 50-60 cycle or 230 
volts on 50-60 cycle. Pipe and port 





size is ¥% in. Overall dimensions 


are 2!5¢ iy 2%e in. 
Manufacturer: The Mercoid 


Corp., 4201 W. Belmont Ave., Chi- 
cago 41. 


Electric Water Heater 

Rapid heating through the use of 
a ring-type heating element is a 
feature of the new Lindemann & 


Hoverson line of electric water 
heaters. This heating element re- 
flects heat against the tank over a 
wide area from where it is trans- 





ferred directly to the water. The 
low temperature of the heating ele- 
ments keeps scaling and corrosion 
to a minimum. The entire heating 
unit consist of but one single coil 
and two terminals. Models with 
capacities up to 81 gph are offered. 

Manufacturer: A. J. Lindemann 
and Hoverson Co., Milwaukee 15. 


Adjustable Spray Nozzle 

Paint spray from a pressurized 
can may be directed vertically or 
horizontally with this new nozzle 
developed by Chase Products:-Co. 
The nozzle, guaranteed not to clog, 
features a tiny “jet-plate” that 
may be adjusted to a vertical, or 


a horizontal position for spray pat- 
tern best suited to the job. 


Manufacturer: Chase Products 
Co., Maywood, Il. 
(More New Products, page 298) 





Table-top Ranges Add Sales Appeal to Kitchens 





Built-in customized electric cooking tops are in. the Prestefine mi major 
appliance offerings, enabling remodeled kitchens ‘to be styled individu- 
ally. The self-contained, two element units can be installed in 


number, any grouping, to provide greatest ease and efficiency. Each 
unit is 134% by 22 in. with one 6 in. element and the other 8 in. Con- 


trols have 7-heat click position switches for all types of cooking. 
Manufacturer: Presteline Appliance Division, Leeson Steel Products 


Inc., 666 Lake Shore Dr., 
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s §6=_ for sewage systems — 
SUBMERSIBLE 


NON-CLOG SCREENLESS SEWAGE EJECTOR 
Engineered for ONE MILLION STARTS — without attention 


designed to operate— 
@ UNDERWATER @ in LIMITED SPACE 
e BELOW floor level e with DUST-PROOF MOTOR 


FIG. SE-130 aye 
a 3” or 4” DISCHARGE—'2 - %4 - 1-1 - 2 - 3 Horsepower 
Dimensions; 3’ Disch; Dia, 17”; Hgt. 25” 
4" Disch: Dia. 23”; Hgt. 48” 








To solve installation problems ask for Bulletin SE-870 (Sew- 
age Ejector) and Bulletin TVC-310 (Condensate Pump). 


EE ad 
for heating systems- — eee 


LOW PRESSURE SYSTEM ' PUMPS 


CONDENSATE PUMPS 


e@ Low Return 
e@ Low Speed 
P For single units ~ Dimensions: 10 
e Long Life gal. receiver. Dia. 21 Hot. of 
< return above floor 67/s"’. 
we Cast Iron Receiver — duplex wnt asi wat, 8 
° gal. receiver. Dia. 2"; Hgt. o 
@ Low water line return above floor 7;"". 
@,¢ 
© Capacities 500 to 
10,000 sq. ft. E.D.R. 











FIG. TVC-130 
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Better, easier pipe joining 
in CLOSE QUARTERS 


To join or repair pipe in 
close quarters. Dresser 
Fittings make te job 
easy in places too crowd 


ed to use threaded fittings 


Dresser Compression Fittings offer the 
simplest possible way to join pipe. 
Simply stab plain-end pipe into fitting 
: rm: 
and tighten end nuts. This compresses 
resilient rubber gasket against pipe, 
ee ; , making tight seal. No grooving, solder- 
To simplify appliance 5 lll pines Pi 
isckups: Conneusun ing, flaring, or caulking. Available from 
for eos washers jobbers. Sizes 3%” to 2” I.D. Write us 
t > 
gas dryers, etc, are for catalog. 


Ca @ @ (H 


im coriers of apetnet COMPLETE LINE of couplings, ells, tees, adapters 
walls. Simply cut your 
pipe, slide Dresser Fitting 
onto one end, then cen- 
ter over cut and tighten. 


easily and economically 
made with Dresser 


Threaded Branch Tees 





FREE... MAIL COUPON TODAY 


DRESSER =~ 
» rs) Dresser STYLE 65 CATALOG gives full in- 


a “ Le formation plus photos and diagrams of many 
NO - THREAD FITTINGS as handy uses. Fill in name and address below 


and mail coupon for your free copy. 








Dresser Manufacturing Division, 39 Fisher Ave., Brad- 

ford, Pa. (One of the Dresser Industries). Warehouses: g 

1121 Rothwell St., Houston, Texas; 101 S$. Bayshore : NAME 
Highway, South San Francisco, California—Sales ‘ 
Offices: New York, Philadelphia, Chicago, Houston, 
South San Francisco—In Canada: 629 Adelaide St., 
W., Toronto. 


TITLE 


COMPANY 


ADDRESS 


CITY. 








Shopping with D.E. 


(Continued from page 294) 
Start-Stop Washer 


This new automatic washer fea- 
tures a washing cycle which may 
be started, stopped, repeated or 
eliminated at any point in the cycle 
to conform to the type of load and 





condition of clothes. Washing time 
is variable from 2 to 20 minutes. 
Included in the dial-controlled 
mechanism is a special setting for 
prewashing. The “weigh-to-save” 
door permits housewives to weigh 
correctly the quantity of clothes 
placed in the cylinder. 
Manufacturer: ~- Westinghouse 
Electric Corp., Electric Appliance 
Division, Mansfield, Ohio. 


Compact, Lightweight Foil 
Duct Wrap Developed 

A non-irritating aluminum foil 
duct wrap, light in weight, has 





been developed by Reflectal Corp. 
The wrap consists of % in. aircell 
asbestos laminated to aluminum 
foil, and insulates against conduc- 
tion, convection and_ radiation. 


Compact, it comes packaged in 
easy-to-cut 250 sq ft rolls, 36 in. 
wide. It is less than one-quarter 
the weight and volume of its one 
inch mass insulation equivalent. 








Each three ft length is fitted around 
the duct and secured with wire or 
tape. The wrap is effective on 
warm and cold ducts alike. 
Manufacturer: Reflectal Corp., 
155 E. 44th St., New York City 17. 


Oil Furnace Utilizes 
Counter Flow Heat Principle 
Borg-Warner Corp. has brought 
out a new series of combination 
horizontal and downflow oil fur- 
naces. Designated as the F-610 
series, the furnaces utilize a 
counterflow heat exchange prin- 
ciple and are packaged units which 
can either be fired as downflow 
furnaces in a vertical position for 
perimeter heating, or as horizontal 
units for installation in attics, 
crawl spaces or suspended from 
ceilings. Dimensions of the 80,000 





Btu/hr model are 22 by 24 by 60 in. 
There is also a 100,000 Btu/hr 
model and a conventional highboy 
model finished in white gloss 
enamel. 

Manufacturer: Norge Heat Di- 





vision, Borg-Warner Corp., 346 E. 
South St., Kalamazoo, Mich. 


Versatile Dishwasher 

Designed for installation in any 
part of the kitchen, this General 
Electric dishwasher may be placed 





where existing counter tops are 
used, or as part of a complete new 
kitchen in a modernization job. 
Among the features are “spray- 
rub” action, giving individual at- 
tention to each piece of dishware, 
and a double wash and a double 
rinse which is followed, of course, 
by electric drying heat. It holds up 
to 10 glasses per load including a 
complete family service for eight or 
formal service for six. 

Manufacturer: General Electric 
Co., Louisville, Ky. 





60 ADDITIONAL NEW PRODUCTS 
are now coming off of the many pro- 
duction lines of manufacturers in the 
plumbing and heating industry. They 
will be illustrated and described in the 
“Shopping with D. E.” columns of the 
forthcoming December issue of Do- 
MESTIC ENGINEERING. 








New Kitchen Range Oven Is Adjustable o= 6 


to Housewife's Working Level 


Selection of oven-height to suit 
the owner is one of the main fea- 
tures of this new range offered by 
Universal Maior Electric Appli- 
ance Co. Oven-height is deter- 
mined by the number of storage 
drawers desired. Other features in- 
clude a smokeless broiler grid, 
automatic temperature control, 
automatic timer and pushbutton 
pre-heat controls, which may be 
set for any desired temperature. 

Manufacturer: Universal Major 
Elec. Appliance Co., Lima, Ohio. 
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18 MODELS TO CHOOSE FROM 
IN CRANE-LINE 
WARM AIR FURNACES 


Crane-Line warm air heating equipment gives 
you an opportunity that is practically unlimited. 


With 18 models in the line, you can provide 
every customer with the type of furnace he needs. 


There are gas-fired, oil-fired and coal-fired 
furnaces—models that provide complete winter 
air conditioning—models for conventional 
basement installation—others designed especi- 
ally for utility rooms or closets. 


Sizes from 85,000 
through 200,000 BTU 


Every furnace in the line is engineered to Crane 
standards—to deliver highest output at lowest 
fuel cost. All are thoroughly proved in design, 
attractive in appearance—reasonably priced. 


It’s a line you can sell with confidence because 
you know Crane Co. stands behind it. And 
Crane’s consistent advertising and Crane’s 








national reputation for quality merchandise 
makes this line easier for you to sell. 


If you are now selling warm air furnaces, or 
if you are planning to sell them—Crane-Line is 
the dependable, profit-making line for you. See 
your Crane Branch or Crane Wholesaler. 
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The “hottest” thing 
in warm-air heating! 






















Cutaway and exterior 
views of Crane-Line 
gas-fired Hi-Boy 
Furnace showing 
simplicity of 

design. 




























New Crane-Line Hi-Boy Furnace is especially suited 
for utility rooms or closets with limited space. New type 
heat exchanger eliminates waste and gives maximum heat 
per dollar. 








GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 


CRANE CO. Si3Ra7 


mw PLUMBING AND HEATING 
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“OUR PLUMBERS NEED ONLY 1/3 
THE TIME WHEN THEY INSTALL 
SPEAKMAN ‘TIME-SAVER’ DECK 
SINK FITTINGS” 
























MR. EUGENE ZABRANSKY 


INSTALLATION IS EASY... 


The ‘‘Time-Saver” is one complete unit. 
You simply set it in place, tighten two 
lock nuts, and connect the supply lines. 
Maintenance is easier, too, because all 


A William Zabransky Journeyman Plumber installing 
a Speakman “‘Time-Saver’’. Sink Fitting. Makes a neat, 
clean job. 


FOR FURTHER DETAILS WRITE FOR FOLDER S-1 


Installation time cut 74 . . . No dismantling or assembly. No 


ing contractors, have installed over 3000 ‘“Time-Saver’’ fittings. 


SPEAKMAN “TIME-SAVER” Deck Sink Fittings 


Your "Best Bet” for Modernization or NEW Installations 


repairs are made from the top of the sink. 





extra tools necessary. Easy to repair and maintain—That’s why alt 
William Zabransky, Inc., Little Ferry, N. J. plumbing and heat- 








CHECK THESE “TIME-SAVER” FEATURES 


] Smart, modern, completely assembled. Sparkling chrome 
finish. Long swinging nozzle for 2 bowl use. Lever handles. 








2 Non-splash Spring-Flo Aerator. Popular because it speeds 
dishwashing and rinsing. Saves soap. Stops messy splashing. 


3 Top quality construction throughout. Renewable valve seats, 
spindles with swivel discs, encased washers, monel screws. 


@ Fits all sinks with thicknesses up to 154" and valve openings 
up to 134”. 


Ss In Our Eighty-third Year 


SHOWERS AND FIXTURES 
SPEAKMAN COMPANY, WILMINGTON 99, DELAWARE 
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IN A 


ORDINARY WATER HEATER 
THERMOSTAT MOUNTING 


Flat ‘stat against round tank. Result—only 
line contact, questionable control, possibility 


of jiggle, loosening, inefficiency. 
® 


PEMCO PLATE MOUNTING 


Every Pemco thermostat mounted first to 








plate, which has concave side, welded to 
tank. Result—positive contact at all times, 


sure, certain control! 


SELL PEMCO 


THE WATER HEATER WITH THE 
TROUBLE-FREE THERMOSTAT! 
















cjtco THERMOSTAT 


It's hundreds of details of su- 
perior construction that add 
up to PEMCO quality! You 
can order Pemco water heat- 
ers in table top (30 and 40 
gals.) or round models (from 
10 to 120 gals.) . . . there's 


none better! 


PEMCO QUALITY 
PAYS OFF FOR YOU! 


# Tanks of heavy, special order copper 
bearing steel, hot dip galvanized for 
longer life. 

¢Pemco baffle prevents 






mixing of hot water with 
incoming cold water. 

e Jacket of heavy gauge 
auto body stee’, painted 
with lifetime 
malamine base 
enamel. 


of course . . . it’s electric 
A a 6) z j bi WY Ye ss io a 
; aes 
ye PHILADELPHIA ELECTRICAL & MFG. CO. _ 
1200 N. 31st St., Philadelphia 21, Pa. A 
We want to know more about PEMCO quality water heaters. 

Send us descriptive literature and prices. 
NAME OF COMPANY sa cscspncrininting Eo 
CITY... ZONE... STATE ; 
% 

SIGNED 
, ‘ha 
oa tm & A bi ie tm 2 ie fe 
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what do you look for 


in a trap? 


Well, it might be a diamond ring, if you’re 
called in for that. But if you’re installing 
a new trap you’re usually looking for easy 
assembly and dependable performance after 
you finish the job. And that’s why this 
Scovill P-Trap has so much to offer you. 
Look at that cone-shaped lead washer, for 
instance. That’s been mechanically staked on 
at the factory. It can’t come off, you don’t 
have to mess with a separate washer, 

and it molds itself to a perfect joint, every 
time, no matter how often the trap is opened. 
S.P.S. solderless threaded collars are attached 
by a special Scovill-developed method. Note 
too the S.P.S. brass nuts. Trap finished 

in mirror-polished chrome plate. 












in short..chere’s a top quality P-Trap that will save you p> Pa! 
trouble on the job, and after. Ask your jobber for t us 

Scovill traps. Available with or without cleanout. ok} SS \ 

t J ORBREBBEBERY) 


Hey] BEBE S 





COMPLETE LINE OF QUALITY TUBULAR GOODS 
AND TANK FITTINGS FOR THE PLUMBING TRADE 


SCOVILL MANUFACTURING COMPANY iisniiti'% concer, 





A Product of 





Novel 
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Announcing a New 

iG r System of Heating — 

the “RADIANTAIR’’ 
HEATING SYSTEM that 
will make you larger 
Profits and will help 








you sell your customers 





PATENT APPLIED FOR 









real 








eHEALTH 





eCOMFORT eCLEANLINESS eECONOMY 

















Numerous installations throughout a heating season have proved 
that this system has all the advantages of Radiant and Radiant 
Baseboard heating, plus the advantages of conventional warm 
air heating, with none of the disadvantages of either. 


INSTALLATION IS SIMPLE 


Utilizing 4" and 5" round pipe to supply clean, filtered and humidi- 
fied warm air from a Winter Air Conditioning Unit to the various 
rooms, the ready-to-use, ready-to-place sections eliminate time 
consuming fitting. 

Patco “Radiantair” Baseboard measures only 4" in height and 
1¥2" in depth, furnished in 4', 6' and 8' lengths, minimizing cutting 
and fitting on the job. Can be installed semi-recessed by nailing 
or screwing the back against the studs or flush by fastening it 
against the plaster walls. 

Furnished with “baked-on” semi-gloss white finish, the necessity 
of painting after installation is eliminated. . 

For satisfied customers and real profits specify= 





























A Radiantair Heating System 


Sales Representatives now being appointed 







oe eee eee ee es ee ee eee ee ee CLP AN D MALL oe se ce Soe Se Se SS SD SD Se 


Patco Mfg. Co. 
! 231 N. Broad St., Phila. 6, Pa. 


GET I Please send me at once your new Installation Manual on ‘Radiantair” 
l Baseboard, describing in detail the “Radiantair” Heating System, and 


YOUR COPIES i your new consumer piece. If you are interested as a sales repre- 


sentative, check here. [] 


! 
TODAY! | Name 
So 
BERG 221 NORTH BROAD ST., PHILA. 6, PA.p  A99'** 
t City. State 
Gian cess Gite tb tenis Sie es eee enw end ene cl nm ee oe en ee on om Oe EP ap em ef 
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what do you look for 


in a trap? 





Well, it might be a diamond ring, if you’re 
called in for that. But if you’re installing 
a new trap you’re usually looking for easy 
assembly and dependable performance after 
you finish the job. And that’s why this 
Scovill P-Trap has so much to offer you. 
Look at that cone-shaped lead washer, for 
instance. That’s been mechanically staked on 
at the factory. It can’t come off, you don’t 
have to mess with a separate washer, 

and it molds itself to a perfect joint, every 
time, no matter how often the trap is opened. 
S.P.S. solderless threaded collars are attached 
by a special Scovill-developed method. Note 


too the S.P.S. brass nuts. Trap finished 
in mirror-polished chrome plate. 





in short...ehere’s a top quality P-Trap that will save you Ss SY 
trouble on the job, and after. Ask your jobber for si 


Scovill traps. Available with or without cleanout. 


Recawccasesst 

BEBE 

COMPLETE LINE OF QUALITY TUBULAR GOODS =< 4 
AND TANK FITTINGS FOR THE PLUMBING TRADE 809 -192 


SCOVILL MANUFACTURING COMPANY = wavcawoce i covnecricss 








A Product of 
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Announcing a New 
System of Heating — 

the “RADIANTAIR’’ 
HEATING SYSTEM that 
will make you larger 


Profits and will help 





you sell your customers 





PATENT APPLIED FOR 





real 



























eHEALTH eCOMFORT eCLEANLINESS e ECONOMY 








Numerous installations throughout a heating season have proved 
that this system has all the advantages of Radiant and Radiant 
Baseboard heating, plus the advantages of conventional warm 
air heating, with none of the disadvantages of either. 


INSTALLATION IS SIMPLE 


Utilizing 4" and 5" round pipe to supply clean, filtered and humidi- 
fied warm air from a Winter Air Conditioning Unit to the various 
rooms, the ready-to-use, ready-to-place sections eliminate time 
consuming fitting. 

Patco “Radiantair’ Baseboard measures only 4" in height and 
1Y_" in depth, furnished in 4', 6' and 8! lengths, minimizing cutting 
and fitting on the job. Can be installed semi-recessed by nailing 
or screwing the back against the studs or flush by fastening it 
against the plaster walls. 

Furnished with “baked-on” semi-gloss white finish, the necessity 
of painting after installation is eliminated. . 

For satisfied customers and real profits specify= 


A Radiantair Heating System 





Patco Mfg. Co. 
231 N. Broad St., Phila. 6, Pa. 


Please send me at once your new Installation Manual on “Radiantair” 
Baseboard, describing in detail the ‘“‘Radiantair” Heating System, and 
your new consumer piece. If you are interested as a sales repre- 


sentative, check here. [] 





" YOuR copies | 


TODAY! | 
atco 


Name 





i Company 





231 NORTH BROAD ST., PHILA. 6, PA.| Address 


j City. State 
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News 
(Continued from page 70) 





result from the long-term lease of 
a fourth plant. The new develop- 
ment at Grayslake, IIl., northwest 
of Chicago, is planned to make 
national distribution and sales pos- 
sible for the 1953 summer season. 

It is the company’s long term 
objective to transfer all Fresh’nd- 
Aire manufacturing, now done in 
Chicago, to the Grayslake plant. 
Entrance into air conditioning and 
dehumidifying is being done to 
round out the Cory line of air 
treatment appliances for a variety 
of applications. 


Names 
(Continued from page 75) 





United States Air Conditioning Cor- 
poration, Minneapolis, Minn.—Ricker 
Heating Company, Oak Ridge, Tenn.; 
Witherow Plumbing and Tin Shop, 
Mount Pleasant, Tenn.; Locke Heating 
& Construction Company, Knoxville, 
Tenn., and Carolina Heating Company, 
Inc., Columbia, S. C., as dealers. 


Windmaster Corporation, Columbus, 
O.—R. Wendell Franks, Michigan City, 
Ind., as representative in Indiana, 
Illinois, and Wisconsin; William J. 
Debler, Sr. Needham, Mass., 


James A. Jolly as sales representative 
in Dayton area; Richard B. Flynn as 
sales representative in Detroit area; 
Fred F. Moore, Jr., as assistant district 
sales manager for eastern district with 
offices in New York. 


Briggs Manufacturing Co., Detroit, 
Mich.—Robert Allan, Robert Garvin, 


Cliff Rutherford, and Henry Tullos as 
regional managers. 


Eastern Appliance Company, Cam- 
bridge, Mass.—Chester F. McLaugh- 
lin as sales representative in Maine, 
New Hampshire, and the northern 
part of Massachusetts; Richard H. 
Balk as sales representative in 27 
southern Ohio counties; James W. 
McAfee as sales representative for 
West Virginia; Thomas J. Langan as 
sales representative in the Ohio- 
Pennsylvania area. 


Fairbanks, Morse & Co., Chicago—- 
W. E. Watson as assistant to the man- 
ager of manufacturing with head- 
quarters in Chicago; Paul R. Flood as 
general manager of Pomona Pump 
Works; Lewis H. Kessler as chief hy- 
draulic engineer at Beloit Works; 
Robert B. Craig as assistant to the 
president with headquarters in Wash- 
ington, D. C.; S. L. Fry as assistant 
manager of the pump sales division 
with headquarters in Chicago. 


Owens-Corning Fiberglas Corpora- 
tion, Toledo, O—W. Whitney Kuenn 


National Rubber Machinery Com- 
pany, Akron, O.—Lou Trisler, Des 
Moines, Ia., as sales and promotion 
representative in Iowa and Nebraska; 
Hazzard & Company as sales repre- 
sentatives in eastern Pennsylvania, 
southern New Jersey, eastern Mary- 
land, and Delaware. 


R. L. Towne Co., Litchfield, Conn , 
recently established to wholesale all 
types of automatic heating equipment 
to serve the trade in the five counties 
of western Massachusetts, all of Con- 
necticut, and all of Rhode Island by 
Ralph L. Towne, for many years sales 
promotion manager of Surface Com- 
bustion Corp., Toledo, O., and more 
recently with the Rheem Manufactur- 
ing Company, New York City. 


Lynn G. Lindsay, Sr., president of 
the Lindsay Company, St. Paul, Minn., 
has been named by the National Pro- 
duction Authority to membership on 
the advisory committee to the water 
treatment equipment industry. Com- 
mittee advises NPA members on in- 
dustry requirements to perform de- 
fense work. Lindsay also is president 
of the National Association of Water 
Conditioning Manufacturers. 


Elmer K. Ross, sales manager of M. 
Greenberg’s Sons, San Francisco, 
Calif., was honored on his sixtieth 
birthday by Stuart N. Greenberg 

with a luncheon at the St. 





as New England representa- 
tive; George D. Kingsland, 
Eureka, Mo., as representative 
in Illinois, Missouri, and Kan- 
sas; Virgil E. Dunning, Min- 
neapolis, Minn., as represen- 
tative in Minnesota, Iowa, and 
the Dakotas; O. W. Dobson, 
New York City, as represen- 
tative in New York City and 
New Jersey with his associates, 
George S. Springsteen and 
Gus Triolo; Daniel Freedman, 
Philadelphia, Pa., as represen- 
tative in the eastern portion 
of Pennsylvania, Maryland, 
and Delaware; Harry M. Had- 
ley, Marietta, O., as repre- 
sentative in West Virginia 
and western Pennsylvania; 
Great Lakes Sales Company, 
Cleveland, O., as representa- 
tive in northern Ohio and 











FAWavam 

















Francis hotel attended by 60 
intimate friends and associates. 
He has been associated with 
the plumbing industry in the 
Bay Area for the last 40 years, 
has headed the Greenberg 
sales department since 1937, 
and previously was assistant 
sales manager of the Crane 
Company. Stuart N. Green- 
berg, the third generation 
owner of M. Greenberg’s Sons, 
established 99 years ago as a 
brass foundry, said in tribute: 
“Our position as a _ leading 
manufacturer of fire hydrants, 
bronze valves, and _ other 
bronze products is due to the 
efforts of Elmer Ross and his 
excellent team of sales repre- 
sentatives. 





Black, Sivalls & Bryson, Inc., 





some of Michigan; Perry 
Guest, Greensboro, N. C., as 
representative in the Caro- 
linas. 


Wolverine Tube Division, Calumet 
and Hecla Consolidated Copper Co., 
Detroit, Mich—Jack H. Smith as dis- 
trict sales manager of east-central 
area with offices in Dayton, O.; A. S. 
Kingerley as manager of wholesaler 
sales; S. C. Seekell as sales represen- 
tative in Grand Rapids territory; 


“Fine day, isn’t it, Mr. Smathers?” 


as sales manager of newly created air 
conditioning products division; Clif- 
ford L. Rowley as head of new battery 
& process products division. 


Torrington Manufacturing Co., Tor- 
rington, Conn.—S. W. Farnsworth 
appointed as Chairman of the Board 
effective January 1, 1953; Andrew 
Gagarin as president. 
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Kansas City, Mo.—Weeks En- 
gineering Company, St. Louis, 
Mo., as exclusive representa- 
tive and distributor in the eastern 
half of Missouri and southern part of 
Illinois. 

Dominion Products Company, Inc., 
Malden, Mass.—Sid Harvey, Inc., Val- 
ley Stream, N. Y., as distributor. 

Kight Advertising, Columbus, O.— 
Nevin J. Rodes as vice president. 

Harlan Engineering Co., Lubbock, 
Tex.—Harry L. Mayes as partner. 
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DOMESTIC ENGINEERING 


ITS A GOOD BUSINESS 


Yes, it’s a good business habit to make note of important events. One 
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important event about which we want to remind you is that of being 
sure you get your new personal copy of the 1953 DOMESTIC ENGINEER- 


ING CATALOG DIRECTORY. Place your advance order for it toda 


The current edition was oversubscribed and we have already received 
hundreds of advance orders for the 1953 edition which is scheduled 
for publication about January 1, 1953. The well-known names of 
these forward-looking wholesalers, contractors, consulting, buying 
and specifying engineers and important government agencies spell 
out SUCCESS in big capital letters. Each buying and specifying 
group in the plumbing, heating, air conditioning, and major appliance 
field is represented. 


When you place your advance order for the 1953 DECD, you assure 
yourself of getting a copy of the big, orange-colored book as soon as 
it is delivered from the bindery. You will have use of it for twelve 
full months. You get the biggest value when you get the longest 
service. Don’t Wait! Order Your Copy Now. 





Over 500 manufacturers are placing their catalog material in the 
1953 DECD, FOR YOUR CONVENIENCE. Their pre-filed catalogs 
comprise the greatest concentration of buying and specifying data 
you can own. The Manufacturers Catalog Section is followed by four 
other important sections. 












Each section of DECD is, more than ever, 
complete and self-contained. Each section 
alone is worth the price charged for the 
complete annual edition.. See brief descrip- 
tion of these five sections on following 
page. 






SIZE: 82" x 11” 
Wt.: Approx. 13 Ibs. 









YOU CAN SIMPLIFY 
YOUR BUYING and 


SPECIFYING PROBLEMS 
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USE OF ... 





Nove 


ya ¢ 6 





avermber, 1952 


“SS 


0: 
of being 
IGINEER.- 
it toda 


ints. 


y received 
scheduled 
names of 
g, buying 
icies spell 
specifying 
appliance 


ou assure 
S soon as 
or twelve 
e longest 


il in the 
catalogs 
ing data 
by four 


an ever, 
| section 
for the 
descrip- 
lowing 












November, 1952 


HABIT”... 


Se Flin 1955 Edition 


of DOMESTIC ENGINEERING CATALOG DIREC- 
TORY includes buying and specifying informa- 
tion on the following products and equipment: 


* Heating * Frozen Food 
* Plumbing Cabinets 
* Insulation * Stokers, 
* Water Systems Oil Burners 
* Gas Appliances ® Electric 
* Refrigerators Appliances 
Kitchen and * Air Conditioning 
Cabinets * Fans, Blowers 
* Domestic Laundry ® Refrigeration 
Equipment * Specialties 
e 


Accessories 


THE ANNUAL EDITION CONTAINS THE FC 


VWANUFACTURERS’ CATALOG rians 


—over 500 of them—logically grouped by product classification. DO- 
MESTIC ENGINEERING CATALOG DIRECTORY is the continuous 
link between you and all sources of supply in the HEATING, PLUMB- 
ING, AIR CONDITIONING, REFRIGERATION, INSULATION, VEN- 
TILATION and allied INDUSTRIES. 


CLASSIFIED DIRECTORY SECTIONS 


Si 


For 1953, the classified listings on products have been sectionalized to 
simplify references on sources of supply in the following classifications: 


E—DRAINAGE SPECIALTIES and 
LEAD GOODS 


F—COMPOUNDS, PLUMBING and 
SYSTEMS HEATING SPECIALTIES 


D—PLUMBERS’ BRASS GOODS G—TOOLS 


All advertisers are starred (*) and show page reference to their catalog 
in the Manufacturers’ Catalog Section for instant reference. 


A—HEATING and INSULATION 
B—PIPE, VALVES and FITTINGS 


C—PLUMBING FIXTURES, APPLI- 
ANCES. PUMPS and WATER 


) 


Lr 
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SECTIONS FOR READY REFERI 


i REELS SECTION 
A comprehensive library of engineering and technical data. Handy 
tables and easy-to-read charts are but a few of the things in the 180- 
page section that established this volume as a standard reference book. 


ri vil 
Frequently a Trade Name is dissociated from the Manufacturer's Name. 
The extensive list of approximately 8200 TRADE NAMES in DOMESTIC 
ENGINEERING CATALOG DIRECTORY gives you the most complete 
information available on this subject. 


SEC EIGN 


nd ADDRESS SECTION 


Approximately 4500 MANUFACTURERS’ names and addresses alpha- 
betically arranged . . . complete with full address. All advertisers are 
listed in BOLD FACE type and reference shows page numbers of their 
catalogs in the MANUFACTURERS’ CATALOG SECTION. 





QJ USE THIS COUPON NOW J 


DOMESTIC ENGINEERING CATALOG DIRECTORY, 1801 Prairie Ave. Chicago 16, Ill. 





OO 


$10 


Street Address 
City, Zone G State . 


Individual’s Name and Title 





Gentlemen: YOUR BU: INES 
SIN 
Please enter my order for one DOMESTIC ENGINEER- 
ING CATALOG DIRECTORY at $10.00. BARVIEATION 
Wholesaler 
( Check for $10.00 attached. Please send postpaid. 
[] Please send my CATALOG DIRECTORY C.0.D. Architect ........-.-[] 
ere rene oO 
ISIN 5 FSi otri a le pul ius ek Gidea SiR elena does Galtindtth Sock oc 0 


Government Agency . .[) 


Mfrs. Representative . .[] 


Others (Write in) ....0) 
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MORE DEALERS, EVERY DAY, FIND IT’S 


Paster and Easier 


\ | TO INSTALL SINK FRAMES - 

WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 
USE THE 


a 

















eee 
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100% SANITARY 
100% WATERTIGHT 
EASILY INSTALLED 


COMPLETELY SELF-SEALING 
: $\ 1 OR 4 REF 
st ae aan: 


s 
| S" Guaranteed by 


t 
° Hn coed ama 
BIG REASONS “es 
WHY PLUMBERS PREFER HUDEE — is - sy, Bo a that ~ — the 
tallation omplete It. ‘ enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
: pened that Is cmeaunaer abe: a oe facturers, Plumbers and Home Owners. The eight reasons 
2 A coal elded { e salts aia w for Hudee superiority, as listed at the left, justify its ac- 
4 nee ai ie nh aa ite me won claim as the "World's Finest Sink Frame." 
5. stag with equal ide ieee or spihith, Builders particularly appreciate the Easy-To-Install feature 
6. You confidently guarantee every installation with Hudee of Hudee and its great saving of time. Actually, the Hudee 
7. Used with ony tep-covering — lincloum, robber plastic. is installed in four easy steps: 
8. Installed after all top-covering material is applied, bow! may (1) Using the frame itself as a template, mark the location 


be removed at any time without damage to top-covering. of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 





= S| = 
MMM ~. <= 
ey = 


MTA 
















hole as marked, using an ordinary keyhole saw. (3) Place 


Wiby & Fob Qh Be: the bowl and Hudee frame into position. (4) Space lugs 
around frame and tighten lug bolts. The Result—A Perfect 


MANUFACTURERS AND DISTRIBUTORS Installation Every Time. 
CHICAGO 10, ILLINOIS 
IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO See your wholesaler for the complete Story of the 
Hudee Sink Frame System. 











SOLD THROUGH LEADING PLUMBING WHOLESALERS EVERYWHERE 
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> iawontleyall!” 


She is telling her friends 
about this thrifty new 
winter air conditioner 


Tus PETRO OWNER is heartily endorsing you and your service. 
For you sold her on Petro, and now that it’s installed and doing 
a fine job — just as you said it would — she’s most enthusiastic. 
This is what she’s saying... 


“wonderful for home comfort” 


Yes, with a Petro winter air conditioner furnace 
Mrs. Homeowner and her family are enjoying 
the luxury of the most modern automatic heat- 
ing. Air is warmed to just the temperature pre- 
ferred, cleaned by filters and quietly circulated 














through the house. ae af 
“wonderful for convenience” : = 
= Owners can relax when their Petro automatic Model POH Highbe rated) cea sine 
oil furnace does the heating job. They simply installations with led. floor_area. For—low head- 
room applications the POL Lowboy is ideal. 


set the thermostat for the temperature they like 
and let Petro do the rest; no trips to the base- 
ment, no drafts to adjust, no fuel to handle, 


“wonderful for heating economy” 


Petro heat makes a hit with the budget-minded 
homeowner. The built-in Petro burner, with its 
balanced fuel-air ratio and tailored flame, burns 
less oil. And in addition it burns No. 2 or 
lighter oil, including the economical new cata- 


lytic oils. Furnaces are made of heavy-gauge P 
steel, electrically welded into solid, permanent Automatte 
units. Long years of trouble-free, economical 

performance are built into every unit. 


Write for full information on Petro Highboy and Lowboy Oil Furnaces. O | L a ATI N G 


Ask also. about Petro horizontal oil furnaces, oil boiler-burner units, and 
residential, commercial and industrial conversion oil burners. Address _ 
PETRO, 3170 West 106 St., Cleveland 11, Ohio. Cleveland 11, Ohio 


T 





REG. U.S. PAT. OFF. 









It took bathtub historian Beverly Smith many frustrating weeks to discover the secret of the White House bathtub. 


The Curious Case of the 


President’s Bathtub 


Who put that symbol of pagan luxury in the White House? 
What pleasure-loving people’s choice first betrayed the 
log-cabin-and-hardship tradition, as chief executive? Why, 
even now, is Washington reticent about the whole affair? 


By BEVERLY SMITH 


Washington Editor of The Saturday Evening Post 


LAST SPRING, WHEN THE WHITE 
HOUSE was reopened after its 
$5,761,000 renovation and re- 
building job, I set out to do a nice, 
serious, informative article. I 
would describe the comforts and 
convenience of the new mansion, 





and then contrast them with the 
many primitive discomforts 
which earlier Presidents had to 
endure from 1800 onward. It 
would present a pleasant picture 
of the rising American standard 
of living through the years, as 
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seen through the White House 
door. 

I started out confidently, inno- 
cently. The history of the White 
House, I thought, must be an 
open book. Two weeks or so 
ought to suffice for the research. 
And then, right at the beginning, 
I ran into an apparently simple 
question which diverted and en- 
tangled me irretrievably. The 
question was: “When was the 
first bath installed in the White 
House?” 

A reporter, like a houn’ dog, is 
often the victim of instinct. Once 
he gets on an alluring trail he 
follows it with a frantic and fool- 
ish persistence. So it was with 
me, once I asked that fateful 
bathtub question. The answers 
to it were so wildly diverse, from 
such apparently authoritative 
sources, that my curiosity was 
progressively inflamed. Always 
the answer semed just around 
the corner—or just down the hall. 

Within a week I found that, 
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on the question of the first bath- 
tub, President Truman had been 
hoaxed. The past president of 
the American Institute of Archi- 
tects had been beguiled. Our 
own Saturday Evening Post (in 
1934) had been led astray by 
the former Chief Usher of the 
White House. From then on, the 
trail rambled ever deeper down 
the corridors of time, through the 
Library of Congress, through the 
National Archives, through an- 
cient plumbing vouchers, even 
through the back room of the 
theater where Lincoln was shot. 
Week after week slipped by. 
The deeper I got into it, the more 
fascinating the mystery of the 
original White House bath be- 
came. Never in twenty-six years 
of reporting had I run into such 
a baffling comedy of errors, fakes 
and legends. The search for the 
primordial presidential tub, elu- 
sive as the Holy Grail, was ab- 
sorbing more and more of my 
working and leisure hours. 


Sanity in Doubt 


It now occurred to me that 
even a good question can be 
pushed too far. I remembered 
poor old Mr. Dick, in David Cop- 
perfield, who became obsessed 
with the question of King 
Charles’ head. Whatever he 
tried to write about, the head got 
into the manuscript. (With a 
start I realized that, in the Navy, 
“head” and “bathroom” are 
synonymous.) Quite apart from 
my personal sanity, there were 
my duties to the magazine. Was 
it in keeping with the dignity of 
a responsible editor to prowl 
the national capital, continually 
hunting for a bathroom—even a 
ghostly, historic, presidential 
one? I seemed to remember, now, 
a good deal of discreet snickering 
among the learned librarians and 
architects whom I had been bad- 
gering lately. I pulled myself to- 
gether sharply and made a re- 
solve. This irrational chase must 
cease. I would give myself just 
(Please turn to center of next page) 





The White House Goes Modern 


WHEN EISENHOWER takes up residence in the White 
House next January, he won’t have to remodel it. Presi- 
dent Truman and Congress have taken care of that. Over a 
period of four years and at a cost of $5,761,000, the first 
house of the land has been brought up to date. For the first 
time in its 156-year-old history, the White House will be 
Colonial in architecture only. 

The new occupant will not be subjected to mysterious 
sounds in the night and shuddering drafts. And he won’t 
find his bathtub sinking slowly into the floor. 


Thirty-One Remodeled Bathrooms—aAll with Showers 

His family won't have to wait in line to use the bathroom 
either. Before the White House was remodeled it had 62 
rooms and 20 baths. It now has 107 rooms. and 31 baths. 
Second floor bathrooms are decorative in color with struc- 
tural glass wainscots and tile floors. The third floor baths 
are somewhat smaller, strong in color, with tile walls and 
floor. Water closets are noiseless and all bathrooms have 
glassed-in-tub-showers. 


Five Heating and Air Conditioning Systems 


Five separate heating and air conditioning units, with 
ducts big enough for two men to sit in, are linked to a 
central control and to thermostatic controls that allow dif- 
ferent temperatures in different rooms. In winter all rooms 
in the building are warmed by pre-heated air, supple- 
mented on the second and third floors with built-in hot 
water wall-type convectors as well. Hot water for heating 

(Please turn to top of page 320) 


Below: A view of the excavation made east of the North Portica for 


the installation of air-conditioning equipment in the recently re- 
modeled White House. (Photo by Abbie Rowe, National Park Service) 
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President's Bathtub 


(Continued from preceding page) 
one more week. Then, whether 
or not I had reached the final 
solution of the mystery, I would 
forever pull the plug on bathtub 
research. I would swear off com- 
pletely. If necessary I would es- 
tablish and become the first head 
—watch that word, make it 
“chairman”—of Bathtubs Anon- 
ymous. 

In those last days I put on a 
Garison finish. I was waiting at 
the bronze doors of the National 
Archives before opening time in 
the morning; the venerable 
bouncer of the Library of Con- 
gress had to throw me out at 
night. And did I solve the mys- 
tery? As to that, the reader must 
judge for himself, from the clues 
and evidence herein presented. 

In the beginning, as I have said, 
I was only casually interested in 
the original presidential 








Editor’s Note: This article traces the evolution of bathing facilities in 
the White House from Thomas Jefferson’s term as chief executive 


(1801-1809) to the present. 


It also serves as an introduction to 


a forthcoming article on White House remodeling, just completed 
at a cost of more than five million dollars. Highlights of this in- 
teresting job, which involved the complete modernization of all 
bathrooms (31), heating, air conditioning and kitchens, are given 
on page 311. The article herewith is reprinted by special per: 
mission of The Saturday Evening Post, copyright 1952 by Curtis 


Publishing Co. 





who first insisted on a bathtub. 
They called her Lemonade, you 
know, because she barred liquor 
from the White House. A very 
strong-minded lady, with a whim 
of iron. When she was out of 
town the papers would say, ‘Dur- 
ing the absence of his wife Mr. 
Hayes is the acting President.’ ” 

All this was interesting, but 
hardly conclusive. I decided to 
put in a couple of days’ research 
and really pin the first bathtub 
down. I consulted Washington, 
City and Capital. This enorm- 
ous volume, a part of the Amer- 


House] during President Ruth- 
erford B. Hayes’ term, 1877-81.” 
Ah! That seemed to clinch it 
for Hayes, and fitted in nicely 
with Lemonade Lucy’s iron 
whim. Then, unfortunately for 
my peace of mind, I flicked over 
a few more pages. There, on 
Page 367, this sentence hit me in 
the eye: “The White House did 
not have a bathroom until about 
1840.” I mopped my brow. Here 
was a book published under the 
auspices of the United States 
Government itself. And here, 
within fifty-five pages, was a dis- 
crepancy of some forty 





tub. It was just an item 
among the various com- 
forts and conveniences of 
the White House down 
the years. I first asked 
the question of a member 
of the President’s secre- 
tariat. He seemed close- 
mouthed, almost embar- 
rassed. “Lots of foolish 
controversy about that,” 
he said shortly. 

Later I dropped in at 
the Cosmos Club. 
Among its members are 
many elderly professors 
and scholars who make a 
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President’s first bath. 
Almost a year per page. 

Tottering from the li- 
brary, I headed for the 
morgues—reference files 
—of Washington’s great 
newspapers. Undoubted- 
ly, in all the years, other 
reporters had sought the 
answer to this question. 
Sure enough, they had. 
In the Washington Post 
of January 21, 1946, I 
found an article on the 
White House by John F. 
Gerrity. It said, “Bath- 











hobby of historic Wash- 
ington curiosa. One of 
these told me the first tub 
was installed in January of 1851. 
He was sure he had read it some- 
where, but he could not give me 
the reference. Another said that 
date was too early—they could 
hardly have had bathtubs before 
Potomac water was piped into 
the White House on the eve of 
the Civil War. A third said, “I’ve 
always heard that Mrs. Hayes— 
‘Lemonade Lucy’—was the one 





“I've waited 20 years for that to happen to some 


wise guy, but it was worth it.” 


ican Guide Series, was compiled 
during the big depression as part 
of the Federal program to give 
work to unemployed writers and 
research men. While uneven in 
literary style, the tome is stuffed 
to the covers with factual ma- 
terial. 

Wading through it patiently I 
found, on Page 312: “Bathrooms 
were installed [in the White 
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tubs arrived during Pres- 
ident Hayes’ term.” Bra- 
vo! Rutherford and Lucy 
in the lead again. Then, a little 
later, I came upon an article in 
the Sunday Star by William J. 
Moyer, March 30, 1952. It stated 
that “Andrew Jackson, the fiery- 
tempered man of the people,” 
had denounced the White House 
bathtubs as undemocratic, and 
“removed them in 1829.” Here, 
as between two leading news- 
(Please turn to top of page 320) 
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PLUMBING 
SPECIALTIES 


The Supporting Cast 
Back of Every... 


REMODELING SCENE! 
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-1" & ia 
steel in 1”, 
100 to box. 


TANK ELL 





SINK BOLTS 
Brass Stock sig gl a3". 
2g" 214” & 3” lengths. N. Steel 
lengths alee 
244” & 3” lengths. Pkd. 


“Plain 





SCREWS 


Made of 7 ga. brass and brass 
plated steel wire 244” long. 


BALL COCK SCREWS 
Round Eye Type with %2”, %” and 


' Pres- 14” stem. Angle type in 1” & 114” 
“ lengths. Copper screws sent if not 
Bra- otherwise specified. 
Lucy 
: ASSORTED 
| little BIBB SCREWS 
cle in 
Available in %” and %” sizes with 
am J. 8-82, 9-82, 10-32, 10-28, 10-24 and 
11-24 threads. Furnished in either 
stated brass or bronze. 
fiery- BRASS BALL COCK SEAT CAPS 
” 
ople, Outside dia. jean 
7 89/64", 43/64” 
Touse 44/64", CAY/a8" and 
61/ 4” 48/64” 
, and D. Pkd. 100 to 
Here, box. 
news- 
20) 





WRITE HINDLEY FOR FULL DETAILED LISTING 








CLOSET BOLTS 
in 1%”, 244”, 214” & 314” 


" dia. 
eee 5/16” dia. in 1%" , 2%" & 
2%” lengths. N. P. or C. 
brass nuts and oval wash- 
ers. 






CLOSET SCREWS 
BRASS G BRASS PLATED 
Sizes of 4” dia. in 2%”, 3”, 3%” 
br 4” lengths. 5/16” dia. in 24%” & 
314” lengths. Pkd. either with N. P. 
a C. P. brass washers & Closed 
nuts. 


SHOWER CURTAIN PINS 


Nickel & Chromium 
Plated. Available in 1” 2 
1%” dia. in 2” & 
lengths. Pkd, 100 to a 
box. 
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WIRE PIPE HOOKS 


4 covered nail points 
for enee, driving. For 
114”, tig” & 2” pipe 
sizes—in 3”, 4”, 
8”,10",& 42" lengths. 
Pkd. 50 to a box. 
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You need HIND- 
LEY Plumbing 
Specialties to 
save yourself 
from those un- 
expected turns 
on the jobs that 
seem to have the 
jinx. 


PATENTED 
ADJUSTABLE 
GUIDE ARM 


Made in either Brass or Bronze .. . for 1”, 14” 
and 1%” overflow tubes. Packed 25 to a box, 
Protected by patent number 1,991,907. 


Superior Features include . .. No tools needed 
for installation inside tank-—-Complete Adjust- 
ment made at one point—-cannot injure the over- 
flow tube.—Guide is always correct in vertical 
position Wire can be left in ball while adjust- 
ment is made. 


A SAMPLE Will Be Sent on Request 


Maeoy yh BRASS ROD--Stock lengths 14” 
, 12” and 24” 

COPPER REFILL (ANNEALED) TUBING —Stock siz a: Va dia 
in 9”, 10”, 16” and 20” lengths with 14” threade< 5/16 

dia. in 17” lengths with 14” threaded One end ee aded 
Pkd. 100 to a box 

COPPER OVERFLOW TUBES Stock size o 20 B& S 
bes in 1” dia. 10” length and 1’ lie” Bae 114" dia. in 

’ lengths 
owen & wird Fade) WIRES —Standard brass stock: Lower 


20 thread: 144 


wires—Sizes 52” and 6” lengths. Upper Wires— 
Sizes: 8”. S14" a a” and 10” lengths. Thread—lower wire 
vg” long. 


Bronze and Copper wires available—popular sizes. 

paghan R WIRES: Pkd. 500 to box. Upper Wires: Pkd. 250 
to be 

sRass FLOAT RODS 


Sizes: 6” lengths, 1” thread, 8” 
9” 10” and 12” lengths, 2’ 
thre ay Both ends threaded 


00 to box 





heuer 
t 
Threaded Refill Overflow Upper Lift Float Tank 
Brass Rod Tube Tube Tank Wire Rod Wire 
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VALLEY FALLS,R.1I. 
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$350 


POSTPAID 


is enclosed. 
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send me postpaid 





Convector Rating Book 
($3.50 each) 


My [] check [] money order in the amount of $. 


It is understood that if | am not completely satisfied, | may return 
these books within ten days and full purchase price will be refunded. 


DOMESTIC ENGINEERING 


FIRST AID to Heating 


REMODELING JOB 


November, 
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COMMCTON RATING BOOK 
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ALL RATINGS ARE IDENTICAL WITH THOSE PUBLISHED BY THE MANUFACTURER: 
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Every heating man doing remodeling work is 
called upon to revamp jobs having existing 
convectors. It is vital for him to know the 
ratings of these convectors, either in Btu or 
e.d.r. Normally he has no ready way of iden- 
tifying the convectors or establishing their 


DOMESTIC ENGINEERING 
COMPANY 


Book Department 
1801 Prairie Ave., Chicago 16, III. 





at | | SAVES YOU TIME, ASSURES ACCURACY IN IDENTI- 
M FYING AND SIZING 


rating. The new Convector Rating Book solves 
this problem with the greatest of ease. 


This long awaited book has been designed to 
remove every element of chance from all 
convector jobs. Now it will be possible for 
you to determine quickly, accurately, the 
exact rating of hundreds of types, models and 
makes of convectors. 


No matter what size convector may be in- 
volved or who the manufacturer may be the 
new Convector Rating Book will take the 
guesswork out of your heating survey. Since 
you will want to take this book to the job, it 
has a flexible but durable cover. 


Diagrams, clear cut illustrations and accur- 
ate rating charts are used profusely through- 
out to greatly facilitate the use of this book. 


When you follow the simple step-by-step in- 
structions you just can’t go wrong. 


You can’t go wrong either if you order your 
copy of the Convector Rating Book now. 
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gos FREON COOLERS 


even out fluctuating loads 
















Here is the sure answer to the problem of 
fluctuating cooling loads—supplied by p-k. 
One, two or three circuit pk Freon Coolers 
are specifically recommended to match your 
load. They are the practical, logical, eco- 
nomical answer to uniform cooling needs. 
Each type is designed to insure maximum 
heat transfer efficiency under the particular 
load conditions specified for the job. Regard- 
less of weather conditions—hot, cold or 


moderate — p-le Freon Coolers will con- 
stantly maintain optimum temperature dif- 
ferences and high refrigerating efficiency. 


For the best in value and dependable service 
—plus dependable operating efficiency—it 
will pay you to know all about pl Freon 
Coolers. Write today for catalog No. 101 
covering size ranges, engineering tables and 
other important data. Send for it now, for 
immediate use or later reference. 

@ 1906 


the Patterson-Kelley Co., I1c. 


610 Burson St., East Stroudsburg, Penna. 





10) Pork Avenue, New York 17 © Railway Exchonge Building, Chicoge 4 * 1700 Walnut Street, Philodelphia 3 * 96-A Huntington Avenue, Boston 16 * ond other principal cities 











Q&A 


(Continued from page 76) 

will dump huge quantities of high 
temperature water into the pump 
along with a certain percentage of 
steam. To determine if the source 
of the trouble is in this zone, the 
system should be tested with one 
zone at a time operating if it is 
valved off properly. 

If the one pipe zone is the 
troublesome one, and the trap is 
in good. working order, we would 
suggest installing a cooling leg of 
plain pipe or finned tubing between 
the trap and the pump. 

One other way would be to ex- 
tend the pump vent line to the out- 
side of the building. 


Problem No. 10 


(Continued from page 76) 


loss of 0.457. 


What caused the explosion? Is 
the boiler safe for operation with- 
out some re-arrangement of the 
combustion system? What changes 
should be made to make it safe? 





For this interesting Problem-of- 
the-Month Domestic ENGINEERING 
has awarded a prize of $15 to R. 
Emerick of North Charleston, N.C. 

Readers are invited to contribute 
their solution to this problem. And 
for the first accurate (or most near- 
ly adequate) solutions published in 
this department Domestic ENGI- 
NEERING will award to each a prize 
of $5. (For other details of this 
Contest, see DomMEsTIC ENGINEERING, 
February, pages 127 and 128.) 

In case of a tie, duplicate prizes 
will be awarded. 

Address all correspondence to 
the Contest Editor, and make cer- 
tain that reference is made to the 
number of the problem.—Ed. 


The Flash Tank Layout Problem 
Again 
To the Editor: 

On page 103 of your September 
issue you invite reader comments 
on one of the problems brought up 
in connection with the flash tank 
layout; namely, as to the “approxi- 
mate pressure left on the end of 
each line.” 

With any appreciable amount of 
(Please turn to top of page 318) 








Winning Answers to Problem-of-the-Month No. 8 


ROBLEM-OF-THE-MONTH 

No. 8 appeared in September, 
page 103, and concerned a domestic 
gas-fired incinerator installed in 
the basement of an old four-flat 
building, venting into a flue, start- 
ing on the first floor through a 


masonry extension built for the in- - 


cinerator from the basement up and 
connecting with the old flue. 

The stack on the roof contained 
three outlets, one from a fireplace 
on the third floor, one from the 
furnace in an adjoining building, 
and one for the incinerator. 

Upon installation the incinerator 
overheated; flames and smoke 
tended to rush back into the room 
through the charging opening. The 
incinerator manufacturer stated 
irrevocably that the unit should not 
overheat or push out smoke and 
flames in this manner. And he 
pointed out further that the dis- 
coloration upon the face of the unit 
was a certain indication of poor 
draft conditions. 

However, the draft would pull 
vigorously on a small piece of paper 
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that had been ignited and placed 
either in the cleanout door opening 
or in the incinerator charging or 
ash pit door openings. What was 
wrong? 

None of the answers received 
was correct. Therefore, no answer 
award could be made for this 
month. Below is the actual solution 
to the problem. 

The draft was good in pull but 
not large enough in volume to sa- 
tisfy the demands of the incinera- 
tor. A weight was dropped down 
the stack by a wire and struck 
obstructions at the offset. 

The brickwork and steel plate 
were removed and it was found 
that pieces of brick, pebbles and 
mortar had fallen down the stack, 
obstructing all but a fraction of 
the entire opening. 

Stack dryness, temperature and 
height were adequate to create a 
pull, but there was not enough un- 
obstructed opening to provide for 
the passage of the incinerator vent 
gases. 

This offset was rebuilt so it 
slanted so that in the future, if ma- 
terial dropped down the flue, it 
would bounce around the set back 
and fall clear to the stack base. 


Fig. 4: Rough sketch below shows 
what caused the incinerator to over- 
heat. Note “A” at left. This represents 
a broken brick and other debris which 
stopped the free passage of the vent 
gases, although permitting some draft. 
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Reliability of ratings is a real boon when 
it comes to specifying any heating equipment. 
When you are in the market for convectors— 
for any hot water or two-pipe steam system—you'll find it pays 
in the long run to use convectors with approved ratings. 
Young convectors—free-standing, wall-hung, 
semi-recessed, bathroom, and low-level models— 
are rated and approved in conformance with 
Commercial Standard CS140-47— 

your guarantee of reliability. See your nearest Young 

Representative or write for full details. 


- If you think all convectors are 

: alike, you'll find Catalogs 
?! : No. 4049 and 4150 reveal- 
vee OF >, 





ing. They give full details, 


Heating, Cooling, Air Conditioning es cay soe con 


Products for Home and Industry. proved ratings, dimension 


Heat Transfer Products for Automo- data, etc. Be sure to have a 
copy in your catalog file. It 


tive and Industrial Applications. will be sent you without 


vreune RADIATOR COMPANY obligation. 


Dept. 502-L RACINE, WISCONSIN 
Factories at Racine, Wisconsin and Mattoon, 
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Q&A 


(Continued from page 316) 
trap discharge draining to the tank, 


the pressure therein will approxi- 
mate 5 lbs, and hence the pressure 
at the end of the returns will equal 
or slightly exceed this pressure, 
providing, however, that the hot 
water and heating demand exceeds 
the flash steam available from the 
returns. 

If these demands are less than 
the available flash steam, the tank 
pressure and the pressure at the 
return line ends will increase up to 
the relieving pressure of the safety 
valve, usually 10 lbs. 

Also, I am enclosing a slightly 
different hook-up (Fig. 5, below) 
I have used in design work for a 
dozen years. It is based on a chart 
in the Domestic ENGINEERING Blue 
Book. 

New Jersey 


Withdrawing Bids 
To the Editor: 

We would like to know just what 
happens if a plumbing and heating 
contractor decides to withdraw a 
bid because he has found that it 
was too low due to an error in 
estimating. 

New York 
To the Reader: 

It is sometimes permissible for a 
contractor to withdraw his bid be- 
fore the awarding of the contract. 
but it is doubtful if he would be 
permitted to submit a new figure 
after he had discovered his error. 

It is even less likely that he 
would be given any consideration 
after signing the contract, for a 
contract is legally binding on both 
parties, contractor and owner or 
agent, and thus the contractor as- 
sumes the responsibility for all 
contingencies in the performance 
of the contract (save those except- 
ed in the contract itself), including 
his own errors. 

There have been cases in which, 
even after the work was under 
way, the contractor proved that he 
had omitted some substantial item 
from his estimate, and was allowed 
to submit an extra claim for the 
work and materials on the omitted 
item. 

But the withdrawing of a bid 
without submitting a new bid is in 
ne way as serious as the withdraw- 





M. L. 


VA. C. 


ing of a bid and the submitting of 
another bid. The latter practice 
cannot be permitted unless all oth- 
er bidding contractors are given 
the opportunity of revising their 
own bids. As a rule, such a diffi- 
culty is overcome by throwing out 
all the bids and asking for new 
ones from all the contractors con- 
cerned. 

Our advice to contractors would 
be for them to check and re-check 
their estimates, for the withdraw- 
ing of a bid because of an error 
always makes the contractor sub- 
ject to criticism. 

At worst, refusing to perform 
work agreed to in a bid will entail 
forfeiture of performance bond, 
and possible liability under a law- 
suit. 


How to Construct a Cistern 
To the Editor: 

I am planning to build a concrete 
roof water cistern. Can you send 
me some plans and/or some infor- 
mation which will help me do a 
good job? 

Connecticut 
To the Reader: 

The first step in planning a cis- 
tern is to determine the size 
required. This, of course, is de- 
pendent upon the need of the home, 
and upon this matter we can not 
help you. 

The method for determining the 
volume of the tank in gallons is as 
follows: Multiply the proposed 
length of the cistern by the width, 


A.R. J. 


4 





and the result by the aepth, all in 
feet. 

The resulting figure is then mul- 
tiplied by 7.48 in order to deter- 
mine the number of gallons. 

Example: Suppose we decide to 
build a tank 5 ft in length, 4 ft wide, 
and 6 ft deep. 5x4x6=120x7.48= 
897.5 gal. 

The mixture for the aggregate 
for a good tight tank is composed of 
one sack of Portland cement, 2% 
parts of clean sharp sand, 3 parts 
gravel (when the gravel is not lar- 
ger in size than one inch), and this 
mixed with 5 gal. of water. 

This mixture should be well 
mixed and puddled after it is 
poured into the forms. 

The wall thickness should be not 
less than 5 in. in warm climates and 
at least 6 in. in colder climates. 

For the top of the cistern, if con- 
crete is to used, it is well to rein- 
force the slab with a few iron rods 
laid criss-cross, and spaced about 
6 in. apart. A man-hole should be 
provided, so that there is a means 
of getting into the tank. 

To improve the interior it is well 
to trowel a mixture of 4% cement 
and % sand over the walls and 
bottom about % in. thick. 

Note: The tightness of the tank 
and the strength depend upon the 
use of the prescribed mixture and 
the proper puddling when the mix- 
ture is poured into the forms. 

The puddling removes the air 
pockets, and should be done with a 
pole or stick. 


Fig. 5: Below is a rough sketch of a flash tank hook-up used by one of our 
readers. (See story above, left.) Other ideas are invited on this subject. 
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See how Unit Heaters 
deliver heat where its wanted... 





Throws heat without diffuser With louver cone: 60% extra throw 





Forces heat to wide area 











Diffuses heat in blanket Split stream does double duty 





Up to 25% ‘more throw Half flow ahead, half at angle 


For complete information about how TRANE Unit Heaters and 
Diffusers can solve your heating i Cr see your nearest 
TRANE sales office or write TRANE, La Crosse, Wisconsin. 


MANUFACTURING ENGINEERS OF HEATING, VENTILATING 
AND AIR CONDITIONING EQUIPMENT 





Patented Louver Cone on TRANE Projection 
Heater concentrates hot air stream for addi- 
tional throw. Diffuses heat gently, directs it 
where needed, pinpoints cold spots—all with 
finger tip control. It taps waste ceiling heat, 
projects it down to floor line. Ideal for crane- 
ways, aisles, bays, and hundreds of other 
hard-to-heat places. 











Patented Louver Fin Diffuser gives new versa- 
tility to the TRANE Model H horizontal dis- 
charge unit heater. Countless diffusion pat- 
terns are now available—divided streams, 
gentle blanket, spot throw. TRANE also makes 
the Torridor, a blower unit for large volume 
heating; deluxe cabinet units and new, im- 
proved gas fired units. All in a complete range 
of capacities. 


TRANE Eucket and Float Traps— Match- 

ed for perfect service with TRANE 

Unit Heaters; high or low pressure. 
SE, WI! 





TRANE COMPANY, LA CRC 
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The White House Goes Modern 

(Continued from bottom of page 311) 
the convectors is supplied from a converter 
placed in the basement. Steam for heating the 
water for the convectors is supplied by two sets of 
connections running from a government central 
heating plant into both east and west sides of the 
building. The new systems replace four types of 
heat used in the old building: steam, hot water, 
warm air and electric. 

The air conditioning units are designed to keep 
such places as the East Room at the proper tem- 
perature whether there are two or two thousand 
people in the building. Refrigeration compressors 
for the air-conditioning are located in a vault 
which has been reconstructed under the north 
drive (see photo). Automatic adjustable control 
maintains a normal temperature of 78 degrees in 


‘ summer and 72 degrees in other seasons. Relative 


humidity is held within a range of 30 to 45 per- 
cent. To carry an estimated cooling load of 300 
tons of refrigeration, two centrifugal compressors 
are installed, each with an 1800 rpm motor and 
a 200 ton capacity. 

Piece-meal piping, installed through the years 
by presidents with progressive intentions, has 
been replaced throughout the structure. All pip- 
ing and ducts have been installed within the 
framework of the original architecture, when no 
thought was given to such practical necessity and 
usage. 

When the next president raids the ice-box, he 
will find a modern kitchen, too. It is done in white 
tile and equipped with stainless steel refrigera- 
tors, steam tables, ovens and a theater-size control 
board. 

Complete details of the interesting, unusual and 
complex plumbing, heating, air conditioning and 
kitchen remodeling in the White House have 
never been published. Watch for Domestic En- 
GINEERING’s exclusive story in a forthcoming issue. 


Curious Case of the President's Tub 
(Continued from bottom of page 312) 

them in 1829.” Here, as between two leading 
newspapers, was a discrepancy of about fifty 
years. 

Obviously this thing was getting out of hand. 
I would have to go back to direct White House 
authority. Since my White House sources were 
curiously secretive on the bathtub question, I 
would start by examining press releases ema- 
nating from there since the renovation of the 
mansion was first bruited in 1948. Here I struck 
pay dirt quickly in a speech by Douglas W. Orr 
to the Washington Building Congress, January 5, 
1950. Mr. Orr is not only past president of the 
American Institute of Architects but vice-chair- 
man of the Commission on the Renovation of the 
Executive Mansion. Reading through his 1950 
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speech, I was electrified to find on Page 3 this 
statement: “Not until President Fillmore had one 
put in in 1850 was a regular bathtub in the build- 
ing.” Obviously, this was the real McCoy. Here 
was a famous architect who had watched while 
the White House was torn apart and put to- 
gether again. He knew its innermost secrets. 

“Good!” I exclaimed. And then I found some- 
thing even better. Leafing back through the 
file, I came upon a report of the President’s press 
conference of January 15, 1948. At that time Mr. 
Truman was under sharp public criticism for his 
idea of building a balcony on the South Portico 
of the White House. At the conference he was 
defending himself against these complaints with 
his usual vigor. I quote from the report in the 
Star: “The same complaints, he continued, were 
heard when the first bathtub made its appearance. 
... Why, he said, they wanted to lynch Mrs. 
Fillmore, wife of the thirteenth President, who 
sponsored a bathtub.” 

This, added to Mr. Orr’s testimony, seemed to 
answer the bathtub question conclusively. Mr. 
Truman is a President who prides himself on his 
historical knowledge. You can hardly fool him on 
a point like this. I jotted it down, “First bathtub, 
Fillmore, 1850.” There you are. Delighted with 
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“Well, your exact words were: ‘Get rid of that 
merchandise, | don’t care how—'” 


the success of my search, I reread the press- 
conference report several times. And as I did so 
a tiny doubt, no bigger at first than a wisp of 
vapor from a hot tub, rose in my mind, and grew, 
and spread—until all was foggy again. “. . . they 
wanted to lynch Mrs. Fillmore.” Those were the 
words that spoiled the picture. They did not ring 
true. And yet their meaning stirred a memory, 
faint at first and then increasingly vivid. Public 
mad with Fillmores. The thought carried me back 


many years to Schellhase’s Restaurant in Balti- 
(Please turn to top of page 322) 
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SYMMONS SAFETYMIX because 


SAFETYMIX 


Symmons SAFETYMIX shower valves keep shower 
temperature constant, even with pressure fluctua- 
tions up to 85°). With SAFETYMIX there are. no 
sudden scalds ... or chills. When either hot or cold 
water fails, flow automatically shuts down. 


Write for catalog and prices 
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All Year ‘Round with 
DELCO WATER SYSTEMS! 





Month after month, Delco dealers reap an extra harvest of 
sales and profits because in addition to a complete line 
they have constant selling help and advertising support 
from the manufacturer. You, too, can improve your profit 
position with a Delco franchise with selling aids like these: 


General Motors! 


your prospects. 


System in operation. 


costs. 


handout materials. 





minds of your prospects. 


All these proved selling aids, plus the finest and most 
complete line of pumps on the market today, plus whole- 
hearted Delco Appliance selling support combine to make 
your Delco Water System franchise a key to greater profits 


and a more successful business. 


Note: If you are not now a Delco dealer and 
would like further information about a Delco fran- 
chise, write: Dept. DEW, Delco Appliance Division, 
General Motors Corporation, Rochester 1, N. Y. 


GENERAL MOTORS 


For a good deal as 
DEAL Wire peteO fll wR Reeuczas 
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Make Extra Profits: 


1) Top quality products—a complete 
line of pumps, built and backed by 


2) National Advertising—in leading 
magazines, with ads designed to pre-sell 


3) “Live” demonstration equipment— 
shows your prospects a Delco Water 


4) Local “50-50” Advertising — free 
mats with factory paying part of space 


5) Effective sales literature —beautiful 
illustrated catalog, envelope stuffers and 


6) Dealer identification materials— 
attractive wall banner and a large metal 
outdoor sign build confidence in the 





(Continued from bottom of page 321) 

more. There, across the beer table, his rosy fea- 
tures wreathed in cigar smoke, was H. L. 
Mencken, then in his gusty prime as the reigning 
sage, scholar and scourge of American letters. 
Snorting with glee, Mr. Mencken was telling a 
story . . . something about a hoax he had once 
perpetrated .. . something about the first Ameri- 
can bathtub . . . something about President Fill- 
more. 

Gradually, now, his story came back to my 
mind. One dull day during World War I, Mencken, 
at a loss for material to fill a newspaper column, 
had invented a little tale about how the first 
American bathtub was built in Cincinnati back in 
the 1840’s; and how the innovation, despite bitter 
opposition from the public (who saw the tub as 
an effete imitation of European ways) and from 
the medical profession (who attacked it as a men- 
ace to health) eventually was installed in the 
White House by the Fillmores. It was an engaging 
fantasy, full of phony but apparently circum- 
stantial detail. Its main purpose was to enable 
Mencken, at one stroke, to spoof his old friends, 
the doctors, and his old whipping boy, the “boob- 
oisie.”’ 

Mencken expected the fake to be detected at 
once. But he had written it too plausibly. News- 
papers all over America reprinted the gist of it, 
and it spread to the press abroad. It crept into 
the reference books. This was more than Mencken 
had bargained for. He made public confession of 
the hoax and published it in thirty newspapers. 
But his denials, as so often happens, could never 
quite catch up with the original fib, which went 
merrily on. 

Having recalled this much, I now located a re- 
print of Mencken’s hoax, studied it, and added it 
to my file. (The reprint can be found in A 
Mencken Chrestomathy, Knopf, pp. 592-7.) The 
original fable, I found, spoke of the public 
“clamor” against the Fillmore bathtub, but said 
nothing about “they wanted to lynch Mrs. Fill- 
more.” Apparently Mr. Truman or someone else 
along the daisy chain of error had added this bold 
human-interest touch. 

Surely, I reasoned, somebody, somewhere, 
must have blown the whistle on Mr. Truman for 
his gilded version of the Mencken hoax. Back to 
the newspaper morgues I went. Apparently no 
one had uttered a challenge or even a chirp. At 
this point my wife came to the rescue. “I think 
there was something about Truman and a bath- 
tub hoax in The New Yorker,” she recalled. “A 
year or so ago. It must have been in that series 
on Truman by John Hersey.” She was right. I 
tracked down the reference in The New Yorker 
of April 28, 1951, Page 44. 

The article told how Hersey was invited to 
(Please turn to top of page 325) 
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“KARYALL” eliminates costly return trips 
... provides an instant inventory and ready 
access to fittings, and tools... 
truck security and open truck convenience 

. actually increases truck or cargo area. 
“KARYALL KOMBINATIONS’, 
cost standpoint, far surpass any convention- 
al closed truck and are readily reinstalled 
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factor to the overall economy of a “KARY- 
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it. Unique down-draft does the rest! Connects to furnace 
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MODEL HR 


Because of their performance “KARYALL 
KOMBINATIONS” have proved their merit 
and earned the enthusiastic and universal 
praise of plumbing and heating engineers. 
Accessories such as ladder racks, pipe racks, 
dome light, special bins ete., are available 


as optional equipment. 


SELECT AND ORDER THE MODEL BEST SUITED TO YOUR PARTICULAR REQUIREMENTS 


For Additional Information ... Write 






av1-0470 KARYALL BODY, INC. 221 cuiwrow roan 


CLEVELAND 9, OHIO 






AM EM UP 


FOR MORE SALES! 









The Majestic Company \& 
10-A ERIE ST. © HUNTINGTON, INDIANA 7 


Known and Advertised for Over 40 Years 













SPECIFY 


Ais 
eaters 





. and well they should. For it 
doesn’t take a customer long to 





see the qualifying difference be- 
tween a WILSHIRE and ordinary 
heaters. The WILSHIRE combines 
both good looks and 
fine features ... the 
most fitting qualities 
for those remodel- 
ing jobs. Customers 
may be just ordi- 


-}> 













ae 





ONE 


V7 


OF THE MOST COMPLETE 


MODEL P10 






















MANUFACTURING CO.. INC. 
WEST BERLIN. NEW JERSEY 








DOMESTIC ENGINEERING 


YOUR CUSTOMERS WILL APPRECIATE YOUR RECOMMENDATIO 


WRITE OR WIRE WILSHIRE FOR FULL DETAILS 


133 E. PALMER AVE., COMPTON, CALIF. 


LINES OF 


























November, 1052 Nov 
ac 
W 
.for those NOVEMBER | : 
BS! | 
REMODELING JOBS | 
th 
ta 
H 
nary folk, but they are sure up a st 
on their demands for the best in ~-«.™ . M 
any product. And WILSHIRE is yy 
just that kind of heater... top b 
quality parts, top technical con- 
trol instruments, non-corrosive + h 
tank construction throughout, 
available in any capacity—long- 
lasting, efficient and dependable " 
—nationally proved and approved a 
—all parts made under one roof. : 
oO 
GU A RANTEE 
h fone by our WILSHIRE. spe- V 
clalists ‘that WILSHIRE Heate prs 
ern : are backed up by 1, 5 and 10 


year (pro-rate mk factory oad 
eS he most gene 


in = iosiaiias 


CORPORATION 








THE 


COUNTRY 


WATER HEATERS 


M Eagle 


Precision Made Fittings 


IN 

















For a 


PERFECT 
FITTING 


Every Time 
INSIST ON 





SWEAT 
FLARED @ 
AND 
COMPRESSION @® 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 











EAGLE COPPER PRODUCTS CO., INC. 


HNSON AVE BROOKLYN 





yember, 1052 


MBER 
OBS ! 


IDATIO}, 








steel 
COUNTRY 


? 





] 
te 

















November, 1952 


(Continued from bottom of page 322) 
accompany Mr. Truman on an inspection of the 
White House repairs then in progress. There was 
a running commentary by Truman on White 
House history, in the course of which he said: 

“Millard Fillmore was the first one to bring in 
a bathtub, in 1850.” At this point William Hassett, 
the President’s scholarly correspondence secre- 
tary, intervened gently to correct Mr. Truman. 
He, Hassett, had long believed the Fillmore tub 
story; but recently, thumbing through a book by 
Mencken, he had discovered the whole thing 
was a hoax, “a wonderfully detailed cock-and- 
bull story.” 

“The President,” wrote Hersey, “seemed re- 
luctant to let go of his belief.” 

I began to understand why the White House 
was touchy on the bathtub question. I decided to 
return there with Hersey’s article and say, “Look. 
Since Fillmore’s tub is now an openly admitted 
hoax, how about helping me get the true story 
of the first bathtub?” 

Here a new shock awaited me. Some of the 
White House faithful, I learned, were no longer 














“| understand you can show me something new in 
pipe wenches!” 


sure Mencken’s story was a hoax. Maybe the 
President was right after all. One of my inform- 
ants propounded an ingenious theory: Maybe 
Mencken’s story was true. Maybe, when Mencken 
said it was a hoax, he was perpetrating the biggest 
hoax of all, a sort of hoax raised to the second 
power. In fact, my informant continued, there was 
good evidence for the Fillmore theory. Col. D. H. 
Gillette, assistant to the executive director of the 
Commission on Renovation, had done some serious 
research on the point. 

Immediately I sought out the obliging Colonel 

(Please turn to top of page 326) 
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(Continued from bottom of page 325) 

Gillette, an officer of the Army Engineers who, 
assigned to duties at the White House, has be- 
come a student of its structure and history. Yes, 
he told me, he had of course heard of Mencken’s 
amusing yarn. The curious thing was, Mencken 
may have been right. He, Gillette, had spent 
many a weary day in the Library of Congress. 
Finally he had located a detailed article which 
seemed reliable. It was in a trade magazine of 
the plumbing and steam-fitting trades, thirty-odd 
years back, and was written by some big shot in 
the business. It definitely stated that President 
Fillmore installed the first bathtub. Unfortu- 
nately, Gillette could not remember the exact 
reference. 


Now the trail was hot again. Back in the Li- 
brary of Congress, it took me quite a while to 
locate Gillette’s source. At last I found it, in the 
Metal Worker, Plumber and Steamfitter of Sep- 
tember 10, 1920, Page 332. It was called The 
History and Evolution of Bathtubs, and was signed 
by William C. Groeniger, president of the Ameri- 
can Society of Sanitary Engineering. Here at last 
was a man who must know his bathtubs. Eagerly 
I began reading and scribbling notes. After a few 
minutes I put my pen away—no need for notes— 




















“Now if | can’t keep up the payments, do you 
promise not to hound me like the other stores do?” 


I knew this story by heart. It was Mencken’s 
fable again, somewhat condensed, but practically 
identical in words, detail and sequence. 

I walked back dazedly toward my office. Why 
not drop the President’s bathtub and write about 
something simple, such as the President’s Implied 
Powers as Viewed by the Supreme Court, 1789 to 
1952? As the fresh air revived my spirits I re- 
jected such escapism. After all, now that the 





underbrush of the Mencken hoax had been 
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hacked away, the trail of the tub should be as 
plain as a paper chase. Just a matter of examining 
the many books, old and new, written about the 
White House. 

Inquiry disclosed that the best of such books, 
the most entertaining and generally reliable, is 
White House Profile (Bobbs-Merrill) by Bess 
Furman of The New York Times Washington 
Bureau. Miss Furman has devoted much of her 
spare time for twenty years to study of the his- 
tory and occupants of the executive mansion. 
While her main interest is in the personalities and 
doings of the Presidents and First Ladies, I was 
happy to find she also touches on tubs. On Page 
232 she says, “(President) Arthur put in the first 
plumbing—two baths.” Coming from Miss Fur- 
man, this was impressive. And yet... the date 
seemed a little late. Strange that the President’s 
house should have no plumbing or baths until the 
early 1880’s. Or was I becoming unduly skeptical? 
I went to see Bess and asked her bluntly what 
authority she had for her statement. 

“Pretty good authority,” she said, smiling 
sweetly. “The Saturday Evening Post.” As soon 
as I had recovered from a slight choking fit, 
loosened my collar and declined a glass of water, 
she continued. “Yes, it was in that series your 
people carried back in 1934. Reminiscences of 
Forty-two Years in the White House, by Ike 
Hoover, the Chief Usher.” 

By unflagging energy and persistence, I had 
now at last found out something published by my 
own magazine eighteen years ago. Great work. 
Just one spark of morbid curiosity remained—I 
wanted to see those words of Ike Hoover’s with 
my own eyes. I grabbed a cab to the library and 
sent for the bound volumes of the Post, 1934. 
While checking the index I noticed that Ike’s 
reminiscences were also published in book form 
in 1934 (Houghton Mifflin). I sent for that too. 

Reading Ike’s Post article I found it just as Bess 
had said: “. . . plumbing [was] introduced by 
Arthur,” and then, a little farther down, “Arthur’s 
two bathrooms were converted [by Mrs. Harrison, 
first lady from 1889 to her death in 1892] from 
virtually public baths into private ones.” 

O.K., O.K. That’s that. Just then an attendant 
put Ike’s book on my desk. Out of sheer habit 
I began to leaf through it. At Page 7I did a double 
take. For right there Ike, describing the White 
House as he found it in 1891, says, “There was 
but one bathroom in the entire house.” One bath- 
room? What’s happened now to those two preci- 
ous original Arthur bathrooms? 

Could it be that the memoirs of the Chief Usher 
were not the last word on the first tub? Again I 
wondered why America’s Presidents should have 
waited until the 1880’s for a bath. That night I 
pawed back through my notes. I found reference 

(Please turn to top of page 328) 
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(Continued from bottom of page 327) 
to a letter written by the aging Thomas Jefferson, 
March 21, 1819, to Dr. Vine Utley. In it Jefferson 
said he almost never had a cold. “I ascribe this 
exemption partly,” he wrote, “to the habit of 
bathing my feet in cold water every morning for 
sixty years.” Then I came upon a letter by Abigail 
Adams, the first mistress of the White House, 
dated December 1, 1800, just a couple of weeks 
after she moved into the still-unfinished mansion: 

Dear Sister: ... Last night Susan was threatened 

with the Quincy, which allarmed me very much .. . 

that dreadful hoars cough . . . the Physician gave her 

calomil, put her feet in warm water, and steamed her 
with vinegar . . . I think she has woorms. 

Since these two early residents of the White 
House were so familiar with foot baths, hot and 
cold, it was hardly credible that later residents 
were not provided with a proper body bath for 
eighty years. But how prove it? If I could identify 
the various officials responsible for White House 
repairs and improvements in the nineteenth cen- 
tury, and locate their reports, surely there would 
be references to tubs and plumbing. 

Starting in 1881 and working painfully back- 
ward, I began to piek up clues—a pipe here, a 
hydrant there, a plumber’s bill yonder. Not to 
weary you with the details, I will just hit the high 
spots. 

Report of the Secretary of War, 1871, Serial 
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“Psst, Jack—interested in some appliance 


bargains?” 
1504, Appendix 3, Page 980. “Executive Mansion 
... Many alterations were made... among them 


additional bathrooms.” (Ah there, Usher Hoover! 
Happy bathing, President Grant!) 

October 12, 1865. Report by B. B. French, 
Commissioner of Public Buildings. States that a 
larger water pipe, of six-inch diameter, has been 
run into the President’s mansion, thus bringing 
“a bountiful supply for the heating apparatus, 

(Please turn to top of page 331) 
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“48 zones—1145 tamilies—lowest heating cost 
per square foot of any public housing’. . . 
BUNKER HILL PROJECT. Owners, Boston 
Housing Authority; Architect, John M. Gray, 
Boston; Engineers, R. D. Kimball Company, 
Boston; Heating Contractor, Florence Com. 
pany, North Reading, Massachusetts. 


‘Reliable performance” .. . 
THE LIGHTHOUSE, NEW 
YORK CITY, NEW YORK, 
Association for the Blind. 
Architects, Clay, Potter & 
Coulter, New York; Engineer, 
Harry H. Bond, New York; 
Heating Contractor, Eugene J. 
Brandt Company, New York. 
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Heating comfort increased to a point never before experienced 
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quent expansions and contrac- 
tions caused by the stops and 
starts of an intermittent sys- 
tem. Fuel costs have been 
reduced in some cases up 
to 50%. 


Ask for the new bulletin 
on B&J Vapor Control 
Systems and the bulletin 

on the B&J cage units 

which make new systems 
out of old without re- 
placing the trap hous- 
ings or the valve seats. 


or QUALITY 


arnes & jones 


mCoeroratio' 






REPRESENTATIVES IN PRINCIPAL CITIES 


BOSTON 30, MASSACHUSETTS 



















Noven 


bathin 
(Th 
Andre 
of the 
In a 
ing WV 
$1830. 
Pierce 
busine 
cents | 
chargé 
As) 
tion ( 
be the 
Trum. 
studie 
I bree 
on fix 
buildi 
syste! 
bathr 
Bu’ 
menti 
lynch 
novel 
migh' 
explo 
were 
41, I 





ember, 1952 


west heating cost 
ic housing”. . 
Owners, Boston 
_ John M. Gray, 
mball Company, 
Florence Com. 
lassachusetts. 


rt 


or 
) 


ol, there is a 
ered to meet 
2am to each 
ner changes. 
re is a need 
ntil the need 
smooth and 


> COMFORT, 
enough heat 
_ There is no 
off” system. 
experienced 
ys and hous- 


ECONOMY 
ly the exact 
OW UPKEEP 
y in the sys- 

to the fre- 
and contrac- 
1 stops and 
rmittent sys- 

have been 
e cases up 


new bulletin 
or Control 
the bulletin 
cage units 
1ew systems 
without re- 
trap hous- 
valve seats. 


IY 


Ones 
CIPAL CITIES 


HUSETTS 











November, 1952 


(Continued from bottom of page 328) 
bathing room and all household uses.” 

(There Lincoln must have bathed, and there 
Andrew Johnson, perhaps, relaxed from the strain 
of the impeachment proceedings.) 

In a report of October 11, 1855, a bill: “Repair- 
ing water fixtures at the President’s House, 
$1830.93.” (This indicates (a) that President 
Pierce had a good deal of plumbing, and (b) that 
business men, even then, added the last three 
cents to prove the conscientious precision of their 
charges. ) 

As I tunneled back to the Fillmore Administra- 
tion (1850-53) I became jumpy again. Could it 
be that Mencken, Groeniger, Gillette, Orr, Harry 
Truman, et al., were by some chance right? As I 
studied the reports of the building commissioners 
I breathed more easily. William Easby reported 
on fixing the roof, refitting the water closets, 
building a new pantry, planning a new heating 
system. Nothing about a first, or new, bathtub or 
bathroom. 

But wait! Maybe Easby had suppressed all 
mention of a bathtub because “they wanted to 
lynch Mrs. Fillmore” for sponsoring such a weird 
novelty. With threats like that in the air, a bath 
might well be top secret. This surmise was quickly 
exploded. I found that baths in the White House 
were mentioned freely in Van Buren’s time, 1837- 
41, Maj. William Noland, in his report to Con- 
gress dated December 10, 1838, stated proudly: 

“In the basement story of the President’s Man- 
sion a reservoir has been constructed, which, by 
means of a double forcing pump, supplies the 
kitchen, pantry, baths and water closets with 
fine, pure water.” 

Here, for a time, the trail ran out. I could not 
seem to locate any pre-Van Buren baths. Was it 
indeed, then, the suave and fastidious Van Buren, 
“the Little Magician,’ who had provided himself 
with the luxury of the first baths? It seemed to 
fit with his tastes. In fact, I found, Van Buren’s 
lavish ways had been the subject of a prolonged 
and violent attack by Congressman Charles Ogle, 
of Pennsylvania. In April of 1840, in a three-day 
speech filled with sarcasm and venom, Ogle pic- 
tured Van as a Babylonian sybarite, eating from 
golden spoons, lolling on Turkish divans, and 
actually using finger bowls (“foreign Fanny 
Kemble finger cups”), all at the expense of the 
American taxpayer. Van Buren’s opponents 
printed the speech in booklet form by the thou- 
sands. It helped to defeat Van Buren in the elec- 
tion that year. 

Accounts of the speech, however, made no 
mention of baths, and the primitive Congressional 
Record of that day gave only a fragment of Ogle’s 
outpourings. I had a hunch that I should read the 
original booklet. This could be viewed, I learned, 
only in the Rare Books Division, a hushed and 
(Please turn to top of page 332) 
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From point of sale to 
point of installation, 
Venko assists you. To 
begin with, its real val- 
ves provide a sincere 
story that sells today’s 
consumer. Venko 
lightens your work even 
further by coming in an 
especially designed, 
easy to handle crate 
that fits neatly through 
a: 30 inch door. Venko 
saves you hours of 
time and labor thanks 
to its being completely 
equipped for speediest 
installation. Yes, all 
wiring’s in place. All 
parts are properly in- 
stalled. All controls 
thoroughly tested. No 
wonder installers say: 
Venko cuts down work 
—marks up profit. 


SAVES INSTALLATION TIME - 


SAVES SERVICING TIME — 


SAVES HANDLING TIME — 


SAVES FUEL - 


SAVES SPACE - 


ECONOMICAL HEAT 
AND HOT WATER- 





built to fit the modern home 


NATIONALLY ADVERTISED 


WATERFILM BOILERS, INC. 
a division of L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N.J. » Dover, N. J. 
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(Continued from bottom of page 331) 
solemn sanctum where the visitor must identify 
himself and put in writing the object of his re- 
search. I started to write “Bathtubs,” lost my 
nerve, and wrote “Campaign of 1840.” In due time 
a silent attendant glided up and slid Ogle’s faded 
booklet onto my table. When I took out my foun- 
tain pen the attendant jumped as though I had 
drawn a revolver. “Only pencils,” he whispered 
sternly. “Ink might stain books.” 

The first twenty-seven pages of Ogle seemed to 
be another false trail. Then my hunch paid off. 
Ogle lit into Van’s bathing habits. First he quoted 
Noland’s report (above) of December 10, 1838. 
Then, along with plenty of ridicule about Roman 
and royal baths, he said: 

I am not a little surprised that Mr. Van Buren is the 
first President who made the discovery that the plea- 
sures of the warm or tepid bath are the proper accom- 
modations of a palace life. For it appears that our 


former Presidents were content with the application, 
when necessary, of the simple shower bath. 


This seemed persuasive, but, still skeptical, I 
returned to the National Archives for a last look. 
This time I stumbled on what I had missed before 
—an official report by Major Noland, dated De- 
cember 23, 1834, (Serial 272, Doc. 35): ‘“Presi- 
dent’s house. . . . Fresh spring water has been 
introduced .. . the warm, cold and shower baths 
have been repaired and greatly improved.” 

Why, this was right smack in Old Hickory’s 
tenure—1829-37. Ogle was mistaken or a liar: 
Spartan old General Jackson, that plain man of 
the people, not only had warm, cold and shower 
baths but “greatly improved” them. Was he the 
first to install them? 

I groped back into the administration of John 
Quincy Adams—trail fainter now, documents 
scarcer, no reports of bath improvements. But 
wait, what’s this? Old J. Q., careful Yankee, im- 
mediately upon taking office in 1825, had had 
Commisioner J. Elgar prepare an exact inventory 
of the White House as President Monroe had left 
it. Here it was, dated March 24, 1825, and so 
detailed that even wash basins and “close stools” 
(commodes or boxed-in chamber pots) were 
listed: “Fourth Room... one elegant mahogany 
gilt mounted close stool.” But not a word about 
a bath on the bedroom story. First floor, not a 
word. And then, in the basement: “Wash Room. 
1 bedstead, 4 tubs, 2 buckets, 2 tables, 2 clothes 
horses, 3 chairs, 3 flat irons, 1 ten plate stove, 
1 large copper boiler, 1 large bath.” 


Evidently this “Wash Room” served as both 
laundry and bath. Perhaps it was used to scrub 
clothes in the daytime, President Monroe in the 
evenings. A handy arrangement, since both opera- 
tions required warmth, soap, and hot water from 
the ten-plate stove. The old inventory gave a 
new human slant on Monroe, last of the great 
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Virginia Dynasty. A jingle sprang to mind: 
Monroe had a wonderful Doctrine, 
Monroe guided Hist’ry’s path. 
Monroe had a gilded close stool, 
Monroe had a laundry bath. 


Where did this “1 large bath” come from? My 
search led me to the office of Stanley McClure in 
the back of Ford’s Theater, now the Lincoln Mu- 
seum. Mr. McClure, a Government historian, 
bears the title of assistant chief of National Memo- 
rials and Historic Sites Division of the National 
Capital Parks, Department of the Interior. He 
assured me that he had once seen a copy of a 
Miscellaneous Treasury Voucher, No. 28634, 
V-3-1, dated January 1, 1814, which read (and he 
had copied it down): 

“For 1 large tin bathing Tub painted green, pur- 
chased for the use of the President’s House—$30. 

“Recd the above in full, Richd. Forrest.” 

Unfortunately, Mr. McClure had forgotten just 
where he saw the voucher. I went back to the 
National Archives. They couldn’t find it. But 
helpful archivists—they were humoring me now— 
telephoned patiently to other Government record 
offices, near and far. At last they told me that I 
might find the voucher among the records of the 














“Quick! Kiss me before my husband gets home!” 


General Accounting Office stored at Cameron, 
Virginia. But first, they explained, I must write 
a letter—not telephone—to Mr. P. D. Fallon, chief, 
Records Service Branch, Division of Audits, 
GAO., identify myself, explain the urgency of my 
project, and so forth. In a few days, no doubt, 
necessary permissions and clearances to search at 
Cameron would be granted. 

That’s when I quit. Anyway, my self-imposed 
(Please turn to top of page 334) 
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When you specify 
KOVEN, you specify the 
Automatic Gas Water 
Heater that pays for 
itself in savings and 
service. Yes, its heavy 
Fiberglas insulation cuts 
your customer's fuel 


bills by preventing heat 350 LB. TEST TANK 
waste. And more—a 


KOVEN's precision en- BT) Te Rm RD Adi ay 
gineering and ad- 
HOT-DIPPED PROCESS 


vanced design which 
have won it the recom- 
mendation of architects 
and builders, mean 
trouble-free, smooth 
automatic perform- 
ance. It’s plain why in- 
stallers who specify 
KOVEN, ring up sales 
as well as consumer 
confidence. 


Pd 
CONTROLS 


SMART LOOKS PLUS 
STURDY CONSTRUCTION 


FOR ANY TYPE OF GAS 





available in a variety of sizes and models 


NATIONALLY ADVERTISED 


L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N. J. ° Dover, N. J. 
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And with Nu-Way you'll have the 
chance to handle a complete line of oil 


burners for both domestic and commer- 
cial use with capacities from .5 G. P. H. 
to 20 G.P.H. Also the Nu-Way Oil 
Burner with exclusive patented features 
is advertised consistently in America’s 
leading home magazines. In addition 
you are provided with a wide variety of 
local selling aids . . . newspaper ad mats, 
mounted displays, direct mail pieces, 
booklets and catalogs. Plan now to make 
the “right decision” , . . sell Nu-Way. 








(Continued from bottom of page 333) 
deadline had expired. 

Now let’s re-examine the original question: 
“When was the first bath installed in the White 
House?” Here we enter the realm of bathtub 
semantics. “Installed” connotes a fixed installa- 
tion. A thirty-dollar tin tub, probably portable 
and supplied via buckets from the laundry stove, 
hardly fills the bill. The very first Presidents 
to live in the White House, John Adams and Jef- 
ferson, may have had personal, portable tubs 
which, as their private property, were not listed 
in official inventories. These, too, would fall short 
of being “installed” baths. If you agree with this 
reasoning, we eliminate John Adams, Jefferson, 
Madison and Monroe. Under austere J. Q. Adams 
I could locate no record of substantial bathing 
improvements. Therefore the spotlight turns—as 
it should in a mystery—to the most unlikely man: 
Old Hickory. 

Jackson, the records show, spent $45,000 re- 
furbishing the White House. Major Noland, his 
building commissioner, showed special interest 
and pride in bathing facilities; he referred speci- 
fically to “warm, cold and shower baths.” So I 
hereby guess—or deduce, dear Watson—that the 
first regular bath, properly so-called, was installed 
somewhere between 1829 and 1833 by the rough, 
tough, tobacco-chewing Tennessean, Andrew 
Jackson, veteran warrior and duelist, hero of the 
Battle of New-Orleans. Old sojers like their 
comforts. 


Heating Sales Aids 

(Continued from bottom of page 256) 
Burners)—Brochures, catalogs, direct mail. Fur- 
ther information: A. Schlesinger, 2414 DeKalb St., 
St. Louis. 


Kohler Co. (Boilers)—Brochureés, catalogs, wall 
banners, newspaper ad mats, signs, window post- 
ers, local publicity releases, radio commercials. 
Further information: R. C. Angelbeck, advertising 
manager, Kohler, Wis. 


L. O. Koven & Bro., Inc. (Boilers)—Brochures, 
catalogs, newspaper ad mats. Further information: 
154 Ogden Ave., Jersey City, N. J. 


Kritzer Radant Coils, Inc. (Fin Tube and Base- 
board Radiation)—Brochures, catalogs, demon- 
stration aids, direct mail, newspaper ad mats, 
signs, local publicity releases. Further informa- 
tion: C. C. Schedler, 2901 W. Lawrence Ave., 
Chicago. 


Lennox Furnace Company (Furnaces, Oil and 
Gas Furnaces) — Catalogs, circulars, brochures, 
demonstration aids, giveaway novelties, newspaper 
ad mats, 24-sheet posters, truck and window post- 
ers, premiums, radio commercials and transcrip- 
tions, illuminated indoor and outdoor signs, stuf- 
fers, wall banners, house signs. Further informa- 
tion: Ray Champion, advertising and merchandis- 
ing manager, Marshalltown, Iowa. 

(Please turn to top of page 337) 
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Boiler Tube Cleaners 
Wire Heater Brushes 





Worcester Brushes are made from 
specially tempered steel wire, com- 
bining strength, elasticity and dur- 
ability. 


Criss-Cross Boiler Tube Cleaners 


Ingalls Improved Boiler Tube Cleaners (with or 
without brush attachment) 


Engineers’ Favorite Boiler Tube Cleaners (conforms 
readily to proper size by turning handle) 


Worcester Flue Brushes 

Coil Brush and Scrapers 

Oval Spiral Steel Brushes 

Hard Spiral Flue Brushes 

Fine Wire Brushes 

Oval Fine Wire Flue Brushes 
“Ideal” Flat Surface Brushes 
Chimney Cleaning Wire Brushes 
“The Sampson” Heater Brushes 
“Alma” Brushes 

“Wilson” Brushes 

Furnace Brushes 


Fletcher Gauge Glass Cutters ... Worcester Gauge 
Glass Cutters. 


Worcester Brush and Seraper Co. 


DIVISION OF 
MASON-WORCESTER CO. 


WORCESTER, MASS. 
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-What’s the low-cost way 
to change chimney location 
when remodeling ? 


Answer 
with 


, Van Packer 
packaged masonry 


chimney 


ATA 


With Van-Packer Packaged 
Masonry Chimney the con- 
tractor simply cuts holes in 
the floor, ceiling and roof 
and then one man installs 
in 3 hours or less. There’s 
no mess. NO sand,brick or 
mortar to clean up! 












Everything is furnished 
complete—there’s nothing 
else to buy. Costly man- 
hours, space, breakage and 
trucking involved in han- 
dling old-fashioned chimney 
supplies are all avoided. 

















When remodeling—or when 
replacing a defective brick 
chimney, use the modern, 
low-cost Van-Packer Pack- 
aged Masonry Chimney. 
Underwriters’ Laboratories 
approved for all fuels— 
F.H.A. accepted. 


Nationally distributed through reliable heating supply and 
building materials jobbers and dealers everywhere. You can 
order Van-Packer today and install it tomorrow. Some jobber 
territories still open. Write for free literature and details. 


Van-Packen CORPORATION 


Dept. 4411 © 209 S. LaSalle St. © Chicago 4, Ill. 


Also Manufactured and Distributed in Canada by C. A. McRobert and Son., Lid., 
St. Laurent, Quebec. 
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Duroflo 


SHALLOW WELL 
WATER SYSTEM 


A new profit-maker ideally suited for small homes, 
summer cottages, highway stores, etc., this new direct 
pressure, low cost water system is designed to effi- 
ciently perform in small spaces. It has ample capacity 
to deliver up to 500 gallons per hour depending on 
depth and operating pressure. 

The outstanding, new design of the Duroflo lends 
itself to peak performance . . . throughout! For all 
shallow well applications to depths of 25 feet or less 
. . . you can depend on Duroflo to do a better job. 
Never before such quality, capacity and freedom from 
trouble . . . condensed into such a pleasantly small 
package . . . and the low cost will amaze you! 

Duroflo . . . where space is limited. Only 1714,” 
high; has 2!/ gal. tank. Another quality Duro Co. 
product you'll want to sell! 


THE DURO CO., DAYTON 1, OHIO 


Duro builds a complete line of water systems and water softeners. 


For complete information on the amazing, new, low 
cost DUROFLO, mail the attached coupon today! 


The Duro Co., Dayton 1, Obio Dept. 1 


Rush complete information on the new Duroflo Pump to: 


Name 








Street or P.O. Box 

















Peerless manufactures a complete line of 
Vitreous China Water Closets and Lavatories 
for every industrial and residential use. A 
distinctive feature of all Peerless Water 
Closets is the four bolt tank connection to 
bowl. Peerless Vitreous China is available at 
plumbing jobbers everywhere. 


PEERLESS POTTERY INC. 


EVANSVILLE, INDIANA 


High Quality Vitreous China 
Since 1902 
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Heating Sales Aids 


(Continued from bottom of page 334) 


NE Maid-O’-Mist, Inc. (Humidifiers, Boiler, Con- 
trols)—Broadsides, catalogs, circulars, counter it gz 
easels, direct mail, display cartons, folders, news- 
paper ad mats, samples, stuffers, blow-ups and 


wall charts. Further information: James A. Mad- 
den, sales manager, 3217 N. Pulaski Rd., Chicago. 


Majestic Company (Furnaces)—Brochures, cat- 
alogs, demonstration aids, direct mail, newspaper 3 A 
ad mats, window posters, radio commercials, dis- G R Y/ f f 
play cards. Further information: John L. Cull, / Vi (4 (4 lé Te on 
Huntington, Ind. 


James P. Marsh Corp. (Htg. Controls)—Bro- Time-Wasting A 


chures, catalogs. Further information, 3501 How- e 
ard St., Skokie, Ill. G He f 


McDonnell & Miller, Inc. (Boiler Water Con- 
trols)—Brochures, catalogs, demonstration aids, 
wall banners, direct mail, signs. Further informa- 
tion: 3500 N. Spaulding Ave., Chicago. 


Mercoid Corporation (Controls)—Catalogs, cir- 
culars. Further information: V. S. Krale, advertis- % “x 
ing manager, 4201 W. Belmont Ave., Chicago. diciceudinees’ Laentienlie 


Mid-Continent Metal Products Co. (Gas Burn- 

ers)—Catalogs, direct mail, newspaper ad mats, | eubiccehaibie 
‘ . . rne mn 

window posters. Further information: 1950 Cly- | : difference in pipe hangers. 

bourn Ave., Chicago. | There is a difference and it 

becomes apparent when 

; GRASEER journeymen use them. The 

s difference results from engi- 

neered time-cost saving fea- 

line of = : tures. One way to discover the difference in pipe hangers 

is to use Square “Gee” Pipe Hangers on your next 

= plumbing and heating jobs. You'll find that Grabler 

















vatories 
use. A peace = Square “Gee” Pipe Hangers give relief from time-wast- 
w . | ing grief. Order them from your wholesaler. 
ater y i Write for Wall Chart showing complete range of types 
tion to \ : | 
able at , ; | THE GRABLER manuracturine co. 


6565 BROADWAY, CLEVELAND 5, OHIO 
THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings « 
AAR Fittings * Unions ¢ Rail Fittings * Cast lron Steam and 
Drainage Fittings * Patented Drainage Fittings * Copper 
Tube Solder-Joint Fittings * Steel Pipe Nipples * Hangers 


eA re oe rov 
oe ny i PR er A 
“| was helping the plumber—and his hand 
accidentally slipped off the wrench and hit 
me in the eye!” 
Minneapolis-Honeywell Regulator Co. (Con- haiititinials ta 
trols)—Broadsides, brochures, catalogs, demon- Underwriters’ Laboratories 


stration aids, mechanical displays, folders, news- 
paper ad mats, motion picture ads, office forms, 
radio commercials, T-V films, stuffers, wall ban- 
ners, booklets. Further information: John A. 
Young, merchandising manager, 2753 Fourth Ave. 
South, Minneapolis. 


Modine Mfg. Co. (Convectors, Unit Heaters)— 


Brochures, catalogs, demonstration aids, direct 
(Please turn to top of page 338) 
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REMODELING TIPS 
for HEATING SYSTEMS 


Marsh 


Valves 


for PERFECT HEAT 
RELEASE! 














Heavy construction, 


swivel disc holder, 

equipped with upper 

seal. May be packed 
under pressure. 





AVAILABLE 


in Angle No. 1126 
in Globe No. 1226 


As you know, remodeling is not undertaken unless a marked 
improvement is made. This is so true in recognizing the 
importance of including MARSH VALVES with the re- 
vision or remodeling of heating systems. For MARSH 
VALVES are top quality merchandise—made of the best 
available materials as well as given the best design, tech- 
nically applied to the efficient control of heat at the outposts 
of the heating system. So specify MARSH VALVES in your 
remodeling jobs on 
hotels, hospitals, 
apartment buildings, 
residences, churches, 
business blocks and 
government buildings. 


Cone Disc, packless, 


r 
seat in bonnet. 






AVAILABLE 
in Angle No. 1141 
in Globe No. 1241 





TIME TESTED ° EFFICIENT e RUGGED 


MARSH VALVE COMPANY 








Dunkirk, New York, U.S.A. 


Heating Sales Aids 


(Continued from bottom of page 337) 
mail, newspaper ad mats, window posters, stuffers. 
Further information: M. J. Druse, 1534 Delcoven 
Ave., Racine, Wis. 


L. J. Mueller Furnace Company (Boilers, Fur- 
naces)—Brochures, catalogs, window decals, di- 
rect mail, newspaper ad mats, local publicity re- 
leases, radio commercials, illuminated indoor and 
outdoor signs, wall hangers, stuffers, folders, book- 
lets, book matches, circulars. Further information: 
John Reock, advertising and sales promotion man- 
ager, 2005 W. Oklahoma Ave., Milwaukee. 


Mueller Steam Specialty Co., Inc. (Steam Spe- 
cialties)—Catalogs. Further information: 40-20 
22nd St., Long Island City, N. Y. 


National Radiator Company (Boilers, Con- 
vectors, Baseboard Radiation, Unit Heaters)— 
Catalogs, counter easels, window decals, newspa- 
per ad mats, window posters, radio commercials, 
stuffers, wall banners. Further information: C. J. 
Philage, acting advertising manager, 221 Central 
Ave., Johnstown, Pa. 


Nu-Way Corp. (Oil Burners)—Brochures, cata- 
logs, direct mail, newspaper ad mats, postcards, 
signs, window posters. Further information: O. K. 
Gipple, Rock Island, IIl. 


Ohio Foundry & Mfg. Co. (Space Heaters)— 
Brochures, catalogs, wall banners, newspaper ad 
mats, signs, window posters, radio commercials. 
Further information: Steubenville, Ohio. 


Perfection Stove Company (Furnaces)—Car 
cards, catalogs, folders, newspaper ad mats, post- 
cards, local publicity releases, radio commercials, 
stuffers. Further information: J. M. Purdum, ad- 
vertising manager, 7609 Platt Ave., Cleveland. 


Portmar Boiler Co., Inc. (Boilers)—Brochures, 
catalogs, direct mail, local publicity releases. Fur- 
ther information: 193 7th St., Brooklyn. 


Queen Stove Works, Inc. (Furnaces)—Bro- 
chures, catalogs, demonstration aids, direct mail, 
newspaper ad mats, radio commercials, indoor 
signs, wall hangers and banners, posters, broad- 
sides, window decals. Further information: R. D. 
Putman, advertising and promotion manager, 
Albert Lea, Minn. 


Radiator Specialty Co. (Can Goods)—Catalogs, 
wall banners, direct mail, newspaper ad mats, 
postcards, window posters. Further informtion: 
George Einhart, advertising manager, Charlotte, 
N. C. 


Rheem Manufacturing Co. (Furnaces)—Cata- 
logs, direct mail, newspaper ad mats, signs, win- 
dow posters, radio commercials. Further infor- 
mation: 570 Lexington Ave., New York City. 


Richmond Radiator Co. (Boilers, Furnaces)— 
Brochures, catalogs, direct mail, newspaper ad 
mats, local publicity releases, radio commercials. 
Further information: 19 E. 47th St., New York 
City. 


Rittling Corp. (Baseboard Radiation, Con- 
(Please turn to top of page 341) 
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A strange-looking gentleman entered a nearly de- 


serted bar. Only one other customer was in the 
saloon as the newcomer strode up and ordered a 
martini. 

The bartender placed the cocktail before him, and 
ihe man tossed the drink over his shoulder, nibbled 
off the top of a glass, swallowed, and tossed the 
stem after the drink. 

The stranger ordered two more drinks, which went 
the way of the first. Then he paid his bill, nodded 
to the bartender, and walked out. 

The other customer stared after him in amaze- 
ment. “That guy's crazy,” he said. 

“Hell, yes,” said the bartender. “The stem’s the 
best part.” 

—X-L Couplings— 

The singer on the bill was complaining about the 

star: “His hands should have search warrants.” 


—X-L Nipples— 


You can find the “X-L” mark of Quality on all 
sizes of Pipe Couplings from 4%” to 12”, for every 
purpose. So for every or any job, large or small, 
you need only tell your jobber, “Send me ‘X-L’ 
Couplings.” (Plus the size and type, of course! ) 

—X-L Couplings— 


An old-time political boss defined an honest poli- 
tician as one who, when he is bought, stays bought. 
—X-L Nipples— 


A big-time and influential gambler came to the 
race-track for an afternoon of business. Minutes 
before the first race, he visited a stable where a 
100-to-1 shot was prancing friskily in his stall. 

“What’s going on here?” he asked the trainer. “Is 
there something about this broken-down nag I 
should know?” : 

“Sh-h-h!” whispered the trainer to the suspicious 
gambler. “Don’t let this dog hear you; he thinks 
he’s the favorite.” 

—X-L Couplings— 

From the “X-L” Fictionary: PLATONIC LOVE 

The gun you didn’t know was loaded. 
—X-L Nipples— 

“X-L” Packaged Pipe Couplings and Nipples have 
many advantages you'll be happy to know about. 
Ask your jobber about them; he is as happy to stock 
them as you will be. 

—X-L Couplings— 

In this world you gotta be crazy—or else you'll go 
nuts, 

—X-L Nipples— 

Why not send us your favorite gag so we can send 
it along to others? And, at the same time, tell us 
what you think of Couplings Chatter. We'll appre- 
ciate it; thanks. 

—X-L Products— 


Every Size and Type PIPE 
COUPLING From One Source 


WH LING MACHINE 


se 
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Business 


MSP Cilia: ant 
the 3-Point Hitch 


Selling and installing MSP Closet Combinations is 
happier, more profitable business all the way through. 
Saleswise, the mark-up is attractive — turnover is 
higher. Actual installation, with the exclusive MSP 
3-Point Hitch, is easier, faster, and safer from tank 
breakage. For happier days ahead, order your MSP 
Combinations NOW! 


THE SIMPLEX WASHDOWN 


Fe [ B COMBINATION with the MSP 
or patented 3-pt. Hitch—a 
—) i straight front bowl at the 

j H same low cost. Greater water 

i é surface — larger water pas- 

f ' sages — improved waterway. 


Extended horn for easy, leak- 
proof setting. Foot is | 
level — 4-bolt mounting. Tan! 
cover will not rock. 





No. 128D-12-5DT 





The Famous Trouble-Saving MSP 
3-Point Hitch. Makes tank installation 
so very much easier. Saves tank breakage, 
too! Have you tried this 3-Point Hitch? 
It's really something! 


MANSFIELD 
Santtary Pottery, Tue. 


Perrysville, Ohio 





® 
Combining the Best in Materials and Crafts- 


manship to Produce Truly Fine Vitreous China 




















MICRONS. 


* FIT ANY JOB.. 











GENERAL FILTERS 
a tele) ite) -7 Nite) 


TO KEEP FUEL OIL CUSTOMERS 
--- SATISFIED, INSTALL A 


FOR PROTECTION OF FUEL OILS AND BURNER 
PARTS...AND REAL PROFIT FOR YOU 


GENERALS 


* ELIMINATE CLOGGED NOZZLES AND BURNER PARTS, TRAP PARTICLES AS SMALL AS 5 





* ALLOW QUICK, EASY FELT CARTRIDGE REPLACEMENT — WITHOUT DISTURBING PIPING. 
* CAN BE INSTALLED WITH A FEW SIMPLE HAND TOOLS AND JUST TWO PIPE CONNECTIONS. 

* HAVE THE FINEST, ALL-WOOL FELT CARTRIDGES. f 
*& HAVE STURDY INNER WIRE SCREEN TO BACK UP FELT AND PREVENT COLLAPSE. 

. LARGE OR SMALL... 
The few minutes you spend to install a GF is profitable time for 
years to come... 

@ Easy cartridge replacements each season. 

@ No more troublesome service “call-backs.” 

@ Satisfied fuel oil customers year ‘round. 
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DELUXE MODEL 
2A-300 


FOR BIG, 
DIRTY JOBS 


FUEL 
OIL 


STANDARD MODEL 
1A-25 


FOR SMALL HOMES, 
SPACE HEATERS, 
ETC. 


HOME, BUSINESS, TRAILER, ETC. 


cleans any heati 
fem quickly, sa 


ufactured 
Filters, Inc. 





MASTER MODEL 
2A-700 


CLEAN RIGHT 


_— 
y= 
leaves no residue. Man- 
for General 


November, 


FOR MEDIUM 
NEEDS 





General Filters 
corry this 
Underwriters’ 
Laboratories 


SOOT REMOVER wad 


12890 WESTWOOD AVENUE 
DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 





AUTHORITY: 
Research 
Department 
Purdue University 














WALKER 
FUEL SAVER 


Oy 


ATTAINED BY FAMOUS 
WALKER FUEL SAVER 


This chart, based on impartial university 
research, shows how perfectly a Walker Fuel- 
Saver performs. Sound engineering... patented 
super-sensitive rolling contact hinge... high 
quality materials...expert craftsmanship assure 
a long life of trouble-free automatic control. 
There’s a Walker model 
for every conventional 
heating purpose. 

Write for catalog 


inches Jwater Col. 


Stack | Draft 






WALKER 
FUEL SAVER 








2 4 6 8 10 1214 16 18 
Time in Seconds 


or Toilet Seats—about the finest 
that money can buy—costs less for 
| their long-term durability. These expertly 
| made, high-quality seats will not split, 
warp, crack or craze. Graceful, good look- 
ing and fitting to any bathroom color 
scheme, a SILKAUF Toilet Seat has great 
sales appeal. Available in a selection of 19 
Mother of Pearl finish colors. Distributed 











~NEW me P oe through plumbing wholesalers. WRITE 
boilers. winter ar. | | FOR SILKAUF LITERATURE TODAY! 

conditioners — stoker | 

an | 














WALKER, MANUFACTURING 
St. 
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RAINBOW 
OF COLORS 
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~ (* 9 - 


x 7 


A GEM OF 
QUALITY 
No. 30 Gem 
Seat 


‘ 





19 


LUXURIOUS 
CALIFORNIA 
Pearl Finish 
COLORS 
Ivory @ Light Blue 
Light Orchid @ Green 
Red @ Desert Tan 
Dark Orchid @ White 
Coralin @ Light Green 
Dusty Rose © Blue 
Burgundy es Peach 
Rose @ Light Yellow 
Maroon c Black 
French Gray 
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Heating Sales Aids 


(Continued from bottom of page 338) 


vectors)—Brochures, 3-dimension display. Fur- 
ther information: R. W. Rittling, secretary, 1202 
Rand Building, Buffalo, N. Y. 


Roberts-Gordon Appliance Corporation (Gas 
Burners)—Brochures, catalogs, window decals, 
illuminated display, newspaper ad mats, 24-sheet 
poster, window poster, radio commercials. Further 
information: W. E. Davis, assistant general sales 
manager, 44 Central Ave., Buffalo, N. Y. 


Rochester Mfg. Co. (Oil Heating Controls and 
Specialties)—-Catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards. Further in- 
formation: William Chase, Rochester, N. Y. 


Sarco Co., Inc. (Steam Traps, Temperature Reg- 
ulators, Heating Accessories)—Brochures, cata- 
logs, direct mail, postcards, local publicity releases. 
Further information: W. J. Marion, advertising 
manager, Empire State Bldg., New York City. 


A. O. Smith Corp. (Boilers, Furnaces)—-Demon- 
stration aids, mechanical displays, folders, news- 
paper ad mats, radio transcriptions, T-V films, 
indoor signs, stuffers, wall hangers and banners. 
Further information: J. V. Pepin, assistant sales 
promotion manager, Permaglas Heating Div., 
Kankakee, III. 


Stack Heater Company (Relief Valves)—Bro- 
chures. Further information: Ira I. Nelson, 80 
Batterymarch St., Boston. 

(Please turn to top of page 342) 





FAUCET AERATOR 


The answer to a homemaker's prayer— 
transforms ordinary tap water into a lively, NO-SPLASH 

stream of aerated bubbles that tastes better, rinses 

cleaner and saves water, soap, heat and time! 


And You'll Sell MORE 


Cibble-Stuam 


because it is the only cerator 

with all these outstanding sell- 

ing features: 

* Patented one-piece inter- 
nal construction 

* Fits all types of old and 
new faucets 
* Operates on high, 
medium or low pressure 

* Can be installed in min- 
utes by any housewife 

* Constructed of solid 
brass, beautifully chrome 
finished 



























For bathroom, kitchen, 


ONLY OWE 
nig gdh wh INTERNAL 


for car-washing, too! ‘ PART 





Sensational flashing display 
for you! Write for details 
about our ‘'K-Package"’ 
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Home of BUBBLE STREAM Aerated Showerheads and Faucet Aerators 
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For Extra Fast Easy Smooth 
Pipe Threading Choose 



































4P GEARED THREADER 
For 24%” to 4” pipe. 
Balanced loop 
handles—easy to 
lift 4P where 
you want it. 
Mistake-proof 
workholder sets 
to size before put on 
pipe—1 set screw. 
Safe enclosed gear. 


Practically no upkeep. 
Special 4P for conduit. 


@ JAM-PROOF 65R 
Perfect threads on 
1” to 2” pipe with 
1 set of 4 high-speed 
steel dies — sets to 
pipe size in 10 sec- 
onds. Lead screw on 
barrel won’t jam on 
workholder—drive 
plate automati- 
cally kicks out driv- 
ing pawl. Self-cen- 
tering workholder 
sets instantly! 


oor ratcuers 

For %” to 2” pipe. 
Heads snap into 
ratchet ring from 
either side, won’t fall 
out. Precision-cut 
alloy dies reverse for 
close-to-wall threads. 
OOR and OR, %’’ to 
1’; 111R and 11R, %” 
to 14%"; 12R, %” to 
2’’. Conduit dies, too. 


EXTRA VALUE 
RIGRID’s are famous 
for efficient design, smooth 
performance, rugged dur- 
ability. Every die stock 
factory tested. For top 
value for your money, 
buy Rit@pip threaders 
from your Supply House. 


THE RIDGE hanson COMPANY « ELYRIA, OHIO 















FAMOUS 


BRANFORD 
OIL BURNERS 


SOLD EXCLUSIVELY 
THRU PLUMBING AND HEATING JOBBERS 















A PRODUCT OF 
OVER 25 YEARS EXPERIENCE 







New Sensational MODEL HE-2 
BETTER THAN 11% CO" 








® Capacity .75 to 2.00 G.P.H. 


® Exclusive Patented Combustion 


Head 
© Built In Solenoid Fast Cut Off 
® No Cut Off Rumble 
® No Soot Accumulation 
® Easy to Adjust And Service 


© Burns Catalytic Fuel Oil At High 
Efficiency 


MODEL HE-2 


© Higher Fiame Temperature Means 
Lower Firing Rate And Lower 
Stack Temperature 


BRANFORD BURNERS 
A Quality Product—Precision Built 


MANUFACTURED BY 
MALLEABLE IRON FITTINGS COMPANY 
Branford, Conn. 


Producers of 
Pipe Fittings and Branford Unions 


Since 1864 
PLUMBING & HEATING CONTRACTORS 


SEE YOUR JOBBER OR WRITE US FOR INFORMATION 
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Heating Sales Aids 


(Continued from center of page 341) 
Stewart-Warner Corp., South Wind Div. (Fur- 
naces)—Brochures, catalogs, demonstration aids, 
wall banners, direct mail, newspaper ad mats, 
radio commercials. Further information: Robert 
C. Overmyer, advertising manager, Indianapolis, 
Ind. 


Sun-Ray Burner Mfg. Corp. (Oil Burners)— 
Brochures, catalogs, newspaper ad mats, signs, 
window posters. Further information: Jamaica, 
NY, 


Taco Heaters, Inc. (Circulating Pumps, Indirect 
Water Heaters)—Circulars, counter easels, direct 
mail. Further information: J. Balter, advertising 
manager, 137 South St., Providence, R. I. 


H. A. Thrush & Company (Circulating Pumps, 
Steam Specialties)—Booklets, window decals, 
stuffers. Further information: Duey F. Cypherd, 
sales department, North Jefferson St. at West 8th 
St., Peru, Ind. 


United States Air Conditioning Corp. (Unit 
Heaters)—Book matches, brochures, direct mail, 
newspaper ad mats, window decals, work uni- 
forms, postcards, illuminated indoor signs, radio 
and T-V commercials. Further information: M. A. 
Stuart, advertising and sales promotion manager, 
Como Ave. S.E. at 33rd, Minneapolis. 


U. S. Machine Corp. (Boilers, Furnaces, Oil and 
Gas Burners)—Brochures, catalogs, demonstra- 
(Please turn to top of page 345) 





1751 CLAY ST. e 











Vidal sy 


\The Amazing Le 
“HENRY — 


~7 BACKHOE- 


You can slash your digging costs with this fast, 
accurate, sturdy Henry Backhoe. It’s built to 
TAKE it. Does an amazing job. Very flexible. 
Ideal for laterals, footings, septic tanks, graves 
and EVERY digging operation. Maximum reach 
11 feet. Has powerful double acting hydraulic 
cylinders. Perfect operator control. Two models 
—B-8 and BA-8. Several width buckets can be 
furnished. Full swing of 160 degrees. A com- 
plete unit. ts quickly attached to your tractor. 
Hf you want to simplify EVERY digging job, SLASH 
costs and get more SPEED, get a Henry Backhoe— 
NOW. See your dealer or write direct. 










arORAULIC Oy w 
Ml purpose tant wor 


AR cluracrueme COMPANY, INC. 


SCRAPERS © BULLDOZERS 
TOPEKA, KANSAS 


BACKHOES © TERRACERS @ 
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Convenient make-up, 
symmetrical runs 
with “K” Fittings 


Due to chamfered entrances and clean threads, 
“K” screwed fittings are easy to start and draw 
up. ““K” flanged fittings have accurately milled 
faces and exactly spaced bolt holes, making them 
convenient to connect. These are advantages 
which save time and assure tight joints. 


Skillful molding and precise machining give “K” 
Fittings correct angularity, the essential factor 
of symmetrical runs. 


Since we manufacture fittings exclusively, our 
business depends upon making them satisfactory 
to plumbing contractors and plant engineers. The 
success of our efforts is indicated by the numer- 
ous plant expansions which have been required 
to supply the demand for “'K” Fittings. 


It will pay you to order fittings from distributors 


who handle the Kuhns line bearing the "K’’ 
trade-mark. 


CAST-IRON FITTINGS 





3000 SHAPES AND SIZES 






THE KUHNS BROTHERS COMPANY 


rc 
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in INTERIOR FIRE PROTECTION 


@ Meets Strictest Specifications 

Except for those rare cases where a second 
brand is requested, you can’t miss by using 
ALLENCO ...the standard for 64 years. 


@ Complete Selection; Reliable 

Every unit for portable or permanent stand- 
pipe-type protection is provided the way you 
want it by ALLENCO—and you can rely on it! 


@ Figures Easier, Quicker, Right 

Whether you figure from our clear and concise 
catalogs—or use the services of our Home or 
Sales Offices—you get a good, safe bid. 


@ Goes in Right, Right Away 

No waste time or labor with ALLENCO 
products—they’re delivered as ordered. When 
some change might serve better, we ask you. 





fire hose units are virtually 
“*custom built'"’"—combining your 
choice of several alternatives 

on each important point. So widely 
preferred, they are typical 

of the whole ALLENCO line. 


*Voted Ist by architects, engineers, contractors, 
distributors. Also complete line of hose fittings, 
couplings, etc. for all purposes 





Established 1887 


w. D. ALLEN MANUFACTURING CO. 


CHICAGO 6 © NEW YORK 7 


















Not an attachment, but 
a complete, heavy-duty 
power saw. 
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ONLY THE NEW 


/ 


Write for Folder SW-5 








AWZAL 





gives you ALL these features 


1. Single-Unit, All-Purpose, PORTABLE POWER HACKSAW 
2. 2250 strokes per minute ( 34” stroke) 

3. Lifetime lubricated . . . ball and roller bearing equipped. 

4. Milwaukee-Built 9-point motor, famous for MORE “motor guts” 
5. Lightweight — only 634 Ibs. 7 
6. Full guarantee. 

7. Blades for cutting all materials, 


‘78°° 


Including Blades and Steel Carrying Case 


You get 
BETTER QUALITY 
LONGER LIFE 


for less money 


WITH MILWAUKEE 
PORTABLE ELECTRIC TOOLS 





; 3 MILWAUKEE ELECTRIC TOOL CORP. 








5350 W. STATE ST. 
Canadian Distributor: MATTHEW MOODY & SONS CO., Montreal 


© MILWAUKEE 8, WISCONSIN 














A COMPLETE 
LINE OF 
HEATING UNITS 










STEEL BOILER CO., INC. 


22nd and WASHINGTON AVENUE 
PHILADELPHIA 46, PENNA. 





| 


| 
| 


| 











HEAT-TIMER 


valves correct those 
Hard to Balance 
one pipe steam systems 










The Radiator 
Air Valve with 
built-in Thermostat 


THERMOVALVE .. . automatically maintains 
individual temperature for each room. Just turn 
dial to desired temperature. Precision made. 
Noiseless operation. Works on any one pipe 
steam system without interfering with existing 
controls. Angle or straight shank. List $3.95 


VARIVALVE .. . a Quick-Vent Valve that gets 
heat fast to those “hard to heat” Rooms, Mains, 
Risers. Saves you time. Customer satis- 
faction. Sturdy, brass chromeplated, 
precision made with venting 
orifice variable 0” to 5/16”. 
Angle or straight shank. 
List $3.45 


Request for information 
or literature sent by return mail. 


HEAT-TIMER CORP. 


520 Broadway, New York 12, N. Y. 
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Heating Sales Aids 


(Continued from center of page 342) 
tion aids, wall banners, direct mail, newspaper ad 
mats, signs, postcards, window posters, local pub- 
licity releases, radio commercials. Further infor- 
mation: Robert C. Hulse, Lebanon, Ind. 


United States Radiator Corp. (Boilers, Furnaces, 
Oil and Gas Burners, Convectors, Unit Heaters, 
Baseboard Radiation)—Brochures, catalogs, win- 
dow and wall decals, direct mail, newspaper ad 
mats, local publicity releases, radio commercials. 
Further information: T. F. Gessner, director of 
public relations and advertising, 300 Buhl Build- 
ing, Detroit. 


Universal Valve Co. (Oil Tank Bushings)—Di- 
rect mail. Further information: Joseph V. Milo, 
409 South St., Elizabeth, N. J. 


Vulcan Boiler Mfg. Corp. (Boilers)—Catalogs, 
window posters. Further information: Corona, 
L. 1, New York. 


Vulean Radiator Co. (Convectors, Baseboard 
Radiation)—Catalogs, newspaper ad mats, local 
publicity releases, samples, stuffers. Further in- 
formation: R. B. Sweet, sales manager, 26 Francis 
Ave., Hartford, Conn. 


Walker Mfg. & Sales Corp. (Draft Controls)— 
Brochures, catalogs, newspaper ad mats, window 
posters, counter displays. Further information: 
St. Joseph, Mo. 





“BARGAIN 
CLOse-OUTS 




















“Well, you got a plugged nickel?” 


Warren Webster & Company (Convectors, Unit 
Heaters)—Newspaper ad mats, outdoor on-the- 
site signs, trademark for letterheads or ads; book- 
lets, counter easels, wall decals, folders. Further 
information: Harold F. Marshall, advertising 
manager, 17th & Federal Sts., Camden, N. J. 


Watts Regulator Company (Temperature and 
Pressure Relief Valves)—Brochures, catalogs, di- 
rect mail, signs. Further information: Ralph W. 
Griffin, advertising manager, Lawrence, Mass. 


Wayne Home Equipment Co. (Boilers, Fur- 
naces, Oil and Gas Burners)—Catalogs, wall ban- 
(Please turn to top of page 346) 
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YOUR 
company 

with this 

FREE NAME CARD 


















REPLACE 
OLD GAUGES 
WITH 


BIG 
and 
HANDSOME 


SCULLY ° GAUGE 
Easy Reading 












Leakproof * Dependable 





Jamproof Lever Arm 





Simple to Install 











Underwriters’ Approved 












MODELS 
GA for 2” opening. 
GB for 114” opening. 
Specify tank depth — 
24, 26°, 27°, 28", 
42”,44", 47", 







































SCULLY “ 
TANK 
GAUGE 








f 









SEE YOUR REGULAR SUPPLY HOUSE 
Mid. by SCULLY SIGNAL CO., First St., Cambridge 41, Mass. 


The Makers of z Conodion: fi 
VENTALARM al Licensee 

















EMPIRE BRASS MFG. CO., LTD. 
London Ontario 
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iN You 
amt... 


A line of fine Quality sinks reasonably 
priced... 


A line of sinks that appeals to dis- 
criminating housewives... 


A line that has gracefulness plus 
utility ... 


A line that’s styled ahead for lasting 
good-looks ... 


customers... 


A line manufactured the MODERN 


way... 


A line that’s considered the fastest 
growing line in the industry today... 


A line that protects its dealers .. . 


A line that commands respect . 


a 
oe 
€ 
Ly 
@ A line that will give you satisfied 
s 
ob 
* 
@ 
* 


A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


a 


BETIVE oo: « aan. 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 








Heating Sales Aids 

(Continued from bottom of page 345) 
ners, newspaper ad mats, signs, window posters, 
radio commercials. Further information: B. G. 
Duer, Ft. Wayne, Ind. 


Williamson Heater Co. (Furnaces)—Catalogs, 
demonstration aids, newspaper ad mats, indoor 
signs, illuminated outdoor signs, stuffers, store 
trim, circulars, booklets, broadsides, window de- 
cals. Further information: C. T. Pirrmann, adver- 
tising manager, 3500 Madison Rd., Cincinnati. 


Young Radiator Company (Convectors, Unit 
Heaters)—Broadsides, catalogs, window decals, di- 
rect mail, folders. Further information: D. V. 
Coon, advertising manager, 709 S. Marquette St., 
Racine, Wis. 





Laundry Sales Aids 


(Continued from bottom of page 242) 
releases, radio commercials, signs, wall banners, 
window posters. Further information: N. S. Ryan, 
advertising manager, South Bend, Ind. 


Brass-Craft Mfg. Co. (Plumbing Brass)—Cata- 
log, direct mail, newspaper ad mat. Further in- 
formation: Stanley Rosen, 2821 Brooklyn, De- 
troit. 

Briggs Mfg. Co. (Laundry Trays)—Calendars, 
counter easels, direct mail, displays, folders, news- 
paper mats, posters, radio commercials, stuffers, 
wall banners. Further information: R. V. Anthony, 
advertising and sales promotion dir., 3001 Miller 
Ave., Detroit. 


Crane Co. (Laundry Trays)—Brochures, cata- 
logs, demonstration aids, direct mail, newspaper 
ad mats, postcards, publicity releases, radio com- 
mercials, signs, wall banners, window posters. 
Further information: 836 S. Michigan Ave., Chi- 
cago. 


Eljer Co. (Laundry Trays)—Brochures, cata- 
logs, demonstration aids, direct mail, postcards, 
publicity releases, radio commercials, wall banners, 
window posters, motion pictures. Further informa- 
tion: A. E. Ruesfeldt, Ford City, Pa. 


Frigidaire Div., General Motors Corp. (Auto- 
matic Washers, Dryers)—Brochures, catalogs, 
demonstration aids, direct mail, newspaper ad 
mats, postcards, publicity releases, radio com- 
mercials, signs, wall banners, window posters. 
Further information: F. H. Peters, advertising 
manager, 300 Taylor, Dayton, Ohio. 


Glauber Brass, Inc. (Laundry Tray Fixtures)— 
Catalogs, display racks, stuffers. Further infor- 
mation: Sylvan Grotte, vice president and sales 
manager, Kinsman, Ohio. 


Imperial Brass Mfg. Co. (Plumbing Brass)— 
Blotters, booklets, catalogs. Further information: 
L. C. Coombs, sales manager, plumbing division, 
1200 W. Harrison St., Chicago. 


Ironrite, Inc. (Ironers)—Brochures, demonstra- 
tion aids, wall banners, direct mail, newspaper ad 
mats, signs, window posters, radio commercials. 

(Please turn to top of page 349) 


November, 195? 





Nove! 























November, 1952 


ge 345) 
ndow posters, 
ation: B. G. 


es )—Catalogs, 
mats, indoor 
tuffers, store 
window de- 
‘mann, adver- 
‘incinnati. 


vectors, Unit 
ow decals, di- 
ation: D. V. 
farquette St., 


e 242) 


vall banners, 
: N. S. Ryan, 
d. 


rass )—Cata- 
Further in- 
ooklyn, De- 


—Calendars, 
ylders, news- 
als, stuffers, 
V. Anthony, 
3001 Miller, 


hures, cata- 
, Newspaper 
radio com- 
low posters. 
1 Ave., Chi- 


lures, cata- 
|, postcards, 
yall banners, 
1er informa- 


orp. (Auto- 
s, catalogs, 
wspaper ad 
radio com- 
2w posters. 
advertising 


Fixtures)— 
ther infor- 
t and sales 





g Brass)— 
nformation: 





Novernmber, 1952 





DOMESTIC ENGINEERING 347 





— 






Easily 
Under-Locks 
Watertight! 







“Money lMaker | 





LATEST DESIGN IN “T”-TYPE SINK FRAMES 
ASSURES EASY, WATERTIGHT 
UNDERLOCKED INSTALLATIONS! 


KINTRIM 
Stainless Steel 


The KINTRIM sink frame is a money-maker 
for wholesalers. Now, dealers can guarantee in- 
stallations that are watertight and gleaming 
bright. The KINTRIM frame is a heavyweight 
stainless steel! Flat #4” face overlaps and seals 
to bowl and covering. Anchors underneath— 
supports bowl solidly! Never “rubs off” smudgy. 
Dealers: Order from 
your wholesaler or 
write us today. Distri- 
butor inquiries invited. 


REG. U.S. PAT OFF 


KINKEAD 


HOME OFFICES: 
5860 N. PULASKI RD., CHICAGO 30, ILL. 


FACTORIES: CHICAGO AND LOS ANGELES 


INDUSTRIES 


NCORPORATED 








4748 Hough Ave. 





Lach 
TIPPIT 


THE OUTSTANDING 
SINK STRAINER 


Positive in action . . . yet sim- 
ple and foolproof. Housewives 
will thrill over it. A tip lifts the 
drain to empty . . . a tip sets it 
back in place again. Nothing 
like it for utility . . . for quality 
. . . for instant appeal. Write 
for details. 


THE BLOCH BRASS CO. 


Cleveland 3, Ohio 































ig division, 











demonstra- 


wspaper ad 
mmercials. 




















drain fields. 


MASTER PLUMBERS SWEAR BY IT! 


Experience with SEA-CAL is enough to prove its dependability. For 
SEA-CAL quickly and safely regenerates waste clogged, unsanitary 
septic tanks of any size, restoring them to normal efficient operation. 


“GUARANTEED” 
WRITE FOR FULL DATA TODAY! 


CHEMICAL RESEARCH PRODUCTS, INC. 
1321 ALAMEDA STREET 





action, makes it a must in starting new septic tanks and in re- 
generating existing tanks. A normal new installation without SEA- 
CAL, takes 30 to 40 days to start bacteria action . . . while SEA- 


CAL takes only one day to work. SEACAL quickly liquidizes solids, 
even under the most difficult condi- 
tions. SEACAL eliminates odors in all 


WILMINGTON, CALIFORNIA 























Modular Packaging 


eo OF PIPE NIPPLES 


Individual cartons in ——— 
modular dimensions ——_<— 
always fit ONE-SIZE = 

Master Carton. 








Msburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA. 





ENZYME ACTION Quickly Regenerates... 
Waste Clogged Septic Tanks! 


85% REDUCTION OF SOLIDS IN 30 DAYS! 


ENDS ALL SEPTIC-TANK TROUBLES! Its unfailing, more effective 


















Planning a modern kitchen is a precision job 
—whether it is in the building of a new home 
or the modernization of an old kitchen. 


Qutt Line Radliluse 


Custom Built Stainless Steel 
Cabinet Sinks and Tops 


help simplify kitchen planning. They are so 
flexible that they can be designed to fit perfectly 
any size or shape of kitchen and meet the 
most exacting requirements of your customers. 
JUST LINE Stainless Steel Cabinet Sinks and 
Tops give the housewife the three features she 
insists upon in her kitchen—Beauty, Utility, and 
the utmost in Sanitation. 


PLUMBERS: Here’s your opportunity to please 
your customers by recommending and installing 
JUST LINE Stainless Steel Sinks and Tops and, 
at the same time, make an Extra Profit on every 
job. JUST LINE Equipment is sold nationally 
through Plumbing Wholesalers. 


Write today for Illustrated 
Booklet and name of 
nearest Direct Factory 
Representative. 


US 








| FRANKLIN PARK, 
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Faucets Put Me” 


Leaky faucets . . . annoyed customers... . and there 
I was right behind the 8-ball . . . until I learned 
about Chicago Faucets. 

Once I started installing Chicago Faucets my 
troubles ended . . . because they stay leak-free and 
easy-operating with only occasional rewashering. 
And they’ve been giving this dependable kind of 
service for almost forty years, too. Another good 
thing is the way the entire operating unit, or any 
of its parts, can be changed as easily as a light bulb. 

Getting out from behind that 8-ball was proof 
enough for me as to why Chicago Faucets are today’s 
most-wanted faucets, 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 












q 
od 





Manufacturing Co. 


9233 KING AVENUE | 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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Laundey Sales Aids 


(Continued from bottom of page 346) 


Further information: Dick Sierk, Mount Clemens, 
Mich. 


Kohler Co. (Laundry Trays)—Brochures, cata- 
logs, newspaper ad mats, publicity releases, signs, 
wall banners, radio commercials, window posters. 
Further information: R. C. Angelbeck, advertising 
manager, Kohler, Wis. 


Richmond Radiator Co. (Laundry Trays)—Bro- 
chures, catalogs, direct mail, newspaper ad mats, 
publicity releases, radio commercials. Further 
information: 19 E. 47th St., New York. 


Rockford Brass Works (Plumbing Brass)—Cat- 
alogs, circulars, newspaper ad mats. Further in- 
formation: M. J. Honl, 700 S. Main St., Rockford, 
Ill. : 


H. B. Sherman Mfg. Co. (Plumbing Brass)— 
Brochures, catalogs, demonstration aids. Further 
information: Battle Creek, Mich. 


Universal-Rundle Corp. (Laundry Trays)—Bro- 
chures, catalogs, direct mail, newspaper ad mats, 
wall banners. Further information: Quentin B. 
Garman, New Castle, Pa. 


Westinghouse Electric Corp. (Automatic Wash- 
ers, Dryers)—Brochures, catalogs, demonstration 
aids, direct mail, newspaper. ad mats, postcards, 
publicity releases, radio commercials, signs, wall 
banners, window posters. Further information: 

(Please turn to top of page 350) 

















tHe Right Tool : as 


ror Close Work ! 





FITS 4 INCH 
DeILL 


Grips Rite Angle Head 
Manufactured by 


PRICE & RUTZEBECK 
DISTRIBUTING COMPANY 


SOLD ONLY THROUGH JOBBERS 
P. 0. BOX 30 HAYWARD, CALIF. 





DOMESTIC ENGINEERING 














TURNER 
Quality Since /F// 


TORCHES 


@ Turner’s complete line of blow torches 
... from the top-quality Double-Jet burner 
to a handy little half-pint model for the 
home craftsman... gives you a range of 
torches ideally suited for every use and in 
every price classification. Several models 
feature Turner’s exclusive “Carburetor Con- 








trol”... each one is built to exacting speci- 
fications for quality and performance... 


as each one is actually burn-tested before final 
| Jobber check-out at the factory. Reasons a-plenty 


| why you can always look to Turner torches 
(and fire pots, too) for the acknowledged 
product leadership that wins money-making 
sales and satisfied customers for you! 


THE TURNER BRASS WORKS 
Am Oo MOUS 


349 
















HEATER 


® 25,000 BTU Size, single unit. 


@ 50,000 BTU Size, dual unit, (heat outlets for two rooms , | 
on opposite sides of wall). 


® Easy to install. Fits between studs on 16” center. 

® Entire unit above floor level for easy cleaning below. 
® Entire burner and control assembly easily removed. 

® Adaptable for use with Robertshaw or General controls. 
® Royaltex finish blends with any color. 


® Has famous lifetime Royal cast iron burner 
with drilled raised ports. 







® Ask for name 
of NEAREST 
DISTRIBUTOR. 


@ AGA approved 
for Nat., Mfg., 
or LP Gas. 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA 6, TENNESSEE 
Ovelity ..«. tierce 1891 
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Laundry Sales Aids 


(Continued from center of page 349) 


J. R. Clemens, advertising manager, 200 E. Fifth 
St., Mansfield, Ohio. 


Whirlpool Corp. (Automatic Washers, Dryers)— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards, publicity re- 
leases, radio commercials, signs, wall banners, 
window posters. Further information: Jack D. 
Sparks, advertising manager, N. State St., St. 
Joseph, Mich. 





Water Heater Sales Aids 


American Radiator & Standard Sanitary Corp. 
—Brochures, catalogs, demonstration aids, wall 
banners, direct mail, newspaper ad mats, post- 
cards, signs, window posters, local publicity re- 
leases, radio commercials, window and truck de- 
cals, display backgrounds. Further information: 
Donald E. Baker, P. O. Box 1226, Pittsburgh. 


Crane Co. (Gas)—Brochures, catalogs, demon- 
stration aids, direct mail, newspaper ad mats, post- 
cards, publicity releases, radio commercials, signs, 
wall banners, window posters. Further informa- 
tion: 836 S. Michigan Ave., Chicago. 


Crosley Div., Avco Mfg. Corp. (Electric)—Bro- 
chures, catalogs, demonstration aids, direct mail, 
newspaper ad mats, publicity releases, postcards, 
radio commercials, signs, wall banners, window 
posters. Further information: G. E. Simons, na- 
tional advertising manager, 1329 Arlington, Cin- 
cinnati. 


Combustion Engineering-Superheater, Inc. (Gas 
and Electric)—Brochures, catalogs, direct mail, 
newspaper ad mats, signs, window posters, radio 
commercials. Further information: Willis V. Lord, 
advertising manager, Chattanqoga, Tenn. 


Cupromatic, Inc. (Gas and Electric)—Catalogs, 
window posters. Further information: 912 S.W. 69 
Ave., Miami, Fla. 


Deepfreeze Appliance Div., Motor Products 
Corp. (Electric)—Booklets, book matches, broad- 
sides, brochures, direct mail, displays, postcards, 
publicity releases, radio commercials, signs, 
stuffers, wall banners. Further information: Robert 
A. Gilruth, advertising manager, 2301 Davis St., 
North Chicago, III. 


Delco Appliance Div., General Motors Corp. 
(Gas)—Brochures, catalogs, demonstration aids, 
direct mail, newspaper ad mats, postcards, signs, 
window posters, local publicity releases, radio 
commercials, installation signs. Further informa- 
tion: Stuart W. Rice, Rochester, N. Y. 


Dowagiac Steel Furnace Co. (Electric)—Cata- 
logs, circulars, newspaper mats, house signs. 
Further information: F. N. Parker, merchandise 
manager, Dowagiac, Mich. 


Evans Products Company (Gas)—Catalogs, 
demonstration aids, direct mail, local publicity 
releases, newspaper ad mats, postcards, radio com- 
mercials, broadsides, circulars, counter easels, 
give-away novelties, folders, stuffers. Further in- 
(Please turn to top of page 353) 
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A highly informative booklet that can help 
increase your heating sales and profits! 


AREA HEAT—the new, more practical, more economical method of 
home heating. A new concept in heating comfort and convenience. 
Now fully described in this handy new, 16-page, 814"x11’, 

2-color booklet The Story of Area Heat. 

Tells what Area Heat will do for your customers . . . how to make 
the most effective use of it . . . explains its comfort, low cost 

of installation and operation, its convenience and flexibility 
. . Shows floor plans of typical installations . . . tells 























$ THOUSANDS 


In extra profits from Oil Burner 
Modernization Program. Pro- 
moting Burner Modernization 
“opens the door” to many new 
burner sales and your profits 
from both sources skyrocket. 
You can obtain and keep top- 
notch salesmen for separate Oil 
Burner Modernization Depart- 
ment. We provide the patented 
basic products, the coordinated 
promotion plan, newspaper 
mats, direct mail pieces, colorful literature, and a valuable 
franchise. Write today. 


NATIONAL FUEL CONSERVATION CO., INC. © — WHITE PLAINS, NW. Y. 














for ALL sizes 
and ALL makes 


Slim tube-Tube-Wall- 
Column Radiation. Style 
“C” for Tube and Wall 
Radiators—Style ‘‘R”’, 
14” from wall without 
baseboard adjustment— 





RADIATOR iene 
HANGERS Fg sn eal 


baseboard adjustment. 


1 Widely used by Heat- 
Write f or ing Contractors for 
details. over 25 years. 


HEALY-RUFF Company 


770 Hampden Ave. St. Paul 4, Minn. 


Styie © 











||| DEARBORN STOVE COMPANY £820 N. Pulaski Rd., Chicago 30, Illinois | 


how to figure area heating needs in the various 
temperature zones in the United States. 

It’s yours for the asking—and you'll find it both 
interesting and profitable. So clip that coupon, fill it 
out, and hustle it back to us today. 


“Deorborn. 
STOVE COMPANY Chicago ¢ Dallas 


MAIL COUPON TO 


Send for your 
ADDRESS NEAREST YOU 


FREE copy today! 


ee ee ee ee eee | 


1700 W. Commerce St., Dallas, Texas 
Rush me a FREE copy of your new 16-page booklet "The Story of Area Heat.” 
Name__ 


ee — 


Address__ . = “ ae 








IT'S NEW! 


TROUBLESOME SURGING jEay 


AND RUST IN STEAM BOILERS 
ELIMINATED with st 


GUARANTEED—QUICK ACTING 


SURGEMASTER 


NO DRAINING REQUIRED 


NO GUESSWORK mcr 
SIMPLE TEST KIT IN EVERY CAN (} 
Write For Free Sample & Literature \ 


Stewart-Hall Chemical Corp. 

















MOUNT VERNON 
NEW YORK 



































Should have read page 21! 
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Men who have 
tried them all say: 


SELF-CLEANING 
SHOWERHEAD 









! 
—~ | INVIGORATING 
Y@ NEEDLE SPRAY: 

| 


With handle down, it's a stinging, 
Peppy spray. 





| At a touch, Milady gets ex- 

actly the me of a shower she 

wants , . . from a stinging 

SOFT, RELAXING | needle spray to a soft, rain-like 

PATTER: | patter. = a — the 

spray, stainless steel pins 

Move the handle up for a soft, relax- move back and forth through 

ing spray. Handle stays in position. | the holes in the head, punch- 

ing out all sediment! Beautiful 

| chrome finish. Ultra-modern 

| styling. Your jobber has Muel- 

ler self-cleaning showerheads 

| in stock — order today! 14" 

| H-5425 with ball joint 1%” 

| H-5426 complete with arm 
| and flange. 





RINSING SPRAY: 


Handle clear up. . . 
strong, flushing spray. Any interme- 
diate position for variation. 


g ? 


JMUELLER CO. 


= Dependable Since 1857 




















MAIN OFFICE & FACTORY DECATUR, sated 





| KOLLMANN K-100 


Handles up to 200’ of fully 
enclosed 15’ cable sections. Fin- 


| ger tip starting, stopping, rever- 


sing for maximum safety and 


| efficiency. Requires only 3 sq. ft. 


floor crea. 


KOLLMANN K-300 


The perfect cleaning supple- 
ment to basic equipment. Does a 


| man size job on sinks, bathroom 
| drains, industrial supply lines. 


Safely drives up to 100’ of 72’ 
sectional cable at 600 RPM. Has 
same KOLLMANN operator 
safety features as Model K-100. 






“You can save 
time, 
make more 
money, 
and do better 
work easier 
with 













Adaptable to 4 cable sizes . .. all 
pipe sizes 1%4’’ to 12’’. Clears any 
obstruction at 700 RPM under instant 
control . . . through all traps and 
bends. Fully portable .. . easily 


handled by one operator. 





ALL KOLLMANN equipment is designed to lower labor costs . «+ 


reduce maintenance expense. 
jobber or write us direct. 


KOLLMAN 


| ee 


For additional information ...see your 


MANUFACTURING 


COMPANY 
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Water Heater Sales Aids 


(Continued from bottom of page 350) 
formation: Sam Hudson, 13101 Eckles Rd., Ply- 
mouth, Mich. 


Frigidaire Div., General Motors Corp. (Elec- 
tric)—Brochures, catalogs, demonstration aids, di- 





n save rect mail, newspaper ad mats, postcards, publicity 

releases, radio commercials, signs, wall banners, 

e, window posters. Further information: F. H. Peters, 
more advertising manager, 300 Taylor, Dayton, Ohio. 

General Electric Co. (Electric)—Brochures, cata- 

Cy, logs, demonstration aids, direct mail, newspaper 

be tter ad mats, postcards, publicity releases, radio com- 

3 mercials, signs, wall banners, window posters. 

asier Further information: Bridgeport, Conn. 

Handley Brown Heater Company (Gas)—Cata- 

logs, newspaper ad mats, radio commercials, sam- 

\ N N ples, stuffers, specification sheets, multi-lith pho- 

tos. Further information: Byron E. Ellis, adver- 

tising manager, 2501 Brooklyn Rd., Jackson, Mich. 

MACHINES Hotpoint, Inc. (Electric)—Brochures, catalogs, 


demonstration aids, direct mail, newspaper mats, 
postcards, publicity releases, radio commercials, 
signs, wall banners, window posters. Further in- 
formation: C. C. Gramer, advertising manager, 5600 
W. Taylor St., Chicago. 


Kelvinator Div., Nash-Kelvinator Corp. (Elec- 
tric)—Brochures, catalogs, demonstration aids, di- 
rect mail, newpaper ad mats, postcards, publicity 
releases, radio commercials, signs, wall banners, 
window posters. Further information: C. J. 


(Please turn to top of page 354) 


OGT.the way of 


all good... 


SHOWER 
BATHERS 








ole sizes... all 
’’, Clears any 
M under instant 
all traps and 
le... easily 








This is true. For the busy, business- 
body American casts his Vote for 
the *VOGT Shower Cabinet style 
as his favorite means of bathing. 
And speaking of style: the *VOGT 
Shower Cabinet is a beauty . . 
sparkling white baked enamel with 
black trim! It is sturdy and long- 
lasting too. Has CORROSION. 
PROOF PANELS: heavy gauge, 
zinc coated, bonderized steel, or 
sturdy alloy aluminum. Also offers 
VARIETY of RECEPTORS: Plastic bonded die cast stone—non- 
slip porcelain enameled steel—non-slip synthetic baked enameled 
steel—non-slip synthetic baked enameled aluminum—natural 
bor costs ..- aluminum. Complete accessories. Easy to install! Superior quality 
} +++ See your at popular prices! Easy to sell! WRITE VOGT TODAY! 


*VOGT pronounced ‘‘VOTE”’ 


rurinc HMBVOGT BROTHERS MFG. CO. incorporate 


ANY 
1\404 W. MAIN STPEET LOUISVILLE 3, KENTUCKY 
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FREON 
PROPELLED 
AEROSOL BOMS 
PRINCIPLE 





on« 
INSTANT 
PAINT! 







Plumbing and Heating 
Contractor’s Friend 


USED ACROSS AMERICA 


EXCELLENT FOR PAINTING OR TOUCHING UP 


Radiators Convectors 

Boilers Furnaces 

Water Heaters Fin Pipes 

Piping and Cocks Air Conditioning Equip. 
Refrigerators Oil Burners 

Oil Tanks And 101 other uses 


For better work and profit! No mixing, no 
clean-up, no compressor or hose needed. 
Just shake the can and paint. All cans fur- 
nished with guaranteed non-clogging spray 
valve. Complete your jobs the modern way. 


Ask your jobber for Sprayon today! 


Attention Representatives! Some select terri- 
tories still open. Write for money making 
details today! 


COLORS s oe Aluminum 
Gloss Wh @ Gloss Black 


Meadow Green @ Bright Red 

Medium, cree ® Ro al Blue CHAMPION BRONZE POWDER 
vory Bright G id e Cop- 

perplate @ Yello v Clear & PAINT CO., Inc. 

Plastic +. B lac A bd acquer 

@ Black Undercoater. 02526 W.VanBuren Chicago 12. III. 








World's Fastest Pipe, Bolt il Conduit 
Threader Weighs Only 160 Ibs! 


Quijada Chief with 
Automatic Chuck 
will increase your 
production with far 
less operator effort, 
yet it’s easily porta- 
ble—use it any- 
where, IN the shop 
or ON the job. 





No more wrestling with stubborn chucks, no wrenches to 
worry about—now, with Quijada’s patented Automatic Chuck 
you just flip a switch and four jaws front and rear instantly 
and automatically grip, center and turn pipe...another flip 
and pipe is released. Quick-Opening die heads give operator 
accurate control over thread lengths and eliminate back-off. 
Die head change is effortless and quick. Easily removable 
wheel type cutter is mounted on front jaw housing out of the 
way, thus the Chief is ideal for make-up and nipple work. 
Flat blade reamer attached to die head reams as you thread. 
Exclusive telescoping shaft eliminates outside oil hose line. 


I< 
4 4 
MEME oven or GAINES -COLLINS 


Manvtacturers of Automatic Threaders and Cutters for more than a Quarter Century 
@ Write today for new catalog DE-11 


The Quijada Chief is a rugged, production 
machine built and guaranteed by 
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The nation’s foremost boiler 



































ucant 
o 
ac vasey gue ware 


repair compound for over a 





quarter century! Seals with a 


rugged metallic bond. 





Knocks out rust, 
grease and scale... 


stops foaming, 














riming and surgin 
priming ging Removes Rust, 


in one easy Grease And S¢ 


Operation. No ~ NO FLUSHING 


ey 

ani ATING SYSTE 

draining or apsRATION 
flushing. SSS 


Cleans boilers, pipes 
and radiators in one 
easy operation! 
Vopor action 
dissolves rust, 


grease and scale. 
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Compenion of the 
famous powder 
Boiler Solder Seal. 
Won't clog! 
Recommended for 
new installations. 














SPECIALTY CO. 
NORTH CAROLINA 
RADIATOR SPECIALTY 


COMPANY OF CANADA 


MANUFACTURERS OF WORLD FAMOUS CHEMICA 


DOMESTIC ENGINEERING 


ORIGINAL | 


| 
| 
| 
} 





For Pressure Contool | ” 













i\) hot water Systems. °° 


it’s 
A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 


bronze construction. Factory settings 12 Ibs. 
delivery and 30 Ibs. relief. 
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Water Heater Sales Aids 


(Continued from center of page 353) 
Coward, merchandising manager, 14250 Plymouth 
Rd., Detroit. 


E. L. Mustee & Sons (Gas)—Brochures, cata- 
logs, newspaper ad mats, signs. Further informa- 
tion: 6911 Lorain Ave., Cleveland. 


Pennsylvania Range Boiler Co. (Gas and Elec- 
tric)—Brochures, catalogs, wall banners, news- 
paper ad mats, postcards, window posters. Fur- 
ther information: 24th and Ellsworth Ave., Phila- 
delphia. 


Queen Stove Works, Inc. (Oil Burning)— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, radio commercials, in- 
door signs, wall hangers and banners, posters, 
broadsides, window decals. Further information: 
R. D. Putman, advertising and promotion man- 
ager, Albert Lea, Minn. 


Rheem Manufacturing Co. (Gas and Electric) 
—Catalogs, direct mail, newspaper ad mats, signs, 
window posters, radio commercials. Further infor- 
mation: 570 Lexington Ave., New York City. 


Sands Mfg. Co. (Gas)—Brochures, catalogs, 
window decals, newspaper ad mats. Further in- 
formation: Alan Sands, treasurer, 5407 Sweeney 
Ave., Cleveland. 


Sepco Corp. (Electric)—Catalogs, demonstra- 
tion aids, newspaper ad mats, signs. Further in- 
formation: C. A. Bemis, Pottstown, Pa. 

(Piease turn to top of page 357) 





200 A.S.M.© 
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BROTHERS 


SALL Fittings greatly im- 
prove efficiency of entire 
hot water system. Only one 
fitting on return line is 
needed. This directs free 
flow of water through ro- 
diotor. 


BROTHERS COMPANY 


2324 Kishwaukee © Rockford, Illinois 
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NEW 
LARGE 


WORK AREA NEW 


9 ICE CUBE TRAYS 





INNER STANDARD NEW 


elole) 1.1442 36” HEIGHT STORAGE 


GENERAL L-K MODEL R-520 GENERAL MODEL RS-1004 DRAWER 


SAVE DOLLARS...SAVE SPACE with the NEW General Kitchens 


A COMPLETE KITCHEN: REFRIGERATOR, COOKING-TOP, SINK COOK ON YOUR REFRIGERATOR. General Chef—now is 
Has horizontal freezer, 9 ice-cube trays, inner door shelf. standard 36” height. Requires only 4.1 sq. ft. of space. 
In 27%” combines refrigerator, sink, storage drawer 
and 3 gas burners adjustable to natural or bottled gas. 
Also available with electric burners for 220 v. or 110 v. 





5 YR. GUARANTEE 


GENERAL Distributors — Dealers — Builders — write: 


air conditioning corp. 
NATIONWIDE SALES AND SERVICE 4532-B E. Dunham St. © Los Angeles 23, Calif. 
Chicago Office: Dept. 17, 323 W. Polk St. 











Here's sound advice ... 


YOUR 


ONE SOURCE or surrry 


for the BEST in Plumbing and heating 
Materials and Kitchen Equipment .. . 


HORIZONTAL 
BOILERS 


Large Combustion Space 
Pre-cast Refractory Combustion Cham- 
ber. 






© Heat Passageways surrounded by water— 
top, sides and back. 

Extra Heavy Gauge Steel Fire Tubes. 
Spiral Turbulator Baffle in each tube. 
Large Size Tankless Copper Hot Water 


AMERICAN-STANDARD Plumbing & Heating Materials 
BERGER Steel Kitchen Cabinets 
MERION Automatic Gas Water Heaters 


PEMCO Electric Water Heaters | : : on 
SPENCER Boilers | ss ena 


ELECTROL Oil Burners 
ADELTA Standardized Duct & Fittings © ean tee Ghee: 


And other Nationally Known Products | * ‘ow Fuel Consumption. 
¢ Clean G Quiet. 


Compact Space Saver. 
60 Ib. Hydrostatic Pressure Tested. 


. 
e 
HAJOCA CORPO RATION | © Large Swing-Type Fire-Inspection Door. 
| ¢ Abundance of Hot Water. 
ot Of | © Attractively Jacketed, Flush or Extended. 
“ideal pas ; | ASME Stamp Available. 
31st & Walnut Sts., Philadelphia 4 | WRITE NEW YORKER STEEL BOILER 
3 Branches Serving the Atlantic Seaboard FOR FULL INFORMATION 


oil. 
¢ 60 Ib. Hydrostatic Pressure Tested. 
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For the Proven Best, Always 
Demand the FROST 


often copied- Original Design ca 


never equalled 


SINK TRAP D 


Nearly half a century Frost experts vl 

perfected this original ‘Sink Trap design, 

Frost No. 500-A. Since then, plumbers 

throughout the nation have acclaimed it 

best. sti 

Frost 500-A is available in siete Plate, pa 

Satin, Polished Chrome, or unfinished, with : 

heavy cast outiet elbow, having broad in 

hex wrench grip for easy installation. Full Fi 

20 or 17 gauge seamless with or without 

heavy brass wall flange. Sizes 114 or 112 pr 

with or without cleanout. When you order, , 

be sure you specify the original FROST K 

500-A. 

Look for the familiar Frost orange and 

black carton... the FROST trade-mark on 

every trap. " is your assurance of full cca 

gauge and quality workmanship. di 

THERE IS NEVER A COMPROMISE WITH : 

QUALITY ... IF IT BEARS THE FROST NAME. re 
s 


FROST CO. | « 


Since 1902 Quality Plumbers’ Brass 
Maln Office and Factory — 6523 14th Avenue, Kenosha, Wisconsin 


Warehouses: 
Los Angeles — James A. Riordan Co. sij 
San Francisco — Earl H. Jones & Co., Inc. th 


SALES OFFICES 


John J. Hearns, Amityville, L. 1., New York; 
George Barman, Charlotte, N. C.; Sidney 


Spiegel, Millburn, N. J.; Henry Miller, Fairhope, cl 
Ala.; RE. Russell, Union — Wis.; A 
Glicksman, Newark, N. J.; T Rockett, one ne 


ha Mass.; M. A. Boy le le, >. Louis, Mo.; 
Frost, Jr., Granville, "Ohio; Earl H. Jones 
Co., Seattle, Wash, Portland, Ore., Denver, pe 
Colo.; Jeu de Vine & Woodcox, Detroit, Michi- 
gan; ‘Pat O’Brien and Associates, Dallas, Texas; vi 
William C. Kroberger, Philadelphia, Pa. 














(cromen< 
















































STRESS 


on eee Ge a oe OO | 
KAINER & CO. CN CA GCS 4 itt Meee 


Ww 
Pf d 
F 
> LAVATORY LEGS” oe F 
IN SIZES TO BEND 
— ” iT 
\—— & TOWEL BARS. "0.0.10 1% 
S ot tT . . . the new, sensational Lavatory Legs and Towel Bars kad ' Ce 
2 ) z iy that add to your profit by saving time . . . cutting your m 
< costs! No installation problem. The patented “LOK- | BENDS TO 
ved FLANGE” Take-Up-Escutcheon is of heavy duty casting. DESIRED SHAPE di 
‘ eeeeene ieee oes tee oeieeeain vowl. See’ | WITHOUT KINKS OR FLATS Re m 
& CROMEX, unlike other legs, does not depend on ‘eight 
re) of lavatory to hold it in place. Supertiy Chromium a) © a oe M 
= Plated. Secure, life-lasting and dependab 
Ask your wholesaler for literature and prices. . AT LEADING SUPPLY HOUSES 
CROMEX PRODUCTS CO. ee ew SROS., Ie. . 
408 Willow Road - Evansville, Indiana 
CLEVELAND 3, OHIO | : E 
INSULATORS 
ce 
F 
| | Dielectric Unions < : 
HEATING « (INSULATED) 
ALITY tt i | WILL PREVENT GALVANIC AC 
f QU : : 
sca gaya “30 a TION AND ELECTROLYTIC DECOM- B 
There's always less sellin | POSITION OF GALVANIZED STOR- m 
effort needed when you se AGE TANKS, FITTINGS, ETC., p 
svar 38 oem ke aed the | | WHEN CONNECTED TO COPPER a 
best in heating specialties. New | PLUMBING. S 
Folder on Governors sent upon | 
request } WRITE FOR DETAILS 
Ask Your Jobber About OR SEE YOUR JOBBER TODAY 
aaah IAS ECOFF PRODUCTS COMPANY : 
ir 


126 Ww 7th ST CLEVELAND ¥, OHIU 
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Water Heater Sales Aids 


(Continued from center of page 354) 


Servel, Inc. (Gas)—Brochures, catalogs, demon- 
stration aids, direct mail, newspaper ad mats, post- 
cards, signs, window posters, local publicity re- 
leases, radio commercials. Further information: 
D. K. Patterson, sales promotion manager, Evans- 
ville, Ind. 


A. O. Smith Corp. (Gas and Electric)—Demon- 
stration aids, mechanical displays, folders, news- 
paper ad mats, radio transcriptions, T-V films, 
indoor signs, stuffers, wall hangers and banners. 
Further information: J. V. Pepin, assistant sales 
promotion manager, Permaglas Heating Div., 
Kankakee, III. 


United States Radiator Corp. (Gas and Electric) 
—Brochures, catalogs, window and wall decals, 
direct mail, newspaper ad mats, local publicity 
releases, radio commercials. Further information: 
T. F. Gessner, director of public relations and ad- 
vertising, 300 Buhl Building, Detroit. 


Wayne Home Equipment Co. (Gas and Electric) 
—Catalogs, wall banners, newspaper ad mats, 
signs, window posters, radio commercials. Fur- 
ther information: B. G. Duer, Ft. Wayne, Ind. 


Westinghouse Electric Corp. (Electric)—Bro- 
chures, catalogs, demonstration aids, direct mail, 
newspaper ad mats, postcards, publicity releases, 
radio commercials, signs, wall banners, window 
posters. Further information: J. R. Clemens, ad- 
vertising manager, 200 E. Fifth St., Mansfield, Ohio. 





Water Systems Sales Aids 


Aeromotor Company—Broadsides, circulars, 
window decals, folders, newspaper ad mats, win- 
dow posters, stuffers. Further information: E. M. 
Fleming, sales manager, 2500 Roosevelt Rd., Chi- 
cago. 


Barnes Manufacturing Company—Brochures, 
catalogs, demonstration aids, wall banners, direct 
mail, newspaper ad mats, postcards, signs, win- 
dow posters, local publicity releases, radio com- 
mercials. Further information: S. W. Meehan, 
Mansfield, Ohio. 


Brady Corporation (Air Volume Control)— 
Counter display board, folders. Further infor- 
mation: E. A. Huston, vice president, 18th at 
Ebright, Muncie, Ind. 


Dayton Pump & Mfg. Co.—Catalogs, window, 
wall and truck decals, folders, newspaper ad mats, 
window posters, local publicity releases, radio 
commercials, illuminated indoor signs, stuffers. 
Further information: H. J. Rothermel, advertising 
manager, 500 N. Webster St., Dayton, Ohio. 


Delco Appliance Div., General Motors Corp.— 
Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards, signs, window 
posters, local publicity releases, radio commer- 
cials, installation signs. Further information: 
Stuart W. Rice, Rochester, N. Y 


Deming Co.—Catalogs, demonstration aids, di- 
rect mail, newspaper ad mats, radio commercials, 


indoor and outdoor signs, window posters, broad- 
(Please turn to top of page 361) 
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NEW... for the LAUNDRY! 
| 





HIGH pumping out put is a notable 


feature of NEPTUNE PUMPS. These are pumps in 
which advanced engineering has “primed” each model 
to deliver rugged, long-life performance. Pumping 
capacity is high . . . and costs are unusually low! 


The BRASS-MASTER (illustrated) 
is King of the Sump Pumps! 
Finely constructed of brass and 
bronze throughout. 





The VALU-MATIC is the nationally 
advertised, low-priced pump . . . 
| sturdily constructed and finished 
in handsome green gloss enamel. 





The BRASS-O-MATIC, constructed 
of brass and bronze, achieves the 
happy combination of quality at 
a competitive price. 

















This new NEPTUNE LAUNDRY 
TRAY PUMP offers a clean, sani- 
tary system for emptying laun- 
dry trays and automatic wash- 
ing machines located below 
sewer levels. Ideal for pumping 
waste water up to drainage 
lines when city sewerage is not 
available. 














Write for Detailed Literature 


NEPTUNE PUMP MFG. CO. 


4912 NORTH 6TH ST., PHILADELPHIA 20, PA. 










































INSTANT LIGHTING 


TORCH 








@ LIGHTWEIGHT 
Weighs less than 3 Ibs. 
when full 


@ COMPACT 
@ EASY TO HANDLE 


@ LOW IN PRICE 
$6.95 complete 
$1.95 for each replace- 
able cylinder 


@ LONG LASTING 


Throw-away type cylin- 
der (Lasts up to 15 hours.) 


© 1.C.C. APPROVED 
CYLINDER 


DOMESTIC ENGINEERING 
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STATEMENT OF OWNERSHIP 


Statement of Ownership and Management of “Domestic 
Engineering Magazine” for October 1, 1952 


The following is a statement of the ownership, management, 
circulation, required by the Act of Congress of August 24, 1912, 
as amended by the Acts of March 3, 1933, and ay 2, 1946 (Title 
39, United States Code, Section 233) of DOMESTIC ENGINEER- 
ING Magazine, published monthly at Chicago, Illinois, for October 
1, 1952. 

1. The names and addresses of the publisher, editor, managing 
editor and business manager are: 

Publisher, O. T. Carson, Chicago, Ill. 

Editor, C. L. Staples, Chicago, Ill. 

Managing Editor, C. L. Staples, Chicago, IIl. 

Business Manager, Jay A. Foxworthy, Chicago, Ill. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding 1 per 
cent or more of total amount of stock. If not owned by a cor- 

oration, the names and addresses of the individual owners must 

e given. If owned by a partnership, or other unincorporated 
firm, its name and address, as well as that of each individual 
member, must be given.) 

Domestic ee Co., 1801 Prairie Ave., Chicago, Ill.; O. T. 
Carson, Chicago, Ill.; E. G. or Olive M. Hutchison, Chicago, II1.; 
Fergus McKeever, New York, N. Y.; Herlov, Chicago, II1.; 
Josephine L. and R. V. Sawhill, New York, N. Y.; A. T. Papineau, 
Needham, Mass.; E. P. Campbell, Des Plaines, Ill.; J. A. Fox- 
worthy, Chicago, Ill.; Wm. M. Carson, Chicago, Ill.; G. R. Borne- 
mann, Chicago, Ill.; Joseph Wm. Janson, Chicago, Ill 

3. The known bondholders, mortgagees, and other security 
holders owning or holding 1 percent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state.) None. 

4. Paragraphs 2 and 3 include, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting; also the state- 
ments in the two paragraphs show the affiant’s full knowledge 
and belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the 
books of the yng | as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner. 

JAY A. FOXWORTHY, 
' Business Manager. 
—— to and subscribed before me this 19th day of September, 


19 
H. D. ERNST, 
(My meee expires October 4, 1952.] Notary Public 
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Save TIME —Save MONEY with 


THON’S TWO FACED TOTERS 




















supply jobbers. 


OTTO 


“SINCE 1876” 





@ NO HEAVY TANKS 
@ NO TANGLING HOSE 


Can be used for soldering copper sweat fittings, 
thawing frozen water pipes and hundreds of other 
plumbing applications. Stocked by leading plumbing 


Manupactured by” Always Reliable” 


CO., INC. 


ROCHESTER 6, N.Y. 


MODEL FOR List MODEL FOR List 
| N-20 Fs $14.50 N-40 Wale" $11.50 
| N-30 ad 15.50 N-50 1%" &2" 13.50 


You can tell Thon’s Toters were invented by a 
plumber! They offer real saving of time, eliminate 
. trips back to the truck and shop, help prevent 
loss and damage. Patent has been applied for on this 
design! Shallow partitions on one side are matched by deep partitions on 
other side. Covers open on both sides! 





\\ FOR 
| NIPPLES 
Vil) 
ju N-40 
{ _——_ 
— 
























FOR FITTINGS 


To demonstrate capacity the toter at right is 
shown containing the following 14" sweat fit- 
tings: 12 tees, 30 elbows, 1 solder, 6 drop ear 
elbows, 6 female adaptors, 9 male adaptors, 
6 street elbows, 6 couplings, 25 pipe straps. On 
the other side there is the same capacity! 


MODEL FOR List 
F-60 Ya" $11.00 
F-70 5 ad 15.00 


SEE YOUR JOBBER FOR YOUR TRADE DISCOUNT 
(Jobber and Mfg. Rep. Inquiries also Welcome) 


F-60 


THON’S TWO FACED TOTERS 


114 E. Broadway ° OWATONNA, MINNESOTA 
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“tp Ahowwey “BUDGETEER” Wa 


Solves Space Problem At Des Plaines Housing 
Project—250 Units Being Installed 


Yes, here’s convincing proof that the Mt. Hawley 
“BUDGETEER?” is the ideal high efficiency, space saving heating 
unit! H. W. Keppner, Cicero, Illinois, heating contractor for 
Manilow Construction Co., Chicago builders, specified and is in- 
stalling 250 Mt. Hawley “BUDGETEERS” in the Des Plaines, Ill. 
housing project. Why don’t you write—today—asking for full 
information on the Mt. Hawley “BUDGETEER”. It’s THE answer 


to today’s need for a high efficiency heating unit that saves space! 








FEATURES 
@ Meets FHA and underwriters require- 
ments for closet installations. 
@ Fits in 22” x 44” closet with ample 
room for burner removal and servicing. 
@ Comes completely jacketed, ready to set 
in place—no assembly required. 
@ Ideal for any form of hot water heat— 
quiet and efficient. 


G)) Me Hrowley uel 


Mt. Hawley Airport, Peoria 4, Illinois 





Here’s a view of a ‘“‘BUDGETEER 
Stalled in one of the Des Plaine 
The ““BUDGETEER 
oil to any gas in a short time. T 
of 9 popular Mt. Hawley models. For | 
Mt iz) TW ey 


an be converted from 


co. 


erature describing the entire 
ine, write Dept. 5B 






























BARBER-COLMAN 


TEMPERATURE 
REGULATORS 



















AEX RR 
OOYVOOKOXOX) 
XANY Wy 


XY, ; 
SCREENED 
VALUES 
Viewing sales from the 
profit angle, Tanner 
rates tops. Carefully 
screened and triple- 
tested against any de- 
fects, Tanner valves 
give outstanding per- 
formance and are pre- 
cision built for lasting 
service. Tune your 
profit picture to Tan- 
ner—write for catalog, 
it’s brand new! 





For better temperature control use 
Barber-Colman Temperature Regu- | 
lators. Self-contained and electrically | 
operated, they provide greater ac- | 
curacy with longer service life, Built 
to stand up under hard usage, these 
Barber-Colman Temperature Regu- 
lators are available in two standard 
ranges — 50° to 130° and 120° to 200°. 
The handy calibrated dial is still an- 
other plus feature. 


WRITE for illustrated Bulletin F-4695. 


BARBER-COLMAN COMPANY 


ROCKFORD, ILLINOIS 


TANNER MFG. CO., ERIE, PA., U.S.A. 


1215 ROCK STREET @ 
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HOURS 
cOUuNT- 
GO 
STERLING 
FAUCET 


All the way! 
















DESIGNED TO SPEED INSTALLATION Sold Through 

. . S-1122—Shelf-Type Sink Faucet, with Spray Wholesalers Only 
. . KWIK-TRIK Flexible Supplies, with Angle Stop 
. . S-1150 Basket Type Sink Strainer 

. .S-1572 Continuous Waste, End Outlet 

.. » S-1500 Adjustable Seamless Tubular Trap 


moQdws 





MORGANTOWN 
















GROUND JOINT 
BRASS TO ’ 
IRON SEAT 


True Thread 
Alignment 






MADE OF 
AIR REFINED 
MALLEABLE 
IRON FOR 
GREATER 
TENSILE 
STRENGTH 





































150 lb. Working 
Pressure 






















| - 
| “Thrifty Angus likes KEY GRAPHITE PASTE... 
| such a little bit goes s-o f-a-r!” 









NEW ENGLAND 
UNIONS | 
also/ 

AVAILABLE 

IN ‘2 


f 


ALSO “TEB” CAST 
COPPER FITTINGS 


IN ALL PRINCIPAL }\ Serving the Recognized 
CITIES Wholesaler for Over 20 Years 


Harry JAYE & Co., INC. 


154 NASSAU ST. NEW YORK CITY 38, N. Y. 



















Key Graphite Paste...the perfect 
thread or gasket seal for oil or high- 
pressure steam lines...See how far 
KEY GRAPHITE PASTE goes... send 
for your FREE sample! 


SEALS TIGHT... 
BREAKS RIGHT! 


A Product of KEY COMPANY 


2661 McCasland - East St. Louis, Illinois 











HIGH CROWN: 
FOR PERFECT | & 
SEATING 
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Water Systems Sales Aids | 


(Continued from bottom of page 357) 
sides, window decals. Further information: L. H. 
Taylor, advertising manager, Salem, Ohio. 


- b 
Duro Co.—Brochures, catalogs, demonstration \ 5S a 
aids, newspaper ad mats, postcards, wall banners, 


signs, window posters. Further information: C. 


W. Shade, assistant sales manager, Monument & | a 
Webster Aves., Dayton, Ohio. | xylins 
Flint & Walling Mfg. Co., Inc.—Catalogs, news- S 
paper ad mats, signs, window posters, radio com- 
mercials, broadsides, slide-chart selectors, folders. e 
Further information: R. R. Moran, advertising wit) = P A R J A N 


manager, Kendallville, Ind. 


walt 


Goulds Pumps, Inc.—Catalogs, window and wall | 
decals, demonstration aids, newspaper ad mats, 
| 






motion picture ads, local publicity releases, radio 
commercials, illuminated signs, indoor and out- 
door signs, wall banners. Further information: 
H. P. Wallace, advertising department, 200 Fall 
St., Seneca Falls, N. Y. 


Lancaster Pump and Mfg. Co., Inc.—Brochures, gest 





Through 


alers Onl 
ioubsaed catalogs, wall banners, direct mail, newspaper ad 


mats, signs, window posters, local publicity re- 
leases, radio commercials. Further information: 
J. N. Brehm, R. D. 3, Lancaster, Pa. 


SPARTAN 


pc 


THE ROYAL tHe CROWN 


Heavy Gauge Heavy Gauge 
Steel Aluminum 


Red Jacket Mfg. Company—Brochures, cata- 
logs, window and wall decals, newspaper ad mats, 
window posters, radio commercials, outdoor signs, 

(Please turn to top of page 362) 





The popular priced shower stall 
that’s full of the features you’d 
expect only in more costly showers 
... plus Spartan full length, deep 
groove, slip-on construction for 
extra rigidity and long life. Un- 
doubtedly America’s easiest shower 
to assemble ... a genuine saving 
to the plumber. 




















GREASE 
Fort rs i 2 TRA PS 


Sheboygan, Wis 
ennai ancenetie ARE INSTALLED THE IMPERIAL tHe EMPEROR 







Fort Story, Va —— Super Gauge 


















Oscoda Air Force Base, IN THESE Aluminum 
Oscoda, Mich | “Pit for a King”... although you 
New Cumberland M j L t T A R Y | could pay more, ve ee a 
General Depot, | better or more beautiful shower 
New Cumberland, Penn CA MP 5 stall. Spartan full length, deep- 






groove, slip-on construction for Ff 
> k Air F 5 extra rigidity, easier-assembly and — 
atrick Air Force Base, prolonged life. Choice of 4 smart 
PASTE... Coca, Me Spartan receptors. Streamlined, 
" beautifully rounded corners 
throughout. The shower that leaves 

nothing to be desired. 





Camp Carson, Colorado 













Choice of four smart Spartan interchangeable receptors. 


+ 


Literature on Request - 


SPARTAN 
D. J. MURRAY SHOWER STALL C€0., ING. 


814 Meeker Ave. Brooklyn 22, N. Y. 


















MANUFACTURERS SINCE 





bens sae iti itil 


A drill masonry faster 
Ya and easier 
ey i: NEW 
F\ SUDDEN DEPTH 


YA DRILLS 


New 44° spiral 
Neu wide flute 
New lelaaeh van lile 


provide a smooth path for 


IMPROVED, AUTOMATIC 
DUST EJECTION 





for maximum drill speeds 
and a clean hole with 
no blowing out 


Neu Yq shank on 


3g ,716 ,and!'2 drills.'/2 shanks 
on sizes from'/2 to 11/2". 


\. ‘made of 
et) finest tool steel 
Ys with the famous 
AVANABLE ¥ diamond hard 
With Spiral Flute 
graduations {70m \ 7 CARBOLOY 


a Straight | : TIP peaks 


ute 
Sizes 1%". 1%", 
14", 


With their new and stronger fluted section, 
scientific angle of spiral, and additional 
backing for the Carboloy tip, your new 
Paine Sudden Depth Drills will give you 
longer and better service under extreme cut- 
ting pressures and abuse. Ask your supplier 
for them now. 


THE PAINE COMPANY 
9 Westgate Road, Addison, Illinois 





the best craftsmen always take 


Spring Wing Toggle Bolts Conduit Clamps 


Expansion Anchors Pipe Hooks and Strap 
dden Depth’ Drills 


Wood Screw Anchors 
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Water Systems Sales Aids 
(Continued from center of page 361) 
stuffers, direct mail, circulars, booklets. Further 


information: H. T. Bates, assistant sales manager, 
1051 S. Rolff St., Davenport, Iowa. 


Stevens & Miller, Inc. (Air Volume Control)— 
Brochures, direct mail, counter display boards. 
Further information: 127 E. Prairie St., Decatur, 
Il. 


Wayne Home Equipment Co.—Catalogs, wall 
banners, newspaper ad mats, signs, window post- 
ers, radio commercials. Further information: 
B. G. Duer, Ft. Wayne, Ind. 


Water Softener Sales Aids 


American Water Softener—Brochures, catalogs, 
demonstration aids. Further information: A. G. 
Zeigler, technical director, Lehigh Ave. and Fourth 
St., Philadelphia. 


Chemical Equipment Co. of Calif.—Brochures, 
catalogs, direct mail. Further information: John 
L. Mudge, office manager, 1700 N. Main St., P. O. 
Box 3098, Los Angeles. 


Crane Co. Brochures, catalogs, demonstration 
aids, direct mail, newspaper ad mats, postcards, 
publicity releases, radio commercials, signs, wall 
banners, window posters. Further information: 
836 S. Michigan Ave., Chicago. 


Dayton Pump & Mfg. Co. Catalogs, decals, fold- 
ers, newspaper mats, posters, publicity releases, 
radio commercials, signs, stuffers. Further infor- 


mation: H. J. Rothermel, advertising manager, 500 


N. Webster St., Dayton, Ohio. 


Oshkosh Filter & Softener Co.—Brochures, cat- 
alogs, direct mail, newspaper ad mats. Further 
information: C. H. Eichinger, Oshkosh, Wis. 


Peerless Water Softener Co.—Brochures, cata- 
logs, newspaper ad mats. Further information: 
615 S. Burdick St., Kalamazoo, Mich. 


Red Jacket Mfg. Co. Booklets, brochures, cata- 
logs, circulars, decals, direct mail, newspaper mats, 
posters, radio commercials, signs, stuffers. Fur- 
ther information: H. T. Bates, 1051 S. Rolff St., 
Davenport, Ia. 


Rheem Mfg. Co.—Catalogs, direct mail, news- 
paper mats, postcards, radio commercials, signs, 
window posters, Further information: 570 Lexing- 
ington Ave., New York. 


Wayne Home Equipment Co., Inc.—Catalogs, 
newspaper ad mats, radio commercials, signs, wall 
banners, window posters. Further information: 
B. G. Duer, 801 Glasgow Ave., Ft. Wayne, Ind. 


Zero Water Softener Mfg. Company—Booklets, 
catalogs, newspaper ad mats, indoor signs, stuffers. 
Further information: A. W. Scheel, general man- 
ager, 4985 Elston Ave., Chicago. 


Air Conditioning Sales Aids 


Airtemp Div., Chrysler Corp.—Brochures, cata- 
logs, demonstration aids, wall banners, direct 
mail, newspaper ad mats, signs, window posters, 
(Please turn to top of page 365) 
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heat installations where high head pumps would ordinarily 
insulation by eliminating metal-to-metal contact. 
SPECIAL DESIGN FLEXIBLE SPRING 
COUPLING eases starting torque. 

STURDY CONSTRUCTION assures trouble- 
free service. 

Truly @ contractors circulator, the Econo 
pump gives you more for your money and 
does the job better—faster! 





HORIZONTAL 
CIRCULATORS 


Offer ine ila Advantages 


.. for more 
efficient 
d d bl ONE OPERATION 
ependable 
ce if f Ms > DB] 
FOR ANY DIRECTION OF FLOW... 
THE ALL - AROUND VERTICAL . . . HORIZONTAL . . . OR 
CIRCULATOR FOR ANY OTHER ANGLE 
THE SMALLER AND 
LARGER JOBS avail- The entire pump assembly can be set in a 
able in 34”, 1”, 1%” jiffy by simply /oosening one nut instead of 
and 112” sizes. Fully removing the usual four bolts. This unique 
performance - guaran- advantage makes the pump simple to adjust 
teed. to any piping angle, reduces installation 
time and eliminates leakage because there 
are no bolts or gaskets to remove. 
BRONZE OPEN FIN IMPELLER gradually builds up circulation. Effects Sold through jobbers. 
sustained head pressure—which is greater actual output power—without over- Write direct for intormative catalog. 


loading the motor. Makes the pump especially suited for baseboard and radiant 
NEOPRENE VIBRATION DAMPENERS provide exceptional vibration-proof sound 








be required. “Look to Econo for more” 


Manufacturers of: HOT 
WATER CIRCULA- 


FACTORY: EAST HADDAM, CONN. 











ALSO A COMPLETE LINE OF 


MALLEABLE AND STEEL PIPE HANGERS 


%” yy,” 4” 
TYPE “X" SPECIAL NUTS false %” size) 
































Makes Any Fire Door 
A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
Safety Valve” on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then ~—_ 

edge holds door open when necessary. 
easy to install with the NEW SPRI Ne 
HOLDER. 


MADE IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.00—$1.05—$1.10—$1.15 

See your jobber or write us. Pat. 2,605,097 


INLAND MFG. CO. 








1120 N. CICERO, CHICAGO 51, ILLINOIS 





For Modernization Of “Ne “Construction 


ALAB ECVE. 
WARM WALL wnscron AT Bt BEST 


Economy, attractive design, —— as 
higher and faster heat transfer : 
as well as noiseless operation 
make Basevector the best in in- 
dustrial. and commercial per- 
imeter radiation. Expanded 
metal enclosures are available. 
Your opportunity to offer Warm 
Wall heating at its best. 
WRITE FOR COMPLETE 
DETAILS AND RATINGS 













1, 2, or 3 Tiers High 
In addition to Basevector our regular 
Baseline Baseboard Radiation is sav- 
ing money every day for heating con 
ctors. 
BASELINE THE SESTLINE 
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Fig. 201 to Fig. 216 


Extra heavy and standard weight fittings. 
Made in 11/4, 112, and 2 inch sizes. 


RS 


Write for Complete Catalog 


7ée WILMINGTON CASTING Co. 


WILMINGTON, OHIO 


CAMPER 


@ Styled and built like our costlier | 
aluminum and white showers Z 
@ Exclusive double splash boards | 
for greater strength and beauty | 
@ Choice of sizes: 30" x 30" x 76" | 
or 32" x 32" x 76" os 
@ Galvanized “Paint Grip" Steel | 
@ Receptors: Cast Stone, Porce- | 
lain Enamel, Terrazzo, Baked |. 
Enamel Steel 
Immediate Delivery 
We manufacture a complete line 
- of aluminum showers in natural! or 
enamelled finishes 
NATION “LLY ADVERTISED 


SUPERIOR SHOWER CO. 


47-05 Fifth St. * Long Island City 1, N. Y. @ RA 9-0676 





MANUFACTURING COMPANY, INC. 
27 Hayward St., Cambridge, Mess. 
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Air Conditioning Sales Aids 


(Continued from bottom of page 362) 


radio commercials. Further information: John J. 
McMahon, Dayton, Ohio. 


Ajax Corp. of America (Window Type)—Bro- 
chures, catalogs, demonstration aids, wall ban- 
ners, direct mail. Further information: A. S. Han- 
cock, Evansville, Ind. 


Carrier Corporation—Brochures, catalogs, dem- 
onstration aids, direct mail, local publicity re- 
leases, newspaper ad mats, radio and T-V com- 
mercials, outdoor signs, wall banners, posters, 
window decals, sales presentations. Further in- 
formation: P. K. Ray, advertising and sales pro- 
motion manager, 300 S. Geddes, Syracuse, N.Y. 


Crosley Div., Avco Mfg Corp. (Room Condi- 
tioners)—Brochures, catalogs, demonstration aids, 
direct mail, newspaper ad mats, publicity releases, 
postcards, radio commercials, signs, wall banners, 
window posters. Further information: G. E. Sim- 
ons, national advertising manager, 1329 Arlington, 
Cincinnati. 


Mayflower Air Conditioners, Inc.—Catalogs, 
window decals, direct mail, newspaper ad mats, 
truck and window posters, radio commercials, 
wall banners, mechanical displays, blotters, cir- 
culars. Further information: L. J. Payin, Duluth 
Ave. & East 7th St., St. Paul, Minn. 


Mitchell Mfg. Co. (Room Type)—Brochures, 
catalogs, demonstration aids, wall banners, direct 
(Please turn to top of page 366) 














Assure Year ‘Round Outside Water with 
WOODFORD FREEZELESS 


WALL HYDRANTS 





STYLE 12 FEATURES 


1. Easy to install through 1” 
hole without taking apart. 






2. Quick opening and closing 


STYLE 1 
“ more” finger” clear: valve 
ance but ca 8 
specified. The "fever ar and RO 3. Coacemtent Lever Handle 
changeable. sy to operate or at- 


tach hose without hurting 
hand. 


e Outside handle oper- 
ates valve inside build- 
ing. 


e Wall pipe drains out 
after each closing so it 
cannot freeze. 


e Can be used in freezing 
temperature without 
going into basement to 
shut off and drain out- 
side water outlets. 








Contact your wholesaler or write .. . 





WOODFORD HYDRANT CO. 






DES MOINES 17, IOWA 
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The patented seam 
~ and spud 
construction 
makes 
them stronger: 


é 

¢ 

€ 
€ 
€ 
® 


TEED LEAK-PROOF 


GUARANTEED 
The Reichert Float & Mis. - 
2238 SMEAD AVENUE TOLE 


ob A tettied 





















Isnt there some way 


| can avoid gy 
AX | 
rust spots? - 





~< DIAMOND | 
IRON REMOVAL FILTER 


It not only removes all iron but also 
filters out other foreign matter which 
colors or clouds the water. The result 
is crystal-clear, palatable water. No 
more rust spots on clothes. No more 
discolored bowls or bathtubs. 

Distributed through plumbing supply wholesalers. 

Write for catalog and prices. 


OSHKOSH FILTER & SOFTENER CO. 
Oshkosh, Wisconsin 
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REACH OUT = 
MORE SALES 


WITH — 










RESIDENTIAL 
COMMERCIAL 
INDUSTRIAL 


A Complete Line 
from %—30 Gals. pd 

Shell Head Models a 
%y—10 Gals. = 










Every PROFIT Reason Says—BUY RADIANT! 
Performance—Equal to the highest priced burners. 


Price — Meets competition every time . . . plus — 
Low Upkeep — Factory Guarantee . . . National 
Distribution . . . Protected Territories . . . Easy 
Installation . . . Minimum Servicing. 





THE RK haut” 
OIL FIRED WINTER 
AIR CONDITIONER 

Precision Engineered for Economy 


laabectless?. fr. 2. 
in Price Operatio 










SUPERIOR DESIGN — Tubular 
construction presents greater 
heating surface to flue gases 


than conventional furnaces . . . Available in 





jacket is substantial and well a sig 
finished . . . high temperature eaeniied Unit, 
combusti: chamb + motor Hi Boy, 
driven blower unit and air Counterflow 


filters. 


FACTORY ASSEMBLED—Shipped 
complete with combustion cham- 
ber installed and jacket com- 
pletely assembled. 


WRITE FOR COMPLETE 
RADIANT LITERATURE. 


You'll sell— 
and profit more! 





RADIANT UTILITIES CORP. 


8809 18th Avenue, Brooklyn 14, N .Y 
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Air Conditioning Sales Aids 


(Continued from center of page 365) 
mail, newspaper ad mats, signs, window posters, 
local publicity releases, radio commercials. Fur- 
ther information: 2525 N. Clybourn Ave., Chicago. 


Remington Air Conditioning Division (Room 
Type)—Window decals, folders, newspaper ad 
mats, radio commercials, stuffers, wall banners. 
Further information: C. K. Juno, advertising man- 
ager, Willey St., Auburn, N. Y. 


Roberts-Gordon Appliance Corporation—Bro- 
chures, catalogs, window decals, illuminated dis- 
play, newspaper ad mats, 24-sheet poster, win- 
dow poster, radio commercials. Further informa- 
tion: W. E. Davis, assistant general sales manager, 
44 Central Ave., Buffalo, N. Y. 


Servel, Inc.—Brochures, catalogs, demonstra- 
tion aids, direct mail, newspaper ad mats, post- 
cards, signs, window posters, local publicity re- 
leases, radio commercials. Further information: 
D. K. Patterson, sales promotion manager, Evans- 


ville, Ind. 


O. A. Sutton Corporation (Window Type)— 
Catalogs, wall banners, direct mail, newspaper ad 
mats, window posters, local publicity releases, 
radio commercials, folders, display stands, pro- 
motional literature kits. Further information: 
Wichita, Kan. 


United Conditioning Corporation (Room Type) 
—Brochures. Further information: Croton Falls, 


mM. %. 


(Please turn to top of page 369) 








as Paine LABIA WIIG; 


Inv FORT RECOVERY SLIP JOINT, 
LOCK NUTS and OTHER PLATED DIE CAST PARTS 


@ EXPERIENCE and EFFICIENCY make our manufactur- 
ing facilities well suited to fast production of all types of 
small plumbing hardware. Our mass production furnishes 
surprisingly low unit costs! 


And ... we are equipped to machine die castings to your 
special requirements . . . also making exceptionally low cost 
dies! Quotations can also be furnished for your aluminum 
die castings and brass or bronze sand castings. INVESTI- 
GATE, compare our manufacturing facilities for your small 
plumbing hardware . . . we're proud of our well-known 
customers. 


WRITE TODAY to Dept. DE11 for complete information 
your blueprints bring prompt quotations! 


FORT RECOVERY INDUS/RIES, INC. 


Fort Recovery, Ohio 
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SAVES YOU MORE TIME, RIGHT ON 
THE JOB, THAN ANY OTHER TOOL 
IN YOUR KIT! 


A Journeyman’s tool, built to stand up under 
constant, on-the-job Contractor or industrial 
use. Needs no starting hole—has built-in blower 
— fits any heavy duty %" or %«" drill — blades 


Schedules, Class 40 Materials. 


SEND 
THE 
COUPON 
FOR 










Please send literature to: 


Name 





to cut all materials — listed on Federal Supply % 
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R.¢C. S$. TOOL SALES CORPORATION 









JOLIET, ILLINOIS 








FULL 





Address. 





















HOT WATER HEATERS 
DELIVER.... PLUS! 


Their well known ability to carry the full hot water loads— 
plus — hour after hour — without loss of temperature or 
volume output — is one of the many reasons for the con- 
tinued popularity of the PARACOIL line of Water Heaters 
with jobbers and contractors throughout the country. 


Every type & size available—for every type & size of installation! 










A TYPICAL 
Indirect Water Heaters PARACOIL VALUE! 
Apartment ra — Gravity Soler 
> t jo 
Submerged Tan eaters PP ay 
40°F to 140°F 


Tankless Water Heaters 














akiielaliclal-tel "hm aco hicis 


Heaters Low Pressure 


Drop— 
Streamlined Design! 





Heating Elements for 
Storage Tanks 


Convertors for Forced Hot Water 
or Radiant Heating Systems 


Condensate Coolers 


Flexible Nipples 


Write for Catalog Material and Prices! 


DAVIS ENGINEERING 


CORPORATION 
1064 East Grand Street 30 Rockefeller Plaza 
Elizabeth 4, New Jersey New York 20, New York 































offers the unique NEW 
DUAL-AIR 


vaporizing burner 
in ALL 


Shallo-Well 
Oi Fired 


floor furnaces 


gee ” 
Underwriters’ Only 34 deep, 


Listed 


NO GROUND CLEARANCE NEEDED! 


Oran’s amazing, new Dual-Air vaporizing burner is one 
of the greatest advancements ever made in vaporizing- 
type burners. This unique unit burns smoke-free, even 
under adverse draft conditions, with oil savings up to 
15%! 
There are four Oran Shallo-Well models for small 
homes, to meet climatic conditions anywhere in the 
nation. 

@ 50,000 BTU output—Natural draft 

@ 50,000 BTU output—Forced draft 

@ 65,000 BTU output—Forced draft 

@ 75,000 BTU output—Forced draft 
WRITE US TODAY FOR COMPLETE INFORMA. 
TION ON THESE UNIQUE SHALLO-WELL OIL- 
FIRED FLOOR FURNACES! 


ORAN COMPANY 


2224 S. Third St., Columbus 7, Ohio a n) 


so 
























AS 
IN 


BETTER HOMES STANDARD TANK & SEAT COMPANY, CAMDEN 2, N.J. 


& GARDENS 


LADIES’ HOME 
JOURNAL 


HOUSE 
HOUSE 


ADVERTISED good housekeeping 


SUNSET 
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the seat of 


For sale by your plumber 








© S.T.&S.CO. 















































& GARDEN 
BEAUTIFUL 














SOIL PIPE 
JOINT 





SECURE TUBS PERMANENTLY 
Quicker, eo and ener 


TITEWALL § 
HANGERS 


The TITEWALL Bath 
Tub Hanger is of high 
grade steel, all in one 
piece. Holds tub securely 


to wall. 


time and 


cracking at tub rim. Save 


vont he Perla Fp 1, | T E W A L L | 5. Free mats, product tag, direct mail to help you sell. 
inva une “° HANGER CO. | STANDARD CORP. of WAPAKONETA, OHIO 


Write for Literature. 1458 W. 87th ST Chicago 20 


CHC VANE 


WITH THE FAMOUS 


rubber 
poppet 
Mialaflr, 


STRATAFLO PRODUCTS, INC. J ALL 
fF RT WAYNE N ANA POSITION 














> [why yeu should handle the 
STANDARD “3000” SUMP PUMP 
price for volume sales . . . bigger profits. 


2. Quality construction for trouble-free pee . . . long 
life . . . better satisfied customers. 


| 3.. 1 yr. guarantee to protect you and your customers. 
4. Eye-catching finish to attract customer attention. 












Prevents wall Can be used on studding, furring 
strip or flat walls. 


WRITE TODAY FOR LITERATURE AND DETAILS! 














“Quality Products Since 1880" — 
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Air Conditioning Sales Aids 


(Continued from center of page 366) 


United States Air Conditioning Corp—Book 
matches, brochures, direct mail, newspaper ad 
mats, window decals, work uniforms, postcards, 
illuminated indoor signs, radio and T-V commer- 
cials. Further information: M. A. Stuart, adver- 
tising and sales promotion manager, Como Ave. 
S.E. at 33rd, Minneapolis. 


Miscellaneous Sales Aids 


Blue Seal Chemical Co. (Can Goods)—Circu- 
lars, window decals, newspaper ad mats, book 
matches, billboard. Further information: Adver- 
tising manager, Box 56, Roselle, N. J. 


Brule Incinerator Corp. (Incinerators)—Bro- 
chures, catalogs, direct mail, newspaper ad mats, 
local publicity releases, radio commercials. Fur- 
ther information: 407 S. Dearborn, Chicago. 


Chase Products Co. (Paint)—Brochures, cata- 
logs, demonstration aids, direct mail, counter dis- 
play stands. Further information: R. W. Svendsen, 
1816 St. Charles Rd., Maywood, Il. 


Dormont Mfg. Co. (Replacement Coil for Side 
Arm Water Heaters)—Brochures, catalogs. Fur- 
ther information: W. Lukitsh, secretary, 1314 High 
St., Pittsburgh. 


Haws Drinking Faucet Co. (Water Coolers and 
Drinking Fountains)—Brochures, catalogs. Fur- 
ther information: Fourth & Page Sts., Berkeley, 
Calif. 


Hays Mfg. Co. (Sill Cocks, etc.)—Brochures, 
catalogs. Further information: 12th & Liberty 
Sts., Erie, Pa. 


Hercules Chemical Co., Inc. (Can Goods)— Cat- 
alogs, display racks, folders, newspaper ad mats, 
window posters, radio commercials, samples, stuf- 
fers. Further information: J. W. Fidler, sales and 
advertising manager, 332 Canal St., New York 
City. 


Josam Mfg. Co. (Plumbing Drainage Special- 
ties)—Brochures, catalogs, dealer name plates, di- 
rect mail, local publicity releases, stuffers, wall 
hangers, folders, circulars, calendars, booklets. 
Further information: S. R. Selman, advertising 
manager, Michigan City, Ind. 


Key Company (Pipe Joint Compound)—Bro- 
chures, catalogs, direct mail. Further information: 
333 S. 27th St., East St. Louis, Ill. 


Majestic Company (Incinerators)—Brochures, 
catalogs, demonstration aids, direct mail, news- 
paper ad, mats, window posters, radio commer- 
cials, display cards. Further information: John 
L. Cull, Huntington, Ind. 


Sparkler Manufacturing Co. (Water Filters)— 
Brochures, catalogs, demonstration aids, direct 
mail. Further information: Mundelein, III. 


Weil Pump Co. (Industrial Sump Pumps)—Bro- 
chures, catalogs, direct mail, postcards. Further 
information: 1530 N. Fremont St., Chicago. 

© Sales Aid Directory to be continued. 
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SHOWERTIME 
PLEASURE! 






Yes, when you sell a 
Bubble- Stream Aerated 
Shower Head you're bound 
to satisfy your customers. It's 
a natural for ringing up sales! se 

wrens 


Culblle Dua 


AERATED SHOWER HEAD 


@ Patented 1 Piece Internal @ Threaded Connection Fits 
Part. No screens. Standard ‘/2"' Pipe. 

@ Ball Joint Adjusts Instantly to @ Solid Brass With Beautiful 
Any Spray Angle. Chrome Finish. 


WRIGHTWaAY 
ENGINEERIN 4332 Oakenwald Ave Chicago 15, Ill 


Home of BUBBLE*STREAM Aerated Showerheads and Faucet Aerators 









Contact your preferred jobber or 
write for literature. 













OUT ON THE JOB... 
IN THE SHOP... 


you ll 

speed work, 
cut costs 
with 


Kalamazoo model 610 


METAL CUTTING BAND SAW 


Popular with electrical, plumbing and heating con- 
tractors because it’s easy to put on a truck and take to 


the job, easy to move around in the shop. Cuts 6” rounds, 


6” x 10” flat. Get the details and you, too, will get the 
Kalamazoo 610. Write today. 
MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO CO. 





1113 HARRISON ST., KALAMAZOO, MICHIGAN 


























DEPENDABLE 


always... 


ALL WAYS! 









































depend on milvaco... 


To serve your complete plumbing 
and heating requirements. Milvaco 
offers a complete line of valves 


and heating specialties. 


depend on milvaco... 


To build satisfied customers and 


repeat business for you. The 


is your assurance of customer 


satisfaction on every installation. 


depend on milvaco... 


Your fellow tradesmen have been 
doing it for over 50 years! 


Now in its 51st year of service to the 


tad 





is a resp name g users of 


valves and heating specialties. 


MILWAUKEE VALVE COMPANY 
Milwaukee 7, Wisconsin 


NOW IN OUR SIst YEAR OF SERVICE 
TO THE PLUMBING 


AND HEATING INDUSTRY 









unquestioned quality of Milvaco produéts 


plumbing and heating industry, Milvaco 
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Water Systems Meeting 
(Continued from bottom of page 16) 


of the industry association by various of its officers, 
representatives of member companies and the electric 
power industry. 

The latter, through the Electric Water Systems 
Council, work closely with the pump manufacturers’ 
association in promoting sale of electric water systems 
to farmers and homeowners beyond municipal water 
mains. 

Recognition of Angster as the guiding spirit and 
driving force of the association he has so ably headed 
for 20 years came as he was completing his 54th year 
of service to the pump industry, and shortly after he 
had reached his three score and ten milestone. 

The quality of Angster’s leadership is nowhere so 
clearly revealed as in the phenomenal increase in 
farm water system sales—from 50,000 yearly in 1932 
to current annual sales of over 700,000. As one speaker 
put it, “No individual has contributed more than 
Herb Angster to productive and comfortable farm 
living through vigorous and consistent promotion of 
the modern electric water system.” 

G. R. Deming, president of The Deming Company, 
Salem, Ohio, a director, presented to Angster a thick, 
handsomely inscribed leatherbound volume of con- 
gratulatory letters from government and industry 
figures. 

Honorary resolutions in the form of framed illumi- 
nated scrolls were presented on behalf of the as- 
sociation’s membership by N. J. Gould, president of 
Goulds Pumps, Inc., Seneca Falls, N. Y., a director, 
and on behalf of the electric companies by R. T. 

sduowned turn to top of page 373) 
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PORTMAR WINDSOR STEEL BOILERS 


e easier to install e amazingly trouble-free 
e priced "right" to meet a 
steadily growing market 


MEETS EVERY HEATING DEMAND—FOR STEAM OR HOT WATER 
e@ submerged tankless copper coil for year ‘round domestic hot 
water 


@ designed so that 
parts are easily 
reached for proper 
cleaning 


im @ long gas travels per- 
mit complete ab- 
sorbing of gases for 
high efficiency and 
economy 

@ for gas or oil firing 

e large furnace vol- 
ume 

@ handsome extended 
jacket adds beauty 
to basements 

@ tested with high 
hydrostatic pres- 
sure 








WINDSOR 
Horizontal Tube Series 

Steam: 320 to 3,000 sq. ft, 
Hot Water: 510 to 4,800 sq. ft. 


Larger boilers made 
to order 


Contact your jobber or write direct for literature and prices. 

Brooklyn 15, N. Y. 
INDUSTRIAL WATER HEATERS AND HEATING 
FLAME SOILERS 


193 Seventh Street =: 


ae COMMERCIAL, 
OILERS © PORTMAR STEEL BOILERS © ROTARY WALL 
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UNIVERSAL MFG. CO. 
Berkeley 2, Calif. 


* There's a Universal for you!” 





~ 
— 
. 


THE CONVERT-I-JET 


CONVERT -I- JET — For All Around Efficiency! This self-priming shallow well unit 


MULTI-STAGE — More Woter, Higher Pressures! Universal offers you a complete 
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PUMPS AND 


U N 4 Vv E R SA WATER SYSTEMS 


SPECIFY UNIVERSAL ON THAT REPAIR JOB! 


UNIVERSAL pumps are really rugged! They are built to 
meet the tough exacting demands of 24 hours continuous 
service. That’s why Universal’s more-water-at-iower-cost 
pumps are practically trouble-free. That's why pump buy- 
ers from coast fo coast insist on Universal Pumps and 
Water Systems. 






delivers water under city pressure to meet the needs of the aver- 
age home. It is convertible t6 Deep Well use. 


line of Deep and Shallow Well Multi-Stage Pumps. These units 
deliver large volumes of water from depths to 300 feet or more. 


DEPT. DE-11 


MULTI-STAGE PUMPS 


Louisville 11, Ky. Quick deliveries from 
warehouses at At- 
lanta, Ga.; Houston, 


Texas; Kansas City, 
Mo. 104 





TRUSCON PRESSED STEEL INSERTS 


=the domestic engineering contractor’s 
answer to the problem of : 


anchoring... . pumps, tanks, and all other 
similar types of service 
equipment. 





TRUSCON SLOTTED INSERTS 





TRUSCON 
ADJUSTABLE INSERTS 
Republic Pressed Steel Egserte are placed in the 


correct, desired position BEF 





TAPPED INSERTS 


TRUSCON 


ORE the concrete is 


Poured. Saves time, labor, money. Assures correct 
Placement of fixtures and easy, quick changes. 


TRUSCON’STEEL DIVISION 


REPUBLIC STEEL CORPORATION ©@ 1116 Albert Street, Youngstown 1, Ohio 


motors, meters, blowers, 
etc., to walls and columns. 


pipes, pipe galleries and 
conduits from ceilings, walls 
or columns. 


FOUR DIFFERENT TYPES 


TRU 
BRICK SLOTTED INSERTS 


WRITE FOR 
ILLUSTRATED 
LITERATURE ! 


























CPerleos HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLG@d NEEDS 
Forced Air and Gravity Circulators, Radiant Heaters, Panel Heaters ond Fan Type Unit 
Heaters. 68 Years of progressive ad has 
this complete, tried and proved line—styles, types and sizes 
for domestic, commercial or defense heating requirements. 














Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
Heating Requirement—For Small 
[Mi Homes, Apartments, Housing Projects, 
Defense Housing, Churches, Schools, 
Motor Courts, Stores, Offices, Shops. 


Write for literature and prices today 







neo 
ety 
Homosty 








nsettu 
1685 MERCHANOIiE MacT Gabsas (ity MERCHANDISE MART h. e pone A demaatery oe an 
YEAR ‘ROUND DISPLAYS =" Suse humo tamas att, ertteees = 


PEERLESS MANUFACTURING CORP., —— LOUISVILLE 10, KENTUCKY, 
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avoid grief! 
handle polished 
pipe with a 
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STRAP WRENCH 


No man should handle 
chrome, brass or nickel- 
plated pipe without a strap 
wrench. The Warnock 
Simplex is the simplest of 
strap wrenches. Its flexible 
woven strap provides soft 










contact but strong grip... 
scientifically curved nose 
prevents denting. 

Equip your men with 
Warnock Simplexwrenches 
.-.see them do more work 
and waste less material. 


Order from your wholesaler tcday! 








-3 


LOWELL WRENCH Co. 


WORCESTER 8, MASS 





Zerosoft 


ANNOUNCES 
A NEW SOFTENER 
A NEW SALES PLAN 


COMPLETELY 
REDESIGNED 
AND RESTYLED 





FULLY AUTOMATIC 
RINSING 


DOWNFLOW 
OPERATION 


PAIL TERS, SOFTENS 
REMOVES IRON 


ZERO WATER SOFTENER MFG. CO. 





4985 ELSTON AVENUE, CHICAGO 30, ILL. 








Save time with a 


WARNOCK 


STRAP WRENCH 







avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 
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There are two models in 


many sizes. See these time 
and money savers at your 
wholesalers today. Ask 
him also about the handy 
Warnock Strap Vise. 


LOWELL WRENCH CO. 


WORCESTER 8 MASS 











FREE ADMISSION 


...to a library of authoritative data is available to you in 
return for a simple check mark. You may have interpreted 
this headline to offer another type of admission. If so, we 
apologize for using this small space device to attract your 
attention. Yet we feel we can amply return the favor by 
making you acquainted with the fact that information you 
can use is available to you without obligation. Simply check 
“Items Wanted” and mail as indicated. 





Folder on roof, floor, and 
shower drains. 


5. 


Folder on backwater and 
sewer valves. 





Folder on LEVELEZE adjust- 
able top floor drains. 


6. 


Folder on Interceptors to 
handle Industrial Wastes. 








Manual RA—specifications 
and roughing dimensions on 
all drainage products. 


7. 


Manual SP-3—a 32-page 
book on Swimming Pool 
Construction. 





Manual B—the complete trea- 
tise on grease interception. 





Folder on Shock Absorbers 
for Water Hammer. 








d CHECK “ITEMS WANTED” 


O®OOOOOO © 


AND MAIL TO DEPT. DE 
JOSAM MANUFACTURING COMPANY 
Executive Offices and Mfg. Division — MICHIGAN CITY, INDIANA 
World’s Largest Manufacturer of Plumbing Drainage Products 
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(Continued from center of page 370) 


Jones, manager of farm sales for Pennsylvania Power 
and Light Co., Allentown, Pa., representing the Elec- 
tric Water Systems Council. 

Next, association members, through President Laf- 
ferty, presented a combination TV-radio-phonograph 
to the executive secretary and director. The execu- 
tive board’s gift to Angster to commemorate the oc- 
casion, presented by D. L. McDonald, president of 
A. Y. McDanold Manufacturing Co., Dubuque, Iowa, 
chairman, was an appropriately engraved wristwatch. 

When the ceremony was completed, Angster moved 
to the speaker’s platform and, remembering President 
Lafferty’s ruling against a speech, said, quite simply, 
“Thank you.” 

Angster entered the pump manufacturing field 54 
years ago with A. Y. McDonald. Later he became 
manager of the well supply division of Mark Manu- 
facturing Company, now Clayton Mark and Co., 
Evanston, Ill. Subsequently he formed his own busi- 
ness—the Chicago Well Supply Co. 

In 1932, at the request of the pump and water sys- 
tem industry, Angster became executive secretary 
and director of the newly-formed National Assn. of 
Domestic and Farm Pump Manufacturers. 

The Angster recognition ceremony came as the 
climax to two days of committee meetings and gen- 
eral business sessions. By unanimous vote of the 
membership, all officers and directors who served 
last year were reelected to another term. 

They are H. R. Lafferty, president; D. L. McDonald, 
vice president; John P. Curtin, vice president of 
George D. Roper Corp., Rockford, IIl., treasurer, and 
Mr. Angster, executive secretary and director. 








117 Sandusky St. « 





Challenge Steel Nipples 
in the handy SIX-PAK! 


Here’s a new nipple package that’s sure to save 
you time and money. Each Six-Pak Carton con- 
tains six quality Challenge Steel Nipples in each 
standard length from close through 6”. Furnished 
in sizes ranging from %” to 2” inclusive. There’s 
no extra charge when you buy Challenge Steel 
Nipples in these new Six-Pak Cartons, so order 
your supply today! 


FRICK & LINDSAY CO. 


Pittsburgh 12, Pa. 








| 
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No. 300 Combination 
Swing Spout Kitchen 
Fixture with or without 
soap dish. Attractive 
acorn pattern economy 
fixture for easy installa- 
tion on wall back sinks. 
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No. 1375 Over-Rim Tub 
Filler for convenient wall 
installation. Luxurious 
one piece body and heavy 
cast spout. 





No. 541 Hardware Pat- 
tern Laundry Tray Fix- 
ture on 314” centers. Ex- 
tra heavy one piece cast 
body with integral 
mounting brackets for 
rigid installation. 


trouble-free service 


KINSMAN, OHIO 


* 


TYLER, TEXAS 





| See the complete Glauber line at your wholesaler 
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You'll Find MORE PROFIT POWER 


™ ™ DEWEY-SHEPARD 
Hot Water Heater 
oe Vertical "t re ene 


as the escent ool 


FOR APARTMENTS e@ MOTELS 
COMMERCIAL BUILDINGS 


Double your boiler income with the DEWEY - 
SHEPARD Convertible Hot Water Heuter! 
For full-time, top capacity hot water serv- 
ice for apartments, motels and commercial 
buildings, there is no heater quite like the 
DEWEY-SHEPARD for heating response. 


This unit is identical with the DEWEY- 
SHEPARD Boiler for convector, baseboard or 
perimeter heating. Built on the patented 
“Tube Within a Tube” principle, the 
DEWEY-SHEPARD Vertical Boiler will give 
your customers more combustion volume 
and greater heating surface than any other 
vertical fire tube boiler. Consumes less 
fuel. Requires less repairs. Collects no lime 
or scale. 80% of fire box heat is absorbed 
by water . . . and that is high. 





Heater capacities 100 to 1300 
G.P.H. 


Sse caactie 90.000 to ASK YOUR DEALER or WRITE US 


1,000,000 8. FOR FURTHER DETAILS TODAY! 


DEWEY - SHEPARD 


eXe) | (stam Geolanlelol ahaa (aren 


1311 N. CAPITOL AVE., INDIANAPOLIS 2, IND. 








Radiator }} 
Traps 
Built to 
Last 


The above picture shows Chief Engineer William Hillner 
of Northern Hotel, Billings, Mont., pointing to one of 1281 
Sarco type H Radiator Traps which have been in successful 


service in the hotel for 10 years. 





““We have replaced not more than a half dozen elements” 
says Mr. Hillner, “That’s why we again ordered Sarco 
heating specialties for our 1951 addition of sixty-three 


” 


rooms. 
“We won't accept substitutes.” 


Yes, you can buy Sarco with confidence. Each trap, before 
shipment, is carefully tested under actual working conditions. 


Sarco Heating Specialties include also radiator valves, air 
eliminators, boiler return traps, temperature regulators and 
strainers, Write for Catalog 150-7 to Sareo Company, 
Ime. Empire State Bldg., New York 1, N. Y. No obligation 
of course, Advt. 609 
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Mortgage Financing 
(Continued from bottom of page 207) 


is lower—in some cases only $5.00 per $1,000. 
(See Plan No. 4 Open-End Mortgage.) 

Second and third mortgages, while still avail- 
able, are not used extensively at the present 
time. The holder of a first mortgage has prefer- 
ence over the holder of a second mortgage and 
a second mortgage holder over a third holder. 
That rule of law makes second and third mort- 
gages less attractive to lenders. 

The advantage of this plan to the dealer is 
that he is concerned only indirectly with the 
financing and gets cash for the job. The cus- 
tomer enjoys these advantages: (1) he can in- 
clude other equipment, such as appliances, 
which FHA Title I does not permit, (2) pay- 
ments are extended over a long term, (3) 
monthly payments are small and (4), interest 
rates are usually low. 

Additional methods of financing will be described 
in the forthcoming December issue. 


Double-Take... 





AJAX 
REPAIR 
SERVICE 








“I know all about these garbage disposers!” 


HIGH CAPACITY 


RADIATION 


FOR 


RESIDENTIAL 
COMMERCIAL 
(NOUSTRIAL 
Installation 


COMPACT 
CONVECTORS 








Steel or 
Aluminum Fins 








in 





Kingston, Penna. 
Wilkes Barre, Peana 





| 


| 
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New High-Temperature Alloy 
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Keeps Trouble Out of the Hot Spots 


Have you heard about Incoloy, the new companion 
alloy to Inconel®? 

Incoloy was specially developed to meet the need for 
a metal that would stand up under extreme heat. 

The makers of products you handle know lots of 
uses for a metal like this. For example, oil burner com- 
bustion chambers ... liners ... and other equipment 
parts that are subject to high heat. 

On these and many other jobs, Inconel has been 
giving excellent service. But when defense require- 
ments preempted the supply of this high nickel alloy, 
INCO engineers had already started their research. 

The result: Incoloy, a nickel-saving alloy that is a 
worthy companion for Inconel as a _ heat-resisting 
material. It has good hot-strength. It is resistant to 
oxidation at high temperatures, and particularly suited 
for applications to resist sulfur attack. 

Incoloy offers good workability and has good weld- 
ing properties, It is made in a variety of forms, such 


as rounds, flats and hexes, sheet, strip and tubing. More- 
over, use of Incoloy is permissible for many applica- 
tions where the regulations either restrict or forbid use 
of Inconel. 

Of course, Incoloy—like Inconel and other Inco 
Nickel Alloys—is on extended delivery because of 
defense production. This means that makers of domestic 
oil burners and similar products may have to wait for 
the Incoloy they want. But they are getting it — and 
turning it into long-lasting heating-unit parts for equip- 
ment designed to give your customers dependable 
service, 

For additional information about Incoloy — or prod- 
ucts with Incoloy parts — write Harold Thompson, of 
our Consumer Products Section, at the address below. 
And when you find parts that have failed in high-tem- 
perature service, why not suggest to the manufacturer 
that he consider Incoloy? Tell him Inco is always glad 
to work with him on his metal problems. 


The International Nickel Company, Inc. 


as, 











Look for THIS Box 
for che FINEST 


FLEXIBLE 
SUPPLIES 


@ Fuity FLrexis.e 

© DURACHROME FINISH — HIGH LUSTER 
WON'T CRACK, CHIP OR PEEL 

@ EASIER INSTALLATION 

© COMPETITIVELY PRICED 


"TREN-FLEX 


Manufactured sy 


TRENTON PIPE NIPPLE COMPANY 
TRENTON NEW JERSEY 
A Complete line of BRASS NIPPLES. 


178° to 8" dia. 


















KEK CLEANED BOL 
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67 Wall Street, New York 5, N. Y. 
» Incoloy. . . for Heat-Resisting Applications 


<a ADE MAR, 


KAM ? 


TANKLESS 

2 HEATERS 

KAM WATER HEATER 
MEG. CO. ING. 


239-249 Alabama Ave. Brooklyn 7, N. Y. 


(st 


xy 





LABOR COSTS WITH ) 
‘SPEED’? RADIATOR BRACKETS 





The labor-costs saved by “Speed” Radiator 
Brackets pay for them many times over— 
on every job. Completely assembled, ready 
Hangs any type of wall 


Write for literature. 


for installation. 
or tube radiation. 


Your Jobber Stocks Them! 


Carty & Moore Engineering Co. 


1150 W. Baltimore 
Detroit 2, Mich. 
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WATER 
\ HEATER 


Win $100.00 for other valu- 
able prizes by naming the new 
Sands Automatic Gas Storage 
Water Heater! A minute of 
your time may make you a 


winner 





nothing to 
buy, no labels to send in, no 


letters to write. The 


there's 


name, 
which in the opinion of the 
judges best 
great new Sands Water Heat- 


er, will win the first prize! 


describes — this 


OUTSTANDING FEATURES OF 
THE SANDS AUTOMATIC GAS 
STORAGE WATER HEATERS 
THAT WILL HELP YOU IN SE- 
LECTING A NAME! 


W 
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It is the only Gas Storage Water Heater sold as a com- 
plete unit with all these extra features included at no extra 


charge: 

®@ Magnesium Anode Rod. 
© 100% Grayson Unitrol. 
© Set of Dielectric Unions 


e es ot Pitot Filter 


(when require 


@ Meets Massachusetts Code Re- 
quirements (when required) 

© in the event of a tank failure 

withia | the fuaractes period, the 

TER will be re- 

hh 


In addition, Sands Automatic Gas Storage Water Heaters 
have al) the fine construction features found in most quality 


water heaters, 


Here are the simple rules. 


1, Anyone who sells, 


installs, services or displays water heaters except em- 


ployees of the Sands Manufacturing Company or its advertising agency is 


eligible 
2. Send the name you suggest t« 


‘Name Contest” 


Sands Manufacturing 


Co., 5407 Sweeney Avenue, Cleveland 27, Ohio. Be sure to sign your name, 


title, and business address. 
83. In case of ties, 


duplicate awards will be made. 


4. In case of duplicate names, the one with the earliest postmark will be 


selected 
5. Winning names become 


6. Contest closes 


ist—$100.00 in cash 


December Ist, 1952, and decision of the 


the property of Sands Manufacturing Co 


judges is final 


Prizes 


3rd—$25.00 
4th to 10th—$°0 00 in cash 
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Obituaries 


(Continued from bottom of page 304) 

Jesse C. Johnson, president of S. T. Johnson Com- 
pany of Oakland, California and Philadelphia, passed 
away October 18. His death resulted from injuries 
incurred in an accidental fall which occurred at his 
country home in Paradise, Calif. He was taking a brief 
vacation on his 72nd birthday. He and his elder broth- 
er, Seward, founded the firm in 1903. Mr. Johnson was 
an active and effective figure in the early struggle to 
gain acceptance and recognition for the oil heating 


industry. His faithful attendance at conventions was 
almost a tradition. 






















Freeman M. Nickerson, 64, Cotuit, Mass., died just 


a week following the death of his wife. He was a 
member of the Cape Cod and Massachusetts State 


Associations of Master Plumbers. 


William G. Ireland, 55, assistant to the president 


and formerly vice president and general manager of 


Bundy Tubing Co., died Jast month after a long ill- 


ness. 


Ralph S. Brenan, metropolitan branch manager 


of the Burnham Corporation, passed away recent- 
ly. He was formerly associated with the Richardson 


& Boynton and Spencer Heater Companies. 


Louis C. Upton, chairman of the board and founder 
of Whirlpool Corporation, died last month, the day 


before his 66th birthday. 
(Please turn to top of page 379) 








HAWS 
sells itself and YOU 


»» While in use! 








Repeat sales will come 
your way more easily when you sell 
and install HAWS Sanitary Drink- 
ing Fountains and Electric Water 
Coolers, Through long periods of 
economical, trouble-free service, 
HAWS dependability sells itself... 


and you... over and over again. 


HAWS’ forty years experience in 
manufacturing drinking water fa- 
cilities assures top quality. Build 
your reputation and increase your 
sales. Sell and install HAWS Drink- 
ing Fountains and Electric Water 
Coolers! 














2nd—i—30 gal. Sands Water Heater 
Send your entry in teday—you may be the lucky winner of 
$100.00 in cash. 


Sands Manufacturing Company is famous fer quality water heat- 
ing devices since 1913. Its preducts are sold only through 





@ WRITE FOR YOUR FREE CATALOG, TODAY! 


recognized wholesalers or distributors. 


SANDS MANUFACTURING CO. 


S407 SWEENEY AVENUE + CLEVELAND 27, ONIO 





ZZ 


DRINKING WATER FOUNTAINS 
ELECTRIC WATER COOLERS 


HAWS DRINKING FAUCET CO. 
1437 Fourth Street (Since 1909) Berkeley 10, California 


| Agents and Sales Representatives in All Principal Cities 
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*Combi-trol panel, a SIEMON EXCLUSIVE, 
provides gas electric ignition on both fuels 


for complete safety. Factory wired to reduce 
installation costs. Available only with 


Combi-Matic. 


mean more 4 your cusfomer ... 
more profit for you. 














B LO 
{ Siemon tHoro-mix 





GAS BURNER 












mercial, and industri 


al applications, 










with BOTH fuels. . 


For combination gas-oil burners . . . 


the complete line of burners for every heating need. 


DOMESTIC ENGINEERING 


dealer-aid information. 


for gas burners . 


*Siemon Combi-Matic Gas-Oil 
Burners are available ina 
wide range of sizes to fit 


most heating plants. 


wy 
N 
N 


















Yes, Siemon Combi-Matic Gas-Oil Burners offer more plus features 
fo your heating customer, AND easier installation and less servicing 
mean more profit to you. Combi-Matic features BALANCED combustion 
. Not just one. Exceptionally high efficiencies with 
both fuels mean low operating costs. Synonymous with low-cost, high- 


efficiency performance, Siemon Combi-Matic means more profit for 


customer-conscious, value-wise dealers. Write, wire, or phone for free 


~» See Sicmon 








ARMSTRONG BROS. 


Better PIPE TOOLS 











5223 W. ARMSTRONG AVENUE + CHICAG 


An easier, faster, better way 
to thread 1” to 2” pipe... 


WITH POWER! 


This Saget (26 Ib.) compact Portable Power Pi e 
Threader, goes to the job—is operated with a | 
portable’ ectric drill. 1 set of High Speed Steel 
gk eg all sizes—~just move indicator to |” 

Lk ee or 2” marking. Clamp on pipe and 
apply ell to drive square. The rest is automatic. 
Operating on anti-friction bearings with automatic 
lead, it’s a fast, easy way to get smooth, accu-te 
threads. 


| Anmstronc BROS. TOOL co. 


“The Tool Holder People” 






030, iLL. 




















»UILEBUANER 
| Service Pants, | 

















Above: Display 
Sales Board 


Right: Packet- 
Protected Gasket 


ATTENTION 
WHOLESALERS 
OF OIL BURNER 
SUPPLIES... 
Here are Important 
Gasket & Repair Parts 


FOR YOU! 


Hydrovalve now offers you a fast-selling, 


profitable, 






line of guaranteed gaskets and 
related service parts. In big 

demand and essential to every 
oil burner serviceman, they 
are packed in labelled and 
sealed cellophane bage—in 
quantities to encourage in- 
creased units per sale! 


Sell-On-Sight Display 
Helps You! 


Plumbing Wholesalers 


Don't turn away profitable 


oll business! For a minimum 
of wall apace and amall in- 
vestment this silent saleaman 
stocks displays sells for 


you the Hydrovalve 
line, 


pre-sold 


Wholesalers! Please write for full information today. 
Representatives wanted for expanding territory. 






Hydrovalve Co. 


BROOKLYN 3, N.Y. 







1319 UTICA AVE. 
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Ideal for Modernization Work 











Cutaway View of Utica ‘1’ Boiler 


Utica Boilers and Radiators are ideal 
for modernization work. They are 
readily available, easy to install, and 


dependable in performance. 





Uiica Radiators 


UTICA RADIATOR CORPORATION 
UTICA 2, NEW YORK 








Vind vive iain 
This year be prepared to solve 
frozen water pipe problems. The 
Trindl Therm-O-Tron pipe thawer 
will safely thaw copper and lead 
tubing or standard water pipe lines 
in a matter of minutes. With 
Therm-O-Tron, there is no open 
flame. The Therm-O-Tron does 
the job thoroughly by electronics 
without digging into frozen ground 
or tearing out of walls. This is a 
device, tried and tested over the 
Nation and proved superior in op- 
eration and economy. Shipped 
complete including two 20 foot 
cables, pipe clamps, and operating 
instructions. 


ONLY $94.50 
f.o.b. factory 







Write, wire, phone 
Dept. PT-4 for partic- 
ulars and your nearest 
jobber. 








The Trind! Therm-O-Tron was en- 
gineered and designed by one of 
the world’s leading manufacturers 
of electric arc welding equipment. 
In addition to effectively thawing 
pipe lines it is also perfect for 
brazing and sweating cracked or 
new pipe. The Therm-O-Tron is 
being used all over the country by 
farmers, ranchers, maintenance men, 
and plumbers in hospitals, factor- 
ies, resorts, hotels, and institutions. 
Don’t YOU get caught with your 
pipes down this year. 


17 East 23rd St. 
Chicago 16, Ill. 


LTD. 








5 FREE 
Technical Sulletins 
(y. for IMPROVING the 
mY EFFICIENCY of BURNER 
INSTALLATION — SERVICE 


1. ‘GOOD PROFITS IN MODERNIZATION’’ 
How to set up a program beneficial to your customer, 
profitable for you — and good for your industry. 
2. ‘‘BURNING OIL COMPLETELY’’ 


Why properly sized combustion chambers of the 
proper materials are a “must” for efficient in- 
stallations, 


3. ‘“*NOW YOU CAN ‘SEE’ THE AIR’’ 


A complete description of the new principle of 
mating air and oil patterns for higher efficiency, the 
knowledge of which will enable you to get the 
highest possible CO2. 


4. **YOU'VE GOT TO KNOW NOZZLES’’ 
There is a right nozzle for every oil burner. A 
thought-provoking article which will help you. 

5. *‘DRAFT CONTROL IS IMPORTANT’’ 


The proper location and the great importance of 
accurate draft control is described in this article. 






Write for your FREE bulletins NOW 





BOSTON MACHINE WoORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass 
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Obituaries 
(Continued from center of page 376) 


Walter P. Bailey, New Bedford, Mass., died at St. 
Luke’s hospital. He had been in failing health and 
in semi-retirement from his plumbing business for 
the past five years. 


William R. Ray, 73, chairman of the board of di- 
rectors of the General Controls Co., Glendale, Calif., 
died at his Los Angeles home. One of the most 
respected pioneers in the oil heating industry, Mr. 
Ray was responsible for the development of the hori- 
zontal rotary oil burner, the dual pump and reser- 
voir, and many other improvements in the combus- 
tion, automatic controls, heating and related fields. 


William J. Fahey, Lowell, Mass., died at the Sunny 
Acres nursing home in Chelmsford after an illness 
of two months. He was a member of the Lowell As- 
sociation of Master Plumbers and conducted his 
business at Gallagher Square for 40 years. 


Frederic E. Warrington, 68, secretary and assistant 
treasurer of Speakman Company, Wilmington, Del., 
died suddenly at his home. Appointed assistant treas- 
urer of Speakman Company on November 4, 1919, 
Mr. Warrington was elected secretary on May 9, 1939 
and director April 27, 1947. 





Keep abreast of plant expansions, personnel changes, 
sales meetings, conventions and other significant develop- 
ments in the industry by reading News of the Month in 
DoMEsTIC ENGINEERING MAGAZINE. 





NEWEST 
ADDITION T0 THE 


GOSS “QUALITY” LINE 


ae PRICES 


SAME STURDY CONSTRUCTION AS ALL GOSS L-P GAS TORCH 

AND FURNACE EQUIPMENT. 

SIMILAR EQUIPMENT USING FLANGE TYPE VERTICAL VALVE. 
SEE YOUR JOBBER 


FOR THE COMPLETE GOSS QUALITY LINE OF L-P 
GAS TORCH AND FURNACE EQUIPMENT 






880 FURNACE............ $14.50 
(SHIELD INCLUDED) 
GOSS 20 LB. E CYL....... $23.50 
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Shorten Radiator 
Heat-Up Time with 








We invite you to try Nicholson traps on slow radi- 
ators. Institutional engineers have repeatedly con- 
firmed that the advanced design of Nicholson traps 
can help restore sluggish systems. Size, 2” and 34”; 
vapor and vacuum; 
pressures to 25 Ibs. 
In all standard cor- 
ner and angle types. 
Competitively priced. 
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BULLETIN 452 
190 Oregon St., Wilkes-Barre, Pa. 
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Sickles For Insulation Installation 


On Air Conditioning and Ventilating Systems 


TUBING SPRING CLIP 








For Securing “4 and % inch 
Control Tubing to Walls 
and Ducts 








On Cold Storage Plants, Buildings and Ships 


TYPE N WITH 
SPEED WASHER 


TYPE B WITH 


LOCKING PLATE = tvPE S ADHESIVE 


Neoprene Base Fire Resistant 
High Strength Adhesive 
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REMODELING OR NEW PROJECTS 
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TANK OR LAVATORY SUPPLIES 
SAVE TIME - SAVE FITTINGS 





Arbest sweat-in flexible supplies are designed to slip over and sweat directly 
on 34” or 12” copper tube rough, eliminating the need for adapter fittings. 
All Arbest supplies have ground joint fittings for quick installation to shank 
of lavatory faucets or fixture, or flat top to shank of ballcock. Arbest sweat-in 
supplies are plated with lustrous, polished chrome on nickel base guaranteed 
not to crack, chip or peel at point of bend. Packaged complete with deep 
flanges to cover sweat-in joint and are available in tube lengths six to thirty- 
six inches 34” O.D. 


TEST DISC FURNISHED FOR WATER PRESSURE TEST 


All Arbest sweat-in supplies are furnished with solid fiber test discs, which when tightened 
down on compression fitting in place of compression gland, permits water pressure test. 














Cut-away of compression 
nut shows dise inserted Fiber Test Dise 
for test. 





Mfers. of Flexible Supplies - Air Vents - Air 
Chambers - Pipe Hanging Specialties. 


toner | Designers and | PE N B E R T H Y 





Write for details or order ARBEST 
Line from your Jobber. 


G & H MANUFACTURING CO. 
3047 AMBER ST., PHILADELPHIA 34,PA. 
















Conditioners 








Phare manufacturers of a AUTOMATIC 
Central complete line of cooling, : 
Station 
Air Conditioners heating, ventilating E ectr IC S um p 
ye sate and refrigerated air 
re conditioning equipment for 
Coils jobs you can be proud of 
conn Aie Penberthy insector co. 
- ne Division of the Buffalo-Eclipse Corp. 
Units DETROIT 2, MICHIGAN 
noaltdividuat usMlAce Write Dept. Canadian Plant — Windsor, Ont. 
‘ond Heating a a a iit DE-112 
Units ee ee Constructed of Copper 
Blowers == —_—_sUNITED STATES AIR CONDITIONING CORP. and Bronze Throughout 


ka MINNEAPOLIS 14, MINNESOTA : 8 d 


The AGES of the NEW gage 
The ADVANTAGES of the WATER HEATER 


M ORA REPAIR COILS 


BALL UNIONS FOR OLD, NEW AND 


® Made of Steel © Metal-to-metal 
ground seat © Permits free angular OBSOLETE HEATERS 
100 DIFFERENT MAKES 


movement of 2214° in any direction. 
® Helpful for connecting mis-aligned 
Single, Double, Triple, 
Instantaneous, Multi-Coil 


pipes © Relieves excessive vibrations. 
Send for Catalog 


Permits limited amount of expansion. 

Used for air, gas, liquid, steam. Guar- 
DORMONT MFG. CO. 
1314 High Street, Pittsburgh, Pa. 





© \ FOTAL ANG ee | 





1) 
fi 





anteed leak proof. 
Available sizes 
y4" a ad Fa 1%” - %” a ae 114” - 2” 
214” - 3” 

Ask Your Jobber! 
DARK . 
KE : 
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SITUATIONS OPEN 


SITUATIONS OPEN 


REPRESENTATIVES WANTED 





SALESMEN SELLING DIRECT TO 

master plumbers to carry a complete 
line of traps—brass and rubber special- 
ties—high commissions—all territories 
—side line or full time. Address Key 
720-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Illinois. 





WANTED SALES ENGINEER 


To work out of midwestern headquar- 
ters of large, nationally-known concern 
contacting oil burner manufacturers 
through district representatives. Knowl- 
edge and experience in domestic heat- 
ing control business desirable. Age 28 
to 35. Unlimited opportunities for fur- 
ther growth. Excellent employee se- 
curity program. Send resumé stating 
Salary 
commensurate with ability. Address 
Key 708-D, DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 


16, Illinois. 


qualifications and experience. 





PLUMBING AND HEATING ENGI- 

neering salesman wanted to work for 
contractor in southeast United States. 
Compensation commensurate with abil- 
ity. Address Key 629-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 


SALESMAN TO SELL PLUMBERS 
brass and rubber goods for territories 
we sold for 38 years, and contacts 
maintained. Middle Atlantic states. 
Contact QUAKER CITY SPECIALTY 
COMPANY, 3550 North 16th Street, 
Philadelphia 40, Pennsylvania. 








SALES ADMINISTRATOR 


Experienced in heating equipment in- 
dustry. Excellent opportunity for a 
seasoned man, preferably under 45 
years of age, who can accept mana- 
gerial assignments to relieve general 
sales manager. Administrative respon- 
sibilities and some traveling—for large, 
well-established midwestern concern 
with national distribution and sizeable 
sales department. Please write in de- 


DESIGN-DEVELOPMENT 


Graduate of M. E. or E. E. wanted by nation- 
ally-known heating controls manufacturer for 
work on gas, oil and refrigeration controls. Ex- 
perience in designing controls helpful but not es- 
sential. Light, clean, air conditioned offices; 40- 
hour week. Good salary with 6 month reviews. 
Middlewest location. In reply, state age, experi- 
ence, education and salary required. Photo help- 
ful. Address Key 710-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Avenue, Chicago 16, 
Illinois. 





RESEARCH LABORATORY ASSISTANT 

with experience in testing and devel- 
opment of heating appliances. Knowl- 
edge of A.G.A. approval requirements 
desirable. Excellent opportunity for 
advancement in the Research and De- 
velopment Department being relocated. 
RHEEM MANUFACTURING COMPANY, 
ad South Kedzie Avenue, Chicago 29, 





FAST GROWING 


Manufacturers’ Agents has openings for 
five aggressive salesmen to operate on a 
split-commission basis. Our lines con- 
sist of pottery, soil pipes, steel enamel- 
ware, steel cabinet nipples, seats, etc. 
Territories open: 
1—Upper New York state 
2—Philadelphia area and 
parts of New Jersey 
3—Pennsylvania state 
4—Maryland, Delaware, 
Washington, D. C. 
5—New England states 
Our present staff knows of this ad. 
Reply in detail. A personal interview 
will be arranged in your city at an 
early date. Address Key 681-D, 
“DOMESTIC ENGINEERING,” 110 
E. 42nd Street, New York 17, N.Y. 





SALESMAN, EXPERIENCED IN 

plumbing and heating to call on trade 
Traveling is extensive. Car and all ex- 
penses paid with good salary and oppor- 
tunity for advancement. Give full par- 
ticulars. Address Key 739-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


OUR LINE OF GAS AND ELECTRIC 

automatic water heaters is available 
in the following states: Kansas, Ken- 
tucky, Missouri, Oklahoma, Ohio and 
Texas. We have a good product priced 
right for all markets. Address Key 
717-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Illinois. 








SALES REPRESENTATIVES WANTED 

by manufacturer of quality line of 
cast iron screwed pipe fittings, to cover 
Ohio, Michigan, Indiana and other mid- 
western areas. State territory covered 
and present lines carried. Address Key 
716-D, DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Illinois. 





tail, giving age, experi , refer " 
family circumstances, salary expected. 
Enclose recent photograph. Address 
Key 714-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 
16, Illinois. 





MANUFACTURER QUALITY TUBULAR 

goods has opening for reputable rep- 
resentative in Detroit and _ Pacific 
Northwest. Address Key 711-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Avenue, Chicago 16, Illinois. 











FIELD TESTED NEW PRODUCT 


Midwestern manufacturers of auto- 
matic electric ventilation systems for 
farm, home and industry desires capa- 
ble dealers, wholesalers and manufac- 
turers’ representatives in every section 
of the country. Very competitive list 
prices, yet a quality product (General 
Motors - Minneapolis -Honeywell-Tor- 
rington, etc., component parts) with 
liberal dealer and wholesaler discounts. 


Write 


RAY H. TANCK 
National Sales Manager 
Sutherland Mfg. Co. 


Hancock and Wilson Streets 


Madison, Wisconsin 





SALES REPRESENTATIVES 


Manufacturer of plumbing fixtures de- 
sires services of experienced represen- 
tatives for the states of: 

Illinois 

Missouri 

Kansas 


Kindly state lines now handled. Address 
Key 731-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 
16, Illinois. 





SALES REPRESENTATIVES WANTED: 

Michigan, Minnesota, Missouri, Ohio, 
and some other good exclusive terri- 
tories available. Must be capable of 
selling our service to heating, air con- 
ditioning, and refrigeration trades. Also 
to national users of heating and re- 
frigeration equipment. Long-established 
midwestern firm. Repeat orders, com- 
mission basis. Very profitabe for man 
able to handle this since it is a service 
to the trade very much in demand to- 
day. Address Key 554-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 382, 384 AND 386 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 








OLD ESTABLISHED MANUFACTURER 
of compete line of plumbers cast brass 
and tubular goods, desires representa- 
tion through manufacturers’ represen- 
tatives, to call on wholesale jobbers in 
the states of Utah, Idaho and Montana 
—state of Michigan—and states of Ok- 
lahoma, Kansas and Nebraska. eee 
in detail qualifications. Addre Key 
721-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Illinois. 


EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
ealling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 








REPRESENTATIVES WANTED TO 

sell to plumbing supply jobbers a 
brand new line of competitively-priced, 
insulated steel, undersink cabinets (all 
sizes) wall and base cabinets. All terri- 
tories open, excluding New York City. 
Answer in detail. Address Key 682-D, 
“DOMESTIC ENGINEERING,” 110 E. 
42nd Street, New York 17, N. Y. 





GAS WATER HEATER 


Aggressive manufacturers’ representative cover- 
ing seven Rocky Mountain states out of Denver 
wants gas water heater line. Terrific connec- 
tions with L. P. gas distributors. Here’s your 
—— * to crack the fastest-growing market in 

Address Key 733-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, Chicago 
16, Ill. 





MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive territo- 
ries open. Write full details in confi- 
dence. Box _ 182, 221 West 41st Street, 
New York, N. Y. 


MANUFACTURERS’ REPRESENTA- 

tives, with warehouse facilities pre- 
ferred. Well-rated large manufacturer. 
Complete line of steel and copper con- 
vector radiation. Competitively priced 
for wholesale jobbers. Exclusive ter- 
ritories protected. Write full details 
first letter. All replies confidential. 
Address Key 668-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Tllinois. 








REPRESENTATIVES 


Established midwestern manufacturer 
of steel enameled bath tubs, kitchen 
sinks and cabinets. Complete line, com- 
petitively priced. Openings in Kentucky, 
Colorado, and Florida. State full de- 
tails as to territory and present activity. 
Address Key 725-D, “DOMESTIC EN- 
GINEERING, 1801 Prairie Avenue, 
Chicago 16, Illinois. 





MANUFACTURERS AGENTS WANTED 

for complete line birch veneer wooden 
kitchens. Priced within reach of all 
markets. Commission basis. Most terri- 
tories available. Give full particulars 
in first letter, territory now covered, 
lines handled, type of accounts con- 
tacted and how often. Address Key 
727-D, DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


R. P. WILEY 
616 West 26th 
Kansas City 8, Mo. 
Selling jobbers throughout Iowa, Ne- 


braska, Kansas, Oklahoma, western 
Missouri. Warehouse service available. 





WANTED: AGGRESSIVE MANUFAC- 
turers, representatives with heating 
experience to handle outstanding new 
line of warm air baseboard radiation. 
See our Ad on page 303. Some territories 
available. Write full details to PATCO 
MANUFACTURING CO., 231 North Bread 
Street, Philadelphia 6, Pennsylvania. 


REPUTABLE MANUFACTURERS’ 

agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, Jacimons, 
Washington. Address Key 420-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





WELL-KNOWN, EASTERN MANUFAC- 

turer of commercial finned pipe radi- 
ators and residential baseboard radi- 
ators is seeking aggressive representa- 
tion in the Midwest, Southwest and 
West Coast areas. It is essential that 
representatives be thoroughly experi- 
enced in the heating field. Write details. 
Address Key 737-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LINES WANTED 








OLD ESTABLISHED 
MANUFACTURERS’ AGENT 


Covering metropolitan New York, 
Manhattan, Brooklyn, Queens, and 
Long Island to jobbers, once a month, 
personally, with over 200 active ac- 
counts, large and small, wants one 
more good line. Only 2 lines carried 
at present. Over 25 years of selling 
and practical knowledge of plumbing 
and heating. A reply may be of some 
mutual benefit. 


c;-P. 
P.O. Box #82, New Lots Station 
Brooklyn 8; New York 





M. L. QUEEN 


410 N. Poplar Street 
Dexter, Missouri 
Established with plumbing jobbers in 
the states of Missouri, Arkansas and 
Louisiana, giving prompt coverage to 
manufacturers represented. 





CAPABLE MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 467-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





MILWAUKEE 


I would like to hear from a reputable 
manufacturer who needs sales repre- 
sentation in Wisconsin through a man- 
ufacturer’s agent doing an absolutely 
first class selling job on a few good 
lines. RAY M. CORDON, 3245 S. 
Lenox St., Milwaukee 7, Wisconsin. 





ESTABLISHED 


engineering corporation has ope s in manu- 
facturers’ representative division for air con- 
ditioning, enameled steel, cast iron, china, brass 
and plumbing specialties for Texas, Oklahoma, 

. Louisiana, =o oe and — 
Must be top lines as Addre 
Key 641-D, “DOMESTIC. VENGINEERING” 
1801 Prairie Ave., Chicago 16, Illinois. 





MR. MANUFACTURER 


We have a national sales organization 
(22 men) covering the plumbing and 
heating jobbers throughout the United 
States. We are the sole sales outlét 
for two different corporations. If you 
have a distribution problem, why not 
investigate us? We can handle another 
non-conflicting account. Address Key 
628-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, 
Illinois. 





West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 
Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 








PAUL ATCHISON 
SALES COMPANY 
777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 
Lines for plumbing, hardware and industrial 
ogee 6 only. Especially interested toilet seats 
fixtures. Perfect coverage in 
Califone ot Arizona for past twenty years. 





ACTION 

COVERAGE—PROMOTION 
Covering all plumbi 
Pennsylvania, New Rare ~~ Mary- 

Washington, V: 
COBIN ad SAXON 
1352 Hellerman Street 

Philadelphia 11, Pa. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 381, 384 AND 386 
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New BULLETIN AIDS 
IN SELECTION OF 
PROPER PUMP FOR 
YOUR SERVICE=— 


24 pages of informative 
engineering and application 
data on horizontal end- 
suction centrifugal pumps 
in sizes from 1/4 to 150 hp 


‘ Protusely 
i 'ustrated—you can apply 
and buy directly trom the Bulletin. 


EVERYTHING YOU NEED TO KNOW TO 
CORRECTLY APPLY PEERLESS PUMPS 
TO MOVING OR TRANSFERRING LIQUIDS 


You'll use this bulletin over and over again. From 
it you can select the proper pump for your liquid 
transfer service from one of the broadest lines of 
general purpose pumps offered by any manu- 
facturer. In the complete Fluidyne pump line 
Peerless provides: 


1. ALL TYPES OF DRIVE, electric, V- or flat belt pulley 
and flexible coupled drives. 


2. COMPLETE RANGE OF SIZES, with motor sizes from 
% to 150 hp. 

3. BROAD RANGE OF CAPACITIES, from 5 to 5500 gpm. 
4. WIDE RANGE OF HEADS, up to 260 feet. 


Bulletin is complete with product illustrations and 
descriptions, pump cross sections, parts lists, di- 
mensional data in both diagram and chart form, 
easy-to-read pump selection tables and pages of 
useful pump engineering data. 


WRITE TODAY FOR YOUR FREE Copy. Simply use a 
penny postcard and request Peerless Pump Bulle- 
tin No. B-2300. 








PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 
Address Inquiries to Factories at: 
Offices: New York, Chicago, St. Louis, 
Atlanta, Tulsa, Plainview and Lubbock, 


Texas; Fresno, Los Angeles, Phoenix, 
Albuquerque. 





Los Angeles 31, Calif. or Indianapolis 8, Ind. 








SIMPLIFY YOUR 


SALES, 
INVENTORIES 
AND SERVICE... 








Handling several makes of 





heating equipment multiplies your sales 
and merchandising problems . . . makes 
servicing and stock more expensive. 


It will pay you to find out how to stream- 
line your operations with the complete 
Janitrol line for lower overhead, in- 
creased profits. 


THE COMPLETE JANITROL LINE INCLUDES... 


OIL or GAS 


CONVERTIBLE 
STEEL BOILERS 





Three sizes of units 
handle most residential 
requirements. Janitrol 
Steel Boilers look mod- 
ern, are modern models 
of compact efficiency . . 
can be field converted 
from oil to gas or gas 
to oil. 














“Write today for information on the complete Janitrol line. . . 
learn why “‘Janitrol is Easier to Sell, than Sell Against.” 
SURFACE COMBUSTION CORPORATION, Toledo, O. 


Gas and Oil-Fired Conditioners and Boilers. Gas Gravity and Floor 
Furnaces. Gas Burners and Unit Heaters. Save-Way Air Systems. 
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LINES WANTED 





EXPERIENCED COVERAGE. PLUMB- 

ing and heating jobbers in Utah, Ida- 
ho, western Wyoming, and western 
Colorado. Concentrating on a few qual- 
ity lines. MANUFACTURING SALES 
AND ENGINEERING CO., 1098 South 
9th East, Salt Lake City 5, Utah. 





THE PROBLEM 


You manufacture quality products for 
distribution through plumbing and 
heating wholesalers. Your coverage 
in New York, New Jersey, and Con- 
necticut (the most fertile market in 
the country) is weak or non-existent. 
You have more raw material than 
orders. You need volume sales. 


THE SOLUTION 


Engage us on a strictly commission 
basis. Our record of 30 successful 
years as manufacturers’ representa- 
tives speaks fer itself. We know the 
market, cover it intensively, and give 
our principals a steady flow of orders. 
We maintain a local warehouse. Let's 
get acquainted. Write and tell us 
your story—we'll be glad to tell you 
ours. Address Key 638-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





ONE LINE WANTED 
MISSOURI, (OWA, ILLINOIS 


Well nine 
handling one major ion now seine: all cae 
ing, heating and warm air jobbers in above ter- 
ritory, desires one additional line. Address Key 
734-D, “DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, [Ilinois. 








ATTENTION MANUFACTURERS— 

Memphis manufacturers’ agent wants: 
(1) quality competitive line of plumb- 
ers brass. (2) flush valves. (3) toilet 
seats—to round out lines now carried 
on regular scheduled coverage of Louis- 
jana, Mississippi, Arkansas, Alabama, 
Tennessee; calling on wholesale hard- 
ware and plumbing supnvly firms only. 
What have you for all or any reason- 


able part of this territorv? Address 


Kev 732-D, “DOMFSTIC ENGINEER- 
til agg Prairie Avenue, Chicago 16, 
18. 





THE SCHUTZE SALES CO 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





WANTED: PLUMBING OR HEATING 

line, by alert, wide-awake sales or- 
fanization enjoying A-1 rating amone 
the jobbers and dealers. Chicago, I)li- 
nois, Indiana and Wisconsin. Address 
Key 619-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois, 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Eight cents per word, 


including heading and address. 


For 


keyed address count seven words. Minimum advertisement, 
$2.00 per insertion. Cash must accompany order. For rates on 
bold face advertisements in this section write to Classified 


Advertising Department, DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertise- 


ments are payable in advance! 





LINES WANTED 


FOR SALE 





ESTABLISHED MANUFACTURER'S 

representative covering Virginia, 
North and South Carolina for past five 
years, desires one or two additional 
staple lines. Address Key 719-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Avenue, Chicago 16, Illinois. 





LINES WANTED 


Missouri, east Kansas, Central South- 
ern Illinois. Inquiries on lines to sell 
invited. Well-established agency. Ad- 
dress Key 730-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tive established in the State of Flor- 
ida, calling on all pumbing and heat- 
ing jobbers, desires a few more lines to 

promote. Located at St. Petersburg, 
Florida. Address Key 620-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





ESTABLISHED MANUFACTURERS’ 
representative desires plumbing and 
heating lines for Arkansas, Alabama, 


Louisiana, Mississippi, and Tenneasee. 
Intensive coverage.sAddress Key 726-D, 


“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 





LINES WANTED: WELL-ESTABLISH- 

ed manufacturers’ representatives, 
operating a competent sales force and 
covering plumbing, heating and in- 
dustrial supply jobbers exclusively, in 

New Yor and New Jersey territories, 
invite correspondence from manufac- 
turers of quality merchandise. We do 
not carry conflicting lines or function 
as a super-jobber but handle each line 
on a commission basis. Please answer 
in detail. Address Key 683-D, “DOMES- 

IC ENGINEERING,’ 110 EB. 42na 
Street, New York 17, N. Y. 





TOPS IN REPRESENTATION WITH 

million-dollar good-will among le- 
gitimate wholesalers on Eastern Sea- 
board. Seeking only first class lines. 
Now working Maryland, District of 
Columbia, Virginia. Immediate results. 
Address Key 691-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Tilinois. 


PLUMBING WHOLESALER, BRASS 

goods and specialties, covering Los 
Angeles territory, desires to represent 
manufacturer in same or allied lines on 
commission basis. Established sales 
abilitv. Address Key 718-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





PLUMBING BUSINESS 
Established 26 years. With or without 
building. Best location in Chicago. 
Address Key 686-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





FOR SALE: THE eee Gal 
vanized malleable fit 
crosses, 31—2%4%” crosses, ibe” ame 


38—3”" x 1\” tees, | "Op x 1” faced 
bushings, 35— hex bushings, 
82—2” canines, * fom? couplings, 
and 42—2%" x 1” black bushings. 


WALTER FRITZ, 76 Woodland Avenue, 
Winsted, Connecticut. 





FOR SALE: OLDEST ESTABLISHED 
Plumbing and sheet metal shop, on 
main business street in fastest growing 
area of Southern California. Will sell 
entire clean stock, including fixtures 
and equipment and give long lease. 
Address Bd 723-D, “DOMESTIC ENGI- 
*" 1801 Prairie Avenue, Chi- 

cago 16, filtnois. 





CALIFORNIA 


Plumbing - contracting business near 
Los Angeles. Average gross over 
$20,000 per month. Price $26,000. 
Terms, Contact exclusive agent— 


PAUL STOOPIN, 1520 Wilshire Boule- 


vard, Los Angeles 17. 





SEALED PROPOSALS FOR THE PUR- 

chase of new, unused excess materials 
being offered for sale by Panama Canal 
Company will be received by Superin- 
tendant of Storehouses, anama Canal 
Company, Balboa, Canal Zone, until 
10:30 A. M. November 14th on Circular 
#24, part I; November 18th on Circular 
#24, part II (Refrigeration equipment 
parts; plumbing supplies); November 
2ist on Circular #25, part t (Chevrolet 
parts); November 25th on Circular #25, 
part II, (Diamond “T”, ” pode, Plymouth 
parts); November 28th on Circular #25, 
part Tit (Ford, Autocar parts); Decem- 
ber 2nd on Circular #25, part IV (Intl. 
Truck parts, Gar Wood load packing 
truck parts, carburetors). Blanks and 
information relative to these offerings 
may be obtained from PANAMA CANAL 
COMPANY, 24 State Street, New York, 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 381, 382 AND 386 
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REMODELING? BUILDING? 
EXPANDING? PLANNING? 


Modernize Your Heating System 


With Sys 








The flexible Besler-engineered water 
heater that’s ideal for use with 


A. G. A. 
APPROVED 








@ panel or baseboard units 





@ radiant heating systems 
@ convector or warm air systems 


@ swimming pool heaters 







THERMEK instantaneous hot water 
heaters give complete flexibility in 
planning any type of heating system. 


Immediate hot water . . . THERMEK 
spined tubes heat instantly. 


Thermek controls . . . finest safety 
controls in the industry. 


Convenient lift-off type front panel. 


Light weight . . . highest BTU rating 
per pound. Net weight as low as 131 


pounds. 
Easy to install. THERMEK is shipped 


assembled, controls connected. Low 
voltage transformer from hot line 
(220-110V) to 24V. 


EASY TO CLEAN 
EASY 10 INSPECT 








Direct fired, sizes 125,000—156,000— 
215,000 BTU 

: Indirect fired A.S.M.E. model 250,00 
Direct fired, A.S.M.E. model 350,000 BTU. especially sized for pmol son ce 
BTU swimming pools. 


If you are a dealer, wholesaler, or manu- 
facturer’s agent in a natural gas area, 


a few territories are still available. 
Write today for full information. 


THERMEK 
ENGINEERING CORPORATION 


Products Manufactured by Besler Corporaton 
4053 HARLAN STREET, EMERYVILLE, OAKLAND 8, CALIFORNIA 

















WATER IN THE BASEMENT? 
When Remodeling... Remember that 
a Boosey Backwater Valve will 
Assure a Dry Basement! 


Assure your customers of a dry, odorless basement 
by installing a Boosey Backwater Valve No. 109, 
which has both a manually operated gate valve and 
automatic swing check valve, or a No. 1109 Boosey 
Valve having only the manually operated gate 

valve. Properly installed ac- 


cording to local building codes, 
either will provide dependable 
protection for stored merchan- 


dise and valuables against 
basement flood conditions. 
Boosey units can mean new cus- 
tomer confidence in drainage 
control...and they are easily 
used in remodeling 
programs. 












\ BOOSEY DRAINAGE CONTROL 
| PREVENTS FLOODING FROM — 


@ Gorged Drainage Systems 
@ Discharge from Fixtures 
Above Basement Level 


NO 109 ©@ Storm Water from Roof Areas 
° 


@ Sub Soil Drainage 








SEND FOR SPECIAL LITERATURE ON 
BASEMENT FLOOD PROTECTION 


NORMAN BOOSEY MFG. CO. 


Division American Skein & Foundry Company 


5281 AVERY AVENUE DETROIT 8, MICHIGAN 
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FOR SALE BUSINESS OPPORTUNITIES | MISCELLANEOUS 
FOR SALE: PLUMBING AND HEATING PARTNER WANTED IN WHOLESALE | 
business including retail and dis- and retail plumbing and heating sup- | 
tributing departments in Ohio ot of ply house, in fast-growing town in New | 
45,000. Doing between $350,000 and Mexico, must know plumbing business, | 
$400,000 annually. Good reasons for excellent location, good purchasing 
— on require qetwese $150,000 connections, too much business for one 
and -D, “DO- man. be ober and willing to How To 
MESTIC ‘ENGINEERING, ~ i801 Prairie work. 320, 000 will handle this deal. 
Avenue, Chicago 16, Illinois. Address Key 706-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave, Chi- 





cago 16, Illinois. 
BUSINESS OPPORTUNITIES 








MISCELLANEOUS 





GOOD GAMBLE 
Two new items, cast-iron pipe jig and 
new type level at patent-applied-for 
stage. Need manufacturer or repre- 


sentative as I haven’t the money or 
experience. Should be good sellers as 


they save time and work. Box 346, 


Longview, Washington. 


DISTRIBUTORS WANTED 


Rated plumbing supply houses inter- 


ested in becoming an exclusive distribu- 
tor for an _ established mid-western | 
manufacturer of steel enameled bath 
tubs, kitchen sinks and cabinets. Many 
protected cities and territories avail- | 
able. We invite your inquiries. Address 


Key 728-D, “DOMESTIC ENGINEER- | 


ADVERTISEMENTS ” es ; 
382 AND 384 a Pee Prairie Avenue, Chicago 16, | 





FOR ADDITIONAL CLASSIFIED | 


SEE PAGES 381, 











WIPE PERFECT JOINTS 


on lead pipe and connections 


A post card for complete valuable 


instructions 


Geo. E. Williams Co. 


3035 Aldrich Ave., So. 
Minneapolis 8, Minn. 














n s Series 5-H Illustrated, one of a 
‘ + complete line of combined Chair 

<4 Carriers and Fittings. Write for 
F x cotalog. 


ge IT’S PLUMB EASY TO REMODEL 
3 with wall hung fixtures—-BUT SPECI- ‘ 

e FY JAY R. SMITH’S PLUMB EASY eas 
CH ve - combined wall closet chair carriers. ‘= 


? 


‘AY 

Smiy 
' GREASE” 

INTERCEPTORS ° 


y Write for Complete—New 88 Page Catalog 


“4 pet. 


SPECIALISTS FOR OVER A DECADE 
MANUFACTURING SUPERIOR PLUMBING PRODUCTS 


Union, 























New Jersey 
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inn. | 
Motor Repair Shop Owner i j a 
Finds KLIXON Protectors idoet gas fire 
Insure Against Burnouts He ate eatin plant 


SO. HARWICH, MASS.: Mr. Alfred LaMontagne, | Specifically designed for gas fired hot water 
owner of the Cape Cod Electric Motor Service knows systems, it will help you to meet warm air 
what he’s talking about when he praises KLIXON competition, with radiant, baseboard, and 


Protectors. More than 200 motors pass through his ciuebetes tiadilasioda. 
shop every month. 







“In my ten years of experience with electric motors, 
I've found that KLIXON Protectors save our customers 
unnecessary repairs. They’re tamper-proof... and the 


lowest cost insurance against motor burnouts that you 
can get.” 






SEND FOR THESE 


TWO ACTUAL 
STORIES OF HOW 


CONTRACTORS LICK 
HOT AIR ON 


PRICE 
WITH A QUALITY 
WET HEAT JOB 






KLIXON Protectors Build 
Customer Goodwill by Pre- 


venting Major Repair Costs 


The KLIXON Protectors illustrated are 
built into the motor by the motor manu- 
facturer. In such equipment as 
refrigerators, oil burners, wash- 
Manual ing machines, etc., they keep 
Reset motors working by preventing 
burnouts. If you would like in- 
creased customer-preference, re- 
duced service calls and mini- 
mized repairs and replacements, it 
will pay you well to ask for equip- 
ment with KLIXON Protectors. 


. SPENCER THERMOSTAT 
L S Division of Metals & Controls Corp. 
eee nse 1811 FOREST ST., ATTLEBORO, MASS. 






























HOOK & ACKERMAN, INC. 
9 East 40th St., New York 16, N. Y. 
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WORLDS largest selling 


WORLDS fastest cutting 
The FAMOUS <> Soil Pipe Cutter 


LISTS FOR A Low $15 
No. 1 Cuts C.1. Pipe 





<> 2” to 4”. List Price $15.00 
No. 2 Cuts C.l. Pipe 
2” to 6”. List Price. $20.00 





Other heavy duty models for production cutting of pipe 
vp te 24” in diameter. 


WRITE FOR CATALOG 
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In modernizing—or in building anew, in- 
stall APCO Cast Iron Soil Pipe. Through- 
out your lifetime or in generations to 
come, you’ll never have to replace it! i] 
No one can see this servant of sanitation, 
but you'll know it’s there because you 
could have endless trouble WiTHOUT it! 


APCO| 


CAST IRON SOIL PIPE 


For a quality plumbing job, make it CAST 
IRON and you're sure of PERMANENCE. 
This durable, flexible, economical pipe for 
house drains and sewers—for vertical or 
horizontal position—will withstand strain 
and corrosion and last for centuries! 

It will pay you to invest in PERMANENT 
Sanitation and Satisfaction. Specify APCO 
once—for all time! There’s a fitting for every | 








code—every problem—every job! 
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ALABAMA PIPE COMPANY 


General Sales Offices: ANNISTON, ALABAMA 


District Sales Offices in New York, Chicago, San Francisco, 
Portland, Los Angeles, Kansas City. Seattle and Denver 
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Looking for a WINNING COMBINATION ? 


Here are two “‘sure-things’’ for more pump profits this year! The | 


Goulds Balanced Flow tankless jet simply has mo competition ia © 
the shallow-well field. And the new Goulds tank-mounted, deep- 
well unit is your best bet for depths just beyond shallow-well limits. 
It’s a sales combination that nobody else can offer . . . backed by 
Goulds quality, Goulds dependability, and Goulds proven selling 
and promotion plans. Better be im on the payoff . . . see your 


Goulds distributor, or write: 


GOULDS PUMPS INC. e Seneca Falls, New York 
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